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INTRODUCTION 


The contents of this booklet present, in outline, 
a most unique combination of saleable merchan¬ 
dise and a proveifTield tested marketing program. 
The Symbra'ette program offers to sincere, ambi¬ 
tious people from all walks of life and business 
or professional backgrounds an opportunity to 
supplement their present incomes on a part time 
basis oi to earn middle to upper five figure annu¬ 
al incomes, working full time. 

The incentives in the marketing program, the low 
maintenance requirements, the casn car allow¬ 
ance up to S200.00 per month, low volume re¬ 
quirements permitting direct purchase from the 
Home Office, provides the ambitious person the 
ingredients to build an organization. 

The Company keeps records and pays all over¬ 
rides, freeing your time for sales and recruiting. 
All overrides received are yours to keep in full. 

investigate the potential of the bra and girdle 
business. It is truly “big business”! In 1967 
over 1V4 billion was spent in this market. In ex¬ 
cess of 10,000 teenagers per month start to wear 
bras. Literally every woman in the country is a 
potential customer!! , 

You have a future with this rapidly growing cor¬ 
poration in its fifth year of operations. 
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MARKETING PROGRAM 


Qualified Regional Managers earn 5% on Dis¬ 
trict Managers; 10% on Supervisors; 15% on 
Senior Keys; 20% on Key Distributors; 3% on 
directly sponsored Regional Managers ! 1% on 
indirectly sponsored Regional Managers; 1% on 
indirectly sponsored District Managers; S200 
cash car allowance. 

* 

Qualified District Managers earn 5% on Super¬ 
visors; 10% on Senior Keys; 15% on Key Dis¬ 
tributors; 3% on directly sponsored District 
Managers; 1% on indirectly sponsored District 
Managers; $150 cash car allowance. 


Qualified Supervisors earn 5% on Senior Keys; 
10% on Key Distributors; 2% on directly spon¬ 
sored Supervisors; SI00 cash car allowance. 


Qualified Senior Keys earn 5% on Key Distri¬ 
butors. 

Key Distributors purchase from their sponsor. 

The Synibra'ette Marketing Program is designed 
so that the ambitious person can start small or 
as large as he desires. Consultants can rapidly 
work into higher income brackets, or those who 
would like to enter business on a large scale 
may buy in as a Supervisor. 
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KEY DISTRIBUTOR 

V ou may start your association with Symbra'ette 
as a Key Distributor, by purchasing an inventory 
of S300 R.P.V. from your sponsor. The profit 
from the sale of this merchandise is approximate¬ 
ly *110.00. When a Key Distributor sponsors con¬ 
sultants into the business, their R.P.V. adds to 
your R.P.V. and with your personal sales you 
can advance to the level of Senior Key. 


SENIOR KEY 

To start as a Senior Key, you purchase Si.000 
R.P.V. of products from your sponsor at 40% 
discount and start buying direct from the Com¬ 
pany, and you earn 5% profit on your Key Distri¬ 
butors. With their R.P.V. and your personal sales, 
you can advance to the Supervisor level and earn 
an extra 5% profit. 


SUPERVISOR I 


To attain Supervisor level and* 45% discount 
requires S3,000 R.P.V. and one (1) direct quali¬ 
fied Senior Key and two (2)direct qualified Keys. 


A qualified Supervisor receives: 


• . . 10% profit on his Key Distributors. 
... 5% override on direct Senior Keys. 
... 2% override on direct Supervisors. 

. . . *100 cash car allowance. 
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DISTRICT MANAGER 

To attain District Manager level and 50% dis¬ 
count requires S7.500 R.P.V. and five (5) direct 
qualified Senior Keys or Supervisors. 

A qualified District Manager receives: 

. . . 15% proRt on his Key Distributors. 

. . . 10% override on direct Senior Keys. 

... 5% override on Supervisors. 

... 3% override on direct District Managers. 

* 

... 1% override on indirect District Managers. 

. . . $150 cash car allowance. 

REGIONAL MANAGER 

When your entire group R.P.V. is $25,000 in a 
calendar month and you have t v 1 qualified 
direct District Managers, qualified 

indirect District Managers, you attain the top 
discount level oi Regional Manager which is 55% 
of the R.P.V. 

A qualified Regional Manager receives: 

. . . 20% profit on his Key Distributors. 


. 15% override on direct Senior Keys. 

. 10% override on Supervisors. 

. 5% override on direct District Managers. 

. 3% override on direct Regional Managers. 

. 1% override on indirect Regional Managers. 

. 1% override on indirect District Managers. 

. $200 cash car allowance. ^ 
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THE CHANCE OF A LIFETIME’ 

The fiymbra'ette Marketing program will make it 

possible to open the door to reai nappiness, cre- 
at.vc expression, and a prosperous, successful 
life for you, because it makes the unique SYM- 
BRA’ETTE brassiere and other related products 
available to the Women of America. This is a 
"once in a lifetime” opportunity, of which you 
can still get in on the ground floor, for the mar¬ 
ket can never become saturated, or hardly even 
scratched. There arc approximately 10,000 young 
women a month mov ing into the brassiere wearing 
age, as well as all the present prospective cus¬ 
tomers who need what our Symbra’ette brassiere 
can do. 

Repeat Business - Symbra'ettes proven 80% re¬ 
peat sales can earn you a steady income. Many 
of our Consultants have created a clientele of 
retail customers whose repeat business alone 
earns them from S500 to S1000 monthly income. 
Repeat sales makes the Symbra'ette career 
unique in the direct sales field, c|nsidering that 
many direct sales items do not repeat and new 
customers must constantly be sought. 

Regardless of who you are, where you are from, 
or what you are now doing, there is a place for 
you in the growing and profitable Symbra’ette 
Organization, at any level that seems best for 
you, handling any of the numerous quality, need¬ 
filling items. 

Why not set your goals, make your plans and get 
started! 
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‘ WITH DR. SONIA GARI.'TSO’S liRAS* 

'r*r»Nrrn 

| D WITH 

I 

, OR\'IA STYLIST 1963-68, THE I.OS A' ,111'. TIMES |o t ,-.. 67 
losi ( ..n ever developed". They now le.ul »|„. in l(nil|UP eJesi^n! 
m-nude, or totally covered, yet have the support superlative bra. 
< .yinbra Ette Inc., tor manufacture. The new Vmhr., Lite line is sold 
hrr ,,lvn " on,r h Y expertly trained Symbra I it, Consultants 

MU. CARL SIMON'SCN President of Symbr.vl tie Inc., is now fur¬ 
thering this bra revolution by adding the e three special bra designs 
to his multi-million dollar sales volume m liras, I'.ntie girdles, tiirdles 
| and Swimwear under the Syntbra-CIte label. (We suggest you be 
. aware of imitations many try to copy these uncopyablc bras but 
none can verify their revolutionary concept). 
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THC CAMIORMA STYLIST SA>S 
• 7 hi* aitlntn iifjlc.i enrluntment "i nn ex- 
clunvc l* AILS Tfl)* the rctnl* ct * 

ytort of indirir/uat r, •r.tnh. PwcuUtt new 
uplift help* ncrco<c the to,nil . u<f tASD 
IT S ALL YOU), ,1 fi »i tty nitnmt sc the 
oterlarfc bn-t SO PADS. STRAP STRAIN. 
SLIPPAC.C OR PRI SHIRE. Mn.le etc In* rely 
of the ftnett fabric* i nd lacct with J 4.1l un- 
Jercuppinf that tupp.'rtt from below aid the 
tiJet." 
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. " ' r r “" MJ or diminish curve, and provide 

i llnc " f l,r ' ,s - ' ,ant - v B‘ rdle9 “nd swimwear. Sym- 

• ' pri'fit prt^r.iin uiti<|m» 111 the industry. 3 

. s w -- I's '.i'iVt 'i'i'' Kl " " f l,ra ' s,0,es antl women's intimate apparel 

/ * "n •> I'-rson to person basts only. You too can open a 

, ,‘p. 1a,,nal '‘limrtun.ty as a Symbra-Etle Consultant, part 
tun time. Mail Cihi|niii today or Phone (40S) L*97-3r>15. 


•jW Mrrtdlajt Avenue, San Jose, California 95126 
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Its a Revolution 

Rrrorl, III.. Cal,farma Slyli.r • a rerolulionar, 1 J. 4 , 
doing the im principle, el ,lrr»« end mppert that 
•pply 10 dental bridgeiaork. "Dr Sonia” invented and 
patented thi, deiign Iran a irirn life and fanetianal 
•tandpainl that make thi, bra reflect. The batam, art 
held Iran brio v and the tide, a, if by firm ,at gen til 
hand,, without artificial aid, uhaltoever." 
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CUSTOM FITTED BRAS - GIRDLES - SWIMWEAR - LINGERIE & WIGS 


YOUR PRODUCTS. A PATENTED, 

PROFIT-PROVED LINE 


SYMI3RA f.TTE bras, with (he patented ‘‘UNIUAND" 
esicn, are already known and acclaimed by thou- 
sands of women as the ultimate ,n li,..i,re flattery 

A " unu ;unl of sixes—from 30A 

“L—brings all the advantages of CUSTOM fit- 
,' nR *°, CVC 7 1 wom3 "> »K'" the privacy of her own 
~~~ " adJl,lo 't, you offer the exclusive SYMURA 
buTlT T PANTY U,RD,1, S - with extra 

onel i" tra ' ur ^_ ,hat “'her l.ne can match. 
Once your cus^ners vp.ir one of these beautiful 
foundation garments, .tfTyVll never want to go back 
to ordinary” girdle* up.i.fh.- Hnd-for even greater 

weir'a - ! r re S 0 fuH ’i^'l SVmBRA-KTTE swim 
* “ " 1, l ? KCr,C ' V “ h » 11 features that 

?mt Trr r d r ' U, '“ " ;ar - r ound best sellers. 

Truly different frony .ad -mor to any other line 

I '• 

' Ti.lE POPULATION! 


on the market. 
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YOUR MARKET - 


r • <f 

From the bigger/, n/f, .a* '''.he tiniest villag 
and hamlet, yoi c,waiting for * 

nninii#. cv.ino a ........ , . .. ** 111 


unique SYMBRA'»rri 
prospects at thi M/r 
NEW ones add/ t o. 
oral sales at. .s.'lur.t • 
order repeat virt-ii; 
word-of-mou(l eferr.il 
you establir. rur SY 
it almost w s by i 
customers . cad the 
quality ar . custom I 


ge 
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' 'Jiof. I CMb to 100 million 
!-;w|th well over 2 million 
■ if 1 All prospects for sev- 
,v.ith year-riund, multiple- 
guaranteed, Tremendous 
..lies potential, too. Once 
B'. A'ETTE distributt .-ship. 
•'.■If, because enthusiastic 
>rd «!»ut SYMURA’ETTE 
, . . ••'.vice) — multiplying your 

profits win. very little t -.c and effort on your part* 
The potcr:,.,l ,s astronomic ..1 and the surface has 

SS *?- ^ «% - * 
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YOUR^ PROFIT r\:OC'tAM-UNIQUE 
,,INDySTRY.\j'* 

™ e SYMSRA-FTTE Marketing Plan has success 
U‘ * ln al1 'he way. Yoti can start as small or 
as big as you wish - and'grow from there, expan¬ 
ding your sales organization and collecting auto- 
matic overrides on all the sales made by consultants 
under yr>. The SYMURA'ETTE Marketing Pro- 
gram otiers qualified consultants up to 60-"j dis¬ 
count, plus a cash car allowance up to $200 
monthly. 


The opportunities are almost unlimited - and the 
giound floor is still wide open 1VE INVITE YOU 

b T °J°' N - NOW. Mail coupon today wUh" 
brief letter of facts and qualifications 


~) 


v 

• \ 



/ 


j ■ 

/ i' 


* 

/ 


/ 


' I 


O'" 


it 


/it 



9 


SYMBRA 'ETTE .INC, “ 

DEPT. 0*9 460 MERIDIAN AVENUE 

Yes, I am sincerely interested to know how a minimal 
c.iandise can start me in the SYMBRA'ETTE Success 
Name 


SAN JOSE. CALIF. 9512G* 1 
PHONE: J OS-297-3515 J 


investment, secured by mer- * 
Program. i 


Address 
City_ 


Phone: 
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State 
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NOVEMBER 19C9 


Printed in U.S.A. 


4G0 Mciidl.in Avenue 


Jose, California 95126 


A NOVEL WAY Of ADVERTISING 


/^ven the day alter surgery, Mae 

P ntinued to he Symhra'ette con- 
'ous. showing our products to nur- 
s and friends visituij; her. 

Mae said her Siesta lira was h**r 
prize possession during her stay .it 
tlie hospital and felt she would not 
have recouperated as well without it. 

Wliile being examined after sur- 
geiy. Maes doctor commented on 
what a nice sleep lira she was wear¬ 
ing. Mae revealed lo him she sold 
them. He then commented further. ‘1 
wish all of my patients who undeieo 
breast surgery wore your sleep lira.” 
Mae. with her usual enthusiasm ex¬ 
claimed, you send me your patients 
before they are admitted to the hos¬ 
pital and I'll fit them! He then told 
her he had 2 patients who needed a 
bra as soon as she was able to lit 
them. Betore he left her room. Mae 
had shown him the full line of Sym- 
bra’ette products and gave him a hand 
full of brochures to give his Datienrs 


• w.in|,i lik,. to share with the 
u 1 ' l -‘ r method of advertising. 

v,, ars 1 have sponsored 
i'i s ij.ola Myres) bowling 
I ji i moved to Denver tins 
•’ ' r '• I un also Iwwlmg on the 
hut still sponsoring 
•> tf.ua again. Since they ad- 
'hra”. i decided to ad- 
' ••• 'he swimsuit. The enclosed 
s|h,w *he plarpies, 1 made, 

!| (•m on our blouses. 

’ " '• » 1-round is black felt. The 
•lb-sh colored fell. Tlie 
.* I ,t '' dilferenf colored felt 
is hi the same color 
I cm real hair from bcau- 
11 l '" 1 •' '’ ‘ll making them. 

' '' !,v h the names from the 

" .* '• 1 these "SWlMBi.A- 


From June Dalton — Supervisor 


I would like to acquaint you with. 
Senior Key. Mae Parker. Mae holds a 
lull-time job and sells Syinbra'ette 
products part-time, maintaining an 
average monthly R.P.V. of S1500. In 
May. she was advised, by her doctor, 
she would have to undergo surgery 
within 2 weeks. Realizing this would 
put her out of commission for awhile, 
she stayed busy to the very day of 
surgery making ladies happy in swim¬ 
suits and our other Symbra'ette prod- 


1 H.s promptly 
»ng favoritism so 
■ f«»r them, doing 
ifferent liras and 
Siesta hra from 
thers from white 
markings. 


»r 


IIIUI • •• 


ENTHUSIASTIC NOTES FROM Mr t , 

AN, AND KATIN’S W 

■> 1 gaining school 


I li.nl l» I’ll thinking several month;; 
,,( I nin:’ into Hie lira busuiesThe 
11 .in, in, School was brouulit to my 
’ ilium ami I derided to attend. 
'.'Is ' mil I in*' expiess my platitude 
|, ’ mI,I have learned. The motiva- 
t. 'ii tie v have instilled m us could 
i. "!•'!» lieu: lit at any pure. All doubt 
h . > le ' ii lefuoved, my rheck turned 
in tm ii,y l.it .aid the det.etinitiation to 
i le l> tie 1 iddn last. It has been all 
I-, tide tInuu Jt the unselfish efforts 
! A, ii A idei son, Katie a id .lack 
.'•.inli'U 


Shirle > Duwdy 

would like to show my npprecia- 
'•* tins Symbra’ette Training 
»»! H it had not been for tins or- 
/.alen, uiid these wonderful peo- 
1 wo, . ’il have never con,e into 
bu.sun- . 

Ins ■< !| kiIiii;-. ( ail Kivu you truin- 
m would never yet in the field. 
!•- ive i;n<; school with lots more 
1 d to . ud determiuatioii to be a 
" slut poison in life and busi- 
1 * an hatdly wait to yet my kit 
M.irt m\ business in custom fit* 
Symbra ette bras and girdles. 


1 

tern 
S h 

It.Oil 
|'!e. 


Ill" 

A ,ii 

--in , 

in-s¬ 
and 
l Hi;', 


Nancy Overmyer 

Hus has W en the most delightful 
tlin e days fm me. 1 let*] (as a new re- 
enutei t that in the future it will mean 
Hi" (lilfeieuee between sin "ess and 
f.ulnre in tin:, wonderful ousincss. 

Ann, Katie ;uid Jack have been 
wonderful teachers and it is so good 
to have these three to look to for fur¬ 
ther help if ,.*d when I need it. They 
are such capable peo «... 

It is gam 'o he a /ensure to be 
with your Association. 

Elsie McElroy 

\ou can not possibly comp-eliend 
the sin-cess Hus school has been to 
^group of gills ibis week. The know- 
^Hgc we gamed irom this school will 
^^inv.du.ilile to ns in our endeavor 
to operate our own success!a) Sym- 
brn ette bus.ness 


a.-/] Ar.ri are simply wonder* 

1 'a': ab!« ; husband (Jack San- 

t'-t':, 


II,i 


'^rific with our Marketing 


! h >, h of you who read this, 
' ' • by to attend this school. You 
a Kw - knowledge after 3 

’ r * ‘.'bool than you could 
1,1 1 * •■'•Mi'tis on your own. I know 
'■ bn -, was me. 

* L-iriks to Ann. Katie and Jack 
'o iV’aily. If you want to know who 
1 - / 1 s ~ oorne on eveiybody - to 
n/it i/ille, Alabama, and find out. 


Faye Moore 


****** 


.> 

. / 


V 
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McCatlcill't 

NEWS & VIEWS 


Hi Gang. 

I want to thank everyone for the 
ar,n friendly reception I was given 
n '»y tup throughout the areas of 
at-kson. Memphis. Little Rock. El 
or.ulo. Dallas and Fort Worth. Due 
° ie time element involved. I could 
1 ' ,0f;s ihle say all that is in older 
° Say "bout each of you and your 
• •lave never met or worked 
1 1 • H ‘°ph-‘ wlio were so genuinely 
iceie, enthusiastic and apprecia- 
“ Vc m all my travels. 


r~* 








t 

■ 1 


Sue Tranum Doris Cunningham 

It was truly a delight working with 
all the group in Memphis. Special re¬ 
cognition goes to Sue Tranum and 
Doris Cunningham who have formed a 
powerful little team called ”Su Dor’s 
Symbra’ettes of Memphis.” Su Dor’s 
is still going strong and is working 
right on up to Supervisor. Congratu¬ 
lations to all you hard wc 'king girls 
in the Memphis area. 

Sherry Potter, D.M. from Oklahoma 
City, flew in to travel with me. It was 
great seeing the little swinger in 
action once again. Shtr:y brought in 
a new key in Memphis, Louise Gam¬ 
ble. and returned home to complete a 
big deal she v >s working on. details 
later on in the bulletin !!! 

Sonny and Orpha, otherwise known 
as ‘‘Suni Symbra’ette” are very well 
established in the greater Dallas 
area. They are already off to a flying 
art, signing up two key distributors, 
th< day after signing up themselves. 
Orpha. a striking brunette, is a free¬ 
lance and fashion model very much in 
demand. We are indeed delighted to 
have her promote our fabulous Sym¬ 
bra’ettes. 

Dorothy Erwin is doing an excel¬ 
lent job in Arkansas. With her bubbly 
personality, bountiful wit, plus many 
other fine qualities, she has to be a 
winner' Incidentally, Dorothy flew in 
from Little Rock to Jackson, Missis¬ 
sippi to sign up with me while I w.*^k 
still a patient. How about that for <.QJ/ 
termination and the will to succeed’’'’ 

Welcome new Senior Keys in the 
Dallas area. They are Dorcthy Vencill 
(Miss DeLoius). J R. Caldwell, Shir¬ 
ley Duff, Sonny and Orpha Van Voast. 
Also. Connie B. Toney, Jerry Rhodes 
tnd Abo Wallace, Key Distributors. 
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PERSISTENCE PAYS OFF FOR LOU CLAYTON 

that beautiful weather^ 




o 


-7 


3 would like to pass this a- 
li.tr/ to all the girls to show that 
I’KItSIS ;KNCK HOES IVY. 

Rim i*uii> 1 made a bookiiii, in 
a lii'.tiity salon about 100 miles 
from home. 1 thought it best to 
go there the day before and yet 


THJS TINY AD PRODUCES 
rj RESULTS FOR JUNE DALTON 
; • 


Wanted—Fo. rutin 


My total sales foT^+bti^two^^s^ iaaHiniH 
days were S597.00. One custom- 1 ij ffYE ladies wanted who would 


er made a purchase of $165.00. 
My profit for the two days amount¬ 
ed to $33.00. $115.00 a day 
isn’t a bad days pay. 


bke to work part-time making 
full-time pay. Call June Dalton, 
284t8534. _ 

Dear Mr. Slmonsen: 


a In sh, rally start the next mor- 
ninr. 1 ailived on a sunny, beau- 
tit,i! day, stopping at a motel 
about ..'0 miles from town. 


Vi'lifti I awakened the next 
aniiiiie: there was ice. snow and 
keel. Tialfio was at a stand¬ 
still. No one was going any- 
.. line, dial was lot sure. 


It was late in the afternoon 
be lute 1 could leave and need¬ 
les . to sav, 1 missed my ap- 

I uiniment. 


I armed back home that 
Hied, nervous, disgusted 
an I di ■( enraged. I told my Inis- 
'• and I would not go out again 
nil •pine/. The weather had 
brri. bad. on and off, that it had 
ml. tt* I' d also with other book- 
I had arranged. After a good 

• i • I a i ut to |n‘d. 


A .1 « 
I* • 



lb* next day. the weather 
be.iutifu|. | thought about 
l.i\ he I,,!*, again. 1 made up 
'. el tl.at l wo ild not let 
’•‘in.'s like ho and snow 


get ' e dllWIl. 


I !'•' kri| up till- 
M ’ ' ' ‘ppiiinimeur 
V.ih lull llr.le.ol of 
booied *t |o| (wo. 


phone and 
with the 
one day. I 


tAhen the if.»y arrived, it was 
jg.iii. **• .mi 1 1 11 1 Aftn getting set 
up in l!••• l*op, I was too busy 
. .ii.d si lling to appreciate 


The girls in the shop wanted 
me to stay over another day but 1 
had a previous appointment and 
had to leave. You can bet, I'll 
go back! 

While I was there, word had 
got around as to what I was do¬ 
ing, and several other beauty 
salons called to find out if 1 
could come to their shops. You 
know 1 will be more than de¬ 
lighted' 

The moral of the story—”lf 
you arc down, don’t stay there” 
—•’GET UP AND GO!” 

“THERE IS A MARVELOUS 
WORLD OF WOMEN OUT THERE. 
JUST WAITING TO BE INTRO¬ 
DUCED TO SYMBRA-ETTE. 
LET’S GO SEE ’EM!” 

Editor’s note: I telephoned 
Lou Clayton to get more info - 
motion on how she conducts her 
business in salons. 1 am passing 
it along to you. 1 think it is ail 
excellent way to open up new 
territory. 

She sees the minager of the 
salon in person, takes her kit in 
with her. She briefly tells her 
the Symbra-Ettc story and ask 
if she can fit her. She tells her 
she doesn't want her to buy. She 
will show her how she may re- 


I am running an ad in the paper 
for recruits and am getting won¬ 
derful response. 

I thought 1 would pass on to 
you a copy of the letter 1 am 
sending each of my prospects 
from the ad. Joy Walker and l 
are holding a luncheon Saturday 
for some of our interested pro¬ 
spects. I’m sure 1970 will he a 
great year for me and my girls. 

I want to let you know how 
much I appreciate everything 
SymbraEtte is doing for me. 

1 realize there is more and more 
in store for us every day with 
our wonderful company. 

Kindest regards. 

June Dalton 
Supervisor 
Atlanta, Ga. 

February 6 1970 


Dear 

I am very interested in you be¬ 
coming a SymbraEtte Consultant. 

Enclosed is an Opportunity 
with SymbraEtte booklet. It con¬ 
tains a brief outline of ’’now you 


CONTINUED ON PAGE TWO 


CONTINUED ON PAGE TWO 



jymuiu true n«n« - 


PERSISTENCE PAYS; con'l. 

ceive up to throe garments free, 

I AFTER site is fitted, Lou ex* 
plains that if the manager allows 
her to show Symbra-Ette in her 
shop, she can receive up to three 
Tree garni tnls, depending on the 
number of sales and bookings 
made. (Lou uses the same formu¬ 
la on points that we all use on 
regular bookings.) She promises 
that she will in no way interfere 
with the operators and will use 
either the rest "room or storage 
room for lutings. 

On tiie day of the showing 
she put i R a or Bra and Girdie 
form on display and lays about a 
half dozen bras around it. While 
the salon customers are under 
the dryer she gives them a bro¬ 
chure to read. When they have 
read it. she asks them if they 
would like to be fitted, with no 
obligation to buy. Lou not only 
sells on the spot, but also books 
showings and recruits these new 
I clients. 

When you make your initial 
contact, it is best to see the 
manager e. Tuesday or Wednes¬ 
day. Most shops are closed on 
Monday. Bookings should he 
held Thursday, Friday and Sat¬ 
urday, because salon traffic Is 
heavy on these days. 

You might have her call 
other salon owners she may know 
in town, to break the ice for you 
to book into their shops. 

Lou tells us that she often 
goes back to the same shops and 
finds that people have heard 
about Symbra-Ette and would like 
her to contact them. It's a good 
idea to leave some of your busi¬ 
ness cards with the manager. 
Another idea is to leave the Bra 
and Girdle form in the shop for a 
week or so after the showing. 
This will generate even more 
bookings and sales. Tell the 
manager when you will return to 
pick up the names and contact 
these new leads. TRY IT! 


TINY AD PRODUCES, con'*. 

can become a consultant. Please 
study it and write down any 
questions you have and I will 
call you again in a week. 

I hope you will choose this 
rewarding business as you will 
enjoy giving a wanted service to 
women, work the hours of your 
choice, have fun and make money 
too! 

Thank you for your interest in 
this wonderful business. 

Sincerely, 

_ _ June Dalton 

ABOUT TRAINING... 

Training is a business of 
real responsibility. When you 
bring a new Consultant into the 
team, don't forget them after 
they have purchased their initial 
inventory. Chances are if a new 
person is not properly trained, 
all you will ever earn from them 
is the small amount on the first 
order, when, on the other hand a 
properly trained person becomes 
even more enthusiastic about 
the opportunities in our business 
and they begin to sell and re¬ 
cruit, you will be repaid many 
fold for your time ana effort in 
training. If you are a head hunter 
and merely go about signing 
peopl? up and failing to train 
them, you are not operating by 
the SymbraEtte Creed, and you 
as well as those whom you sign 
up will be short lived in the 
business. 

Help your new people get 
started, have a few parties with 
them, show them how to book 


i'.i 


PROMOTIONS to SENIOR KEY 

IDA TARDIE • DOLLIE ANDERSON 
- MARIE NIXON • 

- CHARLOTTE BREWER . 
LINDA GEORGE • SHERYL MAYHEW 
. MARGARET MATHEW . 


new parties, explain the Hostess 
Gift Program, show them how to 
complete an order and other 
necessary forms, and when they 
are ready to start recruitijy, 
help them with this also. , jX-’ 

As we have said before, if 
you do not have an effective 
training program, you are not 
fulfilling your responsibilities 
as a Sponsor. 

COVINA BOWL PRODUCTION 
NIGHT MEETING 

A BIG SUCCESS!!! 

About 170 SymbraEtte Consul¬ 
tants, their husbands and friends, 
braved the pouring rain Wednes¬ 
day night, March 4, and met to¬ 
gether for an enthusiastic month¬ 
ly sales meeting. 

Our speaker was Dr. Betty 
McNabb of Redondo Beach, who 
never tires of boosting Symbra¬ 
Ette products and sends many, 
many women to be fitted in them. 
She says we are the greatest 
business in the world and if she 
weren’t a doctor, she’d certainly 
be a SymbraEtte Consultant 1 

We all listened with interest 
as she pointed out the i^any 
ways that we could improve our 
health, thus helping us to be¬ 
come better salespeople and en¬ 
abling us to earn more money! 
Much humor wa^ sprinkled in 
with her doctorly advice and at 
times we laughed till it hurt! 
Thank ^ou. Dr. McNabb ... We 
shall rrtfver forget you! 

CONGRATULATIONS TO BEV¬ 
ERLY JORDAN, “the pride of 
Chez Flair," on her prom, ( %' 
to Supervisor. Nothing will au>p 
this girl ... we guarantee you! 
Know why? We can spell it out 
tor you .... *• E-R-N-l-E ,” h-r 
husband, that is. He is already 
asking her, "When are you go¬ 
ing to be a D.U. ?” How about it, 
Bev?-lt would be u wonderful 
Christmas present tot that guy 
of yours. 

15a-16a- 
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Another A B C. Seminor Letter! 

Dear Mr. and Mrs. S 1 in on s t;n: 


great 

best 


know tins 
year for 
bra yet' 


is going to be a 
SymbraEtle -- the 


I completed Carolyn’s A.B.C. 
Class and I think it has been 
conducted in a very piofessional 
way. I’m sure a great deal of 
good wi'’ come from their efforts. 
I have been helped tremendously! 


By the way... my 19(iS I..T.D. 
has over Cl.000 miles on it and 
I’ll be needing a new car one of 
these ..ays soon* I've aCuu driv* 
ing ’hat beautiful 1970 Coupe 
De Ville (mentally) for about a 
month now. 

Sincerely 

& 


“Affirmatively Yours" 
Lucille Landers 


ATTENTION SPONSORS. 

Whe i sending achievement 
notices to the office please send 
a notice for each person ad¬ 
vanced. These are placed in 
their individual files so please 
don’t send in a long list of ad¬ 
vancements. - one for each per¬ 
son please' 


RECRUIT-A-THON REPORT 

The list of Consultants earn¬ 
ing points toward the prizes they 
have elected to win is really 
starting to grow by leaps and 
bounds. If your name isn’t here, 
better get busy and tell people 
about the oppo ;«ity to make 
money with Symorattic. Use the 
Magic Sentence and watch your 
organization grow. 

,*■ Here is some really great 
news' ... Because the unusually 
severe weather in many areas 
a hinderauce to so many people 
W when the Recruit-n-lhon began 
we have decided to extend the 
program atteihor two •"onthsl! 
Now you will have till midnight. 
Juno 30, 1970. to earn those 
points for your prize* and tickets 
— - -- 


for the drawing on that beautiful 
Coupe De ViUv. 

Set yous goa; now and plan 
to attend the seminar at the con¬ 
clusion of the Rccniit-a-lhon. 
Mary Ayers - Georgia 
Ann Anderson - Alabama 
Velda Anderson - Calif. 
Christine Allison — Alabama 
Connie Arostegui - Alabama 
Betty Ashley - California 
Alberta Bond — Indiana 
Ann Barineau - Florida 
Alice Bannach - Washington 
Wanda Beckstrand — California 
•-.auric Biggs - California 
Helen Blake - Alabama 
Joyce Breeden - Missouri 
Carolyn Brown — Florid.' 5 
Sue C. Brown - Oklahoma 
Grace Buck - California 
Jen Buckley - Washington 
Carolyn Carter — Georgia 
Merle Couey - Florida 
Shirley Currie - Georgia 
Beth Cole - Utah 
Joyce Crane — Mississippi 
Janelle Crabtree — Mississippi 
Joyce Chrisholm - Tennessee 
Lou Clayton — Alabama 
Irene Couch — Michigan 
Dean Dollar — Florida 
Velda Devine - California 
June Dalton — Georgia 
Lavonne Dvoracek - Calif. 

Ruby Edge — Alabama 
Carla Edmiston — Virginia 
Marlene Eckert - California 
Dee Erickson - Montana 
Daisy Ewen - Montana 
Connie Ferrall - California 
Sharon Fulton — Indiana 
Linda George - California 
Velda Graham — Oklahoma 
Dorothy Gray - California 
Edith Gustin - California 
Louise Hegan - California 
Mildred Humpston - Tennessee 
H & H Sales - Alabama 
Veda Harris - Alabama 
Nita Heathington - Alabama 
Margaret Homes - Alabama 
Dons Hocper - Florida 
Mildred James - California 
Beverly Jordan - California 
Edith Kephart - California 
Judy & Edward Kirby - Illinois 
Jonell Klapp - Michigan 
Joann Krauss - California 
Florence Keith - California 
Debbio Luken - California 
Essie Lee Loftin - Alabama 
Ruth Meeks - Tennessee 


Margaret Mayhew - California 
Yvonne Meiedith - Ohio 
Merry Mouse Enterprises-Calif. 
Pauline Mitchell - Ohio 
Betty Monahan - Michigan 
Ina McGhee — Alabama 
Louise McCarthy - Louisiana 
Slyvia Morris — Tennessee 
Tippy McConnell — Mississippi 
Margo Miller — California 
Lucy Morris - California 
Ceri Myers - California 
Ruth Nash - California 
Diana Nelson — Kentucky 
Norma Noreluis - Washington 
Margaret Perry - Illinois 
Jimmy & Lola Person - KY 
Dixie G. Rayson - Oregon 
Verlee Roark -• Missouri 
Bonnie Roberts - Florida 
Edna Eye — Illinois 
Darlene Rasdall - Kans ‘ 
Lenore Rumback - California 
Lola Schafer - Utah 
Dianne Stanley - Alabama 
Katie Sanford — Alabama 
Glayds Strickland - Alabama 
Ann Sparks - Kentucky 
Janet Vander Schuur - Mich. 

Mary Sue Teague - Alabama 
Jean Thomas - Florida 
De Mile Tidwell - Alabama 
Jeanie Tribble - California 
Mimi Wagner - Louisiana 
Evelyn Wadsworth - Texas 
Carolyn Wiens — California 
Chris Wolfe - Florida 
Mary Sue Wirth - Oklahoma 
Carol Weber - California 
Kathryn Womack - California 
Elisabeth Worden - California 
Johanna Yates - California 


NOTES FROM HUNTSVILLE 
SCHOOL GRADUATES 

I attended the school with 
our District Manager. Stella 
Byers. It is a wonderful school 
and as a result of this training I 
feel so confident I am going to 
be a huge success here in 
Georgia. Since I have been home 
my phone has been ringing off 
the hook as I am still running 
the enclosed ad. I have around 
30 prospects from this ad just 
waiting to talk with me. My hus¬ 
band and I are holding a gather- 
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HUNTSVILLE NOTES, con'f. 

ing next Tuesday night to ex¬ 
plain tii»> marketing program and 

show oui products to these leads. 

I 

Now I ran really put my 
training to work and hope you’ll 
be hearing good things from me. 

1 am really looking forward 
to the Seminar. I hope one of 
those beautiful ears will be mine. 

Best Regards, 

June Dalton 

Tins past week. March 2. 3 
and 4 my husband and 1. along 
with three other people from 
Kansas City, attended the Train¬ 
ing School in Huntsville, Ala¬ 
bama Ann Anderson, Katie, and 
Jack Sanford are really great 
people and they are doing such a 
splendid job teaching to others 
what they know. SvmbruElte is 
fortunate in having these people 
in its organization. 

Sincerely, 

Joyce Breeden 

I'm so full of enthusiasm and 
energy 1 simply had to write and 
tell you why. 

I've just completed three 
days and evenings with Katie 
and Jack Sanford and Ann An¬ 
derson in Huntsville, Alabama. 
To say then training program is 
excellent is very much an un¬ 
derstatement. In addition to fit- 


Ann provide. 

Most Sincerely, 

Joy Adkins 

I have just returned from the 
training school in Huntsville, 
Alabama, it is wonderful and Ann, 
Katie and Jack are the greatest 
people in the world. I hope the 
school will continue so that 
everyone will be able to ike 
advantage of their knowledge. I 
learned so much about fitting 
and now have the confidence 
that every consultant deserves. 

Thought I would let you 
know how much I got out of the 
school and getting to know Katie 
and Jack and Ann. 

Sincerely. 

Doris Milieken 


later than one (1) week in advance 
of the class of their choice to insure 
participation in that class. 

Currently scheduled sessions 
will be held March 31. April 1, and 
2. Also, the next session will be 
April 13. 14. 15. Any one whcV.' 
wishes to attend these sessions or 
one of the future monthly sessions 
may write for information and reser¬ 
vation to: 

NATIONAL CONSULTANT TRAIN¬ 
ING SCHOOL 

Ken Bar Inn. Room 224 
3312 Memorial Parkway South 
Huntsville, Alabama 35801 

Ann Anderson Katie Sanford 


dc a Favor? 

Do your NEWS staff a favor by making 
sure that when you aitach photos to 
your news copy that the Scotch Tape 
DOES NOT overlap into the picture 
area. If it does, it will show on pic. 



This is a couple of pictures of our booth from the Home A Gaiden Show in 
Jacksonville, Florida; February 12 through 15. Sure had good response. Still 
working on those leads. Things are looking great. Especially with the Re- 
cruit-A-Thon going. Everyone is really getting in the money. Chris Wolfe 



lings, showings, and other ne¬ 
cessities on my end of the line, 
they also covered marketing and 
recruiting which was most bene¬ 
ficial to my business minded 
husband. 

I feel it should be mandatory 
i that every SvmbaF.tte consultant, 
new or old, be trained Tins 
trainin ' should not soli lv be the 
tiansler oi information from spon¬ 
sor to recruit, but formal in¬ 
struction as Jack, Katie, and 


NATIONAL CONSULTANT 
TRAINING SCHOOL 
SETS NEW DATES 

In order to give each one time 
to make plans well in advance, it 
has been decided that school will 
be held as follows: 


CHATTANOOGA MEETING 
HUGL SUCCESS! 

Recently Ann Anderson, Katy. 
and Jack Sanford traveled over tc- 
Chattanocga, Tennessee, for a sales 
meeting in the home of Colleen and 
Jim Cbauncey. 


The third (3rd) Monday. Tues¬ 
day, and Wednesday of each month. 
There will be no unscheduled ses¬ 
sions. Each person desiring to take 
advantage of this opportunity should 
have their *10.00 deposit in not 


We had a very delightful time 
and quite a sales meeting. It would 
be almost Impossible to describe 
the enthusiasm in that group. Chatta¬ 
nooga should produce great things 
for SymbmEtte in the coming months. 

— ^ 



o 
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P-cturcd from left ore: Ann Anderson 
Barboro Lacey, Janet Ly,| e . 

Bursess ehorUte Bailiff, J in , mje 

0, 'l Rol 'i«on, Colleen Cbounce- 
and Kutie Sanford. 

These Kiris Ie well trained ea - 
thus astic and all hard workers 
Charlotte Bailiff and Colleen 
Chauncey certainly are to be com¬ 
mended for the groups which they 
are building there. 

Marilyn:. Burgess went on a local 
l.\. news program and booked 8 
showings from it. How about that 
ur a starter? 


^}eur Ann. Jack and Katie. 

I know no better way to begin the 
new year than to say thank you for 
the nice reception at National Con¬ 
sultants Training School in Novem¬ 
ber. 

I enjoyed every minuf of it and 
feel like I could still sell anything 
or recruit anyone. 

Thanks Katie for teaching me that 
little idea about fitting the customer 
in the girdle first. I have tried that 
ever since then and it really works 
too. I fit two potential recruits in a 
beauty shop a few days ago. Neither 
one was interested in a girdle to 
begin with but I said we should slip 
this girdle on to see how well you 
■U look in your bra and both girls 
‘ Jok girdles as well as long line 
bras, and the little idea you had 
Ann about our girdles working a- 
gainst the law of gravity...This is 
fjg truo ar > d I find it very helpful. 

Cod knows how much ! ap¬ 
preciate you piople and the wonder¬ 
ful things yo., h'v.c done for 
Vou people have not or j made 
money for me but become some of 


the best friends I’ve ever known. 

I always choke up when 1 talk 
about my people 3verywhere I just 
love people and love to work with 
them. I love cooperation and I have 
always foui.d this with most of my 
people. However. 1 wou id to Cod my 
people here in Jacksonville and sur¬ 
rounding area would cooperate. I can 
get along with anyone wh, will let 
me. 

Just returned from Ohio and 
Michigan and believe me they had a 
white Christmas. 

Jack; I sure appreciate your in¬ 
struction in National Consultants 
Training School. It has been a tre¬ 
mendous help to me. 

Please don't forget to send me 
the address of the man who will 
ma.ee up those SymbraEtte signs for 
me, O.K.? ' 

•i 

I’m looking forward to attending 
school again with some of my girls 
after the 19th of this month. I have 

some in Pensacola who want to 
come too. 

You will be hearing from me soon. 

Please try to get everyone to at¬ 
tend. it is great. 

Thanks. 

_ Chris’ Wolfe 


HIGHLIGHTS 

A few very special facts that we 
are very proud of here at National 
Consultant Training School listed 
below: 

1- Of the nine (9) Regional Mana¬ 
gers that we know of throughout the 
United States, eight (8) are in some 
way connected with this training 
program, here in Huntsville. 

2. From the first two lists of people 
who have scored in the new re¬ 
citing contest. 21% of that list are 
graduates of this school 

3- The letters that are being sent in 
to the News from time to time make 
us feel that we «vill have to work 
harder than ever to live up to the 
expressions set out in these letters. 
To each of you who has written in 


DATELINE DAYTON, OHIO 

March 7. 8. and 9th. we spent in 
Dayton. Ohio, with some very nice 
People. Yvonne ana Dale Merideth, 
and Isobell and Cari Aren, had a 
weekend meeting at ihe Imperial 
House North in Cayton. 

f«r. Simonsen and Dan O'Meara 

cam. in from the Home Office in 

CONTINUED ON PAGE SIX 
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to the News we sincerely say Thank 
you and we only hope that we in 
some way have managed to help 
each and every one of you to realize 
your GOAL in SymbraEtte. 

4- How many District Managers are 
there? We do not know but we do 
know that these very well known 
District Managers have seen fit to 
come to see what we have to offer 
and each one has sent and are con¬ 
tinuing to send people from their 
own group. 


Chris ’Volfe 
Alska Pearce 
Beth Vinett 
Carla Edmiston 


Stella Byers 
Avis Morgan 
Florence Smith 
Mick.,' Davis 


-— 

Mary Honeycutt 

And. of course, we were quite 
pleased to have Mr. Carl Simonsen. 
come from San Jose to look us over 
and join in our session. 

If you wonder if this course is 
worth while for YOU in operatic of 
a profitable SymbraEtte^ business of 
your own. just ask some of the 
people who have been here. 


O - 


~~1 


cV- 
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Right: Florence Keith, June 
Dolton, Lillian Coley, Stell^Byers. 

• 1 ' 
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DATELINE OHIO, continued 

Sin Jose. Kalic and Jack Saifott. 
were up from Huntsville, Alabama, 
just to / ell it like it is to some 
3^0 people*, who are moving to 
SymbraEtte. 

Sunday we spent with quite a few 
people in an informal give a ml take 
session. Mr. Simonson introduced 
the SymbraEtte line of outstanding 
garments to the people and Dan 
C'f.icaia gave some very interesting 
highlights about the company. 

Mi ndny was spent again answer- 
tag q test ions and processing ap- 
pl.cat ons. Katie gave in truetion in 
fitti. g our ew Bras at:! t'itt* d quite 
a few of the girls. 

We wish to extend our most 
heartfelt welcome to all of you in 
the Day ton-Cincinnati area. 

Do You Have Time To Recruit? 

On our way home from Dayton, 
we stopped off in Louisville, Ken¬ 
tucky just long enough to recruit 
"SymbraEtte by Dot mid Shirley ". 
We are glad to welcome Shirley and 
A1 flarou, and Dot and Tom Bently, 
into our group. We feel that these 
folks will make Louisville and the 
surrounding area aware tl at Symbr a- 
Elte has indeed come to town. 

‘GET WELL’ WISHES 

Our “GET WELL” wishes this 
week are very close to our hearts. 
To these people that we love and 
who have meant so very much to 

us.GET WELL SOON-Ann 

Anderson, Chris Wolfe, Alberta Bond, 
Sharon Fulton, Virginia Lindsey, 
and Colleen & Jim Chauncey. 

Katie & Jack 

FROM FAR AND NEAR 

Out of the land of Moss and 
Palin Trees came District Manager 
Alaska Pearce and he** husband 
Willard. From tbe winc'sv jpt plains 
of Kansas and Missouri came Dis¬ 
trict Manager Avis Morgan ind 
Supervis or Marge Alyea. They came 
in the rain and in the sleet and snow 
to attend sessions with tire folljw- 
lng fro.n Huntsville area. Joan 
Simmons, Kitty Gibson, Kathrya 
Howell, Betty Ilises, Jeanette Yate, 


and Estelle Kilgare. 

Betty Ilincs and Katuryn 
Howell have foimed ll&ll Sales ol 
Huntsville and have made Senior 
Key within the first month out of 
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Front Row, left to right: Avis M agon, 
Jeanette Tote, Estelle Kilgare, 
Marge Alyea, Bock Row, left to right: 
Katie Sanford, Willard and Alaska 
Pearce, Jean Simmons, Kitty Gibson, 
Kathryn Howell, Betty Hines, and 
Ann Anderson. 


training. 

We are quite pleased that both 
Alaska and Avis have gone home 
and sent people from their groups in 
to following classes. To each of 
you we say Thanks. 

When Jeanette Tate’s familj is 
over the Flu, we know that she will 
be off and flying. 

FLORIDA IS HEARD FROM... 

again. 

Jean and Harry Thomas also 
have braved the wet, cold, weather 
that we have had this winter in 
Huntsville to drive up to attend 
classes with Linda Baugh and 
Martha Bice in an unscheduled ses¬ 
sion. 

Florida seems to be getting the 
jump on some of the other states fa. 
attendance. Chris Wolfe and Bonnie 
Roberts have also been in this win¬ 
ter. Others from the Sunshine State 
will be mentioned later. 

KANSAS CITY 
comes back! 

It seems that the Ice and snow 
that Avia Morgan, D.M., and Marge 


Alyea, Supervisor, encountered dur¬ 
ing their visit to Huntsville wer- 
not enough to dampen the enthusia :, 
of that very lively group around 
Kansas City. 

Joyce Breeden ana Joy Ad l ' , ~, 
persuaded their husbands to V* 
down with them and also from Pr.ur; 
Village. Kansas, Doris Milliken. 

Greenville, South Carolina, wa 
represented by Mary Johnson. Mar> 
went back home and promptly had .. 
*350.00 showing. Congratulation 

to you Mary. 

This group should be one of th* 
top SymbraEtte groups in the c-ntir*- 
country within the next few months. 
We expect to hear great things from 
each and every one of you. 

THE BRA MAKER COMES 
TO HUNTSVILLE! 

The week of February 9. 10. 
11th, will always stand out in our 
memory a*, we are sure that it will 


i u 
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Pictured left to right: Ann Andersen, 
Bobbie Picher, Yoyce Graves, Carl 
Simonsen, Sylvia Moris, Katie 
Sanford. 

with each cf you who attended this 
session. Probably coming from as 
many different areas and levels of 
standing in the ladder, as any <y 
that we have had in our short m«- 
tory. 


LOOK FOR THE REST OF 
The Bro Maker Comes To 
Huntsville" 

or 

TF'it little old bra maker, me’ 

IN NEXT MONTH S EDITION 
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A. Bra. Consultants. Seminar 

A BIG SUCCESS!!! 


enthusiasm-that’s all it took!’’- 
Linda George 


preparation they have spent for 
their classes. It gives us great 
peace of mind to know that every 
class is conducted by such 
qualified teachers. 


“To be able to attend the ABC 
Seminar is a privilege, not a 
right. It is the most wonderful 
opportunity in the world to get 
your fire started from within 
with the help of ea h and every 
teacher. The one I think we all 
need is P.M.A. ...God has given 
us the ability-just let the Semi¬ 
nar have a chance to bring it 
out." Betty Corona 


Following are testimonials from 
some of the graduates: 


It is still true today...as it was 
long ago...when Abraham Lincoln 
said, "You have let others light 
their torches at your light of 
knowledge. This can never di¬ 
minish you, but only add to the 
enlightenment of the world”. 


“Here's what A.B.C. Seminar 
did for me - From June, 19G8... 
when 1 joined SymbraElte...to 
January, 1969, I had sold ap¬ 
proximately S300 worth of gar¬ 
ments. After attending the semi¬ 
nar, I sold S962.05 in 11 days 
and booked 17 showings. I'm on 
my way!' - Ida Tardie. 


Thank you again 


Thank You 


Very truly yours 


“Thanks again for letting us 
join you. gioup for thrvr fabu¬ 
lous days of excellent training. 
I was especially touched by the 
lecture on Motivation. Positive 
Mental Attitude has become a 
permanent part of my life.”— 
Maxine Boals 


Stanley and I want to thank 
each of the instructors of the 
ABC Seminar for the hours of 


Carolyn Wiens 


The AVERAGE SymbaEtte 
Consultant is... 

Starts work late 
Quits early 

Takes a long lunch hour 
Is easily discouraged 
Can’t handle difficult prospects 
Doesn’t plan properly 
Is weak in closing 
Fails to follow SymbraEtte 
policy and instructions 
Doesn’t have a well-organized 
sales talk 

Is only 50% effective 


The. IDEAL SymbraEtte 
Consultant is... 


“Mainly I learned that I CAN 
DO IT.” - Velda Divine 


Well sold on her product 
Has a good personality 

Builds confidence 
Works hard 
Is enthusiastic 
Plans her work 

Knows how to obtain prospects 
Has a good sales talk 
Can handle human problems in 
selling 

Follows instructions well 
Wears well 


“1 can never put into words, 
my appreciation for the enthu¬ 
siasm and motivation generated 
in our group.” - Mary Jacks 


"After three days. I'm ready to 
set the world on ‘F1RE"’-Marge 
’Fireball' Miller 


“I was very impressed and in¬ 
spired. I’m like a new person. 

Linda Gage 


SEND IN YOUR STORIES 
AND PICTURES! 


“I learned specific facts and 
figures, descriptive phrases and 
stories to use in my presenta¬ 
tions. I also gained confidence 
and enthusiasm.” - Margaret 

Mayhew 


as possible, so please help us 
with your news. 


Keep 'em coming! We want 
everyone to know about your 
success stories, unusual hap¬ 
penings, parties, new recruits... 
anything that’s news. We want 
pictures...black and white only... 
of you or your gatherings, meet¬ 
ings, parties, etc. It is our aim 
to make this bulletin as personal 


Send all news items to the 
home office, 460 Meridian Ave¬ 
nue, San Jose, California 95126. 


“The Seminar gave me confi- 
-nce in myself and enthusiasm 
in.our product-1 caught up six 
months of loose ends in three 
days." - Mona Andeison 


Additional copies may be 
purchased for 5C per copy to 


cover handling 


When writing to the home 
office always include your dis¬ 
count level, it facilitates identi¬ 
fication and speeds your reply. 

Example: Jane Smith SlK. or 
Supv. or D.'«d. ere. 


OFFICE COMMENT 
Do not include Return Mer 
chandise with Orders. 


“We students knew what we 
wanted to do. but wert not sure 
of what course‘to follow. Alter 
being subject to three days of 
our teacher's confidence and 
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MORE HUNTSVILLt 
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Left fo Ric,L♦ are: Marie Lrat field, 
June Dalton, Lillian Culey, Stella 
Byers, Florence Keith, Ann 
Anderson, June Carter, Kotie Sanford 

Seven states were represented 
by thir g.oup, as follows: 

Jan Green.. .I’ossom Kingdom, Texas 

Sylvia Morris.Springfield, Tenn. 

Bobbie Richer.Springfield. Tenn. 

Joyce Graves.WhiteHouse, Tenn. 

Marie Bradfield.Dayton, Virginia 

June Dalton.Decatur, Georgia 

June Carter.Kingsport, Tenn. 

Lillian Culey.Del.and, Florida 

Florence Keith.Fort Payne, Ala. 

Stella Byers.Orlando, Florida 

Mary Honeycutt.Huntsville, Ala. 

Micky Davis.Huntsville, Ala. 

Marion Jenkins .Huntsville. Ala. 

Linda Bailey.Huntsville, Ala. 

Helen & Ted Blake..Huntsville. Ala. 


r 
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| Joyce Graves went back home, 
had flu for a week, then in five days 
made Senior Key. We congratulate 
you Joyce, it is a great pleasure 
for us to hear of things like this 
happening. We know of many such 
things and will continue to keep 


you posted as they happen. 

Upper East Tennessee will sure 
know that June Carter is a trained 
Consultant when she gets home. 
She will be a winner. 

THE MIuWEST SPEAKS 

From Champagne, Illinois, Kay 
Callahan came down with her spon¬ 
sor, Alberta Bond (from Evansville, 
Indiana). It appears that the great 
sleeping giant, the Midwest, is be¬ 
ginning to stir. 

From Huntsville at this time 
were Berryl Cloud and Jerry 
Mettenhiemer. 

-30- 

. PRAISE FOR FLINT’S 
DISTRICT MANAGER 

I just had to write and tell you 
just a few of the things we’re doing 
here in Flint, Michigan. 

No-ida Clayton, our District 
Manager, has started a school for us, 
to all her group. Great tilings are 
being done here. 

I've been with SymbraEtte for a 
year now and my enthusiasm just 
gets greater as I go along. I’ll be 
moving back to my home state of 
Arkansas this year and plan to build 
my own group there, but I’m certainly 
going to miss the girls here, espec¬ 
ially my District Manager who has 
been so much help to me. 

Shelby Faulkner 

JUST KEEPING BUSY 

Enclosed are my immediate orders. 
Only wanted to add a few words of 
praise. I’m having the time of my 58 
years showing and selling our mer¬ 
chandise. 

My greatest pleasuro is seeing 
the surprised expressions on the cus¬ 
tomer’s face after a perfect fitting, 
young or old, makes no difference. 

I have worked in sales a great 
deal of my life time, but never enjoyed 
anything so much as this. Keeping my 
regular customers supplied in Way- 
cross, along with new ones every 
week in and around Atlanta, keeps 
-24a- 


one busy enough. 
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Respectively, 
Alene Hicks. 


OUR GIRL VEDA 

I would like to tell you abot P' r 
girl Veda Harris. a 

She is a housewife and mother ol 
two sons. Veda had no training in 
direct selling before SvmbraEtte. Tin- 
only place she had worked was part 
time, about a year, in a Florist Shop. 

However, Veda is a most unusual 
woman. She is friendly, warm and 
attractive. 

Veda worked her way up to Sup¬ 



ervisor and learned every step very 
well. This has been very good and 
shows in the performance of Veda's 
recruits. 

She is a very sincere person and 
believe me when I told her she would 
only have to do two things tc be 
highly successful in direct selling 
No. 1-See the people (conduct so 
many parties); No. 2-Think only of 
helping that woman to be more com¬ 
fortable and more beautiful with 
SymbraEtte, instead of thinkin *" 
the Commissions she would elP.Il. 
(Believe it or not most of our pros¬ 
pects can tell this.) Then keep on 
keeping on with what works for you. 

I am very proud of Veda's work 
and especially her training of her 
recruits. 

In January she had slowed down 
CONTINUED ON NEXT PAGE. 
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because of the weather. Holidays, 
etc. But in IVhmary her group had 
S4.775.50 then, in March. S|,G0:j.f,0 
A vety large portion was Veda's 
oersonal sales. I know she will top 
ese (figures) in April and she has 
recruited more (consultants) too. 

In February Veda had 20 parties 
booked lor the 28 days'in the month. 
She only had four cancellations. In 
March .she had 21 parties hooked and 
six postponed because of Flu epi¬ 
demic. In April she has 21 parties 
booked and so far no canc ellations. 

l.ast week (April 12 to ixth) 
she sold GJ garments and reunited 
two girls. She conducted live parties 
and had to drive about 120 miles 
daily (round trip). 1 challenge any¬ 
one to beat this record' 

One of her secrets of success is 
a planned method. She has a helper 
hired to make the sales tickets, 
straighten the suitcase up, talk to 
the customers about a party, then 
verify the parties a day before they 
are booked. This leaves Veda free 
to enthuse, tit and sell sometimes 
25 garments on one party. 

To me she is the Ideal Symbra- 
Etle Consultant. She has every one 
of your qualifications for one. 

I am enclosing a cartoon (which 
typifies Veda). 

Very sincerely, 


Mrs. Allen Smith 
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THE BRA... 



Life of the Forty! 

A great big welcome to my three 
newest recruits: Nellie Meachom, 
Martha John' on and Helen Sosebec. 

Nellie worked for a very well 
known manufacturer of bras and 
girdles. I met her in a beauty salon 
||nd she told me she made bras but. 
Pho added, thev won't ilo what this 
will! She booked a showing in her 
honiv and the night of the -how eg 
she decided to sell.- 

her first party was given by a 
Co worker, and most of the guests 
were co-workers. 


Would you believe that every 
girl left that party wearing a Symhru- 
Eltc Bra? Total sales were S 197 . 

We have no competition... 
WE HAVE THE BEST! 


Lou C lav ton 



The Mitchell's have... 
"SYMBRA'ETTE FEVER" 


If you meet my mother. Polly 
Mitchell, Supervisor, you say, hello, 
and then she sells you a SymbraEtte. 
She calls it, doing you a favor. 

She ran into her ex Boss’s wife 



i 
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at the Beauty Salon, sold her a Bra 
and got her to book a party. The 
friend, Marion Quinn, invited her 
Bowling League; they thought a Bra 
i arty was a joke. Some joke; 24 
girls came, with my help we sold 
over *300 in bras and girdles. 


- J- .f 
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Better not call my mother’s 
number by mistake or she'll sell you 
a Era. 

I guess the SymbraEtte lever runs 
In the family; she's got me feeling 
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the same way about helping other 
people by selling them our garments. 
We hope to work together with a lot 
of clubs for the summer. 

Mary V. Plunk S.K. 


PERK UP! 

There is nothing that will pork 
you up more than a good sales meet¬ 
ing. I would like to give you some 
ideas from one we had. 

Yvonne Meredith made a little 
talk. She talked about sales volume 
and recruiting, then went on to talk 
about attitude and opportunity. She 
said that the Bia Business is oppor¬ 
tunity, only if you think it is and if 
you think it isn't, you should get 
out of it. (She has over S2.000.00 
sold for this month.) She went on to 
say that if you aren't excited and 
have the right attitude, you might as 
well be dead. 

"We don’t have bad months, just 
bad salespeople”, Yvonne said. 
She thanked Marie Shrader for her 
nice month of over S900.00 during 
February and mentioned the nice 
December for Ruth Hoke; also that 
Marge Puckett is coming out with a 
nice month in April. 

We were having a little display 
of wigs at the meeting with Sharon 
filanken styling them, when one of 
the waitresses came in and bought 
the one Yvonne had on. She took it 
off and sold it on the spot. She went 
around the rest of the day not so 
dressed up, but had a few more 
dollars in her pocket. 

Isabella Aren is starting her 
Monday night recruiting meetings. 
She has extended an invitation to 
any of us to attend and bring our 
prospects. I think this is swell of 
her and will notify you when she is 
having them. 

1 made a little trip to Marie 
Shraders house today, and booked 
two showings over the phone and 
made appointments for four personal 
fittings. Just goes to show what a 
little phone work will do. 

25a- Dale Meredith 
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WHAT’S DRAWING ALL THE ATTENTION? 



IN PICTURE, Left to Right: Ruby Water, Sandy Partin, JoAnn Hunnicut, Marilyn 
Olley (Miss Georgia), Edwina Bevill, Mickey Brown and Leona Leffew. 

Beautiful girls in swim suits, free brassiere, an attractive booth, ana Miss 
Georgia in a "SYMBRA'ETTE”. - Feet were sore by the end of the two-day 
Dixie Hairdressers Convention in Atlanta but, hard work and cooperation be¬ 
tween the distributors brought smiles of satisfaction as over 800 contacts 
were written. 
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SHARES HER ’’LUCK’' 

1 wanted to share a little bit of 
luck with you and nerhaps the rest 
of the guls. 

1 had « young husband answer 
one of my ads in the paper. He came 
to my home to buy a bra for his wife 
who was back in New York. I had 
never seen her so explained (via the 
manikin) how the bra should lie put 
on and also sent written instructions 
to her as to the fitting and what to 
look for if it were too large or too 
small. 1 ashed him what size she 
presently wme and held up one or 
two fw him 'j judge. I old him to 
have hei send it back if it was not 
correct... and believe me 1 didn’t 
think it would be. After a few weeks 
1 had not heard from her so wrote 
her a letter telling her of my con¬ 
cern. She replied shortly with a letter 
and a comment... "much to my de¬ 
light it tit!"... and thanked me for 
helping her husband and her. She is 
interested m a swim suit so I mailed 
her the catalog. 1 think the catalogs 
are terrific. 

1 also had a chiropractor and 
his wife drive up from the southern 
border of Colorado one Saturday. He 
had out her old bras and bent wires, 
etc., trying to get a bra without 
pressure points. She went home with 
two white lace, a black lace, siesta 
bra, #214. and a panty girdle. Later 
writing for another girdle. 1 don't 
think she would have bought as 
many but he helped her decide to. I 
also showed them the marketing 
plan over a cup of coffee. 

Sincerely, 

Phyllis Cain 

Denver. 


Send in Your Stories 
And Pictures! 

Send all NBWS 1TF.MS to the 
home 'ft'. 4CO Meridian Avenue. 
San Jose, California 05126 

Additional copies may be purchased 
for 5c per copy to cover handling. 


SymbraEtle of Atlanta decided to 
get together and try their own hand 
at convenlioneering and met with 
huge success. 

In describing the group Edwina 
Bevill said. ‘'The girls just waded 
into that throng of women with an 
enthusiasm that I could hardly be¬ 
lieve. They passed out brochures, 
talked to prospective recruits and 
customers alike, and when all was 
said and done even the large beauty 
suppliers who normally dominate 
this convention looked envious of 
our success. 

“I truly believe that our Spring 
Showing carried the convention .** 

Edwina, who is a District Mana- 
ger, went on to say how proud she 
was of Ruby Water, Sandy Partin, 
JoAnn Hunnicutt, Marilyn Olley 
(Miss Georgia). Mickey Brown, 
Leona Leffew, Etoilc Anderson and 
Ann MienUer. "All of these girls 
ate some of the best Consultants 
and business women 1 know". E.B. 




SymbraEtle. 

...IT SATISFIES! 

Mrs. Edwina Bevill 
3991 Westmoreland Drive 
Kennesaw, Georgia 

Dear Mrs. Bevill: 

I am writing concerning my re¬ 
cent purchase of one of your Symbra- 
Ette bras. While in Atlanta I bought 
one Symbra and I Jiave thoroughly 
enjoyed it - clothes fit so much 
nicer - and I’m wondering now how 
I could ever wear anything but your 
marvelous line; the only thing is 
I’m wearing this one out! 

I was at Holiday Inn North' }" 
on Howell Mill Road there in Atlanta 
on March 23. 1970, during one of 
your fittings. I had the fitting, pur¬ 
chased one bra, size 36E. and gave 
you a check to cover the price of one 
and a deposit of 55.00 for another 
bra. Since my purchase i have moved 


CONT^UED NEXT PAGE 
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back to my homo in Kentucky - be¬ 
fore dosing my checking account 
there I wrote a check for the balance 
duo on the other lira. 

Could you please mail it C O D. 
tne? Oil second thought I'm just 
sending the check. Please rush me 
my bra before I waslt this one to 
death! Thank you. 

Cathy Wilson 

zzzzzzzzzzitiiz t :~" ; . iiunn 

POSITIVE THINKING 

We all enjoyed a nice mcetim; 



'Honey ot the Month', Mary Ann Luba 
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we all have at our command. (A 
telephone). 

JUST AROUND TIIE CORNER 

May 5 (Tue.) 10:00 AM. Sales Meet¬ 
ing. Your s|K>nsor will contact you. 
May 11 (Mon.) 8 00 PM. Opportunity 
Meeting, at Mary's and Marge’s. 
May wt (Mon.) 8:00 PM. Progress 
Meeting, at Mary's and Marge's. 

"HONEY" OE THE MONTH 

Mary Ann Luba 
$1,304.35 
runner up 

Marge Miller - $1,122.00 


this A M with Isabella Aren leading 
the meeting, giving a won h tft 1 talk 
concerning positive thinking, plan¬ 
ning your work and knowing your 
product. The waitresses and cooks 
all quit working and they stood at 
the doors and listened. 

Isabella invited Yvonne and her 
people to attend hei Monday evening 
meetings and Yvonne is going to 
help with the„fitting school on Wed¬ 
nesday morning. The meetings will 
be held at Kuntz’s Restaurant, 1225 
Troy Street, Dayton, Ohio, on Mon¬ 
day evening - 7 30 P.M.; and Wed¬ 
nesday morning - 9:00 A.M.; each 
and every week. 

Come and bring your recruit. If 
not your recruits, bring a friend a^d 
we'll help you recruit them. 

Come one, Come all— 

KUNTZ'S RESTAURANT 
122b TROY STREET 
DAYTON. OHIO 

Cot off the Freeway at Stanley and 
go West to Troy. 

Dale Meredith 


'■•te climbs highest who helps an¬ 
other up... and remember... what you 
get when you reoch your goal is not 
os important as what you become by 
reaching ^our goal.” 

HV re,teat; dr not scud in otders 
for meichandisr' in the pa kage with 
return meichaudisV. The panel mail 
is slower and it delays receipt of 
your orders. 


BETWEEN US 

HONEY CUPS MARY JACKS 

April Sales Meeting 

New consultants and guests were 
introduced first. Then the. awards 
were presented. 

Mary Ann Luba, Key Distributor 
with highest sales was awarded a 
bonus of $5. Over all sales girl of 
the month (highest RPV) will be 
tie Honey Cups, "Honey" of the 
mo'th. This months "Honey" is 
Mary Ann Luba. She received a bonus 
of $10.00 and a busy bee pin signify¬ 
ing a busy "honey". She was also 
awarded a trophy that will go to the 
girl with the highest RPV every 
month. At the end of the year the 
girl who received the trophy the most 
will have her name engraved on it 
and keep it. 

Mary Jacks presented Maxine 
Boals with her gift for naming our 
group. 

Other business that was discuss¬ 
ed: Introductory Cards to new cus¬ 
tomers; Flyers for fair leads, once a 
month training school and Lace Bras. 

Our guest speaker Nan Rothman 
grve an inspiring talk on the five 
points of selling. She left us all 
very motivated. 

The five points of selling are: 
1. Get customer attention. 2. Create 
interest. 3. Confidence in product. 
4. Create desire to buy. 5. Closing. 

Marge Miller gave everyone their 
gift of success, a symbol of a tool 


BUSY BEES 

Consultants having personal RPV of 
over $500.00 

Mary Ann Luba - 1304.35 
Marge Miller - 1122.00 
Linda Gage - 576.00 

WORKER BEES 
New Consultants 
* Pat Martin — Senior Key 
Sponsor - Marge Miller 


Jeannett Forister - Key 

Sponsor - Linda Gage 



OVER 160,000 ATTEND! 



This is the Sport Show in Milwaukee, 
Wisconsin r‘ which Marge Galecki 
(right) h„. av. / orders for swim- 
weor ond / iweor showings. Marge 
reports thot st.e is losing o lot of 
sales right now because of people 
going on vacation. 

If your clothes are not becoming to 
you, your under garments shou’d 
becoming from us. SYMBRA'ETTE 

• rjf 
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HEWS FROM STELLA BYERS 


It lias born some time since I 
have taken tin opportunity offered me 
by the news bulletin to thank my 
consultant., for tin* excellent work 
they have been doing in their re¬ 
spective brackets. I would like to 
first congratulate Lillian Culey, 
Deland. Florida, on her achievements 
of the past few months. Lillian has 
been a Svn.nru 'cite consultant for 
almost foil years and in that time I 
havV beer me ver dost to her and 
have found her to be a wond ;rful 
p.. ■). Li. has worked very haul in 

obtaining her goals and it has paid 
off for her. She knew that the only 
way to reach her high goals was to 
build an organization of good con¬ 
sultants who had the ambition to 
advance in tin Symbra'ette Company. 


In Decembei. 1%9, Jean Thomas 
of Daytona Beach, Florida, came 
into the Symbra'ette business as a 
^Senior Key under Lillian and from 
the beginning Jeannie proved her 
worth. Jean and Lil are a perfect 
team... they both went their own 
ways to SELL. SELL. SELL' 


Lillian, Adeline Leinwohl, Judy 
Hall, ana myself made a tri- ro the 
New York aiea to recru.i life 
Jeannie went to work in her own 
backyard. In the month of March both 
Lillian and Jean made Supervisor. 
Lillian proved that to be a success 
you must work for it and Jeannie 
proved that you don't have to leave 
your state to reach your goals. Op¬ 
portunity is anywhere you look for 
It. Congratulations, Jean on your 
success. 


For making Supervisor Lillian 
received $100 from me and Jean re¬ 
ceived a Noreico Home Make-Up Case 
for her high R.P.V 


In the month of April, Lillian, 
ith the help of her consultants, 
ent on to become my next District 
Manager. Congratulations. Lillian 
on a job well done. What a great 
Regional Manager she will be in the 
near b'ture. And needless to say, 
Jeannie Thomas will make it a good 
race to see who makes Regional 


Manager first! Thank you two great 
girls and thank you consultants who 
helped them to obtain their goals. 

Working with Jeannie Thomas 
are her Consultants: 

Betty Anne Smith. Ormand Beach, 
Florida. 

Christine A. Fritch, Deltona. Florida 
Betty T. Motes, Holly Hill. Florida 
Jo Ann Button, New Smyrna Beach, 
Florida. 

Working with Lillian Culey are 
her Consultants: 

Jean Thomas and her group. 
Joyce Lemanedes, Huntington. N.Y. 
Joan Rose, Ridgway, Pennsylvania 
Sylvia Jacobs, Jackson Heights, N.Y. 

Bob Jay, Deland. Florida. 
Theodore Corcoran. Greenwich. Conn. 
Helen Benet, Jackson, Mississippi 
Adeline Leinwohl. Cresent City, Fla. 

I have many fine leaders in my 
group. Lorraine Metzler, Lillian 
Culey, Louise and Bob Haley, 
Elizabeth Lingo, Jean Thomas, 
Dorothy Byrd, June Dal'.an, Judith 
Marsh, to mention a few. These girls 
are a success because they have 
not forgotten that if they did not 
have the help of their respective 
groups they would not be as success¬ 
ful as they are today and they would 
not be able to reach the highest 
goal in Symbra 'ette; Regional Mana¬ 
ger. without the backing of their 
consultants. They did not forget that 
you cannot do it alone. You must 
build a close organization. 

June Dalton in Atlanta, Georgia, 
is working toward District Manager. 
She plans to reach her goal soon and 
if ever a gal deserved success it is 
my sweet little June. This Georgia 
gal has the personality to be a top 
consultant in any field and I am 
pleased that she chose to represent 
Symbra'ette. June proves that kind¬ 
ness breeds success... and a suc¬ 
cess she is and always will be in 
Symbra'ette. 

New Consultants In the 
Byers Group. 

Ann Bodine, Princeton. New Jersey 
Ted Corcoran, CosCob. Connecticut 
Lillian Drum, Indiantown, Florida 
Nancy Fort, Orlando. Florida 


Edna Frey, Winter Park, Florida 
Sylvia Jacobs, Jackson Heights, N.Y. 
Eleanor Krol, Altamonte Springs, 

Florida. 

Joyce Lemonedes, Huntington 
Long Island. j) 

Earlene Malans, Orlando, Floiid.i 

Dorothy Moye, Orlando, Florida 

S. Dorothy Kaplan. Stamford, Conn. 
Kathryn Smith. Orlando, Florida 

Sydney Thompson, Winter Park. Fla. 
Minnie Williams, St. Petersburg. Fla. 

Last, but certainly not least, I 
want to thank all my consultants for 
helping me to obtain my goal ot 
Regional Manager. If it were not for 
you I would never have made it' You 
are a wonderful group of consultants 
and 1 am deeply grateful for your 
help. 

Stella Byers 

Tninmun u,:/, z 

LATEST 

"RECRUIT-A-THON” 

LIST 

The people on this list will be 
at the Symbra’ette Seminar (Time and 
Place to be announced later). Every 
recruit they’ve signed is worth 
points in the forthcoming drawing. 

You say you’re recruiting? But 
you don’t see your name on this list. 
Better check up and make sure that 
you sent the Home Office full details 
on your recruits. Otherwise you can 
lose out on your chance at some of 
the most fabulous prizes you ever 
saw. * 

Grand Prize, as I 1 you know, is 
that beautiful prestige car for 1970, 
the Cadillac Coupe de Ville. Can't 
you just see yourself behind the 
wheel? It can be a dream come true 
if you keep at that recruiting. 

And the DOOR PRIZE... W' j}i 

A 81,500 MINK COAT! Wouldn't 
you like to have that wrapped around 
you? 

You’re still not on this list? 
You'd better get with it! Deadline is 
June 30th. Get out there now and 
RECRUIT! 


CONTINUED NEXT PAGE 
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Mary Ayers - Georgia 
Ann Anderson - Alabama 
Volda Anderson - Calif. 
Christine Allison - Alabama 
inie Arjostogui - Alabama 
ootty Ashley - California 
Alberta Bond - Indiana 
Ann Hanncau - Florida 
Alice Bannacli - Washington 
Wanda Bocksirand - California 
Laurie Biggs - California 
Helen Blake — Alabama 
Joyce Breeden - Missouri 
Carolyn Brown - Florida 
Sue C. Brown - Oklahoma 
Grace Buck - California 
Jen Bud lev - Washing’on 
Carolyn Carter - Georgia 
Merle Coney - Florida 
Shirley Currie - Georgia 
Beth Cole - Utah 
Joyce Crane - Mississippi 
Janelle Crabtree - Mississippi 
Joyce Chrisliolm - Tennessee 
Lou Clayton - Alabama 
Irene Couch - Michigan 
Dean Dollar - Florida 
Velda Devine - California 
June Dalton - Georgia 
Lavonne Dvoracek - Calif. 

Ruby Edge - Alabama 
Carla Edmiston - Virginia 
Marlene Eckert - California 
Dee Erickson - Montana 
Daisy Ewen - Montana 
Connie Ferrall - California 
Sharon Fulton - Indiana 
Linda George - California 
Velda Grab am - Oklahoma 
Dorothy Gray - California 
Edith Custin - California 
Louise Megan - California 
Mildred Humpston - Tennessee 
H & H Sales - Alabama 
Veda Harris - Alabama 
Nita Hcathington - Alabama 
Margaret Homes - Alabama 
Doris Hoopei - Florida 
Mildred James — California 
Beverly Jordan - California 
F J N.h Kepliart - California 
w nc / & Edward Kirby - Illinois 
Jonell Klapp - Michigan 
Joann Krauss - California 
Florence Keith - California 
I Debbie Luken - California 
Essie Lee Lott in - Alabama 
Ruth Meeks - Tennessee 
Margaret Mavhew - California 
Yvonne Meredith' - Ohio 
Merry Mouse Enterprises-Calif. 
Pauline Mitchell - Ohio 


Betty Monahan - Michigan 
lna McGhee - Alabama 
Louise McCarthy - Louisiana 
Slyvia Morris - Tennessee 
Tippy McConnell - Mississippi 
Marge Miller - California 
Lucy Morris - California 
Cerr Myers - California 
Ruth Nash - California 
Diana Nelson - Kentucky 
Norma Noreluis - Washington 
Margaret Perry - Illinois 
Jimmy & Lola Person - KY 
Dixie G. Rayson - Oregon 
Verlee Roark — Missouri 
Bonnie Roberts - Florida 
Edna Eye - Illinois 
Darlene Rasdall - Kansas 
Lenore Rumback - California 
Lola Schafer - Utah 
Dianne Stanley - Alabama 
Katie Sanford - Alabama 
Glayds Strickland - Alabama 
Ann Sparks - Kentucky 
Janet Vander Schuur - Mich. 

Mary Sue Teague - Alabama 
Jean Thomas - Florida 
De Mile Ttdwoll - Alabama 
Jeanie Tribble - California 
Mimi Wagner - Louisiana 
Evelyn Wadsworth - Texas 
Carolyn Wiens - California 
Chris Wolfe - Florida 
Mary Sue Wirth - Oklahoma 
Carol Weber - California 

Kathryn Womack - California 
Elisabeth Worden - California 
Johanna Yates - California 

Anna Marie Horowitz.California 

Dorothy Hammett.California 

C. J. ‘Tex' Foust.Texas 

Mrs. Carmicheal.Washington 

Maxine Horst.*..California 

Mona-Rae Anderson.California 

Edith Cox.Montana 

Sherryl Mayliew.California 

Eva Bowman.California 

A. Paul Brockman.Georgia 

Elizabeth Ling.Florida 

Margarol Scott.OlLo 

Betty Heurta.California 

Linda Gage.California 

Beverly Vasquez.California 

Jean F. Thomas.Florida 

Irene Couch.Michigan 

Bertha Kimsey.Washington 

Carolyn Brown.Florida 

Flora Jaramillo.California 

Ida Langston.Georgia 

Jeanette Forister.California 

Marlene A. Wolff.California 

:cV- *7 6 - 


Came M. Roberts. 

..N. Carolina 

Lillian Culey. 


Kaled McGaffey. 


Ruth Mouzon. 


Fannie Coleman. 


Mildred Ray. 

....California 

Barbara Bradley. 

....Louisiana 

Arlene Mink. 

. .Mississippi 

Nellie Hodge. 


Joyce M. Stone. 


Mary Honeyicutt. 


Ida Chang. 


Lil Brannan. 


Betty Ehret. 

....California 

Doris McBride. 

....California 

Sandra S. Partin. 


Fay S. Arnold. 

,.N. Carolina 

Jim & Becky Williams... 

.Alabama 

Cora L. St. Clair. 


Bettv L. Corona. 

....California 

Gloria Terry. 

.N. Carolina 

Tresemond’s. 


Dorothy L. Moye. 

.Florida 

Janqt Lytle. 

...Tennessee 

Marsha Imrie. 

....California 

Mo-Nay Distributors. 

....California 

Cheri Canterbury. 

..Washington 

Louise Mull & Myrtle Poole...Illinois 

Beverlv Lewellen. 

.Illinois 

If you are a recruiter in the con- 

test and your name does not appear 

on this list, it is because the appli- 

cation for your recruit 

was incom- 

plete in some respect - 

no I.D. num- 

ber - no phone number, 

etc. Please 

answer the Home Office notes re- 

questing the information needed so 

the file for your recruit can be 

completed. 


“The mistoke you mode yesterday 

was o bod one... if 

you learned 

nothing from it." 



QecMLit 
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GRAND PRIZE 



1970 CADILLAC COUPE DE V LLE 

IN 


There are other oars to he earn¬ 
ed in Symbru'elte's fabulous contest, 
plus many other wonderful prizes 
you’ll love to own. You can earn a 
Wildcat, Caprice, Malibu, Nova or 
the VW ‘Fastback’ if you want^'* 
the Cadillac shows that you’ve h 
harder and made that extra eltort to 
put yourself at the top of the Symbra'- 
ette Ladder of Success. 

Can you see yourself now em¬ 
braced by a magnificent Mink Coat’’ 
It can be yours if you get out there 
now and recruit. Recruit. RECRUIT. 
The DOOR PRIZE isn’t the only 
Mink in the Bra Maker’s locker. He’s 
got plenty more mink coats and other 
fabulous prizes where that one came 
from, waiting for the winners who 
are out right NOW pushing their 
Recruiting over the top. 

Where are YOU today in the 
RECRUIT-A-THON’’ 




Symbra-Ette 

THINK 

CADILLAC... 

THINK 

MINK! 

It’s getting closer and closer to 
that exciting day when some lucky 
lady... YOU perhaps... will drive 
avay in a brand spanking new 1070 
Coupe de Ville Cadillac; or slink 
away in marvelous Mink! 

Are YOU going to be there? 

Where ? 

Why, at Symbra'ette’s Recruit-A-Thon 
Drawing. Time and place of the 
Seminar, where tins drawing for 
Thousands of Dollars m fabulo s 
prizes will be held, will iv announc¬ 
ed later. 

Wheie are you today in Syn:hra ’- 
etle's Recruit-A-Thoii? Bottom of 


Recruit- athon 


the ladder or gunning for the top? 
This is the time to make a point to 
make those points that give you 
Drawing Tickets... each a golden 
opportunity toward winning a beauti¬ 
ful prize. 

Opportunity is knocking... it’s 
rattling the windows... shaking the 
walls (are you listening?)... but not 
for long! It’ll stop on June 30th and 
then you'll be out of luck... especial¬ 
ly if you’re not out recruiting NOW! 

Put yourself in the driver’s seat 
of the prestige car that says to every¬ 
one you meet... I have arrived. 

Stroll into any room in that fabu¬ 
lous Mink Coat and you will draw 
every eye... a great time to tell them 
how you got your beautiful mink coat 
by recruiting for Symbra’ettc... don’t 
forget to tell the girls about our 
Custom-Fitted Products. 



k 
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WILL YOU BE THE ONE TO WIN THIS RANCH MINK COAT AT THE SYMBRA’ETTE SEMINAR? 

Denver August 28, 29 & 30 

EVERYONE ATTENDING HAS AN EQUAL CHANCE TO WIN!! 
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Symbfo’ettc New, bulletin 


GERMANY IN THE NEV.'S 

Recruiting is surely one of the 
best ways SvinhiaVtlo Consultants 
liave of sliaimg then happiness. It 
makes a ft lend, relative, oi customer 
happy by viving her the opportunity 
to make extta money, meet new 
people and share in the pride and 
pleasuie which comes with a Sym- 
bra’ette career. 

I have been in Germany one year 
and have concentrated all of my 
effoits to Sales and Service ol our 
Symbra’ette jarments. Each day has 
been a sitisMctory, pindactive day 
foi me hese. Recently, 1 off* red the 
opportumi ■ i . becoming a (. ?nsi;!taut 
to one of my friends, who has been 
a very good customer. She accepted 
with enthusiasm and great ideas. 
Truly, sharing this opportunity with 
Polly Ledfoid spells success for 
both of us. Polly’s bubbly person¬ 
ality and her peisonal liking of 
people, all add to her reasons for 
wanting to share her Good Luck 
with others. 

Judy Hall 



RUTH MOUZON MAKES DISTRICT 
MANAGER IN RECORD TIME 

Special Congratulations are in 
order for Ruth who came into the 
Symbra'ette business as a Senior 
Key on April 10, 1070, made Super¬ 
visor May 1, 1070; recruited seven 
direct Consultants and became 
District Manager June 1, 1070. This 
is an outstanding example of the 
Symbra'ette opportunity to advance 
as fast as you want to and Ann 
Andeison is proud to have her and 
her husband Fred m her group. 
Regional Manager when Ruth?? 

***** 

_ THOUGHT FOR THE MONTH 

Your Key to Success in this busi¬ 
ness is Sell, Recruit, and Train, in 
exactly that rider'! Ask yomself 
the question, "If 1 had 10 recruits 
selling and recruiting the same 
amount that I am, would I be happy 
V; with them?" 

I_i a -_ 


A DOUBLE FEATURE AT COVINA 

BOWL.2 DISTRICT MANAGERS 

PROMOTED 

Sandy Huppertz joined the 
Symbra’ette organization in January 
of 196S. She has had her eye on this 
goal from the very start! Sandy is 
loved and appreciated by all the girls 
in her group, which is not confined 
to California alone, but also in Ohio 
and Pennsylvania (which shows that 
it pays to take the Kit along when 
you go on vacations). Sandy is only 
27 years old, so she should have 
many wonderful years ahead with her 
Symbra’ette career! Her husband, 
Norm, and her young son, Shawn, are 
behind her 100%. 

Geri Myers joined Symbra’ette 
in September, 1967. Her group is 
composed of 15 consultants in 
Oregon, Minnesota, Maryland, and 
California. She is a very capable 
leader, and though her group is small 
we know it will multiply and she and 
her consultants will climb high! 
With this in mind, she is calling her 
organization, "Geri’s High Climbers” 
Congratulations, Geri,and again, you 
have proven the old saying, "per¬ 
sistence knows no failure,” to be 
true. Our wish is that your success 
will be as great as you want it to be! 

EDITH GUSTIN 
CAROLYN WIENS 

BETTY HUERTA, NEW D.M., NAMES 
HER GROUP "THE V.I.P.’S”. 

As Sandy Huppertz pinned the 
orchid on her new D.M., she whis¬ 
pered, “I knew you were a winner!” 
Betty has had the reputation of being 
HIGH SALES GIRL almost every 
month. We have watched with pride 
as this girl kept her eyes on the goal 
that she had set for herself, and she 
always said, “I know just what I 
have to do to make it to the top, and 
it’s really easy if you’ll just get in 
there and work!!” 

We can remember when Betty 
drove over to attend a Sales Meeting 
at the Covina Bowl. She was, at that 
time. ?t manager for Tupperware and 
driving a new car that her company 
furnished her. She had a big decision 
to make, for if she switched over to 

-32a- 


- Page 2 

selling Symbra’ette, it would mean 
turning in her car, which is just what 
she did that very day!! Let anyone 
ask her today if she is glad that she 
made that decision' Betty has picked 
a winning name for her organizati' 
for she realizes that each and ev 
girl is truly a “VERY 1MPORTAN 
PERSON.” Good Luck, Betty, but 
remember, there is still another rune 
on the Symbra'ette ladder, and if we 
know you, your eyes are already set 
on that goal!! 

Edith Gustin 

SOUTHERN CALIFORNIA COUNTY 
FAIR AT DEL MAR 

Thousands of women in the San 
Diego area were introduced to the 
Symbra’ette bra in the first week of 
July. They were impressed and 
wanted to know more about our 
unique products. 

The attractive display booth 
was manned by Edith Kephart, Fran 
Newell. Margaret Von Dran, Jeanne 
Tribble and Ffeggy Bough. 

Many hundreds of women signed 
registration cards for a personal 
fitting. These Symbra’ette Consul¬ 
tants are really going to be busy for 
the next few months following up 
all those leads - which will mean 
SALES, SHOWINGS AND RECRUITS 
Watch the San Diego gals go now" 



Left to Right; Peggy Baugh, Carolyn 
Wiens, Jeanne Tribble, Dr. Sonia 
Garutso, Fran Newell, and Margaret 
Von Dran. Edith Kephart (who isn't 
shown here) also helped "man” 
the booth. 
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MARY PICKS A WINNER 

You’ve heard of “My Gal Sal”, 
Well, I wish to introduce you to “My 
Gal Mary,” Maiy Wood, that is, of 
New Castle, Indiana. Mary joined 
nbra’etlc the very last week of 
• -,<ril, 1970. During the month of May, 
she worked like a real trooper and 
moved npto Sup> ivisor with a volume 
of $4,555.50' She recruited 9 distri¬ 
butors in May, her very first month in 
the business' She has recruited app¬ 
roximately 4 more in June and she 
tried very, very hard to make District 
Manager during June, but didn’t 
quite make it. Mary wasn’t too 
disappointed, though, because she 
said she WILL make it in July and 
she feels it s better not to move up 
too fast, because, you can build a 
more solid foundation for your group 
if you go a little slower. She certain¬ 
ly has the light idea. Three of Mary’s 
new distributors reached Senior Key 
positions their first month in the 
business, also. Mary told me her goal 
is to become "financially indepen¬ 
dent” in Symbra’ette. I’m sure she 
will reach her goal. I wish I had a 
hundred like her'” 

Mary Gillespie 

***** 

ANOTHER SYMBRA’ETTE “EVERY¬ 
ONE CAN WIN” PROMOTION!!!! 

The only competition you have 
in this July-August recruiting pro¬ 
motion is yourself. You can earn 
or up to Si000 during this six 
week period, by recruiting new con¬ 
sultants into your group - and don’t 
overlook the fact that you will con¬ 
tinue to earn on your consultants 
as long as each of you remains in 
the Symbra’ette business, so you 
win both ways. 

( S® 1 your sights high and Good 
L .111!! 

RECRUIT!!! 


{ ***** 

BE SURE TO ATTEND YOUR 
WORKSHOP!! 

If you need help , this is where you 
«ot itll 



Left to Right: Merry Broom, Joanne 
Keenan (model). Noreda Clayton. 
Rhoda Cogswell 


SATISFIED STUDENT 

I have just returned from South - 
em California where I attended the 
ABC Seminar conducted by Carolyn 
and Stanley Wiens’ organization. 

From the Business Opportunity 
Meeting with its thorough explan¬ 
ation of the marketing plan, my new 
found friends and classmates, the 
sharing of “fitting know-how”, 
instructions on recruiting, how to 
properly conduct showings, and 
sharing of personal experiences of 
the teachers, to the inspiring lecture 
on Positive Mental Attitude, this 
was a most rewarding experience. 

Beverly Jordan, my supervisor, 
was most helpful. Not only did 3 ao 
spend 4 or 5 hours with me one 
evening, but she also loaned me 
part of her kit containing the new 
bras. #212, #213, and #214, for some 
individual fittings I had scheduled 
there, and the result of this was that 
I sold $177.00 worth of garments and 
have a possibility of 4 new recruits 
from that area. All four plan to 
attend the ABC Seminar in June. 

I would like to thank Carolyn 
and Stanley Wiens and all of the 
teachers involved in the ABC Sem¬ 
inar, May 12, 13. and 14. 

It is the greatest feeling to be 
part of an organization who not only 
has a marvelous product, but who 
also stresses sincerity, honesty, 
personal appearance, sharing of 
experiences, and offers a marketing 
plan providing financial stability. 

Mina J. Garrett 
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PRAISE FOR FLINT’S 
DISTRICT MANAGER 

Before I start out my day today 
I must tell you what happened yes¬ 
terday. Noreda Clayton held a train¬ 
ing session for my group in Traverse 
City. I know every single girl learned 
so much that Noreda changed all of 
their lives’! If they all don’t go to 
the top it will be a surprise. 

Today will be a much better 
day as the excitment and knowledge 
just had to rub off. Just watch the 
R.P.V. and recruiting grow greater 
in Michigan. 

We all have been shown how. 
All we have to do now is put our 
knowledge to work for us. 

Noredc truly is a leader and I 
couldn’t find a better way to thank 
her for helping my girls and myself 
than telling you about it. 

Betty Monahan 

Editor’s Note: It must have been a 
wonderful meeting - Betty made 
District Manager in May. 



Bonnie Albright, my new recruit from 
Westland Michigan. Her husband 
shows as much enthusiasm as she 
does. I’m looking for big things from 
this gal. 

Noreda Clayton 

***** 

We repeat; do not send in orders 
for merchandise in the package with 
return merchandise. The parcel mail 
is slower and it delays receipt of 
your orders. 
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Symbro’cMc New . jiictm _ 

NEWS FROM ATLANTA 


Wclronif to Synibia’ette, Shelba 
Ji in Morrison o' Atlanta, Georgia. 
Shelba is a fill with the quality that 
can make any girl a success with 
Symbra 'ct te, DETERMINATION''' 
She started as a Key Distributor 
February 17. 1970 and immediately 
set her goal to become Senior Key in 
March and she did just that! She has 
been going strong ever since. At this 
rate she'll be up that ladder soon. 
She has set her goal for June to 
recruit 5 Keys and with her deter¬ 
mination she'll do it! 

1 would also like to welcome 
Key Distributors Brenda Portwood 
of Atlanta and Roxie Brady of 
Decatur, sponsoied by my Senior 
Key, Carolyn Carter. I know you'll 
be happy you c hose this most reward¬ 
ing business. 


Senior Key, Carolyn Carter 
of Atlanta recently had an unusual 
experience. She was training a new 
recruit at a showing and was called 
home to see about her little son. who 
had been slightly injured. She turned 
the showing over to her new recruit 
and told her to do the best she could 
until she returned. However, she 
didn't make it back before the 
showing was over. Her new recruit 
called her after the showing and 
told her she had to leave for a few 
hours and she could find her bra 
case in the bedroom and gave her 
instructions for finding the key to 
get in. Carolyn and her young son 
returned for her case around 9:00 PM. 
When they were walking out of the 
bedroom, they were affronted by a 
ferodious dog. Carolyn instantly 
remembered her recruit talking ear¬ 
lier about her tin-an dog. They ran 
back into the bedroom and decided 
it best not to leave until someone 
rescued them. The big dog stayed 
outside the door growling at his 
captives. Since there was no phone 
available, Carolyn and Wayne niade 
themselves at home from 9:0c to 
midnight when a member of the 
household came home and rescued 
them. 

Carolyn only wishes she could 
have been fitting customers during 
those three long hours! 


CONNECTICUT IN THE NEWS 

April showers brought me to 
New Yoik and I spent 2 weeks there 
on a recruiting compaign. I would 
like to introduce mv Consultant, 
from Stratford, Connecticut, Dorothy 
Kaplan. Miss Kaplan joined our 
Symbra'ctte family with much enthu¬ 
siasm, beaming personality, and the 
know-how of setting up a profes¬ 
sional business in her home.^he has 
been very successful and has offered 
this great opportunity to otheis. We'll 
be hearing good news from the 
Connecticut area now. Cool luck, 
Miss Kaplan. 

Judy Hall 



FLORIDA SUCCESS STORY 


I have many Success stories in 
my group, but I am taking this time 
to pay special recognition to my 
newest D.M., Dot Byrd from Jack¬ 
sonville, Florida. Dot’s growth in 
my group is a tribute to her effort 
and loyalty, and steady hard work. 
She has a great group working with 
her, and she is in constant contact 
with each lady she has sponsored. 
Dot keeps these ladies trained in 
the Selling and Recruiting field, and 
motivates them with all of the know¬ 
how she has. The opportunity with 
Symbra'ette has been a real chall¬ 
enge for Dot, and. in turn, she has 
offered this opportunity to many 
others. 


It is very rewarding to have Dot 
Byrd in my group. Congratulations 
Dot, and thank you. 


Stella Byers 




10 COMMANDMENTS FOR 
SATISFYING CUSTOMERS 

1. Our customers are our most val¬ 
uable asset, and the most important 
people in our business 

2. Our customers are NOT depend ; 
upon us , we are dependent on t! _/ 

3. Our customers are the purpose ct 
our service, without them thei ■ 
would be no Symbra'ette Consultant . 

4. Our customers are not just names 
on our books, but flesh and blood 
human beings who have as much 
right tobe satisfied as we ourselves. 

5. Our customers are not "outsidei s" 
but a very necessary part of our 
business. 

6. Give your customers SERVICE, 
and they will give you referrals. 

7. Our customers are free to take 
their business wherever they wish 
whenever we fail to give them sat¬ 
isfactory service. 

8. Our satisfied customers are an 
army of Ambassadors of Good Will 
for Symbra’ette. 

9. Our profits depend NOT only on 
getting customers, but on keeping 
them satisfied with everything we 
do in their behalf. 

10. Satisfied Customers are the Life 
Blood of our business, and every 
business in America, for without 
them there would be no business. 


Send in Your Stories $ 
And Pictures! 


Keep ’em coming! We want 
everyone to know about your suc¬ 
cess stories, unusual happenings, 
parties, new recruits . . . anything 
that’s news. We want pictures 
Black and white only 
or your gatherings, m i 
parties, etc. It is our aim to make 
this bulletin as personal as possi¬ 
ble, so please help us with your 
news. 


... of vu I 
meet! J I 


Send all NEWS ITEMS to the 
home office, 460 Meridian Avenue. 
San Jose, California 95126 
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Additional copies may be purchased 
for 5c per copy to cover handling 


June Dalton 
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Spouse's name 

anu OCCV r it'Oft 


ItLGIC* 

(4) SPONSOR OF PCNSC: 


auninvuc 


IN CONSIOERAT , . OP 'itlE ACCEPTABILITY OF THE ABOVE QUALIFICATION 
I DC HEREbT At.RLE 10 THE FOLLOWING 

A< < condition cl this af'«*mcnl. I of'ce to pu’chalo .rid till Syir.lra'etlc ptud 
uclt acco'd nj ip th* procedure tci forth in the Sale. Manual tad retenel to ip dr.' 
Rolf md Rcj. lane a. Slid Ro'«» aad Refulaucni ait ap if -;'al ca-l of !Pt» »S'de- 
man I tad b/ Out tuV.n • a'. incoipoiolcd herein, and I r.;’ee 10 etude by any ai.d 
all cl ihe leima add conditions set forth therein. and any *r-.. .dir.cnis thereto. V.d'r 
non 0 * any o' " aforementioned anneal ttandaidi and itnnitd rola*. oi sound to' - 
nasi i -acl'cas all t a co* si dared lull taur 'or the reim.nation of all comrac: nut 
aria if pants t«i. . Co Ru-Mai Inc. and the sio'ator. 

At my cv»p a-;.: sa to a aka, aaatuta. and file any and all recant required br > 
la*, oi public a iipo-ity min respect to the racaipl. hol.hnf. »' a* 1 * ef Symbia’aiia, 
products, and sc.-tl at all ernes abide by any a-id all Federal. Slate. County and Mu¬ 
nicipal lam. 'u ni vid -acolations of asaty nature in corree. cn *un noldirj. arli- 
Inf. adutriiaint and o, setuticn of Syrtfa'et’.e products. ShruM a Consultant I. -'“■i.c 
In unethical ot ili, t .,r sales practices. Ins lelationship >vnh the co.ttpa.ty mill be t‘»" 
mediately terminated. , 

Tb*t I nm i independent contractor and net an employee or agent o» Gtr-Ro-Mar 
Inc. lor any purp • \ nor shall this agreement be construed as a jo.P.t venture: I o.;f<- 
to defray all cost of the telling and d;stributmg of Symfcra'etu products and to * «* 

Ccr-RoMar Inc.. harmless from all of sa.d costs. It .s understood and agreeo c:.t 
Ce' RoMar Inc. is a wholesale supplier and is in no way obig«tc1 te repurchase any 
march.tf.dise in the ever.t the unde'sign*d terminates his association with the cc.-.t- 
puny or fails m IMS business venture. I understand that returns or exchanges of mer¬ 
chandise are not allowed except when covered under the Company guarantee. 

It •• understood that at an independent contractor I may sell onotherwise dispo'e 
of fry business, ir. the event of my death, my he-rs. adm.nishaters. or executors n av 
continue opera: g my business. I herety agree, for rr>self. my heirs, administrators, 
executors or.assigns co notify the company within thirty (30) days should any of the 
aforementioned cont«ngenoes occur. I understand that this agreement may oe termin¬ 
ated at any time, by me. w.ch notice. 

^*\e read ar.d understand thjs agreement and agree to abide by it. 
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»K .N 7 K A -J • you et« n-ub-n^ cn or J'fj! t. <jp-et) 

_Area Code___Phone__ 


Add'rn 

C.»/ 


*• /i 


PJ PI Malted Oate of Girth.. 


'“75 - - • * -o 

.State_ _ _ _ ff _Zip Co:r 

_ Soc. Sec. fl_ 


$POj>* v ria > r 
and ut* jpation . 


CnriCr'>e».' h.story inch Jin£ s;-!es experience _ 


in cc.wru tion o r -«c acceptach ity or the above c /»i mc.AT.ON 

I OJ MERlBY Ao' ct ft. THE FOLLOWING 

A» a conj.'ion of this a, cement, I agree to '.hasc and sell 5 - . .\?tte t'uu- 
uris acet'dinf :o the procedufe iet forth «r» the Sa’es Manu?l and rr. '< ere : : u in the 
PuU » and Ref. lavons. $a d Rules and Regui’: ■ ns .:»c an ir.tcg’ai t. cf • .is a^ret- 
irrM .md ty this ic # erence e.'i incorporated herein, ar.d I agree *c a*, ce . > md 
all of :r.o tcims a> d cc d t.rr- iet forth therein, and any amendments . --.c,, Vibra¬ 

tion of any of the afore nmuened ethical atanc.vcs .-r.J Ita-niXcd .s tr s:.ndtuSi* 
iwtt prattic * Shall t considered lost cause for tne te.m.nation of *;i conraetural 
ari.v’fernents . 'tween Ger Ho-Mar Inc. and the violator. 

At eiy own e«.iise to make, execute, and file any and all reports i. i;y ;. r y 

la»v t' pubSc authority with tespeci to the »«;** pt. holding, or s. le * S mna'etwj 
products, end shall at all times abide by any t.r.d all Federal. Stute, Cn '17 jr.4h.j- 
mcir ■ laws, rules and rr gylat-on s of every nature in connection v. <vt hold r j. sell¬ 
ing. advertis r,g and distribution of Symbra'ette protects. Should a Cn. : I turn en;aj;e 
•n unethical or illegal sales practices, his rclot-cnsf. p with the c'..r«-v/ will Sc im- 
mrdi.v.efy terminated. 

That I am an independent contractor and not an employee or nt cf Ger-Rc-Mor 
Inc. for any p rpose, ncr shall thr agreement be construed as a join .re I ag «o 
tu dr-fiay all cw.t of the selling anc distributing of Symfcra’ette pro. • • «v»~ '.o f o 
Grr-Ho-M.v Inc., harmless f»om all of said costs. It is underage uagreed that 
&r'*Mo Mai Inc. is a wholesale supplier and is in no way obligated to rcnurch.-ise ; ny 
merchandise in the event die undersigned terminates his association with the ccm- 
p.¥«y or fa«!s in this bus ness venture. I understand that returns or ext .mges of mer* 
tl’.snd.te are not allowed excef i when covered under tr»e Company guarantee* 

It is undf'S’.od that as an independent contractor I may sell or otherwise dispose 
©» my business. In the event of my ceach, my heirs, administrators, or c ccu;vs may 
crvitmu* opc nmg my business. I hereby agree, for myself, my heirs, administrators, 
e *fCu*jrj or assigns to notify the company within thirty (30) days sh.ijfd any of die 
• '-•c-r-CTUioncd contingencies occur. I understand that tins agreement may be termin¬ 
ate! at any time, ty me. widi nonce. 
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e read and understand this agreement and agree to abide by it. 
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CONSULTANT APPLICATION 


t h M T r K 


Order S • j 
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Phone 


(I) NAME OF APPLiC ANT - v.rita nv 
plicant m me capacity ne joint die ory 


State 


x Micr* kKv 


tr *>loyment h % 'y »ntlj<? '’I **»es experience 


IN O'v? Of : 1 T u. OF THE ACCEPTABILITY OF THE ABOVE QUALIFICATION 
i DO li? r y - .'FtBE TO THr. FOLLOWING 

As x c- .1* • c f this agreement. I agree to purchase and sell Symfcra'ette prod¬ 
ucts • t the procedure set forth .n me Sales Manual and referred to m the 

fljlcs .V 1 1 t x \ Jinn. Ssid hu'es and Regulations are an mtcr/al part of this afree- 
meni rad t, IS reference are incorporated herein, and I agree to abide cy any and 
f , | c r ^. e lc and con-mom set forth therein, and any aner-Cr-.en ts the etc. Vio'.a- 
»,on cf y / afuren cnt.cncd ethical standards and itemized rules or sound bust- 
. s , I it considered |ust cause for the te-minanon of all contracuital 

en \ Ui .etn Ger-Ro-Mar Inc. and the violator. 

«<>se to make, execute, and file any and all reports reouired by ary 
ta* c r -.-'ir r. horlty with respect to the receipt, holding, or sale of Symbra'ctte 
products, and s». -'I a: all times abide by any and all Federal. State. County and Mu¬ 
nicipal r . 'es and regulations of every nature in connection with holdirf, sell* 
•ng. o«‘.e'tism| and distribution cf S/mbra'eue products. Should a Consultant engage 
m un«.ciil < illegal sales practices, his relationship with the company will be im- 
mediately t.-a - jted, 

Th u I am a. n.iependent contractor and not an employee or agent of Ger-Ro-Mar 
inc. for «vi) p • rt■ ic, ncr shall this agreement te construed as a joint venture: I ?gree 
to dr' v vi erst of the selling and distributing of Symfcra'etie products and to save 
Cer-Rv M.v i lurmlrii from all of said costs, it is understood and agrees mat 
Cff-Rr »•;% . is a wholesale supplier and is in no way obligated to repurchase cry 

me»chv'.it»e i the event the undersigned terminates his association with the ccm- 
p.v f Or LmI* a rh>s business venture. I understand that returns or exenanges of mer¬ 
chandise are net showed except when covered under the Company guarantee. 

It •» l '.lc «i that as an independent contractor I may sell or otherwise cispose 
of my fuwtess in the event of my death, my heirs, administrators, or executors may 
Continue ore run g my business. I hereby agree, for myself, my heirs, administrators, 
»*NvUit or .*ssigns to notify the company within thirty (30) days shojld any of the 
a # u'e xrii..r.-»«i contingencies occur. I understand that this agreement may be termin¬ 
ated at .viy t»r e. by me. with notice. 

f ** iraf mid understand this agreement and agree to abide by it. 
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(3) SPONSOR OF PERSON IN (2) ABOVE 
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CONSULTANT APPLICATION 
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[>n t .e Q M.vie.1 Date of Birth_Soc. Src.W 


Spouse ft name 
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IN cowsmi T-on Or im£ ACCfPTABlLITY OP THE ABOVE QUALIFICATION 
I 00 HEREBY vEt . . THE FOLLO- NG. 

A» a eondriioe of Ins ©f>eement. I agree to purchase and sell Symtrraette prod- 
uci» according tc the *>n eedure set forth in inc Sales Mem. el and referred to n the 
Rules nnd Rr/ulj: c s Said Rules and Regulations are an irteg'al part of this agree* 
me-'t and ty this 'ffer-nce are incorporated he-e n. and I agree :o abide ty any mi 
all of the ter > aid coxM'Oos set forth therem. and any uner.frnentj thereto. Vieia- 
t.on ef any of ■ • * afore .mentioned ethical standards and itemized rules or sound Cusi- 
ncss practiies shall l : considered |ust cause f or the termination of all ccntraetural 
arranjements tr!r.eti Ge--Ko«Mar Inc. and tre violator. 

At my owr. « • ease to make, execute, and file any and all reports required ty any 
law or public authority v. th respect tc the receipt, holding, or sale of Symbra'ette 
products, and shj'l at all times abide by any and a<< Federal. State, County ard Mu¬ 
nicipal law*, rules and regulation* of every nature m connection with hold.ng, sell- 
mg. advertising snj distribution of Syrrbra'ette products. Should a Consultant e-gage 
in unethical u il'tgal sale* practices. Ins relationship with the company will be im¬ 
mediately term jted. 

Th.it I am an independent contractor and not an employee or agent of Ger-Ra-Mar 
Inc. foi any j 'pose, nor shall this agreement be construed as a joint venture- I agree 
to defray ail c t cf the tellirg and d.stnt ting of Symt'scite products end to save 
O'-* Ho-Mar Inc., harmless from all of s.iid costs. It is unde'stood and agreeo that 
Cer-Po-Ma- Inc. is a wholesale supplier and is m no way ctUgnted to repurchase any 
merchandise in the event the undersigned terminates his associat cn with the com¬ 
pany or fails ir» this business venture. I understand that returns or exchanges of mer¬ 
chandise are r't .vlowed except when covered under the Company guarantee. 

It is unde food tha- as an independent contractor | may sell cr otherwise dispose 
of n»y business. In the event of my death, my he-is, administrator^, or executor* may 
centinue oprrat>ng my business. I hereby agree, for myself, ny heirs, aomrmstraiors. 
exccuiorg or c signs to no *fy the company within thirty (30) days should any of die 
aforementioned v. ntinge»ic»cs e'eur. I understand that this agreement may oe termin¬ 
ated at any time, ty me. with notice. 

read and understand this agreement and agree to abide by iu 
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Or-Rc-Ma* l-c. .s a wholesale tcp*»»*e*- and .s .« re way ee i.v. t ” 

•terih.yndise n me eve-.r tre ^cri-re: ie r.“. «s r » assoc . 1 ; 3 *_ * v * cr **' 
party o» fa.ls m mil cusmess \em-re. I ur-e stc c t*.;-: * - “* 0 *’*• ' J ’ e, ‘ 
£ hr: if a e rot ****** fscejt *t;en cose er ^:r ' e C.'~ - **••> 4 ’ 3 " :cc * 

it s .n.A stood that »s an -depe-aen: c.rtfa: :' •'» 0 * :r * ••• •’ *:«:»« 

et r> I % »ess. In me e»m: of *r> ceath, »y re ». :r ' **’ •• » ’’r 

orcMtms -%■ tjs.ness. I heresy srw. ; r% rt ’*• a: * f* 3 '*’ 

... .* a* to notify the cc-'psny w " ?**ru • iO- ca» s r:.‘: a»» u • 

enif.f j contneences occ*.*. 1 yrce'St.vc me: r i 1 1 fcC t# ' 


G c'tir.fj comager.oes occe*. » ; 
it .• * • - e. t* r e. %Mt*.-not.ee. 


■ it. .a .v*c o«oe*st - 


c / *’ *1^ 
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CONSULTANT APPLICATION 


Ate n Code 


(I) NAME O ' 1 APPLICINT - l»ni» r.-jw .1 
( Iicj.i: n is.« mp«i it he i«ln» U>« «'l* *■* • 


kC . C i* i r.ioy Ton 


tj r.’ ’TO of Birth ./. 


K £ V 


klo.ijch 


including tales op«’»eoce 


Y OF THE AEOVc QOAL.FiCATION 


(2) SPONSOR OF APPLICANT 


As n cn. ■ *on o' fi i agreement. i a., ee w purrn. 5-. •' ■** 
U1 1 i-.e D»»re5ure sc. fw;*h *n the Sales J*«nu*l nr 

ftirtot n*»d R'^iiv crs. Sa««J Rule: and R y.j'anvns arc *•' 

• i-'t and r>> .• .» rn'c e*>cf ere inceren'nteu l aid I »£'■’« 

.lit n 1 .He t«'- end condition* set .Vti. »’cief.. ‘•nfl any ai’.c.idn 

1.. y, ©f aiy r f jf •,».-■•-or.: oned ethical standards - ,, .d nwieJ 

r-r.s prnctic^i t»-.Vl tr considered just cn.isc fer t:tc terninat'O 
.v .j-f rrr.fr.tk b~w,fcn Ger-RoMm Inc. and hie violator. 

AI rry n v.i tv rtt to mate. execute, anil Me any mo all rc; 

1.. .* C’ pwMic n. 1 * n.,:y v*.ith iripect to the receipt. hc/ld*n*. o' 

P . w .,ai. .v,i shr. at ell timer. ,«c de t/ any an.; all Federal. : 
n • c jl f jI rt end regulat or s al eve'y nature m connect o 

• i. nis«M»i » -. j O stnfcution of Svmt'j'ette product*. Should 

m ..hi'., or .i■ sales practice*. hit relationship with the 

mediately terminated. / 

Th.it I am an 'naependent contractor and not an m’,iio*ce 01 
I'.t. tor any f.:';. ;>sa, nor shall this ?n<eriTrnt be c<*nstuir:d .v a 

• v dch.ny .1.1 c t c‘ c selling o^d a stnbutmg of S>mhra ette 
C-r-Ro-i T.r I.;.,, hsrnlcii from all of sj’d costs. I: is unour 
O' Kc-h’v tor. is a vdioltsale Supplier end •* m no way obliga 
m.rch.nndisc tn the event the tndersif^ed terminates his asso. 
•>: ■y c>r tails In this business vent jre. I understand that returns 


sut r.«viioh 


*•< A U * A 


l-.j. w* 


HCC'C'iot lUHiotn 


(1) SPONSOR OF PERSON IN (1) AEON 


fLMtCrC* 1*0* 


( 4 ) SPONSOR Of Pk.RSON IN II) At iVi 


tjfi hvvsa 


• i-qsiou'S s«rw* r> nr 


ih.tiae ri3iR 3 - r • 

--—, 

. (rN’I'R VC .N ’’ •_J 

Ord^r P»0,» S'UkTCU 
from Company 

^ _ 

Older ijpp'ieJ J 

hy FponSC. 

| 










•LIC AT ION 






Ci'' S .'»C 0 

f C* *S- 

n-rv. ?•» 

it . r c s 


^S. * 




INi-t’ 


CANT 


» - » » 


- 1 • 


c« 






D\ -N ;« 

A»3v* • 

« t . - : * 




. IS* 



■ ^ 










CONSULTANT APPLICATION 


INITIAL C* - k o.r-.v. 


'x ,V 


Aten Co.Je 


,J _ Phone 


(I) NATL 

►'Leant ir, 


M..i » cj Jate r' Birth 


I yojHnM Invof. i , n^ sales e*peri<rce 


OF AF’PLIC 


As a tc iduion of this .'g'eement. I ngfe- to pu'chatr and soil Syrbra'ctte picl- 
v acco*. / to *h> procedure set forth m r* c Sales Manual u-d >c*errcd :o »n •• e 
C\ V>d Re. '.?r^ iaid R.tles an * a^jl.vicn* ,ve an -r :ey'al part of this ,nn t - 
nt anJ ty re'-*<f.ce are mcofpn'atcd hern. ad I agree to .‘.t i e ty uny . d 

*' * ,,c ' a-d c ■ c t on* set fo".h thc.-em, and any tin** jments 'hereto. Vio •.* 

1 a* any o' tr»c hfo'emrntloned ethical standa'ui »-d lu-'.izcd lyies o sound ;w - 

• i practices s* j!i be considered just cause fa- no term.rat-on of all cor.Uc.cur > 
.ngcmfn.s between Cer-f\c»-Mar me, jnd the violator. 

A* my o»vn opens# tu ’nake, execute, and file any &nc ;i I reports redulred t y ,viv 

• cf Putlic A-the'i’r vsltri respect to the receipt, holdmf , ;r sulc of Sytrfcra'cve 
•ucts, ani* shall a all times eNoe by any and a I Ffdr-.il, St.ite, Ceunty and - 
•p.il law*. * jles .vie regulations of e.cr> nature in conrocucn with ho'd.ng. *». - 
. tJvcrns. i and disintufon of 5yr-fcra>tto produces. Should a Consultar. enp./e 
1 ■'Hhic.il or iiiefcai sales practices, h.s relationsh.p vmiI; the company will tt n.»- 
-•atcly tce-'Ti.v.ed. 

that I am an mdccnrdcnt contractor and not an employee or agent of Ccr*Ro*Mar 
. L* any p.< pcse. »'jt snail this agreement be construed as a jomt ventuie; I aj-ce 
.•fr.i» .ni <ost c * fir selling and distributing o' Symbra’e*! * p*co-_*cts and to j.ve 
-hc*H.ir In;., hi'nlrtt from all of sa>d costs. It is u ' ic-stcod and a^ced p l3 t 
'•IU'*'!.»r Inc. is a v.ho'c^nle suppl.e* and is in no v..iy ott-gated td 'epjrci asc a- y 
i .j.s, m the c.err tho unde'Signe f toMimates mi assccmtion with the com. 
> "* ».nls ii thu business venture. I unders’aotJ that returns or exchanges of re» 
hsr are rot .ulor.eJ except when covered unaer the Company guarantee. 

wM ‘- ,|? istood tnat as an independent contractor I may sc I or otherwise dispose 
^ »siness, in the event ©J my death, my heirs, administrators, or executors may 
*' eprrating my business. I hercDy agree, 'or ...self, my hers, aJminittratOrs, 
0 .issigns to n.tify the company wrhm thi'tv « 30» days should any of t o 
’*• vni.ou 1 Cont.n, rr.^ies occur. I understand di.it this agreement may be term.n- 

• ** •’ ; 1 i'. ty me. with notice, 

i »-. w- n underst; d this agre .iu-.it ..nd agree to o:idv by it. 


(31 SPONSOR - •• f’GRS: 


s r. m o n 


sunen 


(-5) SPONSOR Or PUR SO! 


sr >4 ioh -< t 


• ( ' lu-vu, . U'A^i 


SUPCH V r'.C.t 














CONSULTANT APPLICATION 


1MTIAL0R0 QR R.p.v. ll'NTfH AMOiJNT) 


Fict» Sncnsor 


Pi on* Ccrr.vy 


(|> NA?*E OF APK U"/«f.T - n r c.! 

ohcant in the cacao ty he |om* th« orc?n>: 


iAYcJxC - y 


sales exocricnc-. 


jf T-'E ACCEPTAf 'TV OF THE AFOVi". O'.IAl.lFICATlON 
THE FOLLGiVNo 

•{retmmt. l a:/-.-* to or-chese .v.d soil £ orod- 

..a-^e set ten.. :'-c Cates Manual x-* • to •>> f n 

• c Pules yid R , u a>« *" "v n r .-r: o* !«•» »*>«<• 
.e «•« tnco.Dc’alf. ft', an-. I ,•*» ' - :« 6r toy and 

xrd - D-* let tern :I itd a-e ’•••'• «* »”'<•». V.-t> 
;,. u,ooed ethical i” -jrea an* .tee re ■ ..■»» or sound t-jj" 
Ccn eeted iuv. -a te ‘c the ten-ination ?t a.I contracted! 
Ra*Mer me. » C u r v.rela’.O'. 

10 nice, execute, and f.l« cry one »t| .«,*««* feauned b» i»» 
ah*, reaped to me receipt, hold. :• c c of S/mare cite 
, t re, etude ty ar , j-a at' Fed- .'I. V e. Ccjr.ty and Me* 
n lotions of cv.-y r tore .n correct-*- ■ tth held.if. set! 
tr.fcution of Syr.Pra'ette products. Shoe'.- Consultmi ««*«»• 

teles practices, h.s'd v.ic-shtp with any mil Co In 


(J) SPONSOR OF APPLICANT 


As a cendit'. • <‘ 
u : 11 iccc f dir g to uV. ; 

*.„!«« in J Regulations, 
r . ••. . nd t/ mu fC 
l c' the terms and 
•.•cm of any o f the t' 
i us practices *hi!i 
v •''icn-.cr.;* totvsec” Gt f ' 

M rry o .vn exper ■ 
i.nv. o' pjbli: autl>CM» 

O'f-JuCis, and shall .v. .vi 
••r rs.it laws, lutes *'z 
• n£. ,id*c»tir nj ini « it 
m ie• cm, ca* a illef • s- 
mce*atrly temineted. 

Tn.it I r- an •ndr?**. jent contractor z r - ro: an 
Inc. # t» any purpose, re snail this 2 £»er .rt 
to «-fray all cost o' me seUinf ana distno- 
* •• %.-••} la* me., ha 1 1 c s » from all of s - ■ 

-f o«M; r me. it a -lOtesaie tupplte* a >-• 

■ c chanaue in the e.rvnt t* e underai£noa t 
* or f.v's m thais business venture. I u*» < 

O jise .vc not ail< wed except wnen covced u- 

it unde'ttoo 4 • a: ns art mdependc't contractor I m.iv sc*: c ctnerw.se dispo 
■ j l>us rest. In •'•».• Cv«nt O* my dc.it*'-, < f I’C s. .vnn tvst.-i ., cr c»ecutO'S »n 
rti»{iiuf Opcraimt r-»ir.css. I heret> a;tce, ‘Z’ riytc*. # ny r :s. ;iu-ni..istr.. ni 
• *i -t.' s c :«s»£i» 'u roriiy *.h< company v.itr. n X-i’y i2-» d:--' ."Ould "/ cl $ 
a* r.rr'C*».f cc» • /e-.c*s occur. I t^ccstand t**a*. this • rcc t-nt r»t y ce i«'in 


otor* 


iun» v*so» 


3) SPONSOR or P£FSO.*i IN Oi AiiOVC 


employee Z> r 

: be co ri st'ucd ct a i 
.!.n» o f Syml-'a'cf.c 
i costs. It IS L-cn't*. 

s m no v.ay c ? • j ':: 

’ •• -•nates nu v.scci- 
t< stand that ?c: .ms c 
,er tne Cc“ r• "r 


KtV CrfSI 


(4) SPONSOR CF PERSON IN lii.AuO/ 


s j»c 









r 

i 




o 
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CONSULTANT APPLICATION .. 


I «*.' O-.o 
«. Is C .‘J . 
V.'ci'cn • I • s. 


r.; ;1 :■ j r # .. ' f t . r» 


Apr!/ 7/7 a-cj Ccjc */o / Pncn, 3W-J9.7S_ 

P) ^ r \j A y f .rj_ __ 

75 PPr.X uz-II Dh *e._, S/v _ 

P\ ~i Jt\~Pv- -5t.lt C~ n -- ?pCc r ^o^/y _ 

. [!>'..»* r r* i ■■/Az2l\ 9/ sot.s«e.._*?^ 7" ^ *7ei'y^v? 

y./.c y PtLby /.«. . y^p-zruiset- Iz^fcrn 

it -i / k^Z/ACs- 

_ 


-*? »..s;c'i *cl ..'i\i *o‘ experience 


IN' • ' A L OMER R.K.\ f ''NTLK A,*- *•• \ r, 
f »o“i Sponsor__________ 

D'c*p-»hij» P-om C - _________ __ ... 


• i - Cff 




RAT;C\ C. 
i ik ..i.ur AGKt.fc ' 


TmE ' 
0 7 M t: 


CCE'PTABILITY 

FOluOaiNG 


OP THE ABOVE O'.lALT-‘CATION 


Ru 

r c*-. .v -J tiv • it reference 
i o' ike i» r i a . ■* cc” 3 ''■ 


At a cr-dmon cf t»*»s r./ir'tn:, I agree to pu*chase ard sc'i S r* .Ver.e prod- 
t a. ng to the orecc _-o forth io the 5 vet Manual and rt-' ( •• d to n t'.e 
s ■•*>.. R* fi :o , io'-». Sa c K .»e% and Regular u-s .vc an tntegr.il part -hit a{r.e- 
:o'pora:ed he cm, and I agree ta afe.pc ty any and 
: forth therem, ma any r.n end-rents :• ■* * •% v»o , a- 

• t' cf . ijr of if.e £ . ' e.as .ed e.mcal stanc.v.s*and itemized rules or sound t js.« 

tirji p -jc. .cs tha:» fee c- s -e-ed just cause tc.- tf t termination of a.! contractural 

ft.y -i 'c •;» fe^mt-e- Ge'-Ko-*'ir Inc. and the vio’ntcr. 

At i*/ c.vn experre to ■ .»e. execute, and Me any ano all reeo-ts »e- ,-cd fey any 
Jaw or r the autnonty with respect to the receipt, hofc.rg, cr sale of Sympra'ctte 
pioSjz.i. d shall at aM tr-nes at.ee ty any and all Fe-^ral. State. Cc -y and Mu- 
f pal • ••vs. rjtes end reg*.la.-o'.s o' every na*j'e 'n connection with holding, r.eii- 
» t. at r-t'i-r.j end dittnfcwiicn cf S/mbra'e::e products. Should « Consultant engage 
n i. c c-* c* ilegal sa'ei p-artrees. h,s relationship v.ith the com- y w*ll fee im* 

.'-ateljr icmunated 

I Tr.;.» I n-n an independent contractor and not an er-picyen or agent of Ct'-Rc-Mar 
j c, fo* . * pu-rcse. nor shall this agreement be construed as a jo-n: venture I a/ree 

I » Ccfr. . oil cost o? toe scMr c r.-.d distributing cf Syrnfera'cttc p- 00 jcts and to t.ve 

l-cr-kr» Inc., harmless firm .*U of sa.U costs. It is understop.-! a. d agreed tt at 
Ccr-Pc M.,r me. is a whoirsaie supplier and is in no way obligated tu repurchase any 
terchanduc in the event lie imde signed terminates his association witn the com- 
t - y c f:»■ • s *m tins t-sine*. s /cr Jure. I underst.-nd :♦ at returns or CNChnnj-es of mer- 
aJ.se are ret allowed e>ce..t v.hcn covered under --ic Company g^.irantce. 

I It is undc»steed that as an ir.deaendent contractor i r-jy sell o- etnerv.isc d.socse 

.' »• > i i mess. In ”.e cv«v-r cf my death, my heirs, adm -istrators, or rvc.urors may 

l r r.-ng y business. I hereby agree, for myself, my heirs, administrators. 

' y^r t.signs to notify the company withm diirty t 30) days should r.ny of the 

• c-t i- “J contingencies occur. | understand that this agreement may be tcnnin- 
S rj .U ,if. F time, by me. With notice. 


I k.ivy »e.»J m : 


undersea id -Jus cgre»tncnc and agree to abide by it. 


' ' v ,* 
C l i 




j, t. [i !\Jl 




J 


^ Jo 


(2) o p ON50R OP • _ - \T 


M 


- ■ ■'Zs-’-c 

uurn ct \* . r h 


( 3 ) SFONSGR or PLfe . if, o Atcr 


rtu,'! I i ..TCP 


~JM£i Z*J' 

OlSTX c I " 


(4) SPONSOR OF f ; - N 'N (J- AliOV" 


Stf. •or. iLV 


su»-t '< . acn 


CUTI-.l 1 •.•AHA • 


m:c../i* 


■' P. 0 i 
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CONSULTANT APPLICATION 


O.Jfr D-op Sn.pptj 

Iron Company 


Phone _.v . V 


jll NAME uF APPL’c 
plicait in the capacitr ' 


IN CONS'Or II AT C‘. OF THE ACCEPTABILITY OF IHt ABOVE gu ALH-ICA l iuiy 
I 00 HEREBY aCREc TO THE FOLLO.'nNG 

Ai a com ! ci of >i'« sfoemem, I agree 10 purchase and jell Symtra et!e prod- 
UCII eecord.ng 10 r.e p'oeedure let fonh in me Sole! Manual aid rcle.-ed to in the 
Rules oiu Regulations Sa.d Roles and Resolutions ore on mteg-al pa-t o' this agrec- 
ment and t» . 'S ref. e-:e are Incorporated herein, and I a£tce to atioe b, any and 
OH ol pic terms s i cancmons set forth there n. and any amenor-ents thereto. Viola¬ 
tion cf any of me afo-ememioned ethical starda'ds and itemited roles or sound busi¬ 
ness practices shall to considered lust cause lor the termination of all canfactural 
eiiansements betineen Ger-Ro-Kar Inc. and me violator. 

At m, own eaiense ta make, execute, and file any and all reports required by an, 
law or cubhc aulhon.y with respect to the receipt, holdmt. or sale of Symtra'ette 
products, and stall at all times abide by any and all Federal. State. County and Mu¬ 
nicipal laws, rules and tetulatlons o' every nature in connection with holdin £l sail- 
in|. advert...m a"d distribution of Symbraetle pioducts. Should a Consultant evtsese 
in unethical . • ihesai talas practices, his relationship with the company will pe im- 
mec'-atcly ter nj ted. 

Irat I tn an independent contractor and not an employee or a tent of Ger*Ro*Mar 
If.c. for any purpose. n 0 r sKa'I this a(itteem be construed as a |Oim ventu'e: l ag'ee 
to defray all cost of the Klimt and distributing of Symbrn'ettc products and to save 
G»r-R©-K.v Inc.. harmless f-om all of sa*o costs. It t* understood and agreed that 
Ger-Ro-fiar i-c. i* a wholesale Supplier ana is m no may obligated to repurchase any 
merchandise .n the event the undersigned terminates hi* association with the com¬ 
pany o» fa.Is in this busir.es* venture, I understand that returns or exchanges of mer¬ 
chandise arc not alloAed except when covered under the Company guarantee. 

It it understood that as an independent contractor I may sell or otherwise dispose 
of my business. In the event of my death, my heirs, administrators, or executors may 
<v?W'»uc operating my business. I hereby agree, for myttif, my heirs, acmim strators, 
C 3 tor* or assigns to notify the company within thirty (301 da>s should any of the 
.i . . Mentioned contingencies occur. I understand tnat thi* agreement may be termin¬ 
ated at any time, by me. wth nonce. 

I have read and understand this agreement and agree to ofcide by it. 


(2) SPONSOR OF APPLICANT 


(3) SPONSOR OF PERSON IN (7) ABOVE 


xrco«<*i 

(4) SPONSOR OF PERSON IN (3) ABOVE 


1 







. J?) I.T- :i '.'. A. I 


Saii oi , iO I "i' i 


CONSULTANT APPLICATION 


J ./:?■ Sr 


a: / ■ > ■ 


. ■ / j, 

..C. . • aic /'.jJ 2 


■y.u.U- 


|>-iN q>A.v . :=o' &.■■■’■ }' "l* ~ / Soc.See.A_ / . '' .PjlJzitJ..l/ 

• ' * n - v '■/ .•■ / . /<# ( !,/ * TT 

’ ■ . :. u, «* i. / . i ...* . I-.- ,u , ^ , ; l.t 4 i- 1 —t, Jl - !• ' 


' plS/DOO! t is 


INITIAL OHOcR £kV. Jcntcr'amolmt) ’ *• 

Frcm Sponsor - , _ _ _ - 

D'Pp-th'P From Company _ . - ___ 


(I) NAME OF APPLICA NT - Write no — ** of .»o- 
plicart m me capacity he joins the orga-i cation 


RCY omniB'jTon 


SUPfcR v IS OR 

11 ; 

OlSTK'C’ VAsACLf* 


Pi CO".jiDfc.' P. •> 

J TO HEREBY • - 


jr / • . 1 ' • » Ti UF TMF Af OVE QUALIFICATION 

:t♦ E fc. -f • :•'» 


w. • r„:;:hate »'.1 sc ! > Sfii'o'eur prtd- 

;~ r M U-| *<-.< rfi'A'rftl fh C. 

■ a f " ..n mtefrV ,).Tt of ;h i s .VfCC- 
. . herein, ana I egme to a*, a- hy any and 

• ^ . and a*v a- r-dn errs therc’O. Viola* 

V CS’CS .1' 1 iicrmccr* fj!cs Of sound buS«» 

:• — i: c *>r t' e tr r rRir.*vrn cf ell cor*trac?ural 


At a c^J' i aj'-ti. i it. ' purchase v'.l sc ! > Symbra’eur prod* 

VP* rcCOfCng • • . C Jl rr: f me ? v’r* M-v uc . 1 .*r •' r(»ir'ri»(| jn ,« the 

*r,J Rrr. f ,;es ms j'? an mtrr'V part of thu eyree* 

• t t md by t‘ s t-‘ ..too i*:l'c . . herein, ano I .’(rre to aL-d- hy any and 

all of tf e te.m- •* jns t»: f;»i • •»*. , and a-v .i^ndn'.wti thereto. V.oia- 

t on of any of *.* . -: rr * t i v t • .-••ca*ds a* 1 • tcm.cert rules or sound busi¬ 
ness i' oct.cos i * -. uo- »i’> -* - e f er tiie te»rmn.*.r'Cn cf ell corrractjral 

Cit-n jo * OntS t • • '-f : i s ’.i* It c. > • * : c sidatof. 

At my 0 **.n c • r - .. * *, 'd f<ie any :;nd a' 1 rt- -i’? retired bv a» y 

• ovs ti pjtl«c • : f «••• M rejpr..*. :a * ’'.cf, * 3»d or saie c.f Syh'tra'ctte 

?rc.J«ic:s, atd s* . • t I t • cs . r l , .-.nj a 1 - rcJt-r.ti, C--nty and Ma* 

niopal laws, r.ii • ovjlvor . - •. • eti*e *r. correct 1 an wi*h hcld.nj, sell* 

i'£. advfrtisinj; v o «*• r.n cf f-v • ■'.** p'rouc’s. S^Puld a Consultant enjajc 

tn unethical O' *:c^ i'c r . pra - ’ c*-t, i : rc'at.cnship with ;he ce^ oer.y vs.II ha irr.. 
red-.vefy :c«r . 

That I pm an >r . , »•’«'! ccnti'. '* rat an employe* c>r a*cnt of Gci'^o^ttr 

Inc. ‘or c. > purpose. • :’ >M this •;•••• r>t pr car.strucr as a jer; vcn-.j-e: | ajrce 

to i.efiry til cr., v f t i *.• t •. a r•. • g of Sv"tr.Vette products and to save 

I u?'»P.o-y.*.i !nc., h. ' ' * s ’'ir o # v J costs, it is u". , 'n*str.ia y yc Agreed that 

I Cfc’-rt.vMv hr. s . . e sup. d it m nc wry'cb’igated to »cpurchase any 

ne»ch.”*adisc in ‘.: r c i cndc's'i l n;> *aios n»g ass 'cietion with the eon\- 

| tw»y cr <ai*s m this l • icts ventre. t--stand that 'etjr.-*« c* r»ctn«£M of nser- 

chan-d.se a c no: s-i.c.-. n* except •• t . .l . cj order tne Company f.. irantee. 

It is on >u. till > i %t ,v ,vi ir.de, t ccrtrrctcr I may sell or ntnerwist* dispose 
* of riy business. I . :- t: n c it of rr., Jr • . • / he-rg. adr.iMSjr.rors, cr executors m.jy 
, continue ep.*»ati..g r>y r n. icss. 1 r.e':t/ •nf/c-, for ri*sclf, «-y heirs, administrators. 
| ct ** 5i s' ' tJ ootily tl.e Mth.n du'iy (30) days should any of the 

• none J ccitin^i ■ i. ft oct 'Stand that this ag*cer«ent may oc lermm* 


( *" c C ' *' 5S ' u no,,, ) r **•« *.• :h.n du'iy (30) 

. of./ J none I icntm^i • i. itj oc-. -stand that this ag 

time, u/ ir.-, no’.iC:*, 


I li.1\y ir.ij ,n1 und 


•*n-J hit apr*-c lent .-.r-.d agree to ab'dc ty it. 
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CONSULTANT APPLICATION 
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I j h»s: mcL-Ji'4 sales experience 


(2) SPONSOR Or APPLICANT 


(3) SPONSOR OP PERSON IN (2j / 


(<l SPONSOR OF PERSON IN (3) A 


SUPERVISOR 













OVERSIZE FOLDOUT(S) FO'JND HERE IN 
THE PRINTED EDITION OF THIS VOLUME 
ARE FOUND FOLLOWING THE LAST PACE 
OF TEXT IN THIS MICROFICHE EDITION 
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THE CHANCE OF A LIFETIME!! 
WITH SYMBRA’ETTE 


The Symbra'ette Marketing Program will make it possible to 
open the door to real happiness, creative expression, and a prosper¬ 
ous successful life for you. because it makes the unique SYMBRA’¬ 
ETTE biassie: ? and other related products available to the Women of 
America; to help solve the problems they are burdened with. This is 
a "once in a lilclime" opportunity, of which you can still get in on 
the ground floor, for the market can never become saturated, or hard¬ 
ly even scratched. There are approximately 10,000 young women a 
month moving into the brassiere wearing age, as well as all the pres¬ 
ent prospective customers who need what our Symbra'ette brassiere 
can do, as well as need the other products we have to offer. 

Symbra'ettes proven 80% repeat sales can earn you a steady 
income. Many of our Consultants have created a clientele of retail 
customers whose repeat business alone earns them from S500 to 
$1000 monthly income. Repeat sales makes the Symbra’ette career 
unique in the direct sales field, considering that many direct sales 
items do not repeat and new customers must constantly be sought. 

Regardless of who you are, where you are from, or what you 
now are doing, there is a place for you in the growing and profitable 
Symbra'ette organization, at any level that seems best for you, 
handling any of the numerous, quality, need-filling items. 

Why not set your goals, make your plans and get started!! 
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THE SYMBRA'ETTE MARKETING PROGRAM 


Regional Manager 

rrttr 

Discount 



R P.V 
$25,000 

MAINTAIN 
$12,500 per month 


R.P.V. 

$7,500 

MAINTAIN 

S3,000 per month 


R.P.v. 

$3,000 
MAINTAIN 
$1,500 per month. 


R.P.V. 
$1000 
MAINTAIN 
$500 per 


Qualified Regional Managers earn 5% on Dis¬ 
trict Managers; 10% on Supervisors; 15% on 
Senior Keys- 20% on Key Distributors; 3% on 
directly sponsored Regional Managers; 17> on 
indirectly sponsored Regional Managers; 1% 
on indirectly sponsored District Managers; 
S200 cash car allowance. 


Qualified District Managers earn 5% on Super¬ 
visors; 10% on Senior Keys; 15% on Key Dis¬ 
tributors; 3% on directly sponsored District 
Managers; 1% on indirectly sponsored District 
Managers; $150 cash car allowance. 


Qualified Supervisors earn 5% on Senior Keys; 
10% on Key Distributors; 2% on directly spon¬ 
sored Supervisors; $100 cash car allowance. 


Qualified Senior Keys earn 5% on Key 


R.P.V. 

$300 

MAINTAIN 
$100 per month. 


Key Distributors purchase from their sponsor 


FEDERAL TRADE COMMISSION 


YOUR LADDER TO LJCCESS 
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The Symbra'ette Marketing Program 13 designed so that the ambitious person can 
start small or as large as he desires. Consultants can rapidly work into higher income 
brackets, or hose who would like to enter business on a large scale may buy in as a 
Supervisor. 
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Regional Manager 
Car Allowance 



£'-.500 
S3. ^00 


SUPV. 

45 % 


SI,000 
*500 


*17.500 — *200 



District Manager 
Car Allowance 

*7,500 -- *150 



Supervisor 
Car Allowance 

*4.500 — *100 


FEDERAL TRADE COMMISSION 

-.COMMISSION r ..... .,7 sr 
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BONUS MERCHANDISE - SPECIAL 60% DISCOUNT 

This special bonus merchandise may be ordered with each 
regular order according to the schedule. You may sell these items 
at regular retail or use them for hostess gifts. Because you may 
order with EACH order whether you have a party or not. you will 
accumulate surplus discount merchandise and will be in a posi¬ 
tion to give hostess gifts other than that listed on the discount 
schedule if she should request them. 


* 75 R.P.V. - 1 garment at 60% off Retail 
*150 R.P.V. - 2 garments at 60% off Retail 
*250 R.P.V. - 3 garments at 60% off Retail 
*350 R.P.V. - 4 garments at 60% off Retail 
*500 R.P.V. - 5 garments at 60% off Retail 
No R.P.V. on Bonus Merchandise. 


713 


-84a- 


CV-7 1 / 









The Symbra'ette Marketing Program provides tremendous growth 
possibilities for those who like to work with people and help them 
to help themselves toward success and prosperity. 

IT’S UP TO YOU!!!!!! 

You can accomplisli any goal you set for yourself, and you 
must put forth some honest effort and a sincere desire to help others. 
If you decide to become a Symbra'ette Consultant, you must never 
expect to just quit and have anyone in the business purchase your 
inventory from you. If you don’t have faith in yourself in building 
your own business, we suggest you do not purchase an inventory to 
become a Symbra'ette Consultant 

Each person on the Symbra’ette Ladder of Success is in busi¬ 
ness for himself as an independent business person. 

The top level of distribution, under the Company, is Regional 
Manager and anyonq can achieve this level. 

Regional Managers, District Managers, Supervisors, and Sen.or 
Keys purchase their products from the Company. 

Key Distributors purchase their products from their Sponsor. 


RETAIL PURCHASE VOLUME 

Purchases are computed from the Retail Purchase Volume of 
the products (some products vary in discount due to manufacturing 
cost), and this is what the discounts are based on. When purchases 
are accumulated, they are referred to as Retail Purchase Volume or 
R.P.V. for each calendar month. A 50C charge for Prepaid Air Mail 
postage, handling, packaging, and quality control is not figured in 
the Retail Purchase Volume but is included in the Retail Sales Price 
and is returned to you by the consumer when the product is sold. 
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o begin as a Key Distribute you purchase an in.tial inven¬ 
tory or any combination of Symbra'ette apparel ,„ta,i„ g M00 Re , ai , 

u,chase Volume. The inventory may be all bras and girdles all 
swimwear, all mgs. or a combination of the above, you are free •„ 
choose which yen enjoy selling. The initial inventory C a„ 
upp.icd by you: Sponsor, o, bedrop-shipped to you from the company. 

To -avance the level o, Sen™ Key you, personal group 
R.P.V. must be <1.000 in one calendar month. 


IVEjI 


The position of Senior Key offers these growth opportunities- 
by working »„„ U , sponsor. and through a „ endance ^ u _ 

meetings, the Senior Key », U become familiar with recruiting, and 
training and guidance of his own organisation. 

As a more experienced reiailer you, pe, s „„a, sales, and sales 

eani you 1 iarget prom -^ ~ —»» 

To maintain the level of a qualified Senior Key you, personal 
Zl R ‘ a " P, " ChaS ' V<,1Ume ' nUS, 66 « «— «00 each calendar 

Keys tn^e g, r „!r S PerSOn ‘“ 8 "’'" > h ' S SP °" ! "’ red 

To advance ,o the level of a Supervisor. a Senior Key must 

ua , y wub !3 . 000 B . P . V . „ one ca , cnda[ mMih Md ' 

d a„ ,ed direct Senior Key and two (2 , qualified direct Keys. Hi. 
direct Senior Key's personal group R pv adds in m 
Supervisor only. “ “ " ,ove ““ “ 
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SUPERVISOR 


74 ^ 


The Supervisor position in Symbra’ette can be most gratifying 
from the standpoint of personal accomplishment and happiness as 
w^ll . s l.naivial gain. A Supervisor is a builder, motivator, and 
tra. er ai 1 on the way up in Sales Management. Supervisors not 
only recruit constantly to enlarge their organization, but continue to 
function as retailers; both to supplement their override income, and 
to keep in tune with sales in the field, to better enable them to train 
the people in their organization in sales methods and procedures. 
This training is accomplished through weekly meetings. 

As a qualified Supervisor you earn 5% override on your Senior 
Keys and 10"i on sales to your Keys, plus 2% on your directly spon¬ 
sored Supervisors personal group and earn $100 cash car allowance 
on $4,500 monthly personal group R.P.V. 

To maintain the level of a qualified Supervisor, your personal 
group Retail Purchase Volume must be at least $1,500 each calendar 
month 


The personal group of a Supervisor includes; his directly 
sponsored Senior Key’s entire group, and his directly sponsored 
Key’s entire group. 


For a Supervisor to advance to the District Manager level, 
he must have $7,500 R.P.V. in one calendar month and a total of 
five (5) qualified direct Senior Keys or qualified direct Supervisors; 
his direct Supervisor’s personal group R.P.V. adds in to move up to 
District Manager only. 


Docket No 
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DISTRICT MANAGER 

When you are a Symbra'ette District Manager you are next to 
the top level in the Program. You are an important part of the liason 
between the Home Office and the field. Basically, your role is that 
of rocuiter. rainer, and motivator in actively working with the people 
in yoi - orgc Nation. It is your responsibility to hold weekly meetings 
for youi group and monthly meetings for your entire group. As your 
Consultants grow in experience and wisdom, have them participate 
in your meetings because this will help assure you that when they 
begin to move up, they will know the business - you lead your group 
by example - not words. 

As a qualified District Manager, you earn 15% on your Key 
Distributors, 10% on your Senior Keys, 5% on your Supervisors, 3% 
on your direct District Managers personal group, and 1% on your 
indirect District Managers personal group. You also earn $150 cash 
car allowance on $7,500 monthly personal group R.P.V. , 

To maintain the level of a qualified District Manager, your 
Retail Purchase Volume must be $3,000 each calendar month, inclu¬ 
ding the R.P.V. of your personal group. 

The personal group of a District Manager includes; his directly 
sponsored Supervisor's entire group, his directly sponsored Senior 
Key's entire group, and his directly sponsored Key's entire group. 

For a District Manager to advance to the level of Regional 
Manager, his personal group Retail Purchase Volume must be $25,000 
in one calendar month. He must have three (3) qualified direct Dis¬ 
trict Managers and two (2) qualified indirect District Managers. His 
direct District Managers personal group R.P.V. adds in to move up 
to Regional Manager only. 


FEDERAL TRADE COMMISSION 
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REGIONAL MANAGER 

The top echelon in the Symbra’ette organization structure is 
that of the Regional Manager. This is the level of unusual oppor¬ 
tunity ud highest achievement. Your chief responsibility is to guide, 
cou. pi. . work in close relationship with your District Managers 
in helping them to build strong successful organizations. 

In the third or fourth month as a Regional Manager with an 
enthused, happy, well functioning organization your total volume 
shou.1 exceed S75.000 R.P.V. and with the average override you 
would earn *5,000 to 87,000 a month plus S200 cash car allowance. 

This is the level at which you can grow and prosper in personal 

satisfaction.where you can broaden your circle of friends, and 

build even greater respect in your community and organization as a 
successful business person.and.where you can have the finan¬ 

cial success you have been searching for. All these advantages to 
the Regional Manager and many more, are inherent in the Symbra’ette 
Matketing Program. 

As a qualified Regional Manager, you earn 20% on your Keys, 
15% on your Senior Keys, 10% on your Supervisors, 5% on direct 
District Managers, 1% on indirect District Managers. 3% on your 
direct Regional Manager’s personal group, and 1% on your indirect 
Regional Manager’s personal group. You also earn $200 cash car 
allowance on 817,500 monthly personal group R.P.V. 
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To maintain the level of Regional Manager, your Retail P u ,. 
clrnae Volume must be s.2.500 earn, calendar month, including the 
R.P.V. of your personal group. 

The per ion il proup of a Regional Manager includes;his directly 
sponsored La *riu Manager’s entire group, his directly sponsored 
Supervisor’s entire group, his directly sponsored Senior Key’s entire 
group, and his directly sponsored Key’s entire group. 

REGIONAL MANAGER’S GRACE PERIOD 

When a Regional Manager has a Consultant who also becomes 
a Regional Manager, h.s R.P.V. is split from his sponsor. When this 
occurs the sponsoring Regional Manager need only maintain *7.500 
R.P.V. the following month. All overrides will be paid to the spon¬ 
soring I egional Manager if S 7 ,500 is maintained for that month. 

REGIONAL MANAGER RETIREMENT PROGRAM 

When a Regional Manager has Five Directly Sponsored Regional 
Managers he may receive the override on them provided. 

A. They maintain a minimum monthly personal group Retail 
Purchase Volume for *3.750 for the two year period fol¬ 
lowing the attainment of five (5) direct Regional Mana¬ 
gers. at which time a minimum is no longer required. 

B. Before the 3% overrides are paid to the "Retired” Re¬ 
gional Manager. 3% of the normal required minimum 
(Sit..500) will be first paid to the sponsor of the "Re¬ 
tired’’ Regional Manager. 
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RECRUIT 


YOU Can't Make It To The Top ALONE 

There are very few successful mountain climbers who are loners. They re¬ 
alize they need others to assist them in case of a mis-step or miscalculation. 
They must lep ‘nd on their fellow climbers to help them reach the peak. 

l'nd< th leadership of one man - - the one who has the experience to know 
what he uoii plus the ability to do it. the mountain climbing expedition works 
steadily upward, climbing from level to level. 

The opportunity with the Symbra’ette bra and other Symbra'ctte products is 
as challenging in many respects as mountain climbing. A person gets to the top 
through the cooperative efforts of those in his group. The one at the top in turn 
helps those with him to boost themselves to a higher plateau. The line that holds 
them together is the line of sponsorship. 

Success will be achieved . . . one step at a time, each man helping the one 
above and the one below. 


There are several other reasons to recruit into the organization: 


In the first place, one would never want to be guilty of not sharing the op¬ 
portunity given to you by your sponsor. When you sponsor a new person, 
you feel like you are re-paying the opportunity which was given to you to 
be a part of this fast-growing business. 


Last, but not least, it is rewarding to know that you are helping to promote 
free enterprise. 

There are potential recruits everywhere! Many women are searching for 
part-time work. Being a Symbra’ette Consultant is the perfect answer. Keep alert 
to such inquires as: (1) is the kit heavy? (2) do you go to showings many nights 
a week? (3) can you have showings in the daytime? (4) does it pay well? (5) does 
your husband mind you doing this? Always watch for a woman who says. "I could 
never do what you do” because, she is putting herself in your place and is want¬ 
ing to be told more about becoming a Symbra'ette Consultant. 

REMEMBER, SHARE YOUR OPPORTUNITY WITH OTHERS!! 
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SYMBRA'ETTE OFFERS CAR ALLOWANCE FOR THREE LEVELS 
Regional Managers earn $200 cash car allowance with $17,500 
monthly personal group Retail Purchase Volume. 

District Managers earn $150 cash car allowance with $7,500 monthly 
personal group R.P.V. 

Supervisors earn $100 cash car allowance with $4,500 monthly per¬ 
sonal group R.P.V. 

Each designated amount of car allowance can only be earned by 
each level in the above three brackets. 

our car allowance Retail Purchase Volume is the total monthly 
'■olucie of your per onn group. When a Consultant in your personal 
grcjp qualifies fe. <-ar allowance, his volume is NOT deducted 
•iOm yours. 

i ie car allowance will be paid after a Consultant maintains the re¬ 
quired personal group volume for his level for three consecutive 

months. 

For Example: A Supervisor will receive $100 on the third month he 
• as $4,500 volume ~nd $100 thereafter each time his monthly volume 

is $4,500 or more. 

When the Supervisor works up to District Manager he will receive 
SJOO car allowance for the first two consecutive months he has 
$7,500 R.P.V. The third consecutive month and thereafter he will 
receive $150 bv maintaining $7,500 monthly. 

When a District Manager works up to Regional Manager he will re¬ 
ceive $150 foi the first two consecutive months he does $17,500, 
then he will receive $200 for the third consecutive month and there¬ 
after each time his volume is $17,500 a month. 

If a Consultant does not maintain the car allowance volume required 
for his level he will not receive the allowance for a lower level. 

Once you have qualified for car allowance and you miss one or two 
months, you need not re-qualify but will receive car allowance when 
the required volume for your level is again achieved. 

© 

17,500 R.P.V. 

$150 


Q 

7,500 R.P.V. 
S10O 



4,500 R.P.V. 


l»t 1 ionth 


Q © 

crvt n n _^ 


17,500 R.P.V. 
$150 


17,500 R.P.V. 
$200 
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THE SYMBRA'ETTE CODE OF BUSINESS PRACTICE 
INTRODUCTION 

A well organized business must have a basis of operation, a set of rules 
which must be thoroughly understood and adhered to. Without a guide to work by, 
only confusion and misunderstanding can result. 

It is with the welfare and happiness of the Consultants in mind that these 

rules have been designed. 

TH*: SiMBRA’ETTE CONSULTANT AGREEMENT 

The v *. ml ant agreement is a mutual understanding between you, your 
-ponsor, and ihe Company, and is a legal, honorable, and serious expression of 
intent to: 

1 Distribute Symbra’ette products as an independent business person, 
not an employee of the Company or sponsor. 

2. \h’ In by the Rules of the Company and all State, Municipal, and 
Federal regulations pertaining to our business. 

3. Agree that a family unit consisting of a husband and wife and de¬ 
pendent children under 21 years of age will be as one Consultant, 
and only one agreement will be accepted. 

PARTNERSHIP 

The Company discourages partnerships other than Husband and Wife. 


TERRITORY 

Symbra’ette Consultants have open and unrestricted territory in the United 
States and its possessions. A separate agreement must be made with the Com¬ 
pany for foreign rights. 


CUSTOMER RELATIONS 

A retail customer belongs to the Consultant who obtains the order. A 
consultant retains his customers as long as he continues to service them properly. 

CUSTOMER SERVICE 

Retail customers are important to you and the Company, they represent 
your future progress in the direct sales field. Follow up calls between sales are 
valuable n reassuring vour customers of your interest in them, 
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by-pass 

When a Senior Key, Supervisor, or District Manager has a di¬ 
rectly sponsored Consultant at the same level, the Consultant may 
by-pass the sponsor if he has the required qualified amount of R.P.V. 
and required qualified Consultants of each level; but. when this 
Senior Key. Supervisor, or District Manager qualifies to move up. he 
will move into his rightful position in the organization and receive 
all qualified overrides on the Consultant who by-passed him, begin¬ 
ning the following month. 

R.P.V. NOTICES AND MAINTAINENCE QUALIFICATIONS 

All Consultants must cooperate with their sponsors by informing 
them at the end of each month if they have not met the qualification 
amount of R.P.V. for their level. They must voluntarily purchase at 
the level they qualify for the first of the following month and inform 
their sponsor. 

If a Consultant drops below his present level he must re¬ 
qualify at the original figure. 





GRACE PERIOD FOR ILLNESS 

When a Consultant needs a grace period due to illness, etc., 
he must apply for it by consulting with his District Manager or Re¬ 
gional Manager who will forward his request to the Home Office with 
their approval. 

In all cases, three (3) months is the maximum period that 
will be granted. 
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CASH PURCHASES 
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All purchases from the Company are cash with order - no C.O.D. 

By cash we mean ‘'currency" or its equivalent such as "cashier's check” 
or your own personal check (not "second party” checks - that is, checks you 
have collected from others from personal sales). 

It is adviseable to net a cashier's check for an initial buy-in inventory to 
prevent delay in shipment until a personal check can be cleared. 

PERMISSIBLE NAMES 

N’au ‘s > ju ran use for your independent distributorship are: 

Johi A. Brown. Distributor of Symbra'ette products. 

or 

John A. Brown, Synibra’ette Distributor. 

or 

John & Mary Brown, Symbra'ette Distributors. 

NOT PERMISSIBLE 

Ger-Ko-Mar Company of California or any State. 

Ger-Ro-Mar Area Office. 

Ger-Ro-Mar Distributing Company. 

or 

Symbra'ette Company of California or any State. 

Symbra’ette Area Office. 

Symbra'ette Distributing Company. 


RECOMMENDED PRICES 

As an independent business person, you buy Symbra'ette products at whole¬ 
sale prices - to be sold through personal sales direct to the public at suggested 
retail prices. 

Symbra'ette products are not to be sold in Retail stores. 

Only exclusive boutiques or similar establishments where custom fitting is 
done, and no competitive line is sold can be considered as acceptable. 

POST MARK DATE OVERRIDE COMPUTATION 

Only orders postmarked on or before the last day of the month will be in¬ 
cluded in the R P.V. for that month in determining overrides. 


ADVERTISING 

No Consultin'' may contract for advertising on radio, TV, newspaper, tele¬ 
phone directory, or in any other media, or the rental of office or warehouse space, 
using the Company name. Any person wishing to advertise or rent space must 
contrac' for it using their own name, j EliDh.v 
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ORDERS TO THE COMPANY 

1. Start each mcnth with ORDER »1 and R.p.v. o( that order. Orders to 
the Company should be number consecutively. 

Example: 

Your first order for the month is #1. If you have a drop shipment 
for Jane, this would be Order #2; a drop shipment for Sue would be 
Order »3. even though these three orders came in under one date. 

2. The name of YOUR sponsor must be entered in the space provided. 


RECRUIT ORDERS 

When a Senior Key or Supervisor is recruited, their ENTIRE initial order 
must be sent to the Home Office on the order form for the new Consultant’s dis- 
count level (Senior Key or Supervisor) together with their application and a cash¬ 
ier s check or money order. This is necessary to set up the new applicant’s file 
for Home Office accounting. 

A Consultant who merely has an application signed by a recruit and does 

not submit the application and an order for merchandise to the Home Office has 
no claim on the recruit. 


a tirvmui J IWN 


A Consultant who has not made any purchase of Symbra’ette products for 

at least six continuous months is considered no longer associated with the Com¬ 
pany or his Sponsor. 


When a Consultant resigns or is terminated, the Consultants he has spon¬ 
sored move up to his sponsor and close ranks. 

If a terminated Consultant wants to join the Symbra'ette business again 

she must begin again a, a new Consultant, and she cannot regain he, original 
sponsored group. 


TRANSFER 


If a Consultant prefers to be transferred to another Sponsor for more con¬ 
venience. he must have the approval of his Sponsor and his District Manager and 

Regional Meager, and a letter to that effect must be presented to the Home 
Office for approval. 


FEDERAL TRADE COMMISSION 
„ . , .. COMMISSION r ..... u yjl/r .1 I 

Docket No.„_— Exhibit No.Z£&| 
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COMPANY LITERATURE 

No literature or telephone directory copy is to be pnnted using the Symbra- 
ftte trade mark or copyright, without specific approval in writing, from the Com¬ 
pany Neither is any Symbra’ette literature to be reproduced by photostat, printing 

or any o'her means. 


Because of the strict governmental regulation, of the wording of material 
pertuimii.: to out business, it is expressly forbidden for any Consultant to pri- 
v.Afly .irouut e literature pertaining to the Symbra'ette business. There are some 

veiy definite 'easons for this: 


1 Iai ”s are often made innocently in privately produced literature that 
go b-, >m: le, :J1; acceptable claims for the product. The distributor wnting the 
v ■ earned away with enthusiasm, but not being a lawyer, may not 
understate 'hat making certain claims, even though they may be true, will put the 
product viol at ion of labeling laws, or classify it as a drug. Unauthorized 
claims may put the distributor using such literature in violation of a host of fed- 


ui.il ,.:id ate law,, and such violations can be an extremely serious matter, in¬ 
volving going through the courts, fines, etc. Most distributors are engaged ir. 

..*.:n o, so federal laws do apply. Federal laws states that any liter¬ 
ature u i in the sale of a product becomes part of the label when the product 
comes n. ■ classifications under the jurisdiction of the law. so misstatements in 
sales lit r.aura become labeling law violations, which are serious offenses. Sym¬ 
bra’ette. Inc. cannot, of course, defend a distributor cited for violation of laws 
an a of unauTiorized claims made in literature not approved by Symbra’ette, 


liu 


2. 1’roduct liability insurance carried by Symbra'ette. Inc. is based on 
ch.ims and directions in official Symbra’ette printed material. Distributors who 
become i.solved m damage suits because of unauthorized claims they made, us¬ 
ing unapproved sales literature, will probably not be defended by the insurance 
rompanie that underwrite Symbra’ette, Inc. products liability insurance. 


SYMBRA LTTE GUARANTEE 

"S mbra'ette products are guaranteed for 15 days from date of sale against 
defects in material or workmanship”.And we will stand behind you on this 

guarantee 

There have been too many instances where customers write in and tell us 
that the Consultant has told them the bra, etc. was guaranteed for one year. No 
manufacturer can guarantee any garment for that long. Some people can wear our 
products that long while others can ruin them in a week. . . . .Don’t put yourself 
and the Company on the spot by over extending the guarantee. 


-TEST CONU l " sloN 

. , N jf /7 ^ COKMI•.«'*»« Ex , lb it No..?jk 

l ocket — 4i_ — 


756 

~ V - "74 l2 ~ -97a- 
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KEY DISTRIBUTORS 

SENIOR KEY DISTRIBUTORS 


SUPERVISORS 
DISTRICT MANAGERS 
REGIONAL MANAGERS E 
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Key Distributors 

Buy from their Sponsors 

Reqional Mgrs. * District M< 
Supervisors ^Senior Keys 
Bi/y Direct front Die Ctosffc 


a 





r 
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Peffii! Purchase !Jok:^e 

£.S PURCHASES ARP ACCUMULATED 
ARE REFERRED TO AS Iffl, 73/1 rCTS-WSt 

(each calendar month) 

7/?e 6$sic predicts d/scoMfif /s co/xpafa 
fbeAM and t his is ffie f/qare on mj/c/j 

Discounts are based 

k . mnm dutor _ d u y #_« 

SENIOR KE Y BUY#_ A 

SUPERVISORS_BUY^_ A 

0(STRICT MGR S. _BUY0_! 

REGIONAL MGRS._BUY^_I 


I i Pi \. I * -I t 1 • >1.- .. i\ 


- <• f 


. Ni 7 S'- 


THEY 
r VOLUME 

Vfro/n 
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S' 'J'9 'S''” ' ' 

fe= s tp' 

-J 1 USES THE sponsor'. SY' 


* 


TO BUILD SALES ORGANIZAT 
It works /ike tfi/s.... 


Your purchases Pit/?- The pure 
of those you sponsor are a' 

ulated to total your own r 

chase volume in a given monl 


» I I . K . | l‘. n 


Po:‘H 7 -* 


4 



75 - 7 ' 
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SET YOUR 
017(3 (SOURS 

one/ 

BY SELLING 
3-BRAS A DAY 

you WOULD 

SARA/.... 


5 


31.35 Per Duy®2Rk 

x 5 


to- 


$\&hl§ Per l/tfk.® 35 0/ o- 

x 4 Ms. -** 


* 0 * 


k 627.00 Per Mo.® 35 % 



$ 10.97 




introduce aff/y o/?e a&v fey b 

irfor in a 


YOU QUALIFY AS A 0EW80R i 

Qo A/oiv /gfg took 6^ mu d 


$ Q&V/Og AT££/ 





'ofr am 

Vstrib - 

KEY 

8 3 ... 
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11 BUY DIRECT FROM COMPANY 
CAN RECRUIT YOUR OWN ORGANC 

EARN 40% PROFIT 
ARE A WHOLESALER (SELL TO Kl 
EARN 5% PROFIT ON SALES TO KE 
HAVE A TREMENDOUS GROWTH OPPOR 
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WHEN YOU SELL *1.000 R. F 

AMD HAVE ONLY S-KEYS 
BUYING THEIR PRODUCT FROM ' 

You will earn... 

YOU SELI_iljOOO * m- 

5- keys x $ 700 _ i 3.500 * 5 *- 

PER MONTH 

. I' • 



'.V. 

> 

rou 

*400 

*175 

4575 

I . , 823 



-108a- 


Js your oryunda/ion gram* 
so does your income 

YOUR R.P.V. IS NOW MORE TRAN THE 

* 3,000 

A MONTH NEEDED TO ATT AI 

The Qupsn/isor Letie/ 




4 
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1 SALES 
KEYS 
KEYS 

MORS 
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J small organization like this can , 

+/?e fo/lomn,0 Income ... 

5-SENIOR KEYSx |000 RPV=5000x_5? 
SALES TO KEYS_____ 2000 x 10? 
CAR ALLOWANCE_ 

PERSONAL SALES_IOOOX455 

This Ito/ume would gtie you mo/e 

ffta/t f/ie recess are/ 7500 

fo Quaf/ty fir 0/sfr/cf Mgr r 



VO v0 VA 


9/ve you 

-1250 

_1200 

_H00 

_i4E0 

*1000 

fER MOUTH 

♦ * . , . . 
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DISTRICT MANAGE 

amm ^mmtmt*mm nawa mmramm^- mmmmmmmm* .amrnmmmmmammmmmmmKm 

50% DISCOUNT OH R.P.V. 
15% ON SALES TO KEY OISTRIB 

10 % OVERRIDE ON DIRECT SEND 
5% OVERRIDE ON COMBINED TOM 
OF SUPERVISORS 6-THEIR SENIC 





3% OVERRIDE ON DIRECT DISTRICT r 
1% OVERRIDE ON INDIRECT DISTRICT 


D.M. Ccjh CtflfPi $150 GcvrA 


<9 ».>- 


f. ' 



:----f 

RS 


IUTORS 

3R KEYS 
iL R.P.V. 

)R KEYS 

vISRS. 

MSRS. 

V/o's/ance 


1 
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DISTRICT MAMA! 
ORGAMiZATIC 



R. P. V. 

DIRECT DM VOLUME_50,000x3% f| 

INDIRECT DM VOLUME_20,000 x |%H 

SUPERVISOR_27,000 X 5% I 

DIRECT SENIOR KEYS_12.000 x IO%J 

WHOLESALE TO KEYS_2,000 x|5%J 

CASH CAR ALLOWANCE 

14,700 *56,400 

PER MONTH PER YEAR 






SER 

IN 


500.00 
200.00 
350.00 
200.00 
300.00 
150,00 

100.00 

830 
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Offers CAR ALLOWANCE for THR! 

REGIONAL MANAGERS 

Earn $200 Cash Car Allow, 

DISTRICT MAMAGERS 

earn #l 50 Cash Car Allow 

SUPERVISORS 

earn HOO Cash Car Allow, 



o 

EE LEVEIS 

ANCE 

ANCE 

ANCE 

L ] 831 




m 


y 
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55% DISCOUNT OF R.PV. 
20% ON SALES TO KEYS 
15% OVERRIDE ON DIRECT SENK 
10% OVERRIDE ON DIRECT StIPE 
5% OVERRIDE ON DIRECT DISTRI 


3% OVERRIDE ON DIRECT REOIC 
/* J 1% OVERRIDE ON INDIRECT REGK 

iff"' \ l%DVERRIDE ON INDIRECT DISTf 

H200 MONTHLY CASH CAR ALLC 


:s 


>R KEYS 
RVISORS 
CT MGRS. 

ItJfll MGRS. 
INAL MGRS. 
tICT MGRS. 
IWANCE 

833 
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regional mm 

Cm@ANIZ&T|( 


R.P.V 


DIRECT DISTRICT MGR. V0LUMEJJ50.000 x 5 
INDIRECT DISTRICT MGR. VOLUME_20,000 x |* 

SUPERVISOR VOLUME_20.000 x |0 

DIRECT SEMIOR KEYS_10,000 x|5 

WHOLESALES TO KEYS_2,000x20 

l-DIRECT REGIONAL MGR. VOLUMES,000 x 3: 
IN DIRECT REGIONAL fvM.V0LUME_3t*00O x |°, 
CASH CAR ALLOWANCE—_ 


$755 §PerMc. * 90 , 600 /^ 


w 





t 


»GER 

JN 

* 12,50022 

Yo _20022 

%_ 2,00022 

%_J,500^ 

%. _400 25 

_450^ 

&_300 55 

_20022 

mmmmmmmmmmmmmrnmmm v 

$ 7 , 550 -““ 
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R M 559' (* 25.000 


QM 50% 


* 7,500 


^ 3,000 


S.K. 40% (Vsoo 


KEY 35% rjjS 


■3%-(55^)f-3t-(S5^ 


3%-450%W3t-(50% 


SUPV. 45 % -ra- 2 t-@ 


REGIONAL 
CAR All 
*i7.500 


DISTRICT 
CAR All 
*7500 


SUPE 
CAR AL 

*4.50C 


SOA/US mmmS£-SP£C/AL 60k 

*75 R.P.V.-1 GARMENT*/602 OFF, 
*150 R.PV.-2 GARMENTS*/60% OFF, 
*250 R.P.V.-3 GARMENTS*/602 OFF, 
*350 R.RV.-4GARMENTS*/602 OFFi 
*500 R.PV-5 GARMENTS*/602 OFF, 



MANAGER 

LOWANCE 

$200 

MANAGER 

LOWANCE 

$150 

RVISOR 
LOWANCE 
' $100 
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Uou have seen hoiv yon may s, 

as a Key DislTibwfore- gwy/ fo t 

REGIONAL MANAGER 


YOU MAY SMT YOU SOiMTTE 


IN AMY BRACKET YOU UESI 


SUPERVISOR-SENIOR KE' 

KEY DISTRIBUTOR 



t 


tart 
3 a... 

cum 

HE 

< 

* i ka: . *\l*i .»i\ ; 

i.« » .?_?*. 

___ /< 

836 
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1 *3,000 R.PV. INVENTOR 
LITERATURE, SALES-A1D 

SUPPLIES 

WITH AN INVESTMEN 

APPROXIMATELY *1,950 


I I A 

T'j •** Nc ** 



I 


* t 



U6 L 



1 *1000' R.P.V. I MVENTORY Ms 
j ATURE. SALES AIDS&SU 
1 WITH AM INVESTMENT I 
iROXIIVIATELY f700e» 


KEY 

DISTRIBUTOR 


*300 R.P.V. INVENTORY/is 
J ATURE, SALES AIDS Wl 
([INVESTMENT OF AP 

|lM ATELY $21622 p 



11TER- 
PPIIES 
]f APP- 


LITER- 
TH AN 
PROX- 
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YOU START YOUR ASSOCIATION 
SYMBRMTTE BY COMPLETIHS AH 
CATION FROM YOUR SPONSOR e i OV.Cii 


A SYMBRA*ETTE I f JVENTORY II 










f 


I 


a 


f 

V 



ADDKtSS 


Cotton 


protect' 


do he ok b f B *3 c 


wfih hooka a ’'0 eyes, slots si zee. 


tee to Home O f, tce 


lira I itfi'C b'ockutc_ ___ 

*lcr*‘ily ft P.V Report to Home Of f 1 cc 

No* Key Distributer L iteratyreJOt_ 

Nryv Senior Key Literature Kit _ 


PemoaaPle Cup Covers 


V.IG bnOCHUrtE; __ 

Sf.lMACAR BROCMUKC:____ 

L iflGl' Rt p BKOCHU '<_ 

Li"£erie Rack (snipped a.nnsitll_ 

(shipped parcel post) 

Ait Col or R mt ___ 

llhifinatcd P'S Mare kin_ 

Illuminated o r ile t'.vuui 'ft___ 

Ilium nater $v«pi*»ej» ’an. ikt*__ 

io' pra & G rrtlc)(Fui Tc -.t) _ 


COLUMN TV.O TOTAt. 


TOTAL t-CLWN OuL- 






l )j 


J 0J . 
1 00 

— 

ICO 

2 00 

.1 

2 C0_ 
T.scT 



i 11 iih’N ONf TOTAL 













VS 


8mm Movie in Cartridge 
16mm Movie on Reel 


Super 8 Cartridge Projector 


"HavcYou Tries One?' - (Button) 


Recruit,ng Fi.p Chart (37 pages) 


Sym b'a'ctte Pens 

Bra B'ocnurc 

Monthly R. 3 .V Fsensrt to Home Office 


District Mur age' Award P*n*Diamond 


Each 1.00 


Each I 1.25 


Each |.s; 


Each I 1.75 


Each I 2.00 


Each 




CUP 30 32 3-* 26 33: 


AA I 


jervisor Awa-o Pm-Rufcy 

Each 

9 00 



A J 

m 

■;vi 


l — r* 

-57 

’w Key Distributer Literature Kit 

Each 

19.25 

— 


B 01 

PH 

tl El 


New Senior Key Literature Kit 


ORA BROCHURE (without models) 


CRA RROCHURE Iv.ith live models* 


• WIG BROCHURE 


SWMWEAR BROCHURE 


LINGERIE BROCHURE 


Llngcie RacV (shipped ui'ma.i) 


_(shipped parcel post) 


Wig Color Ring 



2.50 I 
*2 SOT 


2.50 


2.50 


! Eacn I 2.00 1 


_I Illumin ated 6 rj HJannik>n 

i Illuminated Girdle Mannikin 


IISSSniEG 


Eneh J 

12.50 

Each] 

5.00 




TOTAL COt.Uf H C It 
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♦60 MERIDIAN AVE. SAN JOSE. CALIFORNIA 95126 

CONSULTANT APPLICATION 


IPUtaSE PRINT OR TVPH 

, *% 

y , i 

Oat# L-r .—*— -:- 


' ‘LL^C^ALL 


')/ 1 . I v */ ■» 


v / i , / // •: 


I. NAME OF APPLICANT—Writ. in lame of r»pii< 
in Hi. capacity hi jofsss Hi* •rgenMM’, 


Now.- A --:- 

/ 

A^drsii _— - 1 — — - 

City__‘ ■ - 1 .!=' - 

_)l. _Me:'led Do 

Husband (or wife's) name «nd occupation_ 

Employmen* history Including lilti oiporionco 


< ■- / » 

, v / l 


Zip Codo 


•/ rs - 1 


LlL^I^.2 1 . iZ- v cv / ■ 

" ‘ - Li -state—_- _Zip Cod._lL;j 

Moi'lod Dolo of Birt h »- /V> - ?/ \ //•?/- 

I fleeuutiui ' ' ‘ ■ / as_•_' ^ /"* 



2. APPLICANT INTRODUCED BYi 


- / / 


/ • . ) 



Time Tv.iUbt# for work: 


Full Kim. 


I. SPONSOR OF APPLICANT 

(or Spomor of Pi ft on who introduced Ap p li c a n t) 


IN CONSIDERATION OF THE ACCEPTABILITY OF THE ABOVE OUALIFICATION I DO HEREBY 
AGREE TO THE FOLLOWING: 


To purchase «i . condition of Hii» oi ominl Symbro'cHo products according to tko 
precedur* and tho discount scbodult. <s s.t forth in tho Solos Monuol ond r.forrod to 
in tho Rulos ond Regulations, sold Rules ond Regulations ora on Integral part of this 
ogro.mont and by this rofor.net or. incorporated heroin, ond I agree to abide by any 
ond oil of the terms ond conditions set forth therein, ond any amendments thereto. 


At my own aspens, to mole, osocuto, ond file any ond oil reports required by any low 
or public authority with respect to tho receipt, holding, er solo of Symbro'ette products, 
ond shall at all times abide by any ond oil Federal, State, County ond Municipal lows, 
rules end regulations of ovary nature in connection with holding, selling, advertising ond 
distribution of Symbro'ette products. 


That I am an independent contractor and not an employee or agent ef Ger-Ro-Mor Issc. 
for any purpose, nor shall this agreement be construed os o joint venture: I agree to 
defray all cost of the selling and distributing of Symbro'ette products and to save 
Get Ro Mer Inc, harmless from all of said costs. • 





i. SPONSOR OF PERSON IN U 
SPONSOR OF SUPERVISOR (1 

Ij above or 

1 ' . 

. - '.**• \ 

n V 5 ; a 















r, -Q'0)- p 


V C* 


miridjan 
6l. 3. Ilo. 3 


AN AVTNUE 


C,0f 


„/?/4 




MAY - 1971 


netts 


SPRING EDITION 



V r 

* ■'n\ 


SAN JOSE, CALIFORNIA 95176 
PRINTED IN USA 


•the midwest learns about 

SYMBRA-ETTE 

Syr bra i'ltr is making i s i. ove in 
the i idv/cst. Illinois .’id Wi. o r .sin 
wish to ; and heard. 

Perhap: one of the host examples 
is Joan Carter of Calva, Illinois, who 
recruited her first consultant before 
she ever hold a show. Hot! Joan 
and Ik' tec Joan Headley made 

then advancements to Senior Key 
level in their second month as 
Symbra-Ette consultants. 

Another shining example is 
| Schal'.ene Porter of Pei.in, Illinois, 
" who got out and fitted bras every day 
from morning ’til night until she also 
earned her Senior Key in her second 
month with Symbra-Ette. 

Schaliene is eyeing Supervisor 
level this month. She decided to 
hy her hand at recruiting since she 
discovered a consultant can earn more 
than $17.50 per hour fitting and selling 
liras and girdles. 

A gal from Moline, Illinois has 
really been selling up a stoim. Hedy 
Williams sold more than S500 in bras 
and girdles during her first three days 
a coiisult.ii.t for Symbra-Ette. She 
introduced Symbra-Ette to her area, 
holding a fashion show in conjunction 
with the Democratic card party. The 
unique show was a walloping success, 
thanks to Hedy’s hard woik. 

In Wisconsin, three brand new 
| '-oiisullaiits have appeared to beuu- 
* tify the hairy land of America. They 
are B.'iy Cool-, Arlene F'ankhtuser, 
and Doris Kurtz. 

Hals off to all members of Dolly 
Gilmore's Symbra-Ette. 


CONSULTANT TRAINING SCHOOL 

GENE NELSON has just announced the opening of a Consultant Training 
School at 105 North New York in downtown Lakeland, Florida. 

In conjunction with her Regional Manager, Chris Wolfe, she is offering 
a full program in marketing, recruiting, sales management, and up-to-date fitting 
practices. 

At this time, she is offering one session per month; on the third week¬ 
end of that month. Each session will be composed of four largo classes. 

Upon completion of a course, a Consultant will receive a Consultant 
Training School Diploma. 

The Company sends best wishes to GENE for the success in her new 

venture. 


'' • V; *>•• * ' /; t 




•«Mh —.» 

i ; 

r 4 t 

\ « ^ • 


' P ' f " : 

CO , 


(.. : ' tpp 


r 

_ . : J 


r * ■ | 


‘V ,.-i / ri 

h / 1 Wrf 

I r~. 

^ - * 4 




I--, •• • f 

bn. '*•••■ ..•••. v’ ^ L •• *•«*• • /w. f ^-Tirfilri l li'"B 1 

Regional Manager Chris Wolfe (led) and Gene Nelson look very pleased with 

themselves. 


DETERMINATION DETERMINATION DETERMINATION DETERMINATION 

Determination = Alberta Bond. Alberta has that rare quality known 
as determination. • She has reached Supervisor level in spite of a full time job 
and more trips to the hospital than I can remember. This girl has never failed 
to maintain her quota even from a hospital bed. We are extremely glad to be 
able to report that she is now a Supervisor and is well on her way to District.,. 
Manager. 

Katie and Jack Sanford 


DETERMINATION DETERMINATION DETERMINATION DETERMINATION 
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FRO!,I THE PR ESI DERI’S DESK 


Dear Consultant, 

K’e nn well into Spring now, a ml ns u new lease ol hie appears in nature, 
so does Syrhra-Elte enter into a new and exciting phase. 

Do ing the next few months, yon will he receiving up-to-date information 
I 'gaiJin or. Symbra-Ettc Seminar 11)71 to he held in Chicago at the Arlington 
lh, 'if j Hotel. I have la - ./ Consultants about our Seminar and 

haw received enthusiastic response.', trom them. I would remind you that the 
Seminar recruiting contest, with its rich rewards, is now in full swing. This 
is a three month contest giving yo» more time to reach your target. 

Our factory, in beautiful Scot Is Valley, is now operating hut we are in a 
perod of operator training now.^nd expect to be in lull operation soon. 

K'e have everything ahead ol us. Let us all strive to attain that which 
wc most desire—success and happiness. I wish you all the best. 

Sincerely, 




Carl 0. Simon sen 


&\SSS 


\\SSSSSSSSSSSSSSSS 


The girls in Older Processing 
have .1 teeniest or two. 

Please do not scribble instruc¬ 
tions in various parts of your order. 
If you have a special request about a 
paitictil.it garment you have ordered, 
attach a note to the order. Chances 
of the note’s being sem are far 
greater than those of little scribbled 
jotting on the older foini itself. 

If you require a size of cup that 
is not on the older blank: 

California only—Add *1.00 to 
cost and Retail 'or each le ter size 
extra. 

Other states—Add si.00 to 
^ cost only. 

For Example; if you order a 2GI .136 


HOME OFFICE 
MEMOS 

add S2.00 as J is the second letter 
after H in th< bet. 

Do Not confuse the above in¬ 
struction with the instructions already 
on the older form for #162 and #262 
styles. 


COUNTY NAMES 

We have not had much cooperation 
from Consultants drop-shipping within 
California. mniThe last Symbra-Elte 
News asked yor * j i ut the county of 
the “ship to" address on your orders 
t o the Company. 

The reason for this request is 
that the of the total 5!*,, of Calitoruin 
Tax is allocated to the named county. 

-126a- 


Unless we know the county, we can¬ 
not fairly allocate cojlected Sales Tax 
to those counties. 

_ * _ 

There arc hree kinds of people: 

Those who make things happen. 

Those who watch things happen. 

Those who don’t know anything 1. - > 
happened! 

Which kind of person ar you? 

We are receiving orders from Key 
Consultants who seem to have the 
impression that they may order direct 
from the Company. The ordering 
policy is that Keys must order through 
their sponsors. 

Please ensure that all new re¬ 
cruits bo instructed accordingly. 






PEOPLE and PLACES 



The following is an article which 
appeared in the San Gabriel Valley 
Tribune: 


“Chris Luallan of El Monte said 
✓-'icn her iistei Kay Anderson threw 
>d/bra party' for some of !u.r friends, 
invitations that went out had the 
wrong street number on them. 


Mrs. Anderson cleverly worked 
that out with a sort of directional 
indicator. She placed a torso 
mannequin, < lad in a black bra, on 
top ?f a cat parked ii fro t of he r 
house 


It a clever idea, right. 
But it was too much for the young 
mobsters on the block. Within five 
minutes a cat roared up, whisked the 
black bra mini •mannequin into the 
car atu, r ce r ' edoff down'hi? street. 

Last Mis. Luallan heard, El 
Monte Police were still trying to 
harness the thieves." 



Mat’s Off!! 


Hat’s oft to District Manager 
Connie Ferrall and all of her girls! 
Their volume continues to soar month 
after month and Connie is constantly 
giving them wuikshops on fitting, sell¬ 
ing, and motivation of every descrip¬ 
tion, along with sales meetings and 
opportunity meetings. These girls 
are well trained and it has paid off 
We can only think of PROGRESS as 
we see them march on Syrnbra-Ette! 


GEORGIA [BUSINESS MEETING 


^ Veda Harris and Elisa Smith 
w?re hosts to Carla Edmistin s recent* 
when they invited her down to Georgia 
to join them in a business meeting. 

Veda's husband. Boh, explained 

( the marketing program and did a line 
ob. 


Thi se attending the meeting lie- 
sides tho.'• ntm iioned ubov, wi- j 
Bertie Nelson, Dorothy House, Pat 
Winlerboen and husband, Joyce Smith 
and Mr. Jap. 




COMINC FROM WTAX RADIO 


mice OI us on w i ax Kadio Springfield, 




' '""OO 1 viv#vvill 

District Manager. Lucy Johnson - Senior Key. Barbara Poggenpohl - Senior Key 


Tbis radio station show started at 10:30 
could be on til mid-night and if we 
were dull he'd put something else 
on to fill the time. We did so 
well, we ran 8 minutes over. We 
talked for about a half hour and i 
then the radio audience was in- 1 

vited to call in with questions. I 

We explained the product, program 
and the importance of women being 
fitted and getting personal service. 


p.m. and he said if we were interesting we 
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•■Karen's" 

Karen Andrews of Meadsville, Pennsylvania is a good example of what 
Symbra-Ette can do for a woman. Not by wearing the bra but by taking the 
opportunity offered by the program. 

For four years, Karen worked as a registered X-Ray technician in hospitals. 
During that time, she did studies of the breast tissue called Mammograms. 
Because of over exposure to radiation she became ill for about a year suffering 
from mononeucleousus. 

She wrote,’ ‘Symbra-Ette appealed to me, as I could adjust the hours so I 
wouldn’t have to work such a long day, and I would still be working with and 
helping people.” 

From this “appeal”, Karen has progressed to the point of opening up her 
shop in Meadsville. Assisted by her mother. Iris Andrews, another Symbra-Ette 
consultant, they look like they are “raring to go". All the signwork for the 
new shop was done by her sister, Karen Washburn, who is a hostess in the new 
shop. 

How’s that for a family? 



Karen Andrews with Iris Andrews proudly show the sign for their new shop 

“Karen's”. _ 
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SYMBRA — ETTE ADDRRKSS 


(adapted 1 1 om Lincoln’s Gettysburg Address 
by Dennis Mayhew and .levee Boles) 
as taken fiom the newsletter titled The Caroliers 


FOUR YEARS and a months ar.o. our mothers brought forth on thin continent, a new bra, conceived in 
co to;!, . d « • rl• d to the proposition that all women are created different. 

K sw we arc engi t u1 in a great competition, testing whether that Ua, or any bra, so conceived and so 
di lcr-.iu, t m bug ndere. We are met on a great sales field ol that bra. We have come to dedicate 
this .ay as a "inal it t 1 ,g place for those bra problems that all women might have. It is altogether fitting 
a,.u proper ilia; . • mid do this. 

BUT in a larger sons.. - We cannot dedicate - We cannot consecrate - We cannot hallow this ground 
The brave women, living and dead, who struggled with conventional bra problems, have consecrated it far 
above our poor power to add or detract. 

THE world will little note, nor long remember what we say here, but it can never forget what they did here. 
It , fo: us now in S, .bra-Ette to be dedicated here to the unfitted work which they who started here have 
thus far so nobly advanced. It is rather for us to be here dedicated to the great task remaining before 
us - tbat from these honored consultants, we take increased devotion io that cause for which they gave 
tho last full measuie of comfort - that we here highly resolve that women shall not wear bras in pain - 
that these women in Syrnbra-Elte shall have a new life of comfort -and that the consultants of Sywbni-Ettc, 
by • haring Syr.bra-Eitc, and fitting Symbra-Elle, shall prosper from that bra. 


tmitmut****************************************** ****************************** ****** *************** 
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Hi No names, but they are too nice to leave out of 

tho news.* 

FraiacsFlah'Tty, with daffodils and 
2 inches of snow in Raliegli, North 

Cuiolina on the sixth day of Spung. -128a- •see story in from page. 



federal trade commission 

•«* «*Rfza. SSw< 

In the Matter 


- - < rr _ 


tt/j?f7A.m<\css -_ Kcpoi ter 
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SYMBRA'ETTE BRASSIERES 


The custom titling of the Symbra'ette brassiere is the basis for 
the continuous success of your career as a Symbra'ette Consultant. 

The prime achievement, that you as a consultant must strive for, is 
accurate custom fitting. The words custom fitted should always be 
used whenever discussing the Symbra'ette brassiere. The fact that 
your customer is being custom fitted cannot be over emphasized and 
should be constantly impressed upon her. Very few women have been 
custom fit before and will be amazed at the comfort and figure im¬ 
provement they receive if you do your fitting properly. The woman 

you are fitting is relying upon your ability and your knowledge for 
the perfect fit. 

The Symbra'ette is a complete innovation in the foundation in¬ 
dustry and one that is long overdue. The Symbra'ette. being unique 
in design and service, helps solve almost any bust problem a woman 
might have. Thus, there is a vast, ready market for the products. 

Our products are enthusiastically received by women everywhere 
who are always searching for ways to improve themselves. 

The following pages require your strictest attention. These 
pages will acquaint you with correct custom fitting procedures. The 
illustrations will also be an aid in familiarizing you with fitting 
steps. 

8 76 
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WORK WITH NATURE - Never fight it!! 

Symbra’ette does not use wires and pads because Symbra’eUe 
does not need them for support or to produce its magical results. 

Muscles do not support the bust - only skin actually supports 
the breast - and skin stretches. When skin stretches, allowing the 
bust to diuo. (actually, in the case of the heavy bust, the sheer 
weitht f t! e b jst stretches and enlarges the bust) the wire-like lig- 
amen n Jine pulled and stretched; an important reason why the 
lack of wearing a bra can also produce the abnormal condition de¬ 
scribed above. 

i “ssnr 0 points are also a factor in the health of the breast. 
When a bra is worn for more than one day in a row. the pressure point ’ 
on the breast (never in the same place in each garment) keeps rub¬ 
bing and irritating in f'.e same place. This is believed to be one of 
the causes of breast problems. In other words, you should alternate 
your bras to prevent pressure against the same area of the breast. 

Because the Uniband brings all of the breast tissue forward and 
up from around the bust, the pressure on the breast is less. 

Symbra'ette comes in many varied, and here-to-fore, unattainable 
bra sires, and the bust can be properly fitted in the right cup size. 

An unusually wide range of sizes from 30 to 46 and with the cup 
sizes from A to M gives greater scope and perfection in fitting. 

By measuring properly, thereby determining the customer's cor¬ 
rect size (generally she has never worn the correct size before) and 
through the use of the ■extensions” a personalized fitting results in 
a truly customized, beautiful and comfortable brassiere for the wear¬ 
er, never before possible. 


THE SECRET OF SYMBRA’ETTE SUCCESS 

Literally millions of women are searching for the answers to bra 
problems today. There is an unlimited market for the wonderful Sym- 
bra’ette, designed to give more comfort and support than any ordinary 
bra now available. 

It's easy to spot a successful 
SYMBRA'ETTE Consultant She 
is the woman who tells every 
woman she meets how wonderful 
it is. 

She carries a representative as¬ 
sortment to show her customers. 

You, as a Symbra'ette Consul¬ 
tant, hold the key to opening 
the door of happiness for all of 
these customers. Be assured 
that only a fitting - the trying 
on of the Symbra’ette brassiere 
-is all that is necessary to 
prove Symbra'ette's superiority 
and building an unending chain 
of referrals for more and more 
bras from your customers and 
their friends. 

Set your goals high, know where 
you are going, and have confi¬ 
dence in yourself and your 's. People spend their lives search¬ 
ing for breaks - wishing and hot .<g will not make it reality. The 
harder you work, the more successful you become. The most impor¬ 
tant thing is to be enthusiastic about your work. 

* • ENTHUSIASM IS CONTAGIOUS * * 
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INVENTORY FOR YOUR KIT 


When ordering your bras or setting up your inventory, think in 
terms of all the A’s, all the B’s. all the C’s, etc., that you are going 
to order. For instance, you need to order 2-32/C, 3-34/C, 1-36/C, 
1 30/D, 2-32/D. 2-34/D. 1-32/E, 2-34/EE, etc. If you arrange your 
bras in yo« r inventory according to the cup sizes you will find it 
eas v o 1 eep an inventory and easier to find them when you want to 
fill an order. There are certain bra sizes that a.-e more in demand 
than olhers and it would be to yout advantage to put these sizes in 
categoiies as to their popularity. Never be without these sizes as 
you v.M constantly moving these sizes out as fast as you get 


them in. 


30-C, CC, D. DD, E 
32-C, CC. D, DD, E, EE, F. G 
34-C, CC, D. DD. E, EE, F, G 
36-C.CC, D. DD. E, EE 


Small, Figure Control Panty Girdle 
Medium. Figure Control Panty Girdle 
Large, Figure Control Panty Girdle 
Small, Fashion Figure Panty Girdle 
Medium, Fashion Figure Panty Girdle 

You will learn to have extras of these sizes on hand. It will 
savp you many a trip, and much time and money to have the bra ready 
to deliver at the time of the fitting. Build your inventory in all sizes 
to prevent that return trip. 

BE READY FOR BUSINESS 
PLAN YOUR WORK and WORK YOUR PLAN 


G79 
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KNOW YOUR PRODUCT 


STYLE 214 

The most revolutionary 
ideas in bra designs 
ever developed. 

A trio ol patented fea¬ 
tures bring a new 
beauty with low back 
and plunging line ad¬ 
ding enchantment to 
any bust. Special 
construction of nylon 
rusching eliminates 
forever tf-s necessity 
of any pads. 

Specially patented constructed three-in-one 
brassiere with: 

...Completely removable cup covers. 

...Nylon lace rusching under cups. 

This versatile 
brassiere achieves 
an exciting 
contour... dual 
undercupping 
supports... holding 
the bust firmly 
from below... 
shoulder straps 
placed for low 
evening wear. 




STYLE 212 
Nylon Lace 

Glorious freedom of action 
is yours. The normal 
bust is enhanced by 
improved separation and 
exciting contour. Low 
bust is uplifted into 
provocative new beauty. 




\'*v 
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STYLE 213 

Marquisette and 
Lace Rusching 

For the woman who 
wants the very best. 
Its secret: a tiny pocket 
at the base of the cup 
that can hold and increase 
the bust to provide 
a provocative silhouette. 


SIESTA BRA 

Heavenly comfort in elegant 
Lycra and Nylon blend 
stretch lace. All impor¬ 
tant innel-cup support 
for extra lift and line. 

Front hook closure 
makes bra easy to slip 
into and out of. The 
ideal bra for leisure or 
casual wear. 


830 
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KNOW YOUR PRODUCT 


It is important that you be fully acquainted with the styles and 
number, in the Syinbra'ette line, to better enable you to talk to your 
prospective customers. 


STYLE 203 



This style is an excellent 
model (or the smaller undeveloped 
youthful figure whose 
busts are separated. 

The action of the Uniband aids 
the misplaced tissue 
to be lifted, held, and re¬ 
directed from underarm 
into a natural position. 



STYLE 103 
Pima Cotton 


STYLE 262 
Nylon Lace 



The patented Uniband 
tends to enhance the figure 
by improved separation 
and gives proper control. 
A more glamourous 
figure and amazing back 
support, therefore, 
better posture. 


STYLE 162 
Pima Cotton 



You will note by referring to the Symbra’ette Retail Price list 
that our bra is available in unusual sizes not made by ordinary Bra 
manufacturers and not available in stores. Symbra’ette brassieres are 
designed and attractively styled for the more modern fashions, cus¬ 
tom made from the latest quality fabrics. 


681 
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STYLE 2C4 


KNOW YOUR PRODUCT 


Nylon Lace - • • L onglines 



4: : ' \ \ 

.v m 


The cups are the same in every respect as corres¬ 
ponding in the short bra, except for the longer body on 
the bra for added support and torso contour control, giv¬ 
ing a smooth line to the top of the girdle. 

Extra-long Longline — 2 inches longer for women with 
extra long torso, with soft non-roll elastic - this also 
acts as a waist cincher. 

Shon Longline - l inch shorter than the regular longline 
for the half size figure. 


STYLE 164 
Pima Cotton 





FIGURE CONTROL PANTY GIRDLES 

The "figure control" parity girdle has the new built-in 
features that are so important for all women. This combination 
of features makes this garment most outstanding . giving sup¬ 

port where you need it.....freedom where you want it. 

« 

Styles H400, U600, #700 
White, Black 


r-X-% 

V \ A 

V V«? 


* Slimming new lummy- 
in design with extra 
pane! inserts that help 
support the abdomen. 


* Natural seat with extra 
inserts to aid in up¬ 
lifting the sagging mus¬ 
cles of the derriere. 

* Open crotch, six hid¬ 
den detachable garters. 
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* Available in three 
popular leg lengths: 
mini, mid-leg and long. 

* Available with or 
without side zipper. 
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LEARN YOUR A, B, C’s OF SYMBRA’ETTE BRASSIERE FITTING 





You can easily and quickly learn how 
to fit the small figure that wants to be 
enlarged. 

...the average figure looking for more 
glamour and a little enlarging. 

...the full figure needing to be lifted 
and enhanced. 

...the very full bust vitally concerned 
with more comfort and support, and 
at the same time, a more handsome 
appearing figure. 


HOW TO RECOGNIZE THE BREAST TYPES: 

To select the correct brassiere for each customer and to adjust 
properly on the body, analyze the type of breast tissue as well as 
size of the breast and underst and to what degree it can be shaped 
and molded. While BREAST SIZE does not necessarily correspond to 
age, weight or height, there is usually a relationship between breast 
size and degree of firmness. 



“A” cup breast is somewhat underde¬ 
veloped and is generally firm. A cor¬ 
rectly fitted bra will cup them, afford¬ 
ing support in their normal position 

“B" cup breast is the so-called aver¬ 
age size. This is the type you will be 
called on to fit most frequently, no 
matter what the age or size of your 
customer. Most “B" cup breasts lend 
themselves readily to shaping by the 
bra. 

“C” to “D” cup breasts are larger and 
heavier and are from firm to pendulous. 
The pendulous are easily lifted and 
molded and require the firm suppoit of 
the Unihand. 


Illustrated are some of 
the breast types that 
can be helped by the 
magic Unlband support 
in the SYMRRA'ETTE 
BRA. 


“E” to “M” cup breasts are almost in¬ 
variably pendulous and require espe¬ 
cially careful attention to assure com¬ 
fort and support. It is vitally important 
that the bra cups be full enough to ac¬ 
commodate the entire breast. 
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HOW TO R6X«— xiAE BRA PROBLEMS: 



Flesh falls underarm 



8S1 
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LET THE SYMBRA’ETTE CREATE A NEW AND LOVELIER "YOU” 


The Symbra’ette brassiere is designed to reposture the contour 
as nature intended. A mote glamourous figure and amazing back sup¬ 
port. therefore, better postuie. 



The breast needs the Uniband for proper support, improved cir¬ 
culation. It allows the flesh to come forward and fill the cup. 


835 
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SYMHRA’ETTE BRASSIERE 

The Synibra’ette brassiere is made up of the '‘Symbra-Form.” 
which encloses and functions with the miraculous Uniband, and the 
beautifully shaped cups, that Rives the lift and youthfulizes the bust 
that every woman lonps for. 

Symbra'ette helps to enlarge the small figure by bringing flesh 
forward from underarm and up from the midi iff where it has fallen oi 
been pushed by too small a cup that presses against the breast tis¬ 
sue. The Uniband. with the Symbra-Form. firmly supports and places 
this m s-p aced breast tissue to within the cups. 


WlTHOLu PROPER SUPPORT SKIN STRETCHES 



The solt pendulous bust if lifted, supported 
beautifully, when brought into the cup. through 
the “Symbra-Form." The bust is higher and 
more controlled 


THE FLAT, PENDULOUS BREAST: Sometimes the fullness within 
the breast is gone and all there is is a large, empty pocket of skin. 
When tins kind of hi east is supported in the Uniband it falls down 
into the Uniband and sinks almost to nothing. Yet, there is enough 
of this skin that she needs at least a “EE'' or ”F” cup. 


□ 
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THE SIMPLE STEPS IN MEASURING SYMBRA’ETTE BRASSIERES 
Procedure 

1. All measurements should be taken over your customer's bra, 
so ask her to keep her bra on. 

2. Have your measuring tape to discover for yourself what size 
she should wear. 

80% of all women are wearing the wrong size in a bra and when 
you show her the difference between the bra she is weanng and the 
Symbra'ette measured and custom fitted on her. the reaction will be 
• he same on everyone whether her condition is a Fondulous bust or a 
Small bust — Amazing!! 

So that you may understand how the average manufacturer or de¬ 
partment store arrives at a bra size, the following information is giv¬ 
en to you. Follow the simple steps in measuring when starting to fit 
the bra, as the bust changes when the flesh comes forward through 
the Symbra-form and over the Umband. 

TO DETERMINE THE PROPER BRA SIZE 

1. Bring measuring tape around the 
body, directly under the breasts, at 
the point where the breast tissue 
joins the chest wall, (at the bottom 
of her bra). 

2. This measurement PLUS 5 inches 
usually indicates the correct bra 
size. 

(under bust 29" + 5" = size 34) 

EXCEPTIONS 

If the rib measure is an uneven number under a regular size 
(33 instead of 34) tw,o bra sizes should be tried on (in this 
case, size 32 and 34). 

If the rib measure PLUS 5 inches equals an uneven number 
over a usual bra size (such as 37 instead of 36). try on the 
next larger size (38). as sometimes the rib cage protrudes 
and the bra will be more comfortable. 

What would happen if you did put a size 36 bra on a size 34 fig. 
ure? The breasts would be spread too far apart or the bra would gap. 
You would have too many inches to cover the front and the extra in¬ 
ches would have to go somewhere, so they would Hare out and ferm 
a gap. 
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TO DETERMINE BRA SIZE 

Measurement of Chest Wall 

The measurement above the bust, well 
up under the arm determines the bra 
size, i.e.. 32. 34 . 36. 38. etc. by hold¬ 
ing the tape measure firmly and bring¬ 
ing around the body high on the cus¬ 
tomer's back and directly above the 
breasts - but do not pull the tape too 
tightly. 

No system lor taking measurements is 
foolproof. However, another method is 
this: 

TO DETERMINE THE CORRECT CUP SIZE 

Take a second measurement - this 
time measure around the fullest part of 
the bosom, then follow this chart to 
detennine cup size: 

If Secoid Measurement Is... 

Identical to bra size.A cup 

1” more than bra size.B cup 

2” more than bra size.C cup 

3" more than bra size.D cup 

4” more than bia size.E cup 

Add one cup size for each additional 
inch to determine larger sizes. 

EXCEPTIONS 

If the difference in bra size and bust measurement is a fraciion 
(as 1*/*”) - 2 cup sizes should be tried on (in this case try D & E). 
Always fit the bust first and make any necessary adjustment on the 
back of the bra. Use an extension to attach to back of bra, that al¬ 
lows an extra inch or more whenever possible so that you do not im¬ 
properly fit a larger size, as the customer may need this adjustment 
for loss or gain of weight. 

888 
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FITTING PROCEDURE FOR THE NEW SYMBRA’ETTE BRAS 
Styles 212, 213 and 214 



Have customer bend forward to waist level 
and allow bust to fall freely through cradles, 
then have her stand upright making certain 
that the back is hooked at a lower level than 
the front (not riding high). 








Adjust the shoulder straps. Unlike other bras¬ 
sieres. the Symbra'ette shoulder strap is not 
placed in a straight up and down position, but 
rather, is slightly angled, at which angle the 
straps will rest on the firm portion of the shoul¬ 
ders. 


Open cups by simply lifting off Velcro-edged cup 
from outer sides. 


Set each cup, starting from outer side on Velcro, 
according'to variation of size of cup to the bust 


When she feels the inner wall is properly se¬ 
cured. then also push the bust from the side so 
that it completely rests upon the cradle pocket. 

At this point, ask the customer’s permission to 
check her, if she permits you to do so, then ex¬ 
amine the Symbra'ette brassiere to see that no 
part of the bust is pinched between the inner 
wall and the b^dy, and that no part of the bust is 
placed a. the side between the brassiere and the 
body, in other words, that the complete bust is 
resting comfortably upon the cradle. 
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USE THESE SIMPLE STEPS FOR FITTING THE SYMBRA'ETTE BRA 

1. Slip straps over your customer's 
shoulders. 

2. Standing in hack of your customer, 
have her lean forward, and while 
reaching around her on both sides, 
bring the Uni band under the bust 
while making sure the breast is fall¬ 
ing through the openings of the bra 
and into the cups. He sure the bot¬ 
tom band of the bra and Uniband are 
under the bust. Run your fingers 

along the bottom of the bra to the back of the bra. holding the ten¬ 
sion until she straightens up, then hook the bra. 

3. Stand in front of her to adjust the shoulder straps so that the 
breasts are at a comfortable height. 

4. Be sure the back of the bra is comfortably located below the 
shoulder blade. 



NOW THE BRA IS ON-we are ready to adjust for a perfect fit 



FIG. 1 



FIG. 3 


FOR NORMAL AND SMALL BUST 
USE FOLLOWIN’G PROCEDURE 

Unhook and let the cups down, making sure the breasts 
are centered in the triangle. (If you find the loop is hard 
to get out of the metal hook, bend the hook slightly to 
one side and it will come out easily). Hold the Uniband 
where it meets the triangle and slip your hand between 
the triangle and your bust as far as your hand will go 
under the arm and bring in all the tissue that will move. 
Do this several times for best results. AFTER A FEW 
DAYS YOUR TISSUE WILL LEARN TO STAY "WHERE 
IT BELONGS.” (FIGURE 1 & 2) 

Next, cup one hand under breast. Gently bring tissue up 
over top of Uniband (hold bottom of Uniband in place with 
other hand). Do this several times, pulling Ussue up from 
midriff, this aids in increasing bust fullness. (FIGURE 3) 

Raise and slide the loop at top of cup onto the hook on 
the shoulder straps. Now bend forward and grasp center 
of bra and Uniband and give it a brisk shake from side 
to side. This will help train the breast tissue forward. 
(FIGURE 4) 



FIG. 2 



PIG. 4 



FIG. 5 



FOR SUPPORT AND CONTROL OF FULL BUSTS 
Unhook and let down cups. Be sure each breast is cen¬ 
tered in the triangle. Adjust Uniband so bottom band lies 
flat against your body under the breast, the rest of the 
Uniband covers the lower part of vour breast halfway up 
to the nipple. (FIGURE 5) 

With one hand holding bottom of Uniband in place, reach 
inside Uniband and gently bring tissue up from bottom 
band. If this lifts bust too high, just pull top edge of 
Uniband away from bust and let tissue settle naturally 
into the support of Uniband. (FIGURE 6) 

Next, hold Uniband where it joins the triangle at the 
underarm and bring tissue forward from underarm. (If you 
desire to increase cup size). This gives you full sup¬ 
port within the Unibnnd. (You can reduce underarm flesh¬ 
iness by bringing excess forward into the Uniband; we 
suggest you experiment). (FIGURE 7) 

Now, raise the cups and insert into the hook at the 
shoulder strap. (FIGURE 8) 




FIG. 8 
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FITTING CUP SIZES “A" TO "C” FOR THE SMALLER BUST 


Styles It103, 203, 214 

The small figure (A or B) has only one thought - to have a ful¬ 
ler bust line. Certain factors can cause a woman to be small or flat. 
One reason is that since man has stood improperly for so long, the 
rib cage is going downward instead of circling the body. Every gen¬ 
eration shows that the rib cage slope is more prominent. As this in¬ 
creases. the tendency for women to be small or flat chested also in¬ 
creases as the bust tries to follow the rib cage, spreading the flesh 
over a wider area. 

Because the Symbra'ette brassiere does not depend on wires, 
pads or falsies for uplift, the patented Uniband support allows bust 
tissue that has sagged or spread to the sides to be brought forward 
and up into a naturally beautiful bustline. Sometimes a woman is 
small or flat and this may be because the cup she has been wearing 
has been pushing her flesh back to the underarm or down to below the 
bust. Often you will see where the bottom band of the bra has been 
cutting off part of the bust forcing the flesh out of thp cup and below 
the bra 


THE ADOLESCENT "A” 

Styles HI 03, 203, 214 

Today there is a popular belief that as soon as a young girl has 
developed enough to go even into a double "A” cup. she should be 
fitted. If the mother doesn't think of it. the young girl is quick to 
remind her because she is anxious to take on the grown-up adorn¬ 
ments. The idea that a young girl should have support soon after she 
starts developing, of course, is a good idea. But the trouble is that 
she is put into the wrong bra They put on a dollar brassiere and then 
tighten the bra around her. When you hook the brassiere in the back, 
pulling the brassiere - the cup to the side, the cup pushes against 
the flesh (this goes for any size and any age). Then she tightens the 
the shoulder straps which pulls the cup and again it pushes against 
her. 

At first, when she wears our bra. the Inside sections of the cup 
(on each side of the middle separation) may not fill out and the full¬ 
ness will still be towards the underarm. But you will notice that a 
good portion of the underarm flesh is still not inside the cup. 
Persistence will help this flesh to leam to stay where it belongs. 



FITTING THE SMALL FIGURE - Fuller Bust 

Styles *212, 213, 214 

If a customer measures in the proximity of a 32 or 34. it is best 
to try for the deeper cup in the smaller size so that you can give 
your customer a sharper, more attractive contour immediately, it 
would be better to put her into a C cup than a B cup. or an E cup 
than a DD cup. or even a G cup than an F cup. 


AFE TilE BREASTS TOO WIDE APART 

This is caused by the pressure of pads or too small a cup, es¬ 
pecially at the time of the earlier growth of the breast. When fitting 
the breast that has been spread too wide apart, you will notice that 
the nipples point outward, to the side of the body. When the bra is 
placed on the bust, the center of the bra (at the center seam) is emp¬ 
ty and the side of the bra cup is crowded, with flesh still outside of 
the outer edge of the cup. This is a case where persistence pays off! 
Lower the cup, and keep bringing the flesh forward to within the tri¬ 
angle of the bra. At first it will seem to be a hopeless case, as 
though the flesh may never come forward to where the nipple points 
straight out from the body as it should. But it will straighten out. and 
the cup will fill out in the center. The weight of the flesh will fall 
forward over the top of the Uniband. Bending forward and shaking the 
bra cups will also help in this case. 


EXTRA SUPPORT FOR THE SMALL FIGURE 

After the bra is on your customer, lower the cups and bring the 
flesh forward and up, over the top of the Uniband. Each time the 
flesh is massaged forward and up, the flesh is being loosened that 
has been trained back and down, possibly for years. The flesh be¬ 
comes more willing to come forward and up and more able to stay 
there. Occasionally raise the cup to see how the contour is improv¬ 
ing. then lower the cup and again gently massage forward and up. 

Remember this firmer flesh will stay in the cup, but for the first 
few days some of the flesh may continue to slide back towards the 
underarm and down to the midriff. Each day. more flesh will stay in 
the cup because that flesh that is thrust forward over the top of the 
Uniband has a forward and down gravity pull, and as you walk, move, 
and breathe, the gravity pull keeps bringing the next flesh forward. 
This is true in all sizes. 
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Most manufacturers do not make a 38A. There are many women 
who cannot fill their “B" cup, yet they cannot find a bra in other 
manufactured lines that will bring the flesh forward so they can fill 
the "B'‘ cup. Every time you run across a 38A. you can automatical¬ 
ly fit this person with a 3SB at least, and it will probably work out 
beautifully. Anyone who has a 38 body needs to have a “B” cup or 
larger in order to better balance their body. 

CUP SIZES "C” THRU “F” 

... gives more natural shape to the breast 
... flatters the waistline 

Symbra'ette improves and maintains the bust. Often breast tissue 
drops below the bra on the rib cage and loses its tone and firmness 
due to improper support. The Symbra'ette with the patented Uniband 
can help to prevent the break down of bust tissue and loss of firm¬ 
ness, and help to prevent the bust tissue from sagging below the bra 
on the nb cage, allowing proper air circulation and increasing blood 
circulation and stimulating natural bust development. 

Because of the definite uplift and moving forward of the under¬ 
arm flesh and control from diopping down and going back under the 
arm. The normal bust is enhanced by improved separation and excit¬ 
ing contour. 

FITTING THE AVERAGE FIGURE 

The Symbra'ette bra maintains the average figure by supporting 
from under the bust with a slightly deeper Uniband that reaches about 
mid-center of the lower part of the breast. The tissue is brought for¬ 
ward and up. thereby correcting an improper placement of the breast 
tissue. The contour is sharper, higher, and far more glamourous. 

Much of what can be said regarding the small figure is also ap¬ 
plicable to fitting the average (C. CC, D. DD, and E) figures. In al¬ 
most every case, this type of figure has underarm flesh. Generally it 
is softer flesh, the flesh is more pulpy, the skin tone has diminished. 
This is due. in most cases, to improper bras, improperly fitted, which 
cut off the blood circulation what would have maintained the skin tone 
and life. 
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PUTTING TOO LARGE A BRA SIZE ON THE FULL BUST FIGURE 

You determine what size of cup she should have, probably a 38E 
is her size, and remember, when the bust tissue is lifted off the mid¬ 
riff, (and the bust tissue is brought into the cup from underarm, she 
is going to bo inches smaller around that part of the body. Select 
your 38 according to the cup size that is required and fit the bra, 
fastening the back hook and eye low on the back. Do not unhook the 
bra cups, as the larger busted customers never shake down, as in 
otl er fittings. Tell her, "Mrs. Jones. I am going to fit the bust and 
no the midriff." 

Be sure that the Uniband lies smoothly up the bust, to the depth 
desired, and don't let the Uniband push down into a wrinkled mass. 

After you have the customer in the correct size, "float” the 
bust tissue down into the Uniband by gently packing or pressing it 
back down into the Uniband. Be careful that the flesh does not go . 
below the bra. This "floating" process is putting as much of the 
tissue into the bottom half of the bra as possible and therefore com¬ 
pletely utilizing the Uniband and its hammock affect. Do not fold the 
Uniband, use it full width for support. 

After you have "floated” the customer into her bra, if she seems 
to pop-out, this would suggest that she needs a larger Uniband, thus, 
a larger cup size. It is suggested that you try a larger cup size and 
see if you will get better results. 

While you are floating a customer into her bra. tell her, this is 
the secret o( the hra. (remember, all women like secrets) 

Besides improving the appearance of the large oust with a min¬ 
imized appearance, and eliminating much of her bulky look, she has 
comfort that she has never had in a conventional bra, plus a bra that 
fits. Larger busted women are particularly affected by the limited bra 
sizes in stores, and have usually suffered for many years. The 
weight of the bust is taken off the shoulders and is being supported 
in the Untband. Explain the relief of shoulder pressure, if they have 
grooves in the shoulders (as many do) suggest our Bra Keeps for the 
shoulders. These form a bridge and helps to eliminate those grooves. 
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FITTING THE LONGLINE BRA 

... Regula, Long-Line - Style H164. #264 
... Extra Long Long-Line - with 2” lip elastic 
... Short Long-Line — lor the halt-size figure 

If your customer has been wearing a Style #262 short bra, if her 
bust tissue has moved into the cup and her rib cage is a bony struc¬ 
ture. sometimes a long-line is fitted one size smaller than the short 
bra size the customer is wearing. If she has a lot of tissue, order the 
same size as she is now wearing in the short bra, as she may have a 
fleshier rib cage or a protruding rib cage. 

DO: When fitting a long-line, have your customer bend down 
and sit down to make sure the garment does not crease 
or roll up. Be sure she is advised that we have regular 
long-lines, extra long-line models for the linger-waisted 
figure, and short long-line for the short-waisted figures. 


DON’T: Forget to ask the long-line prospect about her girdle. 

Does she need the longer length long-line to go over 
the top of the girdle she wears? Now, is the time to 
show her the Fashion Figure Panty Girdle and the 
Figure Control Panty Girdle. 


This is the most important part of your position — giving this 
service on the Symbra'ette - by doing and giving this necessary ser¬ 
vice. you won t have a failure and the customer, plus all whom she 
talks to, will beat a path to your door. Your phone will never stop 
ringing and you will experience complete satisfaction of a job well 
done all the way to the bank. 
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FITTING THE EXPECTANT MOTHER 


The Symbra'ette is an excellent bra for the expectant mother. 
She receives the gentle, but firm support that is so vital at this time. 

Leave plenty of room in the top of the cup for when her breasts 
enlar The amount of room you leave depends on her month of preg¬ 
nane >. ormal bust size etc. Here you are going to have to use your 
o wn liscr !tion to a great extent 

Show your customer how to float her tissue into the Uniband as 
when the breasts become very heavy this will be very important to 
her. 


If she indicates that she would like to increase bust size any¬ 
way, then you are safe in fitting her rather large. But if she is .or-, 
mally a large busted woman, you will have to fit her a little smaller. 
Always sell her cup extensions and explain how they hook on the 
bra and give the extra room needed when her breasts enlarge rapidly 
at the end of her pregnancy. You might also give her an extra back 
extension in the event this is also needed. 

The important thing is to be certain to leave her plenty of room 
so that the bra never binds her. 

Careful fitting of an expectant mother enables her to utilize one 
bra during pregnancy, during nursing and when she is back to normal 
again, (this is an important eoonomic point) 

Of course, if she is going to nurse, this bra is, again, an abso¬ 
lute necessity. She should nurse with the bra on, with the Unibands 
up. This supports her bust while she is nursing and supports the 
breasts m the natural position. 

Stress the comfort of the bra she will have during her pregnancy, 
and the back support. This is an extremely important point to them. 
Of course, bust maintenance is very important here also. 


096 • 
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HINTS FOR BRA FITTING 


1. When fitting a bra. be sure to allow for a slight amount of room 
in the cup for the flesh to come forward and up from the midriff 
to fill the cup. Many breasts will have a flat appearance at the 
top of the bra cup and the bra will not be filled in that area, but 
their breasts are supported from beneath, and after they have 
been wearing our bra for a time, they will start to round out and 
fill the top of the cup. 

2. Be sure the bust is completely covered by the cups. This you 
can determine if the side seam, where the cup is joined to the 
back of the bra, lies on the body at the place where the bust 
starts to grow, at the front of the underarm. (If the front of the 
body is improperly fitted, the bra may ride up either in the front 
or back). 

SYMBRA-FORM 

* 

The Symbra-form should be relatively flat against the body. If it 
gaps, it is too long and you should go down in cup size in order to 
decrease the length of the Symbra-form 

If the Symbra-form looks strained, it is not long enough, and you 
should go up in cup size. 

BACK 

The back should be low. below the shoulder blades, and should 
be smooth. If there are any unnatural bulges, the bra is too tight, and 
you should go to a larger size if necessary. 

The back of the bra is wider on the larger bras, and increases 
in width as the sizes go up. This is to provide more back support 
for a larger bust, and again, more control. 

STRAPS 

The straps should be just tight enough to be comfortable. Re¬ 
member, it is much better to have the straps too loose than too tight. 

If the straps seem to go out at an angle toward the shoulders, the 
bra size is too small, and the customer should go up one bra size. 


/ 
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A FEW HINTS FOR FITTING 

Why bend forward and shake the bra from side to side? As long 
as there is fullness underarm, we ask our customers to bend forward, 
grasp the bra at the top or from underneath between the cups and 
shake from side to side. More flesh from under-arm and under-bust 
will loosen, because of the pull of gravity, and come forward more 
quickly, and will hasten the results the customer is looking for. 

IF YOU FIT STYLE #162 or #262 

P or the emptiness that seems to be in the inside of the cup at 
the center, fill in that space with a piece of nylon hose, since this 
has no pressure, the air can penetrate so as to reach the pores of the 
skin and it is cool, weightless, and comfortable. As she works with 
the bra and comes into the cup more fully, she will use less and 
less of the nylon. But in the meantime, the contour will look more 
even and the cup will not wrinkle. 

FIT THE FULL SIDE FIRST 

Put the bra on your customer, make the preliminary adjustments, 
and lower the cups! Keep the Uniband up as high as possible on the 
full side and as low as needed for maximum re-distribution of the 
flesh on the small side. Position forward and properly adjust the bra 
on the full side. Give added attention to the small side, bringing 
flesh forward and up, trying to adjust as fully forward as possible. 
She must do this same adjustment every morning and night to help 
herself fit into the bra as completely as possible. Also, she must 
'shake' the bra from side to side as many times as possible during 
the day. When shaking the bra from side to side, on the uneven fig¬ 
ure, try to keep the bra on the full side as motionless as possible. 

THE VERY THIN FIGURE IS DIFFICULT TO FIT 

If the body is so thin that you could actually count every rib of 
the rib-cage because there is only skin, not flesh dovering the body, 
you can understand that you will not find enough flesh to bring for- 
waid and up to enlarge the figure. This kind of case is very rare but 
it does happen. The skin moves forward so empty it doesn't give the 
fuller figure she hoped for. 
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FITTING THE PENDULOUS BUST 


Be sure the Unibantl does not go too high up. as only the 'bot¬ 
tom half of the breast must be cradled within the Uniband with as 
much as half of the breast (or more) spilling over the top of the Uni¬ 
band. If all of this soft, lifeless breast falls within the Uniband she 
will have no figure - there will be no cone shape - and she will ap¬ 
pear flat in contour. But, do not feel concerned about the flesh that 
hangs over the top of the Uniband, because, when the cups come up 
to their normal position, the breast that is falling over the top of the 
Uniband will be picked up by the cups and that breast tissue will 
point into and fill out the cone shape of the cups. 

FITTING THE ROUND, FIRM BUST 

This can be a problem. When the bust is round and solid it gen¬ 
erally is not of a cone shape that we are used to fitting, or that a 
cup will naturally and smoothly fit to. The nipple does not come out 
to and fill the point of the cup. Also, the flesh just seems to refuse 
to budge because it is so firm. But, assure your customer that the 
breast will come into the point of the cup because, as the flesh 
comes forward (and it will) the flesh takes the shape of the cup it is 
forming into and the cup becomes smooth. 

• 

IS THE BREAST TOO WIDE APART 

This is caused by the pressure of pads or too small a cup, es¬ 
pecially at the time of the earlier growth of the breast. When fitting 
the breast that has been spread too wide apart you will notice that 
the nipples point outward to the side of the body. When the bra is 
placed on the bust, the center of the bra at the center seam is empty, 
and the side of the bra cup is crowded with flesh still outside of the 
outer edge of the cup. This is a case where persistence pays off! 
Lower the cup and keep bringing the flesh forward to within the tri¬ 
angle. At first it will seem to be a hopeless case, as though the 
flesh may never come forward to where the nipple points straight out 
from the body as it should. But, believe me, it will straighten out 
and the cup will fill out in the center, because the weight of the 
flesh will fall forward over the top of the Uniband. Bending forward 
and shaking the bra cups will also help in this case. 


JJO 
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THE VALUE OF THE ADJUSTABLE EXTENSION 


Just because bras come in cer¬ 
tain lengths and certain label sizes 

doesn’t mean that women arc walking > 

around perfectly sized to fit the 
bra's various measurements, because 

she has put cn flesh or has a promi- ^ 

nent rib cage bone structure under 
the bust. For example, if a woman 

mrasu es 32 around the chest wall, * 

she s no aid be fitted in that size, 
l i.ly because it is her true size. But 

if she lias extra flesh under the bust, or has a prominent rib cage 
structure, a very common condition today, she may not be in a true 
proportion and size 32 bra could be too tight and cause cutting or 
binding. ' 

.. .do not take the size 32 off and put on size 34, but use the 
extension to give extra inches you need for her comfort - fit 
the bust, not the rib cage. 



Your customer cannot be expected to wear a bra which is uncom¬ 
fortable, so if her figure is not of proportion, the answer is the ad¬ 
justable extension which allows you to fit the size you know you 
ought to fit. whether the customer is true to size or not. There are 
actually four adjustments available by the fact that they can be 
hooked into either row of eyes already on the bra and f he extension 
also carries three rows of eyes When using the full width available, 
the extension adds appioximately l l /j inches to the length of the bra. 
Never under estimate the importance of putting the right size (32, 
34. 36 etc.) bra on your customer - never under estimate the help and 
Importance of the extension. 
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HOW TO USE THE CUP EXTENSIONS 





Quite often you will be called 
upon to fit an expectant mother. 

Naturally, she will be concerned how 
long she will be able to wear the bra 
before she outgrows it. Fit her some¬ 
what loosely in the cup. while trying 
to retain her correct body size. Be 
sure to leave an extension on the 
cack of the bra for future adjustments 
as the body fills out. 

As the pregnancy progresses and the breast becomes fuller and 
fuller, the cup may become too small. At this time she may attach a 
cup extension at the top of the cup. The cup extension slides on to 
the loop at the top of the cup and the loop on the cup extension is 
slipped on to the hook at the bottom of the shoulder strap buckle in 
either of the two positions available. 

By utilizing the extension and 
the cup extension, our Symbra'ette 
bra t a many times be worn through¬ 
out the entire pregnancy period, be¬ 
cause these little miracle adjust¬ 
ments allow the bra to grow with the 
expectant mother. 

A FEW DON'TS 

1. Never let the Uniband cover the nipple. The support must be 
under the bust, not around it. 

2. Don’t pull all of the breast out of the Uniband and allow it to 
hang over the top of the crushed-down Uniband, as there will be 
no support from the Uniband, and this fitting will be horribly 
uncomfortable in a few minutes. 

This is a good time to mention one of the reasons our bra wears 
longer than conventional bras. A conventional bra seems to show ex¬ 
cessive wear after only 1 or 2 months of wear. Most women have 
never worn a bra that fits properly and thus stress points develop in 
the bra which cause heavy wear and strain on the garment. Thus, 
they are buying many more bras a year than is required with our bra. 
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• SYMBRA’ETTE GIRDLES 


The loveliest difference of all will be the glamourous figure, the glorious 
comfort of the new lovely You. 


FIGURE CONTROL PANTY GIRDLE 

The figure control pr r:!v girdle vj»i» roecial built in 
features that women have- ioug beei searching for... a 
combination of featuies ihat max-s inis garment most 
outstanding... giving you support where you need it... 
freedom where you want it. 



Style H601 thru tiblO 
Style #707 thru X710 

• slimming new tummy-]n design with extra front pan¬ 
el inserts that help support the abdomen. 

• extra panels in a "V" shape for extra holding pow¬ 
er to help control the sagging muscles. 


• ultra-slimming curved control bands for minimizing 
the hips and thighs, aids to help prevent spreading. 

• natural seat with extra inserts to aid in uplifting 
the sagging muscles of the derriere. 

• open crotch; 6 hidden detachable garters. 

SYMBRA’ETTE LINGERIE 
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A distinctive line of 
luxurious, ultra feminine 

sleep and lounge wear 
in keeping with 
Symbra’ette’s high 
standards of quality. 

Another source of 
income for vou. 




HOW TO MEASURE FOR A PANTY GIRDLE 



It is important to remember in taking body measurements to con¬ 
sider the amount and type of flesh and bone on your customer's body, 
and to make allowances accordingly in using your tape measure. 
Flesh or fat. can be molded for it is yielding and compressible. If a 
woman lets a large frame and little flesh yon must take an easier 
measurement, since the garment should fit comfortably without dig¬ 
ging or binding. 

If your customer has a small frame and a considerable amount of 
sop flesh you must take a snugger measurement, since fatty tissue 
v ill give to the pressure of the garment just as it does to the pres¬ 
sure of y mr tape measure. 

V’.e so called average figure will have a normal distribution of 
flesh on bones of average size. For this figure, your measurements 
should be snug, but not tight. 

SIZE CHART 

1. measure her waist at the smallest part. 

2. measure her hips at the largest part. 

To determine hip development, subtract waist measurement from hip 
measurement, (i.e. if the waist measures 28 and the hips 38 the de¬ 
velopment is 10 inches). 

.. .9 to 10 inch development is considered an average figure. 

... 0 to 8 inch development is consulted a straight hip figure. 

.. .gieater than 11 inch development is considered a full hip figure. 

In measuring you will encounter that person who is an in-between. In 
this case the size can be determined by noting the bone structure and 
muscle tone. The woman with the firm tissue will take the larger size 
and the one with soft muscles will he more comfortable in the smaller 
size. With this in nund, use the following chart as a guide: 


SUGGESTED SIZE CHART FOR PANTY GIRDLES 



Waist 

Hips 

Petite 

21-22 

31-32 

Small 

23-24 

33-34 

Medium 

25-26 

35-36 

Large 

27-28 

37-38 

X Large 

29-30 

39-40 

2X Large 

31-32 

41-42 

3X Large 

33-34 

43-44 

4X Large 

35-36 

45-46 

5X Large 

37-38 

47-48 

6X Large 

39-40 

49-50 


Hip measurement based ou 10” development 
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PUTTING THE GIRDLE ON 


Comedians are still petting laughs with imitations of a woman 
struggling into a girdle. Your customer, however, does not want to be 
part of a comedy act. You can help her to maintain her poise by of¬ 
fering skillful assistance during the try-on. 

1. Ask her to remove her shoes. Make certain that stockings 
and panties stay on. 

2. Have her cross hoi legs and ask her to bring this garment up 
over her legs to the point at which the bottom line of the gar¬ 
ment is where you would wear it. Then unroll the girdle up 
and over the hip line, and on up the waist line. NEVER PULL 
THE GARMENT UP OVER THE BODY FROM THE TOP OF 
THE GARMENT, as she could rip it, or cut it with her finger¬ 
nails. 

» 

3. Make sure the seams are straight and the derriere is lifted 
into the natural seat with the uplifting inserts. 

4. When the garment is on, for true support and comfort, lie 
down and while lying in a flat position lift the garment off 
the tumtr.y and breathe in well to pull in the tummy. Allow 
the garment to return to the body, then stand up. Connect the 
garters to the hose comfortably. Hose supporters not only 
hold up stockings but keep the garment firmly anchored in 
position. 

CHECKING THE FIT 

To be correctly fitted, a panty girdle should be comfortable and 
give support during all activities. For this reason, check each gar¬ 
ment two ways - while she stands and while she sits. 

1. Is the waistline snug without binding? Does it control and 
yet permit easy breathing and comfort while sitting? 

2. When the customer is seated, is the garment long enough? 
Doe? it control without producing bulges or rolls of flesh 
at the edges? 

3. MiJte certai. there is no binding at the crotch or thighs. 

If the fit is in every way satisfactory, have the customer slip on 
hoi dress or skirt. This is the proot of the pudding that cinches your 
sain. 
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SETTING GOALS 


The preceeding section, Symbra'ette's Marketing Program, clearly illus¬ 
trates the unusual opportunities awaiting anyone who sincerely desires to better 
his position in life, regardless to what heights those ambitions might lead. Most 
of us are interested in improving ourselves in one way or another, be it self or 
economic improvement. 

Many search for position, prestige, Identification, through their work, avo- 
ations, club, church, or political activities, associations, even through friends 
>r family. They want to be recognized as having achieved something, accom- 
1 tied something, done something worthwhile, become successful in some man¬ 
ner or another. 

Hand-in hand with these basic desires is the desire for economic gain. 
This does not necessarily mean money, as such, but the things money represents. 
A new home, a new car. better clothes, better education for the children, a long 
dreamed of trip. Or perhaps it's independence, economic security, a retirement 
program, preparations for the future. Or it could even be just a few extra dollars 
a month to take the pressure off the family budget, to retire some pressing obliga¬ 
tions. Or it might be to provide just a little extra “fun’' money. 

The difficulty is that most people wno dream these dreams, harbor these 
ambitions and occasionally express these desires as wishes, don’t know quite 
flow to bring them about. 

Ambition helps, hard work helps, enthusiasm also helps, but none of 
these things produce a real winner if one other essential ingredient is missing, 
and that is SETTING GOALS. 

Most people would not dream of going on a trip without having some desti¬ 
nation in mind, and a good idea of just how to get there. If they're driving they 
would have a road map showing the point of departure and the point of arrival, 
and all of the towns, stop overs, main highways, side roads, and all the twist¬ 
ings and turnings in between. 

It is surprising, however, that these same people will venture forth on the 
most important journey of all - the journey through life - without any notion of 
where they are going or how they are going to get there. 
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Isn't it strange? 


They go through life much like the Sunday driver who goes out for a drive, 
wanders about aimlessly for a few hours looking at the sights, and then returns 
home, right back from where he started. These are the people who go through all 
the motions of doing something without really getting anywhere. 

So. the most important thing to do, after having first created a desire to 
achieve or acquire something, is to set a goal or goals which will help you to 
attain yo lr d .sire. 

£. w. br. ette offers many ways by which you may do this. Through Symbra- 
ette's Marketing Program, your goals, be they large or small, may be achieved. 
You may desire, and have the ability to build a large retail organization, produc¬ 
ing a haidscme monthly income and future retirement. Or you may seek just a 
small, na.-t time income, which will supply some of the extras you and your family 
have been hoping for. Whatever the level of success you seek. Symbra’ette will 
help you achieve it. 

But first, set your goals. Make them realistic. C loose a goal that in the be¬ 
ginning is attainable. When you reach this, set another goal, just a little higher 
and go after it. 

Reaching out for the most ambitious heights, in the very beginning, might 
lead to disappointments, so start in a realistic way. First set daily goals, then 
weekly, then monthly goals, and aspire to these one by one. Change these goals 
and upgrade them, from time to time, as your success pattern develops, always 
keeping in mind the big picture, your ultimate desire. 

Then, backed with good work effort, ambition, enthusiasm and a little 
imagination, these goals, whatever they may be, can be reached. 

A time-worn cliche, but still so meaningful, is "The journey of a thousand 
miles begins with but a single step.” 

So let's look at some of the single steps you may take to start you on your 
successful journey. 
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1 . 




Know your products. The principle of suspension... what it will do for 
the woman who wears it. Learn to fit properly and explain the fitting to 
the customer. Study and be able to explain to the client that we offer a 
garment that will benefit her in comfort and appearance. 

2. Make certain of your own appearance. Make certain that before you leave 
the house, you are dressed in good taste, all buttons buttoned, hooks 
hooked and zippers zipped. Make certain that you will give a favorable 
impression and that your customers will find no objection to your appear¬ 
ance. 

' 3 . Give 'em both barrels! The two strongest tools you possess are your win¬ 
ning smile and your enthusiasm. Use them both. 

1. Be a good listener. Pay close attention to what your customers say in re¬ 
sponse to your questions, because herein lie the very words you may use 
to sell her. Be interested in what she is saying, because when you are a 
good listener, you are making another friend. You will be popular with 
everyone, because you will be helping them to do what they like to do 
most... talking about themselves. 

5 . Understand the problem. When she discusses her own personal problem 
with you, put yourself in her shoes and try to feel' the problem and under¬ 
stand, her position clearly and with sympathy. Only by understanding her 
problems will you be able to present your products in such a way as to 
help her solve these problems. 

6. Translate product features into customer benefits. Present the features of 
your products to your customers in the form of benefits to her. Let her 
know that wearing the Symbra'ette Bra will mean comfort and a more 
appealing figure. 

7. Overcome objectives by thoroughly understanding her objection and listen 
ing and letting her know that you understand by pointing out the benefits 
she will derive from the garments. Never tell her she is wrong. She may 
have overlooked a point or two in her consideration, but she is never 
wrong. 

8. So very important... and so often f orgot ten... ASK FOR THE ORDER! 

Regardless of how much the customer may like your products she will not 
make the important decision to buy. UNLESS, you ASK HER. * 

9. GET CASH! Let her have the feeling of responsibility in the transaction! 
by giving you a deposit (at least) when she places the order. Ask for cash 
and explain that when you place your order with the Company, you are re¬ 
quired to pay cash. When she sees why this is necessary, she will have 
no objections. 

10. Serve your clients faithfully: Call back on her, keep a record of her name, 
address, phone number, size garments, last purchase date, etc. This way, 
you will know when she is ready for a new garment. Make it easy for her 
to give you repeat orders. 

11. Spend your time wisely. Time ib your most precious commodity. 
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DATING AT SHOWINGS 




As a Symbra’ette Consultant, you will learn very early how to 
date showings. You will be pleasantly surprised to discover that be¬ 
ing your natural self will take you a long way in dating showings. 
Just think about dating all through your 
showing. Everything you say and do will 
help date showings for you - getting 
there on time, being neat, having a nice 
smile, an attractive display - they all 
help date showings. 

There is no best way for dating showings. Each person has her 
own most successful way of dating. Generally, it’s good to date as 
you fit your customer. Many times she is very enthusiastic about the 
bra as you fit her. You may say something like this: "I can see how 
thrilled you are about the Symbra’ette, and I know you have many 
friends you would like to introduce to the Bra. You know you may 
earn a free bra by inviting them to your home for a showing." 

You may find it hard to realize at first, but your general attitude 
is most important when you are dating. Above all, be positive! For 
example. :here are certain questions you can ask that will draw the 
right answers. Instead of giving a woman the choice between some¬ 
thing and nothing, give her the choice between something and some¬ 
thing else. Ask the prospective hostess which would be the most 
convenient time for her showing, mbming, afternoon, or evening. If 
you simply say something like, 'would you like to have a showing 
Mrs. Jones?" you are giving the prospective hostess a choice be¬ 
tween having a party or not. A choice between something and noth¬ 
ing. Chances are your dating results will be "nothing" too. 

Never ask questions which can be answered with a "no." It is 
unwise to start a prospective hostess thinking in the negative way. 
Don’t ask "Is Tuesday evening of next week all right with you Mrs. 
Jones?" she may say "no.” Instead, use a positive approach, some¬ 
thing like this: "Which is best for you Mrs. Jones? I have Tuesday 
and Thursday evening open next week." No matter which time she 
chooses, she has taken the first step in dating a showing because 
you have given her the choice between something and something. 
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A KEY TO YOUR SUCCESS - DATING 




Experienced Symbra'ette Consultants agree that dating is one of 
the most important things a new consultant should learn early in par¬ 
ty plan sales work. 

The more you date, the more showings you'll put on, and natu¬ 
rally the more bras you will sell. 

Coti't think of dating only when you're putting on a showing, or 
' f ti -at home by the telephone. Constantly be alert to potential 
showing dates, for many women are actually waiting to be asked to 

have a showing! 

Prospective hostesses are everywhere' Every woman, homemak¬ 
er, woiking girl, single or married, needs the Symbra'ette bra - your 
Doctor’s nurse, the clerk in the store, the teacher - every woman 
you see every day. 

You probably have some ideas of your own. Think back to your 
last P.T.A. meeting - how many hostesses could you have found 
there'’ 

SHOWINGS ARE A SERVICE TO OTHERS 

It is as honorable to sell as it is to buy! Never make the mis¬ 
take of feeling that you are imposing on women when you date or sell 
the Symbra’ette. After all, you are rendering a real service by letting 
them know about the Symbra’ette, and they’ll be grateful to you for 
that. 

Actually, you feel like stopping almost every woman you meet, 
just to tell her about the bra. It’s good news, and good news is some¬ 
thing to spread freely. Symbra’ette consultants aren’t just selling a 
product! They are helping the women of America enjoy a happier, 
fuller and richer life. 


909 
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KNOW THE ANSWERS 


Don't think of negative questions as refusals to date, but more a request 
for you to tell them how to do it. 

Here is a negative response you can turn into a positive dating: "My friends 
work and they may not want to attend a showing.” By knowing that this comment 
might he made, you are prepared to say "That would mean you could have an ex- 
ccllent showing! Women who work don't have as much opportunity to do their 
shopping as women who are home all the time. The showings we have with work¬ 
ing women are always successful. We can arrange your showing at a time conven¬ 
ient for your fnends, evenings during the week, or perhaps a Saturday morning." 
Be positive! 

SET A "'ATE 

Here is a question that must really be answered in a positive way: "I'll ask 
my friends and see when they can come.” The answer to this is: "I'm glad to 
have you do that if you like, but when you do. I believe you wiL find they all 
have a different day in mind. It's so much simpler to set a tentative date, then 
invite your friends for that particular time. If this date proves to be unsatisfac¬ 
tory. I'll be very glad to set a more convenient time for you.” 

Here is another negative response: "I'm too busy to have a showing.” Your 
answer might be. "That’s just the reason you’d have a successful showing! Isn't 
it the busy person who always gets things done? (you have turned a negative 
thought into a compliment) A Symbra’ette showing is simple to arrange. No elabo¬ 
rate refreshments, and. I'm sure you and I can work out the arrangements and set 
the date at a time that would be convenient for you." 

Be positive and assume from the start that women want to date showings, 
because they do. 

Prospective hostesses generally date for one of three reasons. (1) they want 
to earn a free bra. (2) they are dating to help a friend earn her bra, or (3) they 
are the sociable type and like to entertain their friends. 

They are just waiting to be asked and to have their questions answered. 
There's practically no sound reason why a woman can’t have a showing, if she’< 
like to have one. 

I 

Another one ot the basic rules for best dating results is to date showings as 
close as possible to the showing from which you are dating. The sooner, the bet¬ 
ter! Don’t date showings too far in advance. In any event always try to date your 
showings within the next two weeks. 

Always have your prospective hostess write her name, address and phone 
number in your date book. Remember to say write, not sign - no one likes to sign 
things, but everyone likes to write her name. Prospective hostesses who write 
their names in your date book are less likely to cancel the showing. 
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HINTS ON HOW TO HAVE A SUCCESSFUL SHOWING 


Having successful bra parties is the life blood of your success 
as a Symbra'ette Consultant. When a party is successfully conducted, 
it will lead to more bookings and also bring you in contact with pros¬ 
pective recruits. The following guide-lines will help insure your 
success. 

Stay in contact with your hostess. Phone her a few days be¬ 
fore the party. Don’t call to inquire if she is still going to 
have the party, but instead to ask if there is anything you 
could do to help with the plans for the showing. 

She should be coached, not discuss pnces with her guests. 
Simply tell them, if the question arises, "prices vary ac¬ 
cording to size.” 

Assure guests that there is no obligation to buy anything, 
but they should come and learn first-hand about these excit¬ 
ing under garments. 

At the time of the showing, be sure to be at the hostess’ 
home at least 15 to 20 minutes before the time the guests 
are due to arrive. This will give you time to set up your dis¬ 
play. Arrive with a smile and be enthusiastic, paying par¬ 
ticular attention to personal appearance and grooming. 

Begin fitting as soon as the first guest arrives, and contin¬ 
ue until everyone is present, then give your presentation. By 
having two or three guests and your hostess in the bra and 
girdle, you have that many more people who are experienc¬ 
ing what you are explaining. This helps you to sell the 
others. 

Keep your presentation informal. Don't stand up and lecture 
to the group, instead be seated and carry on in a conversa¬ 
tional tone allowing the guests to participate. 






I 



During the presentation get the following points across. Memo¬ 
rise it if you have to. 

"98% of American women wear bras that do not fit them proper¬ 
ly. As a result, they suffer shoulder strap strain, fatigue, crowding, 
cutting or spilling. When a woman buys a bra over the counter her 
selection is usually based on three premises - brand name, price, 
how it looks on display.” 

"Very little thought is given to absolute fit! In most cases, no 
expert is available to do a proper fitting.” 

We do not talk price nor sell on price. A woman must realize, 
when she buys a bra, she actually pays three prices.” 

The FIRST price she pays is in money, whether $2 98 or 
*15.98.” 

4 

The SECOND price she pays is when she looks in the minor.” 

The THIRD price she pays is in comfort or discomfort.” 

"Each woman must decide for herself which of these prices 
she is willing to pay!” 

The Symbra ette Bra is constructed in accordance with engi¬ 
neering principles using the laws of suspension, thrust, and grav¬ 
ity.’* 


These laws have meant nothing to you before. Those of you 
who are now wearing the Symbra’ette Bra. are experiencing for the 
first time, a bra that has comfort and fit and does something for 
your figure. You can teel and see the difference immediately!” 

■Die remainder of the time can be spent in answering questions 
that may come up. 

« 

If you conduct a showing as we have outlined it. you will be 
able to convert all those extra dollars into: 

“Dresses and dreams 
and romantic themes, 
like planes and cars 
and trips to the stars, 
ao put yourself la clover 
your caps will runneth over" 
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THE SUMMING UP 


As you have discovered by reading these past few pages, there is no secret 
to successful dating. Guests will want to hold showings with you if you are the 
sort of person they enjoy listening to and spending an hour or so with. The sin¬ 
cere warmth and friendliness you display while you are a guest in your hostess' 
home will be long remembered. The benefits you derive from spreading good will 
among your showing guests will be great. 

From the very moment you first enter your hostess' home, you begin creating 
impressions cf yourself. Many of the guests have possibly never seen you before, 
and the. don' >.now what to expect. Put them at ease immediately. You are not a 
high-pressure salesperson. Let them know this by the way you act. Think of your¬ 
self as a friend, not someone who is interested only in how many Symbra’ette 
bras they are going to purchase. 

Remember, friendliness and sincerity will take you a long way up the ladder 
of DATING success. 

t 

MORE SHOWING POINTERS FOR BIGGER SALES 

The little things will make you successful One of the little things which is 
very important, is to always send a thank-you note to the hostess after every 
showing. On the thank-you note, you might say something like. "You were a de¬ 
lightful hostess and I appreciate all you did to make it such a pleasant evening 
(or morning). Sincerely yours." Or, "I enjoyed your showing so much. Hostesses 
like you are the reason I never feel I'm actually working. Thank you fa your 
hospitality.” 

You had a pleasant stay at the home of your hostess, it is only polite to 
drop her a thank-you note, and a Consultant should always do as much ar> possi¬ 
ble for her hostess. 

This courtesy will help you date a showing later on, too. It also shows a 
spirit of true thoughtfulness and courtesy. It shows your hostess you really ap¬ 
preciated the sincere welcome you received. 

Also, it is good to send a thank-you note to each woman who purchased a 
bra. You might say: "Thanks so much for your Symbra’ette order. I am sure you 
will be more and more delighted with the bra as time goes by.” 

Your hostess and customer will feel she is an extra special person or you 
wouldn't have bothered to send a note. It is like coming to thank her personally. 

To help serve as a constant reminder of the importance of seemingly little 
things, you should learn these two lines of verse. 

Be early, be neat, with your kit complete 
Be graceful, be forceful, and always be sweet. 
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GLOSSARY OF SYMBRA*ETTE TERMS 


SUGGESTED RETAIL PRICE 

Tl’-is is 'he pnce suggested by the Company to be a fair and 
competitive price for Symbra'Ette products in relation to the 
industry. Included in this Price is a consideration for the 
pro ■sion of personal service to each customer by the 
Consultant. 


PERFORMANCE REBATE 

This is the rebate paid by the Company to the Consultant 
based on her performance of duties towards her organization 
For instance, a Regional Director will be paid 5% on her 
District Directors’ organization, 10% on her Senior Con¬ 
sultants organization, 15% on her Consultant-’ organic- 
tion, 15.o on her own personal purchases, anc •'S "SOO” 
Club Bonus. 


CONSULTANT MAINTENANCE REQUIREMENI 

This is based on one calendar quarter (Janu 
and March is the first quarter of the year, th 
ia April, May and June). This means for ins 
Senior Consultant lias one quarter to product 
This does not mean 3503.00 P.V. each mor.ti 
that it may be obtained with 3400.00 P.V. in 
P.V. in May and only S400.00 P.V. in June, 
total of 31,500.00 P.V. 


COMPANY SELLING PRICE 

All Consultants purchase from the Company 
count of 35% oif the P.V. of each product, c: 
products with a higher manufacturing cost w 
ser Discount. Tne Company’s preprinted V.'h 
form reflects the Discounted cost plus the cl 
mail postage and handling for each product. 


PERFORMANCE BONUS 

J* 11 ® ,s a b° n u s payable by the Company to a Consultant based 
on the P.V. of a 1st and 2nd level Consultant in her same 
bracket. 1st level means directly sponsored, 2nd level means 
indirectly sponsored. If a Senior Consultant wishes to re¬ 
ceive a Performance Bonus on the P.V. of her 1st level 
Senior Consultant, she is required to produce 3750 00 per¬ 
sonal group volume of which S150.00 P.V. must be personal 
purchases. 


PERSONAL GROUP VOLUME 

A Regional Director’s personal group volume comprises his 
personal volume, his District Directors, Senior Consultants 
and Consultants. A District Director’s personal group volume 
comprises his personal volume, his Senior Consultants and 
Consultants. A Senior Consultant’s personal group volume 
comprises his personal volume and his Consultants. 


THE ”500” CLUB BONUS 

This is designed to award individual Consif 
5% cf their personal volume of S500.C0 or m< 
Their names will appear on the Honor Roll < 
Award Winners each month and after 5 con sc 
of 3500.C0 P.V. or more the C mpany.will a 
Club Membership Pin. 


SPECIAL PERFORMANCE BONUS 

This Special Bonus will be paid to a Const 
for which she qualifies. For instance, a Se 
who produces 31,500.00 Tor * P.V. from he 
will receive S 30 .OO from the Company 
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SUMMARY OF REQUIREMENTS AND BENEFITS IN THE 
SYMBRA-ETTE PROFIT BUILDING PROGRAM 
EFFECTIVE AP RIL 1 . 1 9 7 2_ 


LEVEL 


BASIC 

DISCOUNT 


•• 500 ” 

CLUB 

BONUS 


.REGIONAL 

DIRECTOR 


DISTRICT 


DIRECTOR 


• ENIOR 


CONSULTANT 


Consultant 


PERFORMANCE 

REBATE 


5% on P.V. 
of District Directors 
10% on P.V. 
nt S'Tiior Consultants 
15% on P.V. 
of Consultants 
15’/. on P .V. 
o( Personal Purchases 
plus 5% "500" 

Club Bonus 


5% on P .V. 
ot Senior Consul’ ’. 


10% on P .V. 
of Consultants 


5%on P.V. 
of Consultants 


5% "500" 
Club Bonus 


PERFORMANCE PERSONAL 
REBATE PROMOTION 

REQUIREMENTS REQUIREMENTS 


PERFORMANCE 

BONUS 


$30,000 P.V. in one (1) 
Calendar Quarter 


F romt Self 
District Directors 
Senior Consultants 
and Consultants 


125,000 P.V. 
In one month 
T hree District 
Directors 


From: Self 
District Directors 
Senior Consultants 
and Consultants 


$6,000 P.V. in one (1) 
Calendar Quarter 


F rom: Self 
Senior Consultants 
and Consultants 


56,000 P.V. 

In c nonth 

F ivt rst Level 
Senior Consultants 
and Consultants 


10% on P.V. 
of Personal Purchases 
plus 5% "500" 

Club Bonus 


(P.V. to include $<50.00 
Personal Purchases) 


At least $2,000 P.V. 
from: Seif and 
F ive r irst Levels 


(P.V. to include $150.00 
Personal Purchases) 


$1,500 P.V. in one (1) 
Calendar Quarter 


$1,500 P.V. 

In dne momh 


5% on P.V. 

of Personal Purchases 
plus 5% "500" 

Club Bonus 


F rom: Self 
and Consultants 


(P.V. to include $450.00 
Personal Purchases) 


i A Sample Kit 
(Refundable on 
T ermination of 
Contract within 
90 Days) 


2% on P.V. of 
1st Level 

Regional Directors 


1 % on P .V. of 
2nd Level 
Regional Directors 


27. on P.V. of 
Is" '.cvel 
Di ct Direct 


1% tv. P.V. of 
2nd Level 
District Director 


2%on P.V. of 
1st Level 

Senior Ccnsultants 


F rom: Self and 
T wo F irst Level 
Consultants 

(P.V. to include $150.00 
Personal Purchases) 


3% on P.V. of 
1st Level 
Consultants 
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PERFOf 

BONUS 

REQU1R 


$12,500 
F 2 -h moi 
P erforma 


F rom: S r 
District 
Senior C 
and Con 


$2,500 I 
Each me 
Perforin 


F rom: S 
Senior ( 
and Cor 
(P.V. «c 

5150.00 

Purchat 


$750.01 
E ach r 
P erfon 


1. The Company guarantees a refund of SS9.95 for the Sample Kit on tu return 
to the Company in its original content and with termina.ion of the contract 
within 90 davs. provided that the new Consultant has made an effort to 
attend, with her sponsor, training sessions conducted by her District or 
Regional Director. On payment of a refund the P.V. will not be deducted 

from the Sponsor. 

2. The Sample Kit Is sold to a new Consultant for 539.9a. 

3. B»Mc Discount 25%. Some products vary in discount owing to manufactur- 

c . ; #» , i. t• |r .»i Arouni S^iiiwonr in 


The basic discount is taken on the Purchase 
purchased for resale. 

A charge for prepaid air mail postage and hr. 
suggested retail selling price; but is refunu 
product. It is not included in the Purchase 
All rebates and bonuses paid by theCompan 
P.V. of all orders for a calendar month. 

The "500" Club Bonus of 5% is paid each r 
$500.00 P.V. or rr- 
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C-PECT SELLING 

A I 'i u 1 A * t C 


SPECIAL 

PERFORMANCE 

BONUS 


S17.500 P.V. 

Each nonth for 
1200.00 Special 
Performance Sonus 

F rom: Self 
District Directors 
Senior Consultants 
and Consultants 


S4,500 P.V. 

Each month for 
$100.00 Special 
Performance Bonus 

F tom: Self 
Senior Consultants 
and Consultants 

(P.V. to include si50.00 
Personal Purchases) 


SI,500 P.V. 

E ach month for 
S30.C0 Special 
Per’ernance Bonus 
F rom: Self 
and Consultants 
(P.V. to include St50.00 
Pers onal Purchases) 

5750.00 Personal P.V. 
Each month (or 
SI5.00 Special 
Performance Bonos 


Volume (P.V.) of each product 

ndling is included in the 
;d to you on the care of the 
Volume (P.V.). 
v are biseil or, the correct 
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CONSULTANT AGREEMENT 



1. Symbra*Ette Inc. (hereinafter referred to as the Company) 

hereby grants to ___—- 

(hereinafter referred to as Consultant) the right to purchase 
and sell the Company products. In keeping with the Company 
rules and regulations. Said rules and regulations are an 
Integral part of this agreement and by this reference are In* 
corporated herein, 

2. Consultant agrees to abide by any and all of the terms and 
conditions set forth In the Company manual and any amend* 
ments thereto, 

3. Consultant is an Independent contractor and not an employee 
or agent of the Company for any purpose and this agreement 
shall not be construed as a joint venture, or partnership of 
any kind whatsoever. Consultant shall be responsible for 
costs incidental to the sale and distribution of products pur* 
chased from the Company and shall have no right whatsoever 
to make or enter Into any contract for or on behalf of the 
Company or use the Company name or trademark without wriN 
ten approval from the Company, 

4. Consultant shall at all times abide oy all federal, state, 
county, municipal or other governmental laws In connection 
with the sale, distribution and advertising of said products, 

5. Consultant shall at all times conduct his business In an 
cdilcal manner and exercise his best effort to promote Com¬ 
pany products and its goodwill in accordance with the Com¬ 
pany's Profit Building Program. 

6. Consultant's engaging in unethical or Illegal sales practices 
or not performing in the best interest of the Company shall 
be cause for cancellation of this agreement. 


7, The Company Is a wholesale supplier and Is In no way ob- 
ligated to repurchase any merchandise in the event the Con¬ 
sultant terminates his association with the Company or falls 
in diis business venture. Returns or exchanges of merchan¬ 
dise are not allowed except when covered under the Company 
guarantee, 

8, As wi Independent contractor. Consultant may sell or other¬ 
wise dispose of his business. In this event the buying Con¬ 
sultants' agreement must be forwarded to the Home Office for 
approval. In the event of a Consultant's death, his heirs, 
administrators or executors may continue operating his bus¬ 
iness. 

9, This agreement Is made In and shall be Interpreted in accord¬ 
ance with the laws of the State of California and shall not be 
binding on the Company until approved by a properly author¬ 
ized representative of the Company at Its Home Office, 

10. This agreement Is severable and that the Invalidity of any 
part or provision herein In no way Invalidates or effects the 
remainder of the agreement. The Company has made no rep¬ 
resentations or warranties to the Consultant, except as spe¬ 
cifically set forth herein, and any prior agreement, whether 
written or oral, between Consultant and the Company is here¬ 
by cancelled, terminated, and rendered of no force or effect. 

11. The Company, In Its endeavor to protect each Consultant's 
market potential, shall not permit die total number of active 
Consultants to exceed 1/10 of 1% of the population of each 
State In the Union. 

/ have read this agreement through and understand all 
Its terms and conditions. 



SrONSOR'S SIGNATURE 

) _ 

ADDRESS 

CITY AND STATE 

Printed in usa 


APPLICANT'S SIGNATURE 


COMPANY APPROVAL 


19 > 917 

« 

RETURN ALL THREE COPIES TO HOME OFFICE FOR APPROVAL 

CONSULTANTS AND SPONSOR'S COPY WILL BE RETURNED -171a- REV. 4/1/ 
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P.O. BOX 5730 

SAN JOSE, CALIFORNIA 95150 

SAMPLE KIT ORDER FORM 

Sponsored by 


DATE_ 

p y, S 170.95 


r nv 
state 


•<tm. i'.'*. commission 


Dock! Ho.,..-?, [1 ADDRESS 

In the Walter of: | CITY 

- , - - ~~~ - 

D.i'e -k/f.y ?\V -:.css- Reporter j 

-- — - -1 STATE 


The Company is providing the Sample Kit at a very low 
cost of $89.95. It comprises an assortment of 11 Bras in 
styles and sizes considered, by the Company, as reason¬ 
ably adequate for a new Consultant's immediate needs. 
However, the Company reserves the right to substitute 
styles and sizes of equal value. 

Tire Company guarantees a refund of SS9.95 for the 
Sample Kit on its return in its original content to the Com¬ 
pany or person designated ' the Company to receive it 
and with termination of the contract within 90 days. 

Shipping charges for the returned Sample Kit are to be 
paid by the terminating Consultant. 

The Company suggests that, in her interest, the Spon¬ 
sor, District Director or Regional Director conducts reg¬ 
ular training meetings for all the Consultants in her organ¬ 
ization, as it requires as a prerequisite to payment of a 
refund, that the terminating Consultant Iras made a sincere 
effort to attend these regular training meetings. 

In order to continue servicing the retail customers ob¬ 
tained by the terminating Consultant, the Company re¬ 
quires that she submit a list of these customers to tho 
Company for reallocation. 

Q 

We have read and understand the above conditions as 
applied to refund and training meetings. 


Signature Naw Conaultont 


Signature Spentar 


QTY. 

STYLE 

SIZE 

COLOR 

FABRIC 

SUG. RET. 

P.V. 

1 

512 

34D 

Nude 

Marq 

19.95 

19.45 

1 

262 

34C 

White 

Lace 

13.95 

13.45 


262 

34CC 

White 

Lace 

13.95 

13.45 

1 

262 

32D 

White 

Lace 

14.95 

1 4.45 

1 

262 

34D 

White 

Lace 

14.95 

14.45 

1 

262 

360 

White 

Lace 

14.95 

14.45 

1 

262 

34DD 

White 

Lace 

14.95 

14.45 

1 

262 

32E 

White 

Lace 

16.95 

16.45 

1 

262 

36E 

White 

Lace 

16.95 

16.45 

1 

262 

34EE 

Wiite 

Lace 

16.95 

16.45 

1 

262 

34F 

White 

Lace 

17.95 

17.45 

11 





S176.45 

St 70.95 


TOTAL BRAS PURCHASE VOLUME (P.V.) S 170.95 


ASSORTED LITERATURE 
VINYL SAMPLE CASE 


12.00 
10.00 
S 192.95 


TOTAL VALUE S 192.95 

YOUR COST ONLY S 89.95 

Calif. Res. Add 5% Sales Tax 

on Suesested Retail of Bras S 176.45 5 07.30 


in Sujtested Retail of Bras 

$ 

176.45 

Assorted Literature 


12.00 

Vinyl Sample Case 


10.00 


S 

198.45 

Sales Tax 

S 

9.92 

For SPECIAL DELIVERY 

Add 

Si.25 


AMOUNT ENCLOSED 

SEND ORIGINAL AND YELLOW COPY TO HEAD OFFICi 
WITH CONSULTANT AGREEMENT 


-172a- 


Sponsor’s money or¬ 
der or check must 
occompony this or¬ 
der ond application. 
No Somple Kit or¬ 
der will be occcpted 
by the Company un¬ 
less accomponicd by 
the new applicant’s 
ogreement. 


FOR OFFICE USE ONLY 


920 












% i? 


■s 


r /< (.hintf {((iufijtt/ 


o nd knowing if n the tee ret 
of a woman's self-confide nee 


A Bold New Adventure In founda- 
tlons has happened In Huntsvillel 
For the first time, this exclusive 
salon, established for the dis¬ 
criminating woman, invites you to 
bring your most intimate figure 
problems for consultation with 
our own figure stylist to help you 
select and choose a more feminine 
you I 



/ 


'i \ 


% 


—-£ l - 





\ 


j|5vfl. fc s EitesaEaly stand 

f^oficaffort ffasp All TTypes «? UBrastlanes! 
E<W dDa<i* CScaaSdESsa^ H>era-Afge Ffigaare 
weM dEao $3 a lure W «k umi* 

A UaaiqBa© 4iiarB9n<»nt — CMs?©!ffB 




J 


s 


y 


Fititiwl CD? Course! 



FEDERAL TRADE COMMISSION ? 
coew No £&* nssss^m N 
In the Matter of: 

Dole j7^ W tncss___ _ Reporter 


LOCATED IN THE 
MERLE NORMAN COSMETIC 
STUDIO IN THE MALL 


nm \in a rfl .oppa 


-173a- 



a 


ihe mall 


e),' 










174a 


- *Ul+J 1 xlL 


Y -2- 

; 0~b- TOC*••On, 


SUBJECT 


M£S3ff:.GL ! 


_ , 

~-—-1—l -jridjLn*' 

Paulette s I 3 -'"’ l; '^q- 

«53£ /an .'Vuys C<f. i 

• lflcint? r;: order ®^®**5n;a C:ty, Cal.*. Hi iC 1 


V DSG , G; 


A oVJi 


He,Mae send the following bras* 

UncoveredtJ// White 34b, 36 B 3/r ■sen rw 

j ^ -* ’% $ & 320 ■ s 5 -2 =- (7 „ 

X'V'T Oov ° r ° a mo; III ’ 32B ’ 38D <»* <*»• 

0ne of size (6 p 


Thank you t 


OPIGINATOR-DO NOT WRITE BELOW THIS LINE 

KSSEr-'S.lf ... 

*— C\s N, 

- I (. '£•&-? ^UliOVE'J x^\ 

' ■—;- S AUG a JS 75 g 

^r< z/lv Vlx -&T 

‘ CSPf -lOCaTJon- v 2 ^— -- 

Oe- i l' 

Redifprm^ 45 47 q send pasts t and 3 with casbon 


SIGNED 


PAULETTE’S 

£533 Van Nuys Bivd. 
Panorama City, Cafif. 91 : 


FEDERAL TRADE COMMISSION 
i Docket rtoef/ 7*2 ««««< h . „ > , 

! In the Matter 0 ' 

| J3 'V.Tness-__fTeparter 




SIGNED 


SENr PASTS T AND 3 W,TH CA S BON INTACT - PART 3 W«U BE SETUPNEO WITH SEPtr 


Ota* * 

OO'x 























I 


ACTIVE DISTRIBUTORS 

AS OF December 4, 1967 634 



! 





ACTIVE DISTRIBUTORS 

AS OF December 19, 1967 633 


L 


federal trade commission 

Dock,, MV*?' '■*«£,« m ,_As: 

In the Matter 

-_ _ Reporter_ 


EXHIBIT RX-15 



-176a- 


368 








1 


ACTIVE DISTRIBUTORS 
AS OF January 22, 1968 




FEDERAL TRADE COMMISSION 

1 Docket Wof/fya- ee**ts*** r ..... . * ,, 
R£SH<JNDt«r Exh, & , t No.^/fc>_ 


n&aruNDcNT 

In the Matter of /??&r 

**«/*/’■*..* .to,-... .^ 


EXHIBIT RX-16 


-177a- 


969 







I 

I 



ACTIVE DISTRIBUTORS 

AS OF February 6, 1968 . 718 



-178a- 

! 


970 





ACTIVE DISTRIBUTORS 

AS OF April 5, 1968 902 


FEDERAL TRADf^ mslo - 

Docket No.«^7rJL *#mnm F 

hi sroNDtrtr Exhibit 

In Ihe Matter ftPas- 

win,,,- \ 


EXHIBIT RX-18 


-179a- 


071 
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ACTIVE piSTRIBUTORS 

«* 

AS OF ouly 19, 1968 1224 


federal trade7o MMJ - ion .— 
[ tau No 
1 1" IN Malto 0 ' 

- 


EXHIBIT RX-20 


**181a- 


973 






ACTIVE DISTRIBUTORS 

AS OF July 31, 1968 1254 


federal trade commission 

Docket No.<J<f7eX ***•**#*.. ,,, 

fitSHONOCNr^ x,tl| blt No..??/ 

In the Matter of: 


V/ loess—_ . Rep orter^^? " 


EXHIBIT RX-21 


182a- 


071 


















ACTIVE DISTRIBUTORS 

AS OF August 22, 1968 1400 


FEDERAL TRADE COMMISSION 
Docke. Mfe*. JR^ xhlbit 

In the Matter o 

. W.tness-Reporter; 


I 


EXHIBIT RX-22 


-183a- 


975 








active distributors 

AS OF September 11, 1968 









ACTIVE DISTRIBUTORS 


AS OF October 3, 1968 1599 



EXHIBIT RX-24 


-185a- 


077 









ACTIVE DISTRIBUTORS 

AS OF October 31, 1968 1693 



EXHIBIT RX-25 

-186a- 

978 





t 

& 


X 


ACTIVE DISTRIBUTORS 


•o 


AS OF December 17, 1968 


1850 


FEDERAL TRADE COMMfcMOX- 

Docket No.#>o*. . 

Util O.d’f NI t*hib l No . 

In the Matter rfsr. fti-XZ 

' WBS_I tJ?' 


EXHIBIT RX-26 


-187a- 


070 


/ 




ACTIVE DISTRIBUTORS 

AS OF January 17, 1969 1884 


federal trade commission 
I Docket NoJSt:*- t mw u w t >h ... .. 

RtSi'ONOcNI Exhlb, t No._«7_ 

to the Matter o 

1 D to*/#/?.*. WtnesV. -Reporter 


EXHIBIT RX-27 






I 



ACTIVE DISTRIBUTORS 

AS OF Janaury 29, 1969 1887 



-189a- 

931 




a 


/ 

ACTIVE DISTRIBUTORS 

AS OF March 19, 1969 2077 



EXHIBIT RX-29 




-190a- 










I 


ACTIVE DISTRIBUTORS 

AS OF April 24, 1969 1377 


AL TRADE COMMISSION 
Docket No &ZJL fl g %foh.b;i No. Jf. 

tn the Matter ot: _ 

Dal* */•$/&_ .Witness___ Reporter 


EXHIBIT RX-30 


-191a- 


333 






ACTIVE DISTRIBUTORS 

AS OF May 22, 1969 2323 



-192a- 





ACTIVE DISTRIBUTORS 

AS OF May 29, 1969 1326 


f£DE#AL 

I Docket Ho.ff7oL- eoi.iMnij) t(ll ., 

K£Srii.Jo k ,<f Exhibit No._J? 

! In the Matter of 


EXHIBIT RX-32 


385 





ACTIVE DISTRIBUTORS 


AS OF June 3, 1969 1321 


federal trade commission 
D ocket No M .? T 

--c__ RtSr’ONOt.Nf exhibit No. .^1-5 
In the Matter of; 

Pat■ W tness- - Reporter. 


EXHIBIT RX-33 


-194a- 


9G6 
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ACTIVE DISTRIBUTORS 

AS OF June 12, 1969 1343 



-195a- 







4 


ACTIVE DISTRIBUTORS 

m 

AS OF June 26, 1969 


1560 




federal trade commission 
0«k,t No iSSSSfrm No. 

In the Matter of: J&'.tf&zJZktr* i 
W mess.... _ _ Uymut'J? 1 


EXHIBIT RX-35 


088 


-196a- 






ACTIVE,DISTRIBUTORS 

AS OF July 15, 1969 1769 


federal trade commission 
Dock,. No .A** JjZ 

In the Matte; of; 

Witness-_ Rjpjrter 

EXHIBIT RX-36 


-197a- 


989 




ACTIVE DISTRIBUTORS 

AS OF September 4, 1969 ( 1819 


FEDERAL TRADE COMMISSION 

Docket *r tstoNul 1 ^ 1 ^ 

In the Matter of:. . 

D 3 '.e^^/^-i.. W.tnc3S_E. porter. 


EXHIBIT RX-37 




-198a- 


990 






ACTIVE DISTRIBUTORS 
AS OF October 14, 1969 


2041 


federal trade commission 
Docket No -gg^ bir No. 

In the Matter of:yg£^_ 

Date . W.tncss___ Reporter 


EXHIBIT RX-38 


-199a- 


031 


4 





ACTIVE,DISTRIBUTORS 

«* 

AS OF October 21, 1969 2062 


Docket 


RtSf'CMO^Mr 


No. 


In the Matter 0 f : , 
Date: 




■’V- 




• Witness. 


— —- - Reporter 


EXHIBIT RX-39 


200a- 



ACTIVE DISTRIBUTORS 

AS OF November 10, 1969 . 2146 



EXHIBIT RX-40 


-201a- 


9 


993 



/ 


ACTIVE DISTRIBUTORS 

AS OF November 21, 1969 2213 






ACTIVE DISTRIBUTORS 










ACTIVE blSTRIBUTORS 
AS OF January 6, 1970 


2191 



-204a- 







ACTIVE DISTRIBUTORS 

AS OF Janaury 21, 1970 2331 





ACTIVE DISTRIBUTORS 

AS OF February 24, 1970 2363 



-206a- 





ACTIVE DISTRIBUTORS 

AS OF March 31, 1970 2543 


"TtiifiKAy. trade commission^ 

Docket 

I “ HESf'ONOtrtf No yZ^’ I 

I ta He 

- „ 


EXHIBIT RX-46 


-207a- 


£99 



ACTIVE, DISTRIBUTORS 

* 

AS OF April 15, 1970 2607 


FEDERAL TRADE COMMISSION 
DOCW SScb , *, 


In the Matter ot*&ec'-. 

AV.tness. 


* ‘ 



Pcpjticr | 


EXHIBIT RX-47 


208a- 



ACTIVE DISTRIBUTORS 
AS OF May 15, 1970 


2765 



-209a- 


1001 



•* 


ACTIVE DISTRIBUTORS 

AS OF July 24, 1970 3045 



-210a- 


leas 



ACTIVE DISTRIBUTORS 

AS OF August 22, 1970 2851 


FEDERAL TRADE COMMISSION 

Docket No<f<f7i< . . . . k 

- RtirOND^r.-r cxhjb't No.IjSfj? 

In the Matter #2^ 


EXHIBIT RX-50 


-211a- 


10 





ACTIVE DISTRIBUTORS 

AS OF September 22, 1970 2872 


FEDERAL TRADE COMMISSION 

Docket NoZ/T’oi _ 

--s-- RtSfOUO:Nf Exh| t>lt No..'-j»5?.. 

In the Matter of: $?AC' 

Pate tJ/f/lJ. W tucss... . _ . Reporter J 


EXHIBIT RX-52 


213a- 





EXHIBIT RX-53 






I 


ACTIVE DISTRIBUTORS 

AS OF November 17, 1970 > 3070 



-215a- 


1037 





I 



o 


; 


ACTIVE DISTRIBUTORS 

AS OF December 18, 1970 3159 

•O 



-216a- 


1 CG3 






ACTIVE DISTRIBUTORS 


AS OF December 29, 197 


3166 


FEDERAL TRADE COMMISSION 

Docket No l? 7 A ~ I 

Nuhunjkiiir c>h<oit No.<£l<?»_| 

In the Mattel of: 

W iness- - fiepofief I 


Date 


EXHIBIT RX-56 


-217a- 





ACTIVE DISTRIBUTORS 

f 

AS OF February 2, 1971 3365 


federal trade commission 

Docket _ _ 

/J ^ R£s^o.%uc^r Exh.bit No.^5^r_ 

1 In the Matter of 

-iw „ 




EXHIBIT RX-57 


-218a- 


1CIO 




ACTIVE DISTRIBUTORS 

AS OF March 12, 1972 3635 



EXHIBIT RX-58 


-219a- 


1011 





I 


ACTIVE DISTRIBUTORS 

AS OF May 5, 1971 1506 



-220a- 





ACTIVE DISTRIBUTORS 

/ 

AS OF July 21, 1971 1783 


Docket No.^7cZ- I 

" RWHONUtPir-x'iibit 

In the Matter 


EXHIBIT RX-60 


-221a- 


1013 




ACTIVE DISTRIBUTORS 

AS OF August 5, 1971 1876 



EXHIBIT RX-61 


-222a- 


1014 





ACTIVE DISTRIBUTORS 

AS OF August 30, 1971 1966 



-223a- 


1015 




ACTIVE DISTRIBUTORS 

AS OF September 16, 1971 2025 



EXHIBIT RX-63 


-224a- 


iOiG 





I 


rtv-HVB DISTRIBUTORS 

AS OF September 20, 1971 2024 


federal trade COMMISSION— 

take, ISSSt^,, ^ 

the kbtte, 01 

MA/zi tte...... ... zj? 


EXHIBIT RX-64 


-225a- 


1017 







ACTIVE DISTRIBUTORS 

AS OF October 15, 1971 2100 



EXHIBIT RX-65 


-226a- 


1G18 




f 



ACTIVE DISTRIBUTORS 

AS OF October 29, 1971 2122 



-227a- 

1019 





ACTIVE DISTRIBUTORS 
AS OF November 12, 1971 


2335 


| Docket No tf^cZ eau*-io 9)w 

Rts^ONOuNr ‘--'bib.t fjo. 

In the Matter /j?. &2*i 


EXHIBIT RX-67 


-228a- 


lOfcO 






ACTIVE DISTRIBUTORS 

/ 

AS OF November 17, 1971 2189 



1021 


W —Y 





ACTIVE DISTRIBUTORS 

AS OF December 20, 1971 2196 

* 



-230a- 


1022 



ACTIVE DISTRIBUTORS 

AS OF January 12, 1972 2022 


Docket Hoff 7<3- 

" ftESK>r4U£f4r exhibit Ho.J70 

In the Matter 


EXHIBIT RX-70 


-231a- 


10£3 



ACTIVE DISTRIBUTORS 

* 

AS OF. February 29, 1972 2302 


federal TRADE COMMISSION 
Do,*,, No rn.hr/.. 
In m. Matter ot^^VTo^^? - * 


. . J rzyafl _ 

VV iness -Reporter 


EXHIBIT- RX-71 

-232a- 


10 ;C4 






! 






i 

i 


i 

i 

r 

I 


I 

I 

I 


<N 


3 


FEDERAL TRADE commission ' ' 
Docket Uo&fjZ?. 

Ro» U»i Jl.41 ^ NO. 

In the Maltn of: <£?ry_£{q~ x^fVT 
.»//tncss_ 


Reporter.^ 


“0uridue r ol 3 


rM 

>230j 


r.?4 




i 

i 

i 

i 

i 



i 


i 


i 
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Bcjin ecch nantS wJ»K Order 3l 
* emi fO Pr#viou* P.V. 

































































































































WHOLESALE ORDER FORM 


g /7 


■**> 0 L: 


/ 

P, O. BOX 5730 SAN JOSE, CALIFORNIA 95150 


0 


“HOT PANTS” GIRDLES 
711 * BOSOM BEAUTY CONVERTIBLE BRAS , 

DATE /c ^ ORDCX MO_ 


3 




NAME 


n 


T.WW 

C> 


ADDR E n J T-' ■ 

V>V ' 






l« D. 4 (Sacio! Security Number) 


CITY 


/ 


V . 


—-—-- f 'J-- — 

l; - . L.jlU uf ; 


V/w 


7U7V1L 


STATE 


COUNTY<: 


MY 



i L I 

CRISS-CROSS ADJUSTMENT 



regular STRAP 
FRONT VIEW 



c A ^LIF. R L * ONl.Y 

SPONSOR IS: 

s' 


ZIP 


Begin eoch month with Order (?) 
ond $0 Previous P.Y, 


My Previous P.Y, - -*"> * AS ■ 

'M 33 

P.Y. This Order r , . ~Tf c. • 


P.Y. To Dote 


STYLE 

QTY. 

P.V. 

EACH 

t 

P.V. 

TOTAL 

SUGG. 

RETAIL 

each 

f 

RETAIL 

TOTAL 

I 

j_ 

COST 

EACH 

i 

TOTAL 

COST 

ST'tLb NO 711 While “Bosom 

Beauty” 

CL? 

30 

32 ,34 :3f> [3G (40 





— 


A 


:nx 

| 17.45 


17.95 


[ 11.84 


R 


4 - ..L L 

( 17.45 


17.95 


11.84 


C 


j- -L 

{ 18.45 


18.95 

r~ 

| 12^49 


D 


m 

j 19.45 


19.95 


13.14 


£ 



| | 20.45 


20.95 


13.79 


f 


r 

j 1 21.45 


21.95 


14.44 ! 





HOT PANTS” Brief Girdle * Nude 

102*N | Small 

-X..F 3 -* 5 1 

13.95 


9.24 


I03*N j Medium | 

J 

m, c /A ,4 - 95 


9.89 

/ & 1 7 ss 

104-N | Large 

'Y''D''Ts.45 | 

V « ( /C \ 

15.95 


10.54 j 


105*N X Large 

W 16.45 ‘ 

1 

16.95 


11.19 1 


p) 

"HOT PANTS” Brief^Gi/dlc • White " - 

102-W j Small 


13.45 


•13.95 


9.24 


103-W | Medium 


14.45 I 


14.95 


9.89 


104*W | Large 

- * - -- 


15.45 


15.95 


10.54 


1GS*W | x Larne 


10.45 


16.95 


11.19 



Regular strap 

BACK VIEW 


A cashier's check or money 
order will prevent delay in 
shipment. Order will not be 
shipped until personal check 
clears bank, unless you 
have already established 
your rating with the Company. 


F0^ OFFICE USE ONLY 



AMOUNT ENCLOSED 


TOTAL COST 

SO 

±c 

Calif. (Res.) Aud y, Sales 1 ax 
Based on Retail Value 

5’",% where Aoulicable 



LESS THAN 5 ITEMS 

ADD S 1.00 HANOI INC CHARCE 



SPECIAL DELIVERY ADD *1.25 



Debit Memos 

Ad,ustmcnts *“ 

Credit Memos (] 





V'/Cf 




OT TRANSFER PURCHASE VOLUME 


//J efihS 


f± 

Q .^\\. 

P !W “ 


CONVERTIBLE HAL 

FRONT VIEW 


V, 

' \ 


Hi i 


CONVERTIBLE HALT 
BACK VIEW 



••HOT PANTS” BRICT 
FRONT VIEW 


















✓ 









/ 




o. BOX 5730 • SAN JOSE. CALIFORNIA 95150 

. WHOLESALE ORDER FORM 




































la 

o 

IRDER NO. _ 



nruco ike TAIL ' COST 
.RETAIL! i 

■ E >~H I TOTAL ! E AC-‘ 


i 

i 


TOT.-., 

COST 











/ 
































































p* 
























Docket No.47** SST E ' h,b,t N0 - Z ^" 

ln the Mattel - ~gp 

Wtness -Reporter &&L. 

1707 CHERO.EE HOAD 
FLORENCE, S. CAROL. M* 


















\ 


* 


























243a 



































































M ' 



totals sect;o>; two 


TOTALS SECTION THREE 


TOTALS SECTION FOUR 



A cash.cr's chock c r money 
order »l|| prevent delay i n 
shlp.-pont. Order wilt not be 
shipped until personal check 
clears bank, unless you 
have already established 
your ratine *ith the Company. 

































6a- 

























-247a- 






































































































-25 


( 



All Nylon Lace 


FF.IYLR \L TR UJK I'oMMISMON 


CocFet Ho// 


Reporter 


Da'e C//y/7i 


P.O. BOX 5730 • SAN JOSE. CALIFORNIA 95150 




WHOLESALE ORDER FORM 


PATE y/ 


3: s-/J-c vxy 


STY LE NO. 162 • Colton 


32 3j! 3« J«i -toi ! 


341 IN 3^ 40! 42 44 461 QIY 


AM Nylon L ace 


CCT* I 3« 32, 34[ 36j 3t! 401 I I I I 


ST Y L E NO. 262 - Whirr L ace 


CUP i 30! 32 34 36 3B <0 |-J \ 44 146 | 


o ..a.; r sno? 

M. MATSON ft f.. V/II.XIMS 
201 E. FiRST STREET 
FLifll. 'nOHiGAn 
















































































































T 









































A cashier's check or ironpy 
order will prevent delay in 
shlp.ncnt. Order will not be 
shipped until personal check 
clears bank, unless you 
have already established 
your rating with the Company. 


FOR OFFICE USE ONLY 






































* 





-25 











































































SAMPLE KIT 
TOTAL COST 


SWIMWEAR TOTAL COST 


BONUS MERCHANDISE 
TOTAL COST 
SUPPLIES 
TOTAL COST 


SPECIAL DELIVERY ADD ST.25 


Vd,ustments 


Deb 1 1 Memos [ 
Cred:l Memos f 


AMOUNT ENCLOSED 























/ 


w ' p.o. 


BOX 66500 • SCOTTS VALLEY, CALIFORNIA 95066 

WHOLESALE ORDER FORM 





































































4 












































LE NO. 362 - CLACK LACE 


A cashier's check or money 
order will prevent delay In 
shipment. Order will not be 
shipped until personal check 
clears bank, unless you 
have already established 
yccr ratios with the Company, I '^^1 LINC 




































































































- 56H add S5.00 to cost 
ilze over 56 (any cup) add SI0.00 to cost 


listed on order blank. 



SAMPLE KIT 
TOTAL COST 


IRIE TOTAL COST 


WEAR TOTAL CO!'.. 


IUS MERCHANDISE 
'TOTAL COST 


SUPPLIES 
TOTAL COST 


. DELIVERY ADD *1.25 


Ueblt Memos 
Credit Memos 








































uV' 


✓ P.O. BOX 5730 • SAN JOSS 

° WHOLESALE (J 


XSi-£^> 

a&tttthrus yfcmr 


P.O. BOX 5730 • SAN JOSE, CALIFORNIA 95150 / 

WHOLESALE DOER FORM n«;i /O/tf 


LJei.„ 5~s~T- X-C 


1.0. a (Social Security Number) 


ADDCESS- 

CITY, STATE — 
MY SPONSOR iS: 




LVNlfoailS--:-. 

792j .UAl.i'Y STREET 

_ C l ?AF \. }rt?:SAS SE -J* 




COUNTY. 


STYLE NO. 162 • Cotton 


P.V. 

P.V. j 

EACH 

TOTAL 




















































Begin ««ch month wi»n Order ll • 
and $0 Previous P.V, I 


























22.45 


STYLE r:o. 214 - Vrhite - Lace RcscMns Under Cup 


262 48C - S6E add J3.00 to cost; 262 4£E E - 64H adc 


TOTALS SECTION CNE^J 3 


TOTALS SECTION FOUR' 


waV <r 


A casbj/r's chcclf or money 
order will prevent ^Tolay—in 
shipment. Order will not be 
shipped until personal check 
clears bank, unless you 
have already established 
ycur ratins with the Company, 



TOTAL 

P.V. 


TOTAL 

P.V. 



Adjusts^ 




































































































































■ -*7 

r, y ; 


x- ~h r ~~ 

Dr 


* 


t 

°L- 


' — 


P.O. BOX 66500 • SCOTT5 VALLEY, CALIFORNIA 95CS6 

WHOLESALE 07.DER FORul 


ADDS E SS 


f 403 22nd Avcr.ya 
483-8961 

VFPIDIAN. fAlSSlS^lPPI 3Vu?» 


1.0. • (Social Security Number) 


CITY. STATE 


COUNTY. 


MY SPONSOR IS: 


















































































4 



\ 


c 

>ATE 1/— !'r Z/Lr? 

v-4 

«der tjri 



___1 


L 

succ 

RETAIL 

EACH 

utail 

TOTAL 

COST 

EACH 

TOTAL 

COST 

— 

9.95 
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162. 262 or 362 - 40C - 56E add S3.00 to coat; 48EE • 
162. 262 or 3-_2 - 48J - 560 add S7.00 to coat; any all 
To calculate P.V. add SI.00 for each^cup size not II 


STYLE NO. 314 - Black — Lace Ruschirg Linder Cup 


CL'P 


iedesesesi 



TOTALS SECTION ONEc 


TOTAL 

P.V. 

^TOTALS SECTION TWO 


TOTAL 

P.V. 


TOTALS SECTION THREE 


TOTALS SECTION FOUR 


TOTALJ-/5 


A cashier's check or money 
order trill prevent del ay in _ 
shlp.-r.ent. Order trill not be 
shipped until personal check 
clears bank, unless you 
have already established 
your rating r.-lth the Ccrrpcny. 


FOR OFFICE USE ONLY 
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> S6H add S5.00 to cost 

:e over 56 (any cup) add SiO.OO to cost 

ited on order blank. 


0 <1 total 
Iretail 
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C. 

D. 



3. 


4. 


B. 


MIBRA MAGIC MONEY MAKE ti 
... for the GOOD LIFE 

I. Consultant 

A. Commission Schedule 

1. 35% if order total is less than $100 retail 

2. 40% if order totals between $ J00 and $ 300 retail 

3. 45% if order totals between $ 300 and $500 retail 

4. 50% if order total is over $500 retail 

Sponsoring Bonus Annuity-5% on your first level recruits personal 
monthly net volume 

Maintenance is $50 retail m onthly 
All order placed with Unit"Manager • 

II. Unit Manager 
A. Benefits 

1. Buying discount of 55% 

2. Supply entire unit with product... Unit Manager has immediate profit 
on consultant's orders- from 5% to 20% as determined by the retail 
amount of the order 

Manager receives additional 5% on net volume of first le-<' personal 
recruits 

When first level Consultant becomes Unit Manager, entire unit BREAKS 

AWAY giving sponsoring Unit Manager 5% net on "break-aways" total 
monthly volume. 

Requirements 

1. Four ways to become a Unit Manager 

a. "Buy in" Plan 

1. Purchase $5, 000 retail worth of product at 55% discount 

2. Must have total of 10 consultants in Unit (5 of whom must be 
first level) at close of three month period 

b. "Recruit in" Plan- Must have 10 in unit one month from time agree¬ 
ment is signed... 5 of whom must be first level 

c. "Work-up" Plan 

1. Must have 5 first level recruits 

2. Personal purchase of $1000 net during any three consecutive 

month period < --- 

3. Unit 6ales of $ 3000 net (includes own personal sales) during 
s ame three consecutive mo nths 

d. Lateral transfer from other Direct Sales Compa ny available (with 
initial 30 day maintenance grace period) 

C. Maintenance- $500 net monthly or $1500 net quarterly 
HI. No Demo Kit requirement-ORDER AS LITTLE OR AS MUCHAS YOU WISH- 
ONE TIME ONLY OFFER: 

55% if the order is over $ 250 retail 
50% if the order is under $250 retail 

MIuRA 
a Division of 

.• Arengee Enterprises, Inc. 

6557 Floatilla ’ 

Commence, Calif. 90040 Ph. 213 726-0811 

iri? 7 
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These are the 
things YOU want 
from life .. . 

RIGHT? 


yy e ||__everyone 
else wants 
them too! 


BECAl'SF everybody want* these things—and BECAUSE Good 

---.he Food 

is growing faster than any other industry in the United States, excep 
for electronics. 

SHAKLEE is proud to be a leader in this held. 

Distributers of SHAKLEE Supplements arc also pro- 
give vitality to the young and aged, safety io thos* » 
hope to the sick. Yes. SHAKLEE salesmen offe' * 
for they offer NATURE’S PERFECT FOODS . 

With products of such universal appeal to set 
that SUCCESS beckons the SHAKLEE Distributoi. - ■ 

,h,t >.ich i, TERM/ ENT! Ah.r .11. «7"**“* 

which a SHAKLEE Distributor fills w,ll exist as long as it is necessa y 
for the human race to eat! 

THE SHAKLEE BACKGROUND 

The tremendous growth of SHAKLEE is no mere quirk of fate. 
It stems from expcrieiicc-and from the application of that experience 

to the finest Sales Program ever conceived. 

The first Shaklce Product was presented to the public in 1915. 
This represents experience in manufacture... not just 5 or 10 or 20 
years, but nearly a half century of continuous research and deselopment. 

Sales experience? Company Management encompasses a combined 
total of more than 75 years of the face-to-face type of selling wh.ch 
builds experience as nothing else can possibly do. Such «*P er ‘*" ce 
demanded that one philosophy be of paramount importance —the tales - 

Wd £p£t bud. .he SHAKLEE "P'f Muhiplit," 

Sales Plan, the most unique, effective and workable Sa es ro S r “™ 
ever created. This Sales Plan places emphasis where salesmen want 
I,. It rewards you for Leadership. It safeguards your future 

‘ Yes, let one point be crystal-clear—the SHAKLEE Sale* Plan 
specifically designed for salesmen with energy and ambition. 


for they 
well, and 
rnd more, 
jted form, 
iny wonder 
,»nd i* it any 
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FASTEST, HIGHEST EARNINGS 

JjHAKLEE Distributors build profits in two ways— 

✓ 

1. Personal Sales, and 

2. Sponsoring other salesmen. 

Everyone receives a full 40% discount on all SHAKLLh pioducts, 
and everyone also receives ‘'infinite level” credit for sponsored Distributors 
anywhere in the 50 States and U.S. Possessions. These repeating "levels" 
o ( sponsoring might be compared to an “endless chain”—and YOU, 
as the beginning link, receive credit for all sales in this "chain” as 
though you had made these sales yourself! 

Within a relatively short time, you may easily have a dozen such 
“chains." Your Monthly Purchase Volume is the total of your own sales 
plus the combined total of all your “chains.” 

Personal sales of $40 or more qualifies YOU in this manner... 


Cash Bonut 
Bracket 

Combined Monthly 
Purchase Volume 

Percentage of 
M.P.V. Raid 

Number 8 

$3,000 or over 

22 % 


$2,000 or over 

18% 

Number 6 

$1,300 or over 

14% 

Number 5 

$800 or over 

11% 

Number 4 

$500 or over 

8% 

Number 3 

$300 or over 

6% 

Number 2 

$150 or over 

3% 

Number 1 

Under $150 

None 


For example ... If you are in Bracket 7, 
you receive positive, full-credit bonuses as fellows: 


4 

• 1 

18% CASM l0NUS • • • 

/ on pur own Monthly 



4 Furchata Volume. 


n 


F\ 

nus — 

nus — 

PLUS — 

18% . . 

12% CASH 

14 /0 (ONUS . . . 

70/- CASH 
• /0 BONUS . . 

on th. M S V. of oil 

on th. MM of .11 

on the M P V. of all 

Distributor-Group* in 

Diitribu tor-Groups in 

Distributor-Group* in 

Ir.ck.f Out. 

Ir.ck.f 7hr«. 

Ir.ck.f Flv., 

HUS- 

nus — 

It 1 

FUJI — 

ICO/. CASK 
' * ° (ONUS . . 

. 10% foNUS 

4% CA5H 

n /0 BONUS . 

on th. M.f.V. of .11 

on »h« M P V of all 

on the M P V. of all 

Diitr.butor-Growp* in 

Diitributor«Group* in 

Distributor-Group* in 

Irock.t two. 

Bracket Four. 

Bracket Sis. 
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THE REMARKABLE SHAKLEE PROGRAM 


The heart a'ld ^’cal point of this amazing concept in Food Supplcmr 
marketing is the if//* KLLE Nutrition Program form... 


The SHARLSE^}} Nutrition Program 


m* inMta 0 mMiM defkleotlet 


»■' o.l ■omtt .1 

«n« uuk Pto-ucia 

Sfcl'i h...b, »i ••• 


iw, •« vita lit n4 

MO IRON M le-o-a.l v »..l trW... 


i Mail 


HUH- tMItUHCI 
O* will HIM* 

" •• *•••* at •« Moto M-'.V't rtit-i kat 
#•*•««» t<«.< •» moeil.H ••.til >M > •*• 
«omWo*wa o* *•# Ant M Awye o* Ml 
*..tMw<M «*.•« > » t ft . n HHt« an NM 
Uk^t a. v. miiim or ho a t #o* hi. 

•"'* • *•*•<» ti an nit iu m 
••O IK'N »m M ..Stt^ 

'*•••• i».t ftaiftt t'U.-.t W n day. 
«••• tl *..t l.lrw. I 


A4 . '» IMAiiu 

nAAot* #v«p#«jk4 _ _ _ 

n a* /*m#v tr,_ 

- Avmu//<, ir i/t. 


HtM U*H. « A-t a* I 


'*• ••• •• IMA nil r^,Hi .M, 

"*•*'•*• wtn at* Katfian n.i tt' aa 
•at a M-M «•'. i-M* I*a M •. a..l. ,» |t#A«H| 

*•* ***•■•“**'' a • '•H'ii ia taatittaa* be, . „ , IIM 

r“V‘ H *' •*••• '** ••• -a*- ana ..At Mat 

laatifi .i ml o»e *a» »t a>a>t at *mm ( h, vi _ 

*» taaaa a A t' «..!«,•. o*M.*t.o 

AaaaiMa. .. NAtUlAi ..A OI»a«<C >m 

*- 

: -»... 4/JC. § 

'l*IVl 

•ta-iA a r I 

ttasr \ 

SSsSS®- 8 


.v:; D ’•*•"* 

e4»«u — - ■ 0 ,0 


-cut -..MW □ ._I 

I 0 t*a» Wtati 

^^icSKAsT*"*-* 
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This Program is written for all new retail customers of any SHAKLEE 
Supplement (it., Vita-Lea, Pro-Lecin, Pro-Vita, Liqui-Lea, etc.) and 
presents to your customers the famous SHAKLEE GUARANTEE. No 
other company dares make such a guarantee, for SHAKLEE is the 
only company which provides the complete nutrition and results making 
such a guarantee possible! 


Should a guarantee- 
refund be requested, this 
form is a part of the 
Distributor’s copy of the 
SHAKLEE Nutrition Pro¬ 
gram. ALL conditions must 
be met, then this - form is 
submitted by the Distributor 
together with a $1.00 han¬ 
dling charge. Replacement 
units of Vita-Lea and Pro- 
Lccin are provided to him 
without additional cost. 

i 212 


i. 


GUARANTEE REFUND STATEMENT 

Th* undiriiqntd cuitomer hereby declare.: 

I. lnurtqu.il lor refund covtri my Initial 
purchase ol VITA LEA and/or F*0-LECIN: 

bo, 'i .uniti in combination 
within JO day. of Firit Delivery preciiely 
a. recommended on Ihe labali; 

J. It li my .Inter, opinion that I am anlitled 

'•*“"<< under the larmi of tho 
SHAKIEE Guarantee. 

« I acknowledge receipt of full refund In 
the amount of 1 / 7iflO 

f»u— £~ 0 >y_ 

fiv:. 0 ,: 

:ta underlined SHAKIEE Oiitributor hereby 
deelerea w 

I. Th« «bov# «r« tru* and cor- 

reef to tho bast of my knowledge. 

Pj, » ay irjT?. 

Sii 

,N v.*^lr?rr,^. T ,>: ry m ; d *.. . 
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THE SHAKLEE REFERRAL AND 
CASH CREDIT SYSTEM 

Cuflonicn HELP you sell with the SHAKLEE system! Here’s why... 



.^1 aj . . ..— MM HH WI H W _ 


Yes, it literally PA\S your customers to use SHAKLEE regularly 
and to recommend these outstanding Supplements to friends and 
acquaintances! Here’s how ... 

...FREE BONUS UNITS, after purchasing six at retail, U wer the 
cost of Vita-Lea and Pro-Lccin to the unprecedented bargain net 
of only £7.28. Pro-Vita is thus reduced to just £25.71! 

...EACH SOLD REFERRAL IS WORTH ALMOST £3.00 CASH 
CREDIT TO THE CUSTOMER WHO GIVES IT! 

Here is the ideal way for your customers to help others and help 
themselves at the same time, even to the extent of obtaining their own 
SHAKLEE Supplements absolutely FREE! 

The SHAKLEE Cash Credit Certificate is the most workable and 
effective Program ever conceived for developing steady customers and 
obtaining referrals. It s all in one package. Customers may earn endorse¬ 
ments in ALL THREE Vi A^ S combined on one Certificate! 

It costs you, the Distributor, just 50c for three sold referrals. 

Sell a few original customers, and this SHAKLEE Referral System 
brings in more prospects than you hare time to gel around and see! 

Shaklee Products absorbs the entire cost of replacement units under 
the CASH CREDIT CERTIFICATE Program, making this the most 
expensive item in the Company's advertising budget. This is as it should 
be. A Program to develop steady customers and encourage person-to- 
person referrals is the most effective type of promotional advertising 
possible for YOUR benefit. * 


1213 
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THE SHAKLEE SALES PLAN IN ACTION! 

If You 

• • . Sell only $2C0 of SHAKLEE per mouth— 

• • • Have 70% repeat business— 

... Sponsor just 3 Distributors per month, uho each sell only $100 and 
sponsor 2 Distributors of their own each month— 





HERE IS WHAT YOUR INCOME WILL BE!... 
FIRST MONTH 

Profit from new Personal Sales. 

8% CASH BONUS on personal business 
8% CASH BONUS on Bracket No. 1 Dist-Groups 


80.00 

16.00 

24.00 


^ TOTAL INCOME 

SECOND MONTH 

Profit from new Personal Sales. 

Profit from repeat sales. 

14% CASH BONUS on personal business. 

»«% on Bracket No. 1 Dist-Groups .. 

8 /C CASH BONUS on Bracket No. 3 Dist-Groups... 

TOTAL INCOME 

THIRD MONTH 

Profit from new Personal Sales. 

Profit from repeat sales . 

22% CASH BONUS on personal business 

BOIN fUS Pn Bracket No. 1 Dist-Groups . 
16% CASH BONUS on Bracket No. 3 Dist-Groups 
11% CASH BONUS on Bracket No. 5 Dist-Groups.. 

TOTAL INCOME.. 


$120.00 


$ 80.00 
56.00 
47.60 
42.00 
88.80 


$314.40 


$ 80i)0 
112.00 
105.60 
66.60 
. 177.60 
. 323.40 

$864.60 


AT THE END OF THREE MONTHS... 

... You would have a total of 33 Dis tributor^ in your Group_ 

...You would have a Group M.P.V. of $4,830_ 

...You would be a Supervisor , and— 

YOU WOULD SOON BE DRIVING A NEW CAR! 


* 
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THE SHAKLEE SALES PLAN PROVIDES... 

...AN ABSOLUTE MONEY BACK GUARANTEE to retail customers 
of complete nutrition as represented by Vita-Lea and Pro-I.ecin in 
combination! 

...FREE BONUS UNITS FOR REGULAR CUSTOMERS, a feature 
which lowers even further the amaringly-low cost of SHAKLEE 
Supplements! 

... THE WORLD’S MOST EFFECTIVE AND WORKABLE REFER¬ 
RAL SYSTEM, a plan which provides cash credit for customers 
who help their Distributors enroll others in the SHAKLEE Nutrition 
Program! 

...•‘INFINITE-LEVEL’’ SPONSORING CREDIT FOR SHAKLEE 
DISTRIBU ~1 ORS, making them the highest-paid salesmen in the 
Industry! 

...CASH BONUSES WITHOUT EQUAL IN THE ENTIRE SELL¬ 
ING PROFESSION' 

... THE INDUSTRY'S FINEST SALES AND NUTRITION TRAIN¬ 
ING COURSE, designed to work with you during your initial weeks 
in the field. And it’s free! 

...A NEW CAR—FREE—EVERY 18 MONTHS to Supervisors who 
consistently maintain thv free car qualifying level. And that level 
is below what most other companies require for Supervisory rank, 
alone! 



ms 
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SHAKLEE Lie,* PI ‘V? lT tnted Clear, y and «nci*dy in the 

,h " fl *i* 

In this book you’ll learn about... 

? ““i" with SHAKLEE 
>20,000,7)0,000 a yea/.id'mom' <”°f“ bU: ,n “ m " o' >10,000; 

‘'' S T°‘ C “‘ *>"■»•« which 

il» become'Supervhotd « «•"* whom you h.v, ,po„,o„d 

■ ■ ■ i^ E ^f n R a? h R cf 

will be your D“>"boio, who loured you ,hi, booldc. 

order for products and sunVliej^ At'^K^ ' n P ,ac,n fi y° ur ‘^tial 
embark upon „„. o( rhe g,L,« mlv,„“mmTy , jrin",i™"‘ d> ' '° 

Snd^rWo^'wi*" r °“ W‘" h« prood-lo which you will 
of dolU^Tu ^m baok eccZ', T “* he ,h« dL-mli 

sar- - 

who ere thing’fwer and" kop,^','^ of M| o*men acror* the nation 
Program .„J Spr.fi,.MrJhpilT'Sfa K SHAKLEE N “"h»" 

*216 
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GLOSSARY OF CON-STAN TERMS 


Profit Recognition Plan 


*. i. 


2. R.B.V. 


I 

to 

■o 

Ul 

0 ) 

I 


RETAIL PRICE - this is the actual price paid by a Customer for 
Con-Stan products. This price includes the 
Service and Handling charge. 

- means Retail Bonus Value. This is the sale price 
of the Con-Stan products without the Service and 
handling charges added. Your Basic Discount 
(Profit). Bonus and Override are all figured on the 
RBV price. All awards and Promotions are based 
on the RBV price. 

BASIC DISCOUNT - this is your basic profit that you deduct from the 
RBV price on every Wholesale Order that you send 
to the Company. You only send the balance plus 
the Sen ice and Handling charge to the Company 
with your Wholesale Order. 

- This is the Quantity Discount that you receive from 
the Company after the end of each month on the 
RBV purchases made by the Senior Consultants or 
Directors you have sponsored, who are still under 
your group. We refer to this Bonus as a Vert'cal 
Quantity Discount. The Bonus is paid each month 
as long as you maintain the Level which entitles you 
to this Bonus. 

- this is the'Quantity Discount that you receive from the 
Company after the end of each month on the RBV 
purchases made by the Senior Consultants or Directors 
you have sponsored, who have graduated to the same 
Level you have attained. We refer to this Override as a 


Horizontal Quantity Discount. Ov 
month provided that you have sufl 
chases as a Senior Consultant or Gi 
Group Volume as a District Direct' 
Director each month. 


DISTRICT DIRECTOR GRADUATION 


Points for volume credit to mainta 
be awarded to a sponsoring Distric 


A. 1st Level District Director Grad 

B. 2nd Level District Director Grai 

C. 3rd Level District Director Grac 


BONUS 


PERSONAL SALES AND RECRUITIN 
Regional Directors and District Dii 
RBV Personal Purchases per montl 
RBV points toward their requirem 
A Director also receives an extra S 
each personal recruit. 

NOTE: These points 
to maintain. 


OVERRIDE 


SPONSOR OF A NEW DISTRIC C DIRI 

The direct sponsor of a new Di 
can become a District Direc 
from self and six additional 
This must be done in the & 
month. 


SC3AE2C2 Trns p. n. p. 

VG r J 

CTITQ 07C3EDS! 
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THE 10 COMMANDMENTS OF SUCCESS WITH CON-STAN 

1. Set your goal! “Success is a journey not a destination”. 

Attend ALL meetings and training classes. 

Hold at least 3 Shows each and every week. 

SenJ your Weekly Sales Summary to your DD eac’ and every Sunday. 
Boi * at least 2 Shows from each Show you hold. 

Mways have at least 3 Shows hooked each week for every 4 week period. 


3. 

4. 

5. 


8 . 

9. 


10 . 


Call-back on each Hostess and Custome 
Service means repeat sales and more pr< 
Sponsor at least I new Senior Consulta 
Train your new Senior Consultants by I 
every Show. 

Have at least 10 active, well-trained f si 
your group at all times. You can achiet 


i 







errides are paid each 
ticien* personal pur- 
roup Director or 
or or Regional 

I POINTS 

in District Director level will 
t Director for six months. 

luation 2000 RBV Credit 

luation 1000 RBV Credit : - 

luation S00 RBV Credit * 

G POINTS 

ectors who have S1,000 
) receive an extra S1,000 
ents. 

100 RBV point credit for 
cannot be used to attain but only 


ECTOR 

strict Director with S6.000 RBV 
tor, too. with only S3.000 RBV. 
First Level Senior Consultants. ' 
une month or the following 



I 

10 

r at least once every f ivo weeks, 
afit for you. 
nt each and everv week, 
taking at .cast t with you on 

Level Senior Consultants in 
your “Hearts Desire". 
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ACHIEVEMENT, PERSONAL 



S DISTRICT 
3 DIRECTOR 


l 

to 

as 

Oi 

I • 


inoup 

DIRECTOR 


SENIOR 

CONSULTANT 


50% 


35% 


5% 


5% 


40% 


35% 


5% 


4'-/ on 
District Directors 
Jt on 

Croup Directors 
14/o on 

Senior Consultants 
14% on 

Personal Purchases 


1st Level 
2nd Level 
3rd L--I 


3i% on 

Croup Directors 
10% on 

Senior Consultants 
10% on 

Personal Purchases 


5% on 

Senior Consultants 
$% on 

Personal Purchases 


On District Directors 


2 % 

1% 

■/ 4 % 


1st Lctgl 
2nd Lew 
3rd Level 


S 30.0.10 KliV in One 
Month from Group. 

A. Six DDs lust 
Three Levels. 

B. Two DDs (of 6) 
Must he 1st Level. 

C. U 5,000 for Three 
Preceding or Sue- 
cceding Months. 

D. Appointment by 
President. 


jLincoln Co 


upon appoi 

345.000 R1 
Quarter to i 
taut. 


2% - 1st Level 

Croup Directors 


3%. - 1st Level 
Senior Consultants 


S6.000 RBV in One 
Month from Croup. 

A. Six 1st Level 
Consultants 

B. At least 33.000 
RBV from Self 

„ and 1st Lcicl 

C. Balance of 36,000 
from 2nd. 3rd. 
4th. 5th and 

6 th Levels. 


32.000 RBV in One 
Month and Thrt£ 

1st Level Senior 
Consultants. 


Demo Kit 


315.000 Each 
month for Over¬ 
ride on other 
Regional 
Ducclors. 


36/30 RBV per 
Quarter. 


33.000 Each 
month for Over¬ 
ride on other 
District Directors. 


33.000 RBV per 
Quarter to in¬ 
clude Sd JO per¬ 
sonal purchases. 


SI.500 P.CV per 
month to in¬ 
clude SI 50 per¬ 
sonal purchases 
to receive Over-ride 
K 


Mercury M 
MX Sedan 
three eonse 
months at ! 
P LV after i 
me.nt as a C 
Ducctor. 3. 
R BV per m 

te anyp 

Less than S 
month. 
)uectoz m; 
full car pay; 


mimum person;! 
order per month: 

% I 50 per month in 

J iersonai purchases 

9 ./revive Override. 


(FOR FULL DETAILS CONSULT BASIC MANUAL AND EXECUTIVE LETTERS I 


V 


1. Basic Discount is 35%. 

i 5™ C °‘?°™V S ^ cnon ,hcRDV • ofeach f' roduc ‘Evolved. 

'5 500 CluS non “?“•«*'* JBV from product and Kit volume, too.- , • 

^.lcfiti d^c f a C Regiona| U Dtrcc?or C ^' 0na * D “ CC,W «■*—* P “" «• «— Use full ( 
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OCILE 

TRIP 

DELUXE 

HOME 

ntincntal 
ntment. 
IV per 
main- 

J 500.000 RUV 
in calendar year, 
trip to turope. 
Orient or South 
America 

i 1.200.000 R ft\ 
in two consee.- 
tne >ea:s after 
foreign tnp is 
earned 


Quota increased 
by 1019 per year 
for cacti succeed 
tng trip. 


each month to . 
qualify for house I 
payments 
OR 

Senior Regional 
Oir. B^nus of 
Vi% with 
9900.000 RBV 
in two consec¬ 
utive years. 


antego 
wit h 
cutive 

;6.ooo 

ippoint 

iclrict 

1,000 

onth. 

ay* 

3.000 


J84.000 RBV 
in Calendar 
year trip to 
Hawaii, 
Acapulco or 
Bahamas. 
Quota 
increased by 
10/9 per year 
for each suc¬ 
ceeding trip. 


t 


kes 

nent. 












Tu 

ogical 

onsidorations ... 

I Am Intercsied In Personal Growth. 

I Long For Security. 

I Desire A Challenge. 

‘ « 

I Like Considerate, Helpful Management. 

I Need Incentive Motivation. 

I Am Ambitious To Make More $$$• 
l Appreciate In-Demand, Past-Selling Merchandise. 
I Long For Career Satisfaction. 


RX-14 2 


An Invitation To 





7 . a e 

(T&uUaMt}' 




I Wont To Enjoy My Work. 

I Am Anxious To Get Going Immediately. 

Do You Agree With These TEN LOGICAL 
CONSIDERATIONS? Yes’ Act Now' T.L.C. , 

Provides The Opportunity Program For Your 
Assured Future. 

Contact 

I FKDKRAL TRADK commission 
Docket no RESHONUiNt t NO.J 

In the Matter ol: 

Dili iltpj- Wain-.Rwoill'i^f--| 


7 > Qcitt rfntefUMA 

Tiweit & "titMt 
__ JlifctieM Cawen, 

Op/pontiwify 

t 

& 4 ~\ 1222 
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Marketing Picrrcm 


\ Supervisor 


45%...35 c o Discount on all 
gormcnts plus lO^o REBATE 
on persondKP.V. 


A- PERSONAL GROU£^_ 
10 c « on Counselors. ~'~- 

5*1 on Sr. Counselors. 

B- LATERAL GROUPS: 

2'; on Directly • Sponsored 

Supc . i -crs. 


Senior Counselor 


40 < ’o...35®» Discount on a)^ 
garments plus 5 c o REBATE 
on personol P.V. 


Counselor ^ 


25°i Discount on personal 
P.V. ’ » 





S3,000 personal group P.V. " 
in a calendar month to qualify. 

$1,500 personol group P.V. ' 
per month to maintain. 


onol $4,50 0 per month personal 

itive 9 rou P P.V. for 3 consecutive 

months to qualify. 

Mo. No Cash Allowonce 1st Mo. 

Mo. No Cash Allowance 2nd Mo. 

Mo. $100 Cash Allowance 3rd Mo. 


$1,000 personal group P.V. S 
in a calendar month to qualify. 

$500 personal group P.V. • 
per month to maintain. 


S300 minimum initial inventory. 




$ 1 , 000 + 


$ 500 + 


$300 












tar 
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DISCOUNT & REFUND SCHEDULE 

of the 

NUTRILITE MARKr - PI AN 

is the 


KEY TO YOUR FINANCIAL GROWTH 

THROUGH THE DISTRIBUTION OF... 

... NUTRILITE © FOOD SUPPLEMENTS 
... EDITH XEHNBORG® COSMETICS 
... NUTRILITE HOUSEHOLD PRODUCTS 


y 


{OU HAVE THE OPPORTUNITY TO MAKE PROFITS TWO WAYS: 

1. BASIC DISCOUNT: 359? of retail volume All Distributors purchase NUTRI¬ 
LITE Food Supplements, EDITH REHNBORG Cosmetics, and NUTRILITE 
Household Products at the basic discount of 35%. (Example—S65.00 cash for each 
$100.00 retail price of products.) This gives you a 35% profit on each retail sale 


2. REFUNDS: Refunds are additional discounts to which Distributors become 
entitled by meeting requirements of the Purchase Volume or New Customer 
Point Schedules. The NUTRILITE Marketing Plan provides that shortly after 
the 15th of the month following any month in which you are entitled to a refund, 
you will receive a refund check from your Sponsor, based on your previous 
month's purchases. f r 

The percentage of refund is determined by using either the Purchase Volume OR 
the New Customer Point Schedule, WHICHEVER PRODUCES THE HIGH¬ 
EST PER CENT. That per cent is then applied to the Purchase Volume for the 
month to determine the dollar amount of refund. 


NEW CUSTOMER POINTS (NCP) is a term used ;c designate points allowed 
when a Distributor writes and properly reports new NUTRILITE Food Supple¬ 
ment Yearly Savings Programs. NCP are allowed as follows: 

200 NCP for a new XX Program 
150 NCP for a new N Program 
125 NCP for a new X Program 
100 NCP for a new M Program 


PURCHASE VOLUME (PV) is a term used to denote vour total purchases of 
NUTRILITE Food Supplements, EDITH REHNBORG Cosmetics, and 
>ld Products f ~ 


NUTRILITE Household 


for any one month. Purchases of literature, 


san-ples, and supplies do not count toward Purchase Volume credit. 
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DISTRIBUTOR REFUND SCHEDULE 


New 

Customer 

Points 


Monthly 

Purihase 

Volume 


30,000 or $7,500 
24,000* or 5,500* 
18,000 or 4,000 
12,000 or 2,500 

7,000 or 1,500 

3,500 or 800 

L'*/0 t r 250 


Additional % 
Discount (In 
addition to your 
Basic Discount^ 

Additional Pr ifit 
Available to Group 
(Using Purihase 
Volume Schedule) 

TOTAL Gross Profits 
Available to Group 
(3^ r t Basic Plus 

25% 

21% 

19% 

17% 

14% 

10% 

5% 

11,875 

1,155* 

760 

425 

210 

80 

12 

14.500 

3,080* 

2,160 

1,300 

735 

360 

100 


volua ! .H ni l f TI PU, ? T schedule OR THE PURCHASE 
vuLUAlo SCHEDULE, whichever provides the highest per cent 

™ -“ id ^^Atttxszssz 


As you contmuc to build your group of Distributors, you will have opportunities to 
make additional profits. Ask the Distributor who introduced vou to the^NUTRILITE 

sssssht+z add,tional “nehts „,iU ,o issssfs 
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Highway to 
Success, 
Happiness, 
Prosperity 

- A Way to Develop a Second Income 
By Building a Business of Your Own 



Rk hi 


1226 







Added Growth Through 


In the NUTRILITE Opportunity you can go as far as 
your ambitions, ability, and willingness to work permit. 
NPI places no limit on the potential! 


All products are purchased at a basic 
35% discount. This means you make 
S35 when you sell $100 to customers. 
With a potential sale of $20 per month 
to each customer, you can make 
excellent profits on personal sales. 

You receive additional quantity 
discounts (Refunds) depending upon 
your total Purchase Volume (PV) for 
the calendar month. These quantity 
discounts range as high as 25%. 

REFUND SCHEDULE 

One of the main features of the NUTRILITE Marketing 
Plan is the ability to build a business through sponsoring 
others. The Distributors you sponsor purchase from you, 
thus increasing your profits. 


Depending upon ybur ambitions, your ability, and 
the time and effort you devote to the Opportunity, 
you can enjoy: 

A FINE SUPPLEMENTAL INCOME - S100 or 
more per month working part-time. 

A SECOND INCOME — 5500 or more per month 
for an ambitious couple with one working full¬ 
time in the Opportunity. 

AN EXCEPTIONAL INCOME - $1,000 or more 
per month for the people in this business who 
have exceptional ambition and ability. 


I 


pv . 
PURCH \SE* 

VOLUME 

REFUND 

% 

$7,500 

25% 

5,500 

21 

4,000 

19 

2,500 

17 

1,500 

14 

800 

10 

250 

5 


35% 

BASIC DISCOUNT 


UP TO 
25% 

REFUND 
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Sponsoring Others 


TWO EXAMPLES OF Profits You Make On Personal Sales 

A SUPPLEMENTAL INCOME 

k 

Persor Sales. . 

$105 — Basic Profit @ 35% 

15 — 5% Refund on $300 
$120 — Total Profit (Actually 40%) 

Personal Sales. 

$280 — Basic Profit @ 35% 

80 — 10% Refund on $800 
$360 — Total Profit (Actually 45%) 


7500 
55 oo 
i/ooo 
XSoo 
ig'oo 


as % 

XI %■ 
/9 % 
n % 
/V % 


goo 

XSO 


70 

vc% 


ASSUME: You Sponsor Distributors And Have A Volume 
, Of $2500 In A Month 

A SECOND INCOME 



Personal Sales 

Sales to Distributors. 

TOTAL PV 

$280 — Basic Profit @ 35% 
425 — 17% Refund on $2500 
$705 — Total Gross Pro:it 


$705 

~~85 — 5% Avg. Refund paid to 

@ Distributors on $1700 
- TOTAL NET 


ASSUME: You Sponsor More Distributors And Have A Volume 
Of $7500 In A Month 


AN EXCEPTIONAL INCOME 



l 


Personal Sales 
Sales to Distributors 
TOTAL PV 


$280 — Basic Profit @ 35% 
1875 - 25% Refund on $7500 
$2155 — Total Gross Profit 


$2155 
-670 - 

($148^)- 


10% Avg. Refund paid to 
Distributors on $6700 
TOTAL NET 


$300 


$800 


$800 

.1700 

$2500 


$800 

6700 

$7500 


There are six other profit-making features of the NUTKILITE Marketing 
Plan: 3% Key Bonus, 1% Indirect Key Bonus, Senior Key Bonus, Free 
Freight Policy, Inventory Credit Plan, and Vested Interest Plan. 


















What the NUTRILITE 

a A DISTINGU1SIIED PROFESSION 

A high percentage of today's top business executives 
were originally salesmen and actually continue to be 
salesmen-selling ideas, concepts, and programs. Good 
salesmen today are highly respected professionals because 
nothing happens until somebody sells something” 

Other professions may become computerized but the 
selling profession can never be computerized because 
the salesman specializes in ideas and motivations. It is 
one of the most creative of all professions. 

PRODUCTS OF A FINANCIALLY SOUND COMPANY 
NLH RI i I"E PROP! C S, INC., has an impressive past 
and looks toward a brilliant future. The prototype of the 
product was first sold in 1934. The Marketing Plan was 
introduced in 1945. Today NPI has extensive acreage, 
buildings and equipment in Buena Park and Lakeview, 

Calif., and in Crest H’Jl, Ill. It is a well-established 
company with flawless credit and an excellent 
reputation for integrity and stability. 

£ PROGRESSIVE, RESEARCH-ORIENTED COMPANY 
NPI has a technical staff comprised of chemists, 
biochemists, chemical engineers, entomologists, and 
other highly skilled technicians drawn from all over the 
world. Having pioneered in the field of Food 
Supplementation, NPI continues to pioneer in the 
development of unique beauty preparations and 
household products, as well as in the area of 
biological insect control. 

COMPANY WITH WARM, HUMAN RELATIONS 
Tne NPI staff has a vital personal interest in the success 
and happiness of Distributors. Similarly, Key Distributors 
and Sponsors take a personal interest in each 
new Distributor. 

_* r’4 
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W ould Tliese Things 

M ■ ^ 


BUSINESS OF YOUR OWN 
Participate in the Free Enterprise 
System...choose your own working 
hours...be your own boss. 


'* VV’ . 

/ >« \ ! K - V 

V. Tv 


PROFESSIONAL-TYPE CAREER 
Status as a well-dressed, 
knowledgeable professional. Respect 
and admiration for your abilities. 


ip f 


>.V , 


PRESTIGE IN YOUR COMMUNITY 
Be looked up to as a successful 
business person...join civic 
organizations. 


fjv- T> 

C 

0 'V' > 

- V i \ 

'i \V . 17;' 

s y/y • [: * , 

... 'j . 


OPPORTUNITY TO MEET 
NEW PEOPLE 
A full social life with other 
interested and interesting people in 
the business...customers who become 
personal friends. 1^30 


;. >*h 

£ .** 

«* - • . 
t >\r i' ' 

; . * • ? 

\ : f ■ / 

j 4.1 . ' 

w— 

/1, 
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A MORE MODERN HOME 

A gracious new home...remodeling for 
more space...the addition of 
another room? 


new clothes 

Elegantly tailored suits...the 
expensive designer look...better 
school clothes for the children? 


new furniture 

A new bedroom suite with king-size 
bed...plush new carpeting... 
gleaming new dishwasher or 
refrigerator? 


better car 

A second or third car for a son or 

a r^ h j te n"‘ a deluxe nevv Continental 
or Cadillac...a sports car with all 
the extras? 


1231 


What do 

* i 
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A Whole New y 
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Tools for Success 


PROFESSIONAL TRAINING TOOLS 
A comprehensive training program...a 
Basic Kit...an excellent array of 
simples and demonstrators... 
easy-to-understand training manuals 
with proven sales techniques. A 
word-by-word, step-by-step plan 
for success. 


j 

I 


'• . ‘ • -U ^-7 - 


COLORFUL LITERATURE 
Full color catalogs...an outstanding 
Food Supplement Presentation booklet 
...Monthly Special Brochures... 
individual product circulars and many 
other helpful pieces of literature. 


■ . .. ^ 


i 1 'p 


L V*. 

#j-'V 




AUDIO-VISUAL TRAINING 
A full-color movie-THE NUTRILITE 
SUCCESS STORY — tells the exciting 
story of the company's progress and 
takes the viewer on a tour of the 
NUTRILITE research and 
manufacturing facilities. A wide variety 
of Filmstrip/Records is also available 
— some concerning products...some 
concerning salesmanship and 
motivation...some concerning the 
NUTRILITE Opportunity. All designed 
to help Distributors do a better job 
of selling, sponsoring, and training. 



* rV 

~ • j a 


' ? 




*> < - 
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ire Provided 


PERSONAL DEVELOPMENT 
Every effort is made to assist 
NUTRILITE Distributors in the 
dev< lopment of their own capabilities. 
1 raining and motivation meetings are 
held regularly. Inspiring conventipns 
are held at regular intervals. In 
addition, NPI conducts many 
leadership seminars for NUTRILITE 
Key Distributors. 




u.. 


* 

-VJ 




c 

'T: 


i \r.. xM 



SALES DRAINING 
In addition to the printed sales 
training materials made available to 
Distributors, training classes are 
offered regularly by many 
NUTRILITE Key Distributors. Personal 
training and guidance are also available 



BUSINESS TRAINING 
Manuals and guides are provided for 
assistance in conducting a successful, 
efficient business. When you reach the 
level of Key Distributor you will also 
qualify to attend New Key Information 
Seminars held periodically during the 
year at NPI's headquarters in Buena 
Park, California. 



The examples of profits used in tins booklet arc for the purpose of illustrating the NUTRILITE Marketing 
rian. It shout,l be mil lerstood that distributorships vary, just as individuals vary. Suggested retail 
prices are used in computing tliece examples. 1233 



* * * 

you' want? 


TRAVEL 

A trip “back home” to see the folks 
...a vacation in Europe or the Orient 
...the fulfillment of a years-long dream 
of travel to far places? 



r> 


Ac 

."V>/ 

v 



CHILDREN’S EDUCATION 
A college education...private school 
for a gifted child...art or music 
lessons...other extras? 


PAY EXISTING BILLS 
Mounting medical bills...installment 
payments...get overdue debts off 
your mind? 


EXTRA SPENDING MONEY 
The difference between existing and 
enjoying... money to ■■your 
standard of living and i. *»re of 
the good things? 




/ 

/ 

r 

S 

S' 



Way of Life? 



1234 
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rich Your Life? 


A 



v 

. *' 

\> 

- 'A. 

CLOSER FAMILY RELATIONS 

— ^ 4 • .*• 

/ ■ . 

i w 

■ 

Operate as a husband-and-wife team 

* 


i tit 

...share interests...let the children 


p 

w 'it, 

help and learn good business practices. 


i 

* J 


RECOGNITION 
Receive awards for your 

accomplishments... enjoy the thrill of 

setting goals and achieving them 
through your own efforts. 





«• " 

l 


DEVELOPMENT OF LEADERSHIP 
SKILLS 

Learn how to become an effective 
leader. Learn how to sponsor others 
...how to train...how to inspire and 
motivate people. 



PLAN YOUR SECURITY 
Establish a business that can continue 
to grow and bring you profits that 
increase as you build. 



I 
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Opportunity Offers 


thkec distinguished product groups 

; he or, g'nal product was NUTRILITF c i 
followed by EDITH REHNBOR C C ? * SuppIement ' 
NUTRILITE Household Prod°c.?in Nu 

annual sales are in Ihe multibillion doSbra" ^ 

high quality products 

Quality and integrity go into each of the products 

anT“trc„r u n d e?;r h r \ Pa r ,a f 

srr t ~ 

carry a money-back guarantee of satisfaction. 

POPULAR-USE PRODUCTS 

Food Supplements are eaten regularly every dav 

The average household^ 0 "! ‘ S 9 prospective customer, 
year on th! f ouseho,d spends approximately $250 per 
y on the type of products produced by NPI P 


NONSEASONAL, REPEAT PRODUCTS 

a A nd^:^nnT f a7r d ""r " ~ 

•ha, are consumed^ “ “ Pr ° dUC ‘ S 

sales month after month. ' mean,n * re P Eat 
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Where Are You Going? 

Where do you stand today? Are you making as much 
money as you would like to make? Do you eniov the 
work you're doing? Do you feel confidem you °a„ 
progress with your present job? Are you buddingan 
income for your retirement years? 8 

realization of your dreams and ambitions. 

f' be ,he source of a supplemental income... a second 

you makg it*”" ~ '* - * 

NUTRILITE Opportunhy^ SP ° nS ° red in the excitin 8 


Act today! 


Your NUTRILITE Distributor 



£237 



91600-15-170 
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COMMAND PERFORMANCE lNC. 


P. O.BOX459 • RICHARDSON. TEXAS.75080 • PHONE 214/238 968* 


jpPAL JON CS 

* 76 ALPINE VIEW 


* 

COMMAND PERFORMANCE OPPORTUNITY PROGRAM 

PHONE 

ificat ion Title 

R.P.V. 

Discount 

Maintain Per Month 

Consultant 

$ 300.00 - 800.00 

40% 

$ 100.00 

Senior Consultant 

800.00- 1,500.00 

43% 

400 00 

Jr. Director 

1,500.00 - 3,000.00 

45% 

750.00 

Director 

3,000.00 - 6,000 00 

50% 

1,500 00 

Senior Director 

6,000.00- 15,000 00 

55% 

3,000.00 

Executive Director 

15,000.00 and up 

60% 

10,000 00 


GADjDCN. AlARAMA 25901 
M7-4247 


Rx\ h4 


To qualify for over rides, a sponsor must have a personal sales volume of $200.00, or a buy-in recruit to indicate that h< 
or she is actively working in the business. 


To be :oric a Consultant, you must purchase a $300.00 kit for fitting and training purposes. The sale of this merchandise 
gi •' j ju a profit of'ea> t 51 fcO.OO. 


Automobile Allowance: To earn an allowance from the company, you must first become a Director by purchasing within 
one month $3,000.00 worth of products which entitles you to 50% discount. Once this's accomplished, you must then 
purchase $6,000 00 for two consecutive months - - - 70% of each month’s volume must be retailed. When this has been 
accomplished, you will receive a car allowance of $132.00 per month ---uni*" -ou fail ;o maintain a minimum R.P.V. 
of $3.7*10.00, which is the required minimum retail volume to maintain the allowance. If the Senior Director's R.P.V 
falls below the required minimum, no car Jlowance will be paid for that month. 


No one can buy in any higher than as Senior Director which is $6,000.00 Retail and entitles them to 55% discount. 


When a Senior Director sponsors a Distributor that becomes a Senior Director, the R.P.V. of the sponsored Senior Director 
is split from their Sponsor’s R.P.V. - - but the Sponsoring Senior Director receives a 3% override on their Sponsored 
Senior Director’s R.P.V. 


A sponsoring Executive Director receives a 3% override on th.’ R.P.V. of their sponsored Executive Director. 


When a Consultant reaches the R.P.V. of $800.00, the Consultant has earned the status of Senior Consultant - and the 
purchase discount of 43% is effective the first of the following month. No bonus is due on the R.P.V. of the qualifying 
month. This applies to all levels. 


When a Senior Director becomes an Executive Director, the R.P.V. of the Senior Director of the new Executive Director 
will be added to that of the Executive Director, and the Executive Director (whose purchase discount is 60%) receives 5% 
on all directly sponsored Senior Directors and 2% on all Senior Directors indirectly sponsored into the Executive Director’s 
organization, one level down. . •/ 


NOTE: If a Senior Director sponsors a Distributor who becomes an Executive Director - - - that Executive Director will 
push the sponsoring Senior Director up to the purchasing Discount level of 60%. But, if the Senior Director sponsoring 
the new Executive Director docs not have a monthly maintenance volume of $10,000.00 - the sponsoring Seme* Director 
will not be able to retain the position of Executive Director and will not be entitled to receive the override of 3% on the 
Executive Director’s volume She will, however, be entitled to purchase at 60% because the sponsored Executive Director's 
R.P.V. (if the minimum is maintained, of course) will entitle her to the 60% discount. 


When a Senior or Executive Director falls below their required minimum R.P.V., and docs not have a sponsored Director’s 
R.P.V. to maintain their discount, the subject Director need only reach their required minimum R.P.V. to re-establish 
themselves as a qualifying Senior or Executive Director to maintain their automobile allowance and to receive overrides 
earned. 


If there is an Executive Director above the Senior Director sponsoring the Executive Director and if • and as long as the 
sponsoring Senior Director does not maintain the minimum R.P.V. and therefore docs not receive the 3% override - - the 
Distributors will “Close ranks’’ - and the Executive Director - above the new Executive Director will receive the 3% over¬ 
ride - • and so on through the organization. 


When the sponsoring Senior Director is able to budd her own business so as to be able to earn and maintain her position 
of Executive Director, site will then be able to take her rightful position and earn the overrides due her on sponsored 
Senior Directors. The foregoing rule, would apply to the Senior Director level, also. 

123 ? 
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YOU NEVER LOSE YOUR DISTRIBUTORS! 


Question: “What happens, if a Consultant or Director under you should leave the business for any reason -- and she had 
consultants under her? What happens to those Consultants?” 

I 

The answer is very simple. The Consultants under the departing Consultant or Director would coine up to the departing 
Consultants sponsor - - - or, as they call it - - “You close ranks." 

THE R.P.V. OF A SPONSORED SENIOR DIRECTOR 
OR 

EXECUTIVE DIRECTOR WILL MAINTAIN YOUR POSITION 

If you are a Senior Director, and you have a recruit that also becomes a Senior Director, sou must maintain your minimum 
R.P.V. of S3.000.C0 per month to receive the 3% override on your sponsored Senior Director’s R.P.V. If you fall below 
tl c S3.000.00, you will lose the override but you will not lose your position of Senior Director - - because, as long as 
£>ur .-.ponsoreJ Senior Director’s R.P.V. and your group’s R.P.V. combined, total S3.000.00. you will remain a Senior 
P ector and arc r*ntitl '! to purchase at 55%. 

If you arc receiving a car allowance earned by doing 53,000.00 one month and S6.000.00 R.P.V. for two months m a 
row- - that S6,000.00 R.P.V. had to be your own Group’s R.P.V. and to keep the allowance, the S3.750.00 must be main¬ 
tained by your own group - - in other words, your sponsored Senior Director’s R.P.V. will not maintain your car - - this 
must be done by your own purchases - - for you, the Senior Director, and your group purchasing through you. 

PERSONAL GROUP R.P.V. EARNS A CAR ALLOWANCE 

«« 

When earning the car allowance, the R.P.V. must be your own personal group R.P.V. - - in other words: 

Tire first month you reach S6.000.00 R.P.V., it may be because a Consultant under you reached the $(>.000.00 R.P.V. 
within one month. They cause you to become Senior Director and have earned for you one month toward your allowance. 

But remember, that your sponsored Senior Director’s R.P.V. is separated from yours, as of the first of the following 
month - - and as ol the next month, you must reach a R.P.V. (you and the group purchasing through you) of 56,000.00 
for two more months. 

"EMERGENCY GRACE PERIOD" 

Command Performance recognizes that emergencies could keep a Distributor from actively conducting his Command 
Performance business. Therefore, their R.P.V. could fall below the required minimum R.P.V. to maintain then ament 
status and discount. 

If sufficient cause is established foi a temporary inability to maintain the required minimum R.P.V., the distributor will 
not be set back to a lower position and discount. 

"EXECUTIVE DIRECTORS REQUIRED MINIMUM GRACE PERIOD” | 

When an Executive Director loses the R.P.V. of a sponsored Senior Director, because the sponsored Senior heroines an 
Executive Director, the sponsoring Executive Director will be given a “Grace Period” as follows." 

The first month (after the new Executive Director’s R.P.V. is split from the sponsoring Executive Director’s R.P.V.) 
the sponsoring Executive Director need only maintain S3.000.00,2nd month - $6,000.00; and the third month S 10.000.00. 

All overrides will be paid to the sponsoring Executive Director if, at least, the above minimum’R.P.V. arc maintained 
and their automobile allowance will also be maintained. 

AUTOMATIC DIRECTORS! 

If a Distributor sponsors a Distributor who either buys in as a Director - • or works up to the Senior Directorship level, 
all distributors in the organization above the sponsoring distributor will automatically be credited with the purchasing 
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for more) is added to the R pv"of ( , | ,IJ!hcr lcvcl - such Director or Senior r>ircct h 

• «l»c group and promotes all to the Director’s or Senary ‘ h<J K P V of * 1-000.00 
Hie automatic Director’s as well ,h S r D,rcc, ° r ’ s level. 

: f, " cnt . 

distant sponsoring 

" y ° r " n ‘ ht « •— Wmg. For 

-fSSST~ in — sponsor, reUi « „ , 

, * vc living m Bosion, Mass., into her organization (o 

^ ~ ' - — - -r Distributors 

s^ r r r !si , .E , s!r n ; p * d r, t“ ^ p*” 0 " ••“Ting 

person sp „„ sor ,„ c di!ljm ^ '» «*. and motivate he, roorui.Xl.f* 

1° the above case the “Finde " 

ss^waxssssa^-sa^j-a™ 

£?SSSS"“-“ 

Any product sold to the Pofenr.ni d • , 

r;7 ,ht Wil ~° f "" —- - 

Tile Finder must be maintainine her . d ue the Finder on such a sale. 

JeqS R.P 7 ^3^°^ mo ’ % 'T ^ ^ fclini ™'" 

• Consultant and maintaining her min^TpT ^ "* ^isZt SRS ?^ ^ 

ia ^ fr11 ^ RCCrU,ti " 8 " 3,S ° bC,WeC " * —««. and area, of the United States, 


Retirement program 

*«*■ «■—.. •% may reel,. , h , 0 «, rid ; „„ ^ 

They maintain a minimum r? p v c 

minimum i, no long., „*** ' - 6 000 00 f « «« following tw„ « ar ^ ^ ^ _ 
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Of the subject Executive Director. 510,000.00) will be first paid to the •.p„„ sot 


When t lie subject lx ecu live Director no longer maintains a R p v anH 

K I'.V. of $.100.00 to their sponsor and collects the overrides on thrive * ,naCt,VC ’ whl,c ^'"8 ,he minimum 
car allowance will be discontinued. f,VC or morc sponsored Executive Directors - the 


SOURCE OF SUPPLY 

Consultants within a 50 mile radius of their sponsor will purd.se from their Sponsor. 

allowance and fo. any hSrroS ,llC C ° mpany Waahouse so as to qualify for the automobile 

handle us f noncial comr.iitn ent? in a responsible manner. b P d h mcm8 sp0 « s ° r wt »o fails to 


METHODS OF PAYMENT 

f r S - ~ — ”*>*«»»« «® b. shipped 
■hen on. NO PHONE OME^wm be ^d CIIECKS ° R M0NEV 0RDERS wi " be "WMton, 

training 

l ——• “■ u - iLe - sgz * ofn „ 

free hostess gifts 

“SHOWS^as fi)l]ows: PUrChaSCd ^ ^ g " dlC ' br3 ’ ° r ° thCr product at ful1 reta il price, she may EARN others with 

bc d dcred on T ra,e order 

at the show. No volume credit is given on Hostess Gifts. * * F0RM ,iS “ ng thc names of ,hosc fitted 

SALES TAX 

4% onhMotal cost o^acc^ofieTplus YOUR^«t°onhe'product *** aCCCSS ° ries - (,f residin « in Lafayette Parish. 

Command Performance, Inc. to pay i^tyou 0 This wdfn«cssi(atryoui keeping records of salcslpt^idcp.jno. 

SUPPLIES 

There i. no discount on supplies. The cost, as indicated on the price list, is the same to all positions. 

DELIVERY TIME 

POLICY AND PROCEDURE CHANCES 

Any change will be announced to every Oiatributor in writing at least 15 days prior to going into effect. 

ADDRESS ALL CORRESPONDENCE TO: 


COMMAND PERFORMANCE, INC 
P. O. BOX 459 

RICHARDSON. TEXAS 75080 


1X43 
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KIT NO• ONE... 



BASIC BRA KIT PRICES 

(Prices include supplies, shipping, and handling) 

Retail value $ 308.70 Plus $ 10.50 i n supplies. 

Total Rotail Value - $ 319.20 Enclose chock for $ 202.10 


KIT NO* TWO... Retail value $531*75 Plus $ 10.50 in supplies. 

• Total Retail Value - $ 542.25 Enclose check for $ 340 .40 


^TT NO. THREE. (Junior Director II) 

' Retail value $1515.60 Plus $ ld.^0 in supplies. 

Total Retail Value - $ 1526.10 Enclose check for $ 874.39 


STYLE QTY 

103 1 

2 

3 

4 

5 
4 
2 
2 
2 

603 1 


NUML i 1 KIT 

CUP SIZE 

c 1/32 

cc 1/30 1/34 

D 1/28 1/32 1 / 3 ) 4 . 

DD 1/30 1/32 I /34 1/36 

E 1/28 1/30 1/32 1/34 1/38 

EE 1/30 1/32 1 / 3 ) 4 . 1/36 

F 1/32 I/36 

FF 1/34 1/38 

G 1/32 I/36 

D 1/30 



103 1 

4 

5 

5 

6 

5 

6 

4 

3 

, 3 

603 3 


NUMBER 2 KIT 

c 1/30 

CC 1/28 1/30 1/32 1/34 

D 1/28 1/30 I/32 1/3)4. 1/36 

DD 1/28 1/30 1/32 1/3)4. 1/36 

E 1/28 2/30 1/32 1/34 I/36 

EE 1/28 1/30 1/32 1/3)4. 1/36 

F 1/28 1/30 1/32 I/34 I/38 1/42 

FF 1/30 1/32 1/34 1/36 

G 1/28 1/30 1/34 

HH 1/30 1/32 1/40 

D 1/30 1/32 1/34 


NUMBER 3 KIT 



103 4 

15 

16 
16 
18 
18 
12 

9 

8 

3 

2 

603 3 

2 
2 


c 

cc 

D 

DD 

E 

EE 

F 

FF 

G 

00 

H 

E 

F 

G 


1/26 2/28 1/30 
1/26 4/28 4/30 3/32 
1/26 5/28 3/30 3/32 
1/26 5/28 3/30 2/32 
1/26 4/28 4/30 2/32 
1/26 4/28 4/30 4/32 
1/26 3/28 3/30 3/32 
2/28 1/39 2/32 2/34 
2/30 1/32 2/34 I/36 
1/30 1/32 1/34 
1/28 1/30 
1/30 1/32 I/38 
1/34 1/36 
1/38 1/40 


3/34 

2/34 2/36 
3/34 2/36 

2/34 2/36 2/38 1/40 
2/34 2/36 I /38 
2/34 

1/36 1/38 
1/38 1/40 


1244 
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A i-IGUftr/Tc CCUM'ii-J. 

sell rigurotie products, 
b/ bjilding a founilot'on for if 

The maximum ci'lownHe pi,/ 
r '•■nposed ot -Mute s me* 
ojVo off retail. Anv same,!.? inv 


> is one wno jici 


purcnasoc! a scimtii 
ir>o sponsor other i 


i' vie uusinr. 


A, so 


cstc 


ojnseior for cj 


,•”7* «■* o qualified Counselor 

calendar month, thereby qualifying them to a 15% 

mm,mum ot 10% bonus on ail Counselors in this 2 .-c 

His responsibilities are to train his Coup.-.:?!: 

•ngs end to carry a sufficient stock of mercr.o 

MAJOH COUNSELOR the coveted goal 0 
volume of o20,C30 in a ccleHar memh. These 
entire group, including purchases of their Senio, 
ceiver. a 20% bonus. After each bonus bracket 
one-half me qualifying volume and still mainfa 
qualify at the original figure. 


ncis reached .$5,000 
es the Senior Ccunre 


Srs ; hoth Phonal training and regular train 
ric-e to supply his nccola. 


mre 






Si 


A ./cftij.-v.cu:uc!c? can C|uo!ify i r 0l - c nrv/ ft- . • • 

c'lnsirw? $5.0,30 P.V. for ** ,J«,, rcw X^XTu ^ ^ ^ « oi “ i:; ' h- 

l(ic Second month of $5,000 P.V Yi * i 7 _‘. 7 'l "? r ‘ 1i; ' ,, " i felt,;, ■ 

ho established c,i l!n: tiur- ct quolifktuion’ Cwaro W^ f .' ' ° f chcir -* fe 

.;: r ,o: ":«*-- —* 

A iVliKOr Coui.sej.-.r .iiktIRa. - . . •• , _ 

cis the Mercury qucdsKcorions, :‘'>0CC', '■• V- - '^ n “ r ^‘ G: or a '- cd,:;ac D '- Vii! ~ i*» setn* ewir 

' ■ ■ • ' J1 ' ;a •' r ' w «;•<* •> 10,000n.inih-y, :r;?,v.-i;V.-. f 

GOLD STAKSAto 

. Xrk-.iJf .£ 

f i 5 ’ 0 ™ * *. ^ ^ 

vooc'elors. ' - w ’ u - 4£ '-* Cj *- '-ie *:0 ,i,jC p^r month f::r 

* ■ 

P.V. does ro'ap^ylo^p;;}!^' ** ^ ^ V3?lC C * “ :! rno, ' cf,anri!s5i r-wchosed less the svrchwra. 

r.SFUNr* , ■•• ’ >• a:m . 

loth of«, rot., !»;ir.™ s : iocSi .„.... Co . . _ •* ;'•» ■»»'- «"*• *« *c 

TKi- ro r-'- • ■ :r 1 to uc pc::d h or “ r ' «*** <■» «"• of 

bwtau "oWw.iO'iS r* **1' ' jil eu; t -- in ' ss *>“203!. riguniie orodurr: on-: (•• - 

.w„. « prow.!* !o and proopec with cb»loi. fai*#*. 

uc Gottj :-cc..*s or.cf prcrr.pt in hend.i; - . • ... , .... 

mckc sure you h.,*e so..Vied Lto-,,r •' ‘ J ! ^ h '° W ^ ™ o l ^ 

rity and r^ponsiiiliiy. Rente,nber Jhor'«c 0dS !"* h ‘f'f itan ™~>of ' 

throegheut *?„. r-ction. D co cr so >* W V He mui.‘Mied c tr.ouxnd n.v.,t . 

C'C'fst .. .i [ j Q/, •: ^ :-,r 2'i p■•■ - •. i s .^ ^ ^ 

order front and ccmmunka:^ ^ hor ‘ e C ^ ;e ‘ •»>*/ 

tiic- Ccunsclc: s "r-cn;e of'ic *" !' |w *- 1c ***'*>' or Mojor counselor k. in effect. 

He «***. on oci^oo^ ■“ !,i -- 

^ircci at! quesriops, [otters and Im-Lidos as wei'• . 

“ ,hs ' w " ^ 
c;»ii5rjNc r-:^c::;yr!a i; • 

»••<! ee-.om-r ,iL b= " ,jdo ai) in 

O'O « iiicir Senior or Major, n^ Zdn X,“dV*l« " 

Son,or r.r.ci Mojo- Coonrolorr will to r.^n-po.-.W) W ,W ^ ^ 

- o iCvirCd. (I;; ,:,o „ proSlorn o " "7 ' 

cr Money ore.v until Or ,. >i ftr .... Wi,) cannier s c;t.*ck 

C ertified Ch^ k ar 


X 


-300a- 


iSJ-JS 





1 cleplta.io Orders are o. :v for cmergtmcicc. A!l cos*fi,-;sK.:ion-:. must b* ir.nt Air::. j:- L , 1 , 
li\ cry. You must include your wills tiro original end ono cs*t«:rt copy of the ord-'r. ?1 , 

telephone confirmer.'ion on tin? top of the order to help eliminate due licet; orders, if or' or r.c....'i,.;:r: 
qd any inter than day following phone order no further telephone; orders wili be ‘J'.rep if.::. 

Orders hiu.pp.ed from ilic homo office are to b- directed only \o Senior and Major Courts .';v: 
from whom ordered. Orders cannot be split or drnp-sl.ippeci to other l!.<m said :h ; op! r .p pc!r.\ 

Chech Orders upon receipt of the merchandise c. r.: notify *-fie home office immediac-dy 
discrepancy. 

Return:.b Go.*:nerds must b~ clean, marked as to defect end lobe'ed with nemo of Sonic.' cr 
Major Counselor, sit'; of garment and the reason tor tiro return ana accompanied by snliS slip. 

OLADLi;'- .V . ; ' ; 

Cciti:: :.*.;s clondbno is tin; i.rst day of tits month. Or this Joy zr.cl this day or.i'-', ?.V 
mey be Oil jwci. tor th — p.uvtous man..* or vno coming monta. 

P.V. trcr.s.rrs rnosi bo f estmarhod ro later than midnight the second day of the menu:. AI so i 
fication of new Sensor; and Majors. This .v.ust be done in writing. Airmail Spscic! D-siivvry or \> ,-j 
suggested. ” . 

Sen tor • A.-r or veu iseJot* deocliru? day is the fifth of trie month. Orders from ihs first diou*;-*. 
the fifth rray be erndkod to either t!v; 'ruvious month or :hs coming month. If not specifier! on cudi;*, 
it—'O.S! u ?I‘'v '’/. (id. ‘-SP.^Jr.'■J. ProWc./j nc-r.ih. All deadline orders end money .no:.- hr- in 
the home aver by the ntth, js the office will be eLsed or, tho six!:! end seventh c»f each.month far in¬ 
ventory Each order received after ihe fifth will bo c-dived to the vciiov/inc, month. 7_n;re v/ d r :• 
no exceptions lz> this rjlj. ■. 


couNat: .err. contacts ; 

Cuj'Ch.c: ;: Counselors shall contact their customers at least once every sixty days to make s.-rb 
that they c.re happy with their rr.erchcr.diso. This . ■.••utccis rlio customer fc.r you :r,b you : :•! 
many leads by showing en interest in your customers. • ' 

‘ - . ’ r ‘ . . - ' . lb. 

Prospect;: When ci prospective cusicrnor o Counselor is contacted, the person who fir:* 
tods them has the exclusive right io sell to or sponsor this person for thirty days. At the end of .hi ; 
days the prosper. ;r.cy be approached bv another Counselor who has the right to this parly for me 
following .hiny days, -./co.pr vhc.t the first Counselor contacting rbciy sell sell to or spencer ii.e par*;-. 
For the following thirty cloys the same procedure i*. feilowed. A cento;? means a personc! visit. 1e-:- 
phone cal! or letter. v , ; • 

There are no franchises or territories. Counselors may sell io and sponsor people any piece in 
the United States or it; territories. • . 

t V .:. ' " *' 

* J ‘ ’ ' ' * * 

A corporation may not become r Ficurettes Counselor. A Counselor, may, however, cc:*dec» ’■:* 
business tlircugh a corporation. Husband; end wives must be sponsored as partners, they may nci 
sponsor each other. .• ,i 

They should eacn r*l; out and sign in application if tre sales organization is to be owned by <v .e 
husband cr.d wife. Partnerships other than husband ana wife ere discouraged by the c;rnpn:iv'.'. ' 
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• * *7 f. f *.r. . _ 

i i >> ji-’CVwOIi 


OlJit*? people! j;» husil'<w. ... r 1 

' rx "' fijiMww Cou.-. : .*;or •°, U ™ :| "> P'^My,. 

** i.'id ruiNirunWnli ll.cl .r - -or. r.!..'.. r «.-op c tim-. OOM.IWI . 

-'PI' 1 -’. W*W .ole, and « •»«**«&. «.d 

r’* ^ w» *?*? **•*■ 


C05Ji\ , S;.L0:l A?PLJCAVi ‘W ~ '.ouc ,, . 

; f>0, '; S0r * or '* 4 * Counselors will ^ ^ ' eec! \ Cccnscric; you 

•Or l.'icir files. jK-l Tu iivy r.a,ny Oiricq:and rtionti-.a cop. 


{ 

• i 

• 


~ Ttt^: ^ - '.0.0 tr-j h'oily crficc-. 

•>.:>,. r :S^LZ-T° r *’? 1 -*« fe 

icr or f.-.t.j.., o,U„ cc, v om y'c^/ccc Z icT.'' S ' ; ' 3 ” P? '" di? " W - ?'>-• 


oi.-or ’ . ; 
cr prociuci riiCiv j; 


T!k 


•• '■o “■ oo-ioocton V,;.:, *, top^^d ,r,,.,., ; ..^ ' 


- r. f . .u . i.j.dicli«r ,.:cy ;. 0 t b:.* usee as ih« first v , 0 ,.j 0 - yr ^ ... * ,. v * . • ' 
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I I* esc arc: tcboo. J ' * v ; or Sco.rsdal* Fourth-* 


Tl.jrse are taboo. 

• u, c:cr.o ccn;:*«i /our Counselor Manuel for further d-sorVr.—r-’i-,- -•<;• ' i • ' 7 

v ' r ‘*yaru».,g j.o.;cy and procisure. 

’***'" *’*J ■'•*•'•* AppCSf.i'lnjn*: br» •••i-.-di ~i» ...:»• . ’ . 

v ' :ii f -' !l - Ail .fours are cn Tir ? ^ oil pecpl- wh- 

oc: linircc! o Ccun-c/or, onM. - reamer o; 6 peojy at c tine. T.ebdr n,, 
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FIGURETTE MARKETING PLAN 
Explained by 



i°n C °Fu^i r f buUl ' inE ,? b “ sinc=s o£ your °™- «« 

have FAITH. FAITH in yourself, and FAITH in the product. Women 

and -have l ,at T 7 b ° Cn fit in the F1 S urette Era and Girdle * 
nd have experienced purchasing one from the person who first 

sister^or ^ products ’ Men * your wife, mother, 

“tor, or some lady try on the product and give her honest 

opinion, so that you will know that FICURETTES are the bast in 
women s lingerie. In addition to the bra and girdle, there is 
also a Longline Bra and a Support Sleep Gown. 

!^ d Va°V^\ b0Ut be ?? m i ng a FIGURETTE COUNSELOR and building a business of you - 

rLpUi^t ry^o ft £ “V" 1 ““ ^ PU “ 

you. ^ Sample I-ntor/caJ: ^TLs^ 

- - -v ™ 

of us have an equal opportunity to build our business. y t0p 11 

There are ten (10) band sizes and eleven (11) cup sizes in th P FTrnnTrTT- u 

you must “ ad ^ te 

rwss i5=r sis- : F-f- 2 

do your tl t ti„s y of tJe products "a “t ‘5“* are more si2es available to 

When you have purchased your sample inventory, you are°i„ thrnmRmE^inass!’'" 

checking account b £«”yoM business C a nd S pav all' b s 5ir,0S3 ' open a separate 

applicable you oust secure a s«i tlLlV^TZ p“ ZTslllX^i^ 

zzzsiz.'z ssvrea. ^r= r r L ™ 

rn„n!^-° ur Counselors * as the FIGURETTE COUNSELOR is doing lust that - 

^-“Lg"£~rhe T or shTSt b al i° haS th \ PrlVlU8 ' ° £ counseling 
is also counseling with the person who broughthhi^orhe/into^hoT'l ‘ he Co “ iselor 

Q; ^saL'r^fi^ ” their C pcrsonal S specifications‘"^he 631 “ *>“ 

out £p“ a «U d a“ LZ FIGUREUE bla <the bta “ ithI " 1 b -> «2 gives^coafort 

o« r £he e raLn° ‘T ^ PCCSidcnt ■“>”■> to the neuest Counselor buys at 35? 

KultJ-Lev^ MarkeUng p}^ ^vVat^eY'V^ ” 1U dePend leVdl in our ‘ 
aereafter called Purchase Volume and abbreviatedTT ““our orieiial “““ Pri “~~ 
all aubeecuent purchases in one month are edded together for yo^ Jonis nt0ry a " d 

. 1249 
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FIGUKETTE MARKETING PLAN--Page 2 


Mm 


COUNSELOR LEVEL : A FICURETTS COUNSELOR buys at 3V% off ti.. ; .... 
price arid is paid a bonus of 5% by the Senior or Major ivu;. 
ho or she has made purchases. The bonus period runs for on* ° 
calendar month. The bonus is paid by the company to the Sen!,r 
or Major Counselor on the 15th of the following month, arid the 
Senior or Major immediately pays the Counselors in his group. 

A- Counselor must maintain a Purchase Volume of $150 in subscc ... 
months to remain eligible for a bonus. 


f What kind of money can be made by a FIGURETTE COUNSELOR? It 

\ depends on YOU.. YOU arc the most important person in this v/orl; 

J YOU can accomplish any goal that you sot for yourself; however 

you cannot accomplish this goal without a sincere desire- to 
improve yourself and to help people, and you must put forth ^'o-. 
honest effort and hard.work. "Service is the rent you pay for the space you ocU"/ 
on earth. If you decide to become a FIGURETTE COUNSELOR, you must never expect cc 
just quit ana have anyone in the business purchase your inventory from you. If you 
do not have FAITH in yourself and the desire to work at building your own busing <■ * 
then do not purenase an inventory and become a FICURETTE COUNSELOR. • We are not ir' 
the inventory business. ,f We are in the lf people business . 1 ! tf 

rnnD^ TTE c 9'^! 1 ' fS f' L0RS have a "COUNT TO FOUR" and when you practice the "COUNT TO 
FOUR’ you will be surprised at the results: 

1. Write down your goal. Think in pictures about that goal. Read the goal aloud a 
least once a day. When one goal is accomplished, write down a new one. 

. as if that goal has already been accomplished. Act "as if" in all vour 

contacts with all people. . 

5. Accentuate the positive and eliminate the negative. Always ask questions that 
can be answered with a positive answer. If you have a problem, consider it 
•great", because if you were not working and accomplishing, you would not have 
a problem. Let no one interfere with your goal—which you are working toward 
with complete sincerity and integrity. 

4 . HOW??? How are you going to accomplish that goal? Break it down by the year b 
the month, by the day, and by the hour. Make every minute count. 

The price of our bra starts with the Cotton Bra at $10, $11, $13, $15 and $17 

depending on the cup size. The Lace Bras are $13, $14, $16, $18, and’$20. The most 

popular bra is the Lace, and the average price is $16. Immediately when you seU t'n 
average-price bra you have made a 35% profit or $5.60. When you are paid you^ bon ■ 
you receive 40% and that amounts to $G.40. It takes approximately. 15-2^ minutes to’ 
fit the bra, and the profit is $6.40. You will probably also fit the customer in a 
girdle, and all the girdles sell for $18. The girdles and longlines are purchased 

Che retail P rice and the bonus remains 5%. The profit on the girdles at 

0 25% is $4.50 and when the bonus is paid it amounts to $5.40. The important thing. is 
that you do not have to ’’sell" these products — they sell themselves * I have never 
asked anyone to buy tms hra" I‘have" fitted the customers, and they have made up 
their own minds. High-pressure salesmen should not be in FIGURETTES .’ . 

With the above information, you can see that when you plan and allot your time arm* 
fittings, make appointments (and make these through friends and referrals— 
never door-to-door) and use your telephone to contact at least one person everv da*' 

V you can make money at this COUNSELOR LEVEL. You must sell by Bra Clinics follow 'p 
on refr-rals, ai d spend the same time with FIGURETTES that you would with’a * u n. 
tame or a part-time job. The rewards in this business ai'e according to the effort 
and lime that you give. It must be understood that even at the beginning level — 
COUNSELOR--you have the privilege of bringing others into the business. You never 
lose a Counselor whom you have sponsored. - 304 a- " * 
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Iro S nnh 0Un -H l0r K belp koep you in the bonus bracket, but you 
arc not paid a bonus on their Purchase Volume unless ehey^faii 

tha? W vou e ir b0 K US X r el 0f $15 °- Wh®" V™, and au of the i'v 
that you have brought into the business have reached a tot-af’^ 

SENI0R S C0UN-CLOR Of ^’° 00 ^ ° nG calcndar nonth, you become a 

h w Xt 15 P oss ^ble to reach the SENIOR LEVEL thr. 
first month that you are in the business-so-set your goal nS; 

SENIOR LEVEL: As a SENIOR COUNSELOR you are able to Difrrha-*. 
merc^anuise directly from the company. Remember, you P purchaVe 
your merchandise at 35% off, but now your bonus increase- Tr 
on a personal sale at this level, you will make nT n 5° i: " 

end"of el ^h ln y 2! r ?r ° UP WiU ^ ortorSg'f^yoSfand at t 
f nr> Jj. eacb month you will pay them a bonus of 5%. Therefore' 

you are paid 10% by the company nENlS^COUN-^^V^ Counselors > 

sales and training meetings for* Mo nil Caus * L °R is also responsible for holdi: 

interest new people in the business fAn S° UP ? S WGl i as °PP ortlJn ity meetings tc 
again and again to prepare themselves for Sh °; J “ hear the feting Pi, 
SENIOR COUNSELOR inthe first place vou had M° r Le « el *2 In order to become a 
one calendar month So in oJw pA 7 °^ 2 a ? t0 have a Purcha se Volume of $5,000 

$2,500 Purcha™ SSiumfin sucSetoa ZSf" b ° nus - you " ust hav * « 

of your Seniors as this^o^^lni^ySufSunsSor^™” “ th * Pu ^se Vol “« 


:c 

i.ar. 


SrSc^ ha T e M rc l ar e if J^e°d 0 t j n vo VO b CO rH eCUCiye ” OTChs • y °“ “» * 

years, with all ?ax^s, lic^ns" *’ 1 “’ 

IS the gasoline, and keep the car washed and clean ThfPnUSJ that you supply 
must maintain to keep this car free . n * The Purchase Volume that you 

get the ear. You pick up the car in f. esta Wished « the time that you 

Del and Dee Remme. A new car is a wonderf 1 - and spend a , d fy or two with 

take your business anywhere you want There is nc^set^f-p 00 ^ ^ *5 enables ^ bo 
territory! y ' inere ls no set territory—the worB is your 


allowance on the°car you^re Jow driving 1 " "do vo°° Se tak £ ^ 10 ° per month 

per month income from other sources that’vo.i i / ea fk, that in order Co have $lu 0 

$25,'.00. The Purchase VolLrtr^i2ain y ?or rh .?S bably h3Ve t0 invest aro ^.d 

$2,500, You may decide at a later dateV^kfthfrf^ $ So!" ly 
Indirect Direct Seniors and 

Mss&tt&za %«jfc ESr" - — 

Jn any Direct Senior and a 1% override on V ° U receive a 3 " overrid.- 

working in FIGURETTES is tne person who is rewarri^ Ct -r? e " 10r ' ?!? e person who is 
of your own Purchase Volume from a Direct- q Pm nr " It: 1S P° ssib ^ e bo receive 3% 

over $2500; but, the person above who has maintained^oiri™?!^ 0 !/ 0 ^ P urchase vol ’- : " 
complete override. This portion of the Marketing Plan cfn^n ?^? 1 receive tbe 

experiencing it-, for yourself The aoei t-ho lan can only be understood by 

maintain ttS Gold StLdarfof ^ ^ ^ be t0 

Purchase ^u^ro^l^oTin^ne^^l^rinth^^ “ d SePiors teach a 

9 v,uuu in one calendar month, you progress to the Major Level. 




"Tf J PJW 
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MAJOR LEVEL: 


m 


3 MAJ0R COUNSELOR you still purchase merchandise at il'/, < 
-J CApr* retail price, but you" bonus increases to 20%. On a D< . r ' 

sale aC this level you will make 55%. You are still supplyi- 
S ) y° ur counselors and paying the counselors their 5% bonus 
•TTY/ Because you are ordering for and supplying these counselors n 

'Jyr clear 15% on all that they purchase from you. The Seniors us. 

'A 'o y° u l> ave developed are each ordering for and supplying their 

groups. You must maintain a Purchase Volume in succeeding rc 
of $10,000 co receive your 20% bonus, and in order to receive 
complete overrrides you must maintain a Gold Standard of $lo 
^ At this level you receive overrrides or 3% for a Major 1% fo 

Indirect Major, 5% for a Direct Senior, and 1% for an Indirec 
Notice that all through this Marketing Plan the cutoff for overrides has 


Senior. 


^ - -- 3 XV/X UVCJLLluCa (Ids 

been the second step down from you. 

When you develop one Direct Major in your group, you must maintain $10,000 Gold 
Standard for overrides. When you develop two Direct Majors in your group you mas 
maintain $6,000 Gold Standard for overrides. When you develop three Direct Maio - ' 
in your group you must maintain $3,000 Gold Standard for overrides. When you 
develop four Direct Majors in your group you do not have to have any Personal 
Purchase Volume for overrides—therefore, with four active Direct Majors you can 
reach the retirement level in FIGURETTES and have an income of $1,200 per month' 

In your personal Purchase Volume at the Major Level, you can include all Seniors 
and Counselors i,n your group who are not included in any other Major group in vour 
organization. ^ 7 

Since this company was incorporated only on January 3, 1967, this Major Level has 
far-reaching depths almost beyond the imagination. This phase is explained brief 
only to give you an idea of "Whatever the mind can believe and conceive, the mind 
can and will achieve." . 


OFFICERS AND STOCKHOLDERS OF FIGURETTES, INC. 


"Hi" "Hi" Hand 
Del Remme 
Dee Remme 
Angela Serratela 


President 
Vice-President 
Secretary-Treasurer 
Production and Design 


Los Angeles, California 
Scottsdale, Arizona 
Scottsdale, Arizona 
Los Angeles, California 


HOME OFFICE: P.O. Box 1029, Scottsdale, Arizona 85251 
FIGURETTE FACTORY: Los Angeles, California 


NOTE: This explanation of the FIGURETTE MARKETING PLAN is for the purpose of giv: 
information to new people who are interested in this business. 
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.•JKHTTE" DISTRIBUTOR: 


Si* 8 ?? 8 - al • leaflot * which h« been created for 

^ P- S^t-oloSfJa^ni^rrfnfre^ives. 


Rcncnber: 


L £ J°t v ? L ; -- *■»* 

Every woman from age 14 to 100 is a potential customer.... 


.t/4 


Og 


Khcn various businesses^Lse^oi^the^ay^it P^ 1 | ollowin |. would apply: 
there to hand out this leaflettTfsuch business If Heel "° be 

Female Telephone Employees 
Insurance Company Employees 
Factory Girls 

Downtown Eusiness Office Girls 
Fv?^ S/ °i ty S ^ d Federal Office Employees 

Hioh lohnn^t de ^ ment st °re employees leave 

Rnl?nlf h S 1 colle< ? es ~ private schools 
.* Business Women's Clubs 

Church Groups 

Restaurants 

Bakeries 

Cleaning Establishments 
^•T.A. Association Meetings 
Social Service Clubs 

In non-metropolitan areas, one may use clubs, church groups, etc. 

Before passing out these leaflets it wnnifl ^ . , 

addre ss f and telephone numh<=r- ^ uld wel1 to have your njime, 

where to callT 2 --- ped on cach one ' so that they wo ft Id know 

^d“mv e b Iu U - till ^t°LIsf lit tr b l " Special a PP°i"tment oily- 
disappointments will ' ot^Thtr^ 

of Bras and Sirdles S so b that I ”you W can U deliver h a nd y c U ll’ Ui t d “ P y0Ur inven;or " 
make your sale. Y deliver and collect at the time you 


Remember: 


GOOD FITTING - and PLEASANT - and KIND SERVICE 
WILL BRING YOU THOUSANDS OF NEW CUSTOMERS.../. f£fj 
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January 15 , 1971 


BH.LAVO.ftJE, INC. 

3730 Snyder Doner Hoad 
$>ringfleld, Ohio 1550? 


ft V / ts 

H I’: K \l l it uu; , 

: Co JS7J- -—--- 


h .re C f 

Oat * ?/'(/>* ;V :*i v 


No J 
/I 


Bellavonne l 3 in business. Inventory i- „„ »k ,, i, t 

*nd customers a re satisfied. BellavonJe fl V v ~Sales"are being nade 

were examined and tested by one of STTeiS?/ 1 ? ? thc other lading bras 
our bra Is second to none. leacUr * desi P’«r» in the country .^ 

unitytywi is thc deadline f ^ 

- •«.«- - —, *££ 'EfSZ'SXz Z.tS< 

b-1Ut ”™ " u h,v ' su <*> «««~n .. roliOT ,, 

SSL 2 

K Si nedeed K ^ 3 on the 

they have sold ,300. CO Retail r^chaseJolle^)^ 93 '' previdi '* 

recruited, trf"cd atd^cIuSed’pJod^tiS^rfi Ma ?*f rs af ter they have 
Production retirements will be at least &££ ^SuSShSe^t. 

SS^thoJ^rLvelSJcd nii r (5) Si e cts beC ?r “ Vision ‘fen-gers 

srrar^A52r i ^W- , sss.. 

r~.lv. M « ilScrD,S“;S° 11 S ! 2.“ »W "ill .la. 

Area Managers is the next level .nirtii k 

They will be chosen from people most ou;iHc< a !j P ? inte<1 by the C£1 ">P*ny. 
work. They will be rc. ; uiredto Eia ^ lfied to help you with™our 
ings, etc. Upon becoming Area iiln^J ? pportunit y «eet- 

stock option of voting stock and be^elLihl/f 11 b ® ellRlble for a 
and Life Insurance 1*1 an. This nav W f 0r our H°spitalization 

time of promotion. P 7 "“'g^'nt will be negotiable at 

Vice President is the next and last ,♦«, 

by the Consultants in five (5) area* *!) iS pcrson "ill he elected 

Vice President w L . will have meeting < ?J ve ^* when we are ready for a 

«nd let you lock over tSo cartes Vi! "a™ (5) arcaS Evolved 

negotiated at time of promotion. ttl pay arran g“>ent will be 

I road an -ar4trl» recently 

(D Regional Managers. COfflpany had 7000 consultants and four 

this Plan the Division. ™°. "^lonals werc B «king all the big conev in 

* 1 U lt Ulclr lab0 «- that builds^ oJgJJjMti!n? kS thCy ShOUld - After 

tou ho demoted. There will be no by pass- 

Tou mil be considered to—tna^od^f vnu 1° 7 ?“ CWl lose your c °®oissions. 

Just cause. ^cmr. na.od if you are inactive for 90 days without 

SonH ua... _a_ . _ 


, 7>7y^ 


Send your orders and lefa go to work. 


Baliavonne, Inc. 


US rAoZ7tC^ 

r., rrcsidonl ‘ 
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BRA'S, GIRDLES, & SWIMWEAR 



► 




I 


I 


hat’s right! A new Bra and a row Bra company here in Ohio. No 
onger need vou fear being cheated out of your commissions. o 
OTwer need you fear demotion. I»c longer are you dealing with a 
ompany at tho other end of the world. You will work on a oon- 
ract which will guarantee you your commission status and ani. ure 
ro\i of no denotione. You will i.ave the opportunity to attend 
meetings with management and help net up policies. 

Che new Bra with our own exclusive features is our own. It is 
the ••Bellavonne" Bra, meaning a beautiful Lift ot God. Our trade 
rnrk indicates that the Beilavonne Bras ana Girdles are God a 
i^ift to beauty. The cup is designed to create that youthful cone 
shape, eo admired in the young. There is no flattening at t.ie top 
of the bosom and no rolling at the rib cage. No discomfort- under 
the arm and it holds the tissue in while it firms and tones, it 
is truly an exclusive Bra and superior to all others. 


Cuo Sjgq 

JL,AA 

B,BB 

C 

CO 

J) 

t)0 

£ 

ES 

P 

Y? 

G> 

GG 


81? ea. 

..28-34 
v28-34 
28-36 
26-38 
28-38 
-28-40 
28-42 
28-40 
28-42 
28-42 
28-40 
28-40 


Retail Purchase 
Volume 

8 8.95 


• • -§.95 

;>*'• v:"-' .10.95 

. ' k-;- ; 1 Q .95 

r f ■ - a-.-; if Xc 


11.95 

11.95 

12.95 

12.95 

14.95 
14.95 
14.95 
14.95 


Jf.HH.I.XX Are available on three day order and will be stocked in 
the near future. A truly custom fitted Bra with over 150 cup siaes. 

There Will be no purchase restrictions for you to get started. You 
bay order ae you like erx retain your commission status. You will 
find that the sizes are the same as you are used to handling so you 
win have no trouble phasing out of the old into the r.ew. li you 
make your first purchase by Dec. 15 this will awoure you o. having 
your inventory by Jan. 4. 


Come on buckeyes, 
business. 


Let’s mike cur Ohio company the bent in the 
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YVONNE MEREDiTH 

3730 SNYOc-l DOMEH Ml. 

^ OHIO 'id '2'2 


fa 


. 0 .f 

*' J'-UcS/ 



(RXlrf 


September II, 1971 


Mr. Carl Si monsen. President 
Symbra'Ette Inc. 

P. 0. D x 5730 

San Jose, California 95150 

Dear Mr. Simonsen; 

Just a note to let you know we have settled with the insurance company 
on our house and in the process f rebuilding. 

Also, I have started a Symbra'Ette Salon here in Springfield. I would 
appreciate any literature you have on the new line of peignor sets you 
are c ming out with. 

I have two (2) new recruits in Florida interested. Since they are quite 
a distance from me w uld it be possible for them, es Key distrIbutors, to 
order direct from the company? As key distributors I would hate to hold 
up their orders by having them order through me. Please let me know on 
this as soon as possible. 

• 

\Aary truly yours. 


Yvqrone A'eredith 

37JO Snyder Domer Rd. 

Springfield, Ohio U 5502 


FEDERAL TRADE COMMISSION 


Docket Ko./^r 

In the Matter of. 

Date p_ Witness.Reporter I 


\V 
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iiov'iubiM' 19 , 1969 


ilr. C. G. Jinon*;^n 
Gy:ior- -itt ■ Inc. 

0 n Jo.-'., c liforni - 

iG t•* r »!r. uiMon.’- -n: 

I h’V*' 'dvlr-'d Ivon no to stop p* yi.i -nt on checks p = y bio to 
you .*» .«5 folio.).”,: 

/643 - ;-,8.32 

/65 ( j - .65.8; 

7651 - ,1176. l7— 

>654 - ..61.06 

/058 - ;-J 33. JO 

Gh” sold . lov: - t r.-t to •• Cincinnati ••nitou- do-Hr -nd 
tn ■ ch.-cf w r return"! thru h-r -ccount. I h j v.o rnda tvo (?) 
trip- in n >tt<jr.pt to str-l^ht-n it out .ni haven't succe'ded, 

lou u.y r^G'-por.it this* it •’•M3 on the 29th of Nov.*wb*r *n<l I 
v,]L) th- t •<. aoporit is nodoto t^ki c^r 1 ' of thi.a. 

Very truly your;, 


b. U. .■.oy'aith Jr. 

3733 Sn^cor Donor dd. 
SpvVl^fi'id, ohio 43502 


2:'/ 


// '' •' 


r/ 2 - 9 i, ?-Z ''</0 


ii dO 


federal trade COMMISSION 


Docket No*??;t- Mo./^_ 

In the Matter 0 \ 

Date_ Witness_Reporter ^ 
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RX-157 


UclLuM ou_ 

7U~ /-?, 7 3 


<sO 


tD* 0-0 


!> A. 


60 -C6- 




l3st*y--<is ■din-' &£-c^-<X- 6 ^ 




; 5 AXL<_ 

Q G—^s ds-tr-zi^C^ 


3 C? **~ X '*^~ 

^pjL.*^ so^j- ^ ^ 

3^1 (3 3^ vSjSXU^ J ^ ^ 

7»u. x/^. X—<rv U^ 

•~r\\+- vud+^jL, 5- G-^-w. %L^y^ . 

o2Xa_^v^o^ 

^X v '-^»\-Gt- di^-o —<Lx— 

ildS 
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l' t , , r. 

J • 7 \\ ^ 1 /' r.i./r jnc • 

' jnn.ii/ '/Lrdlej 

•.' ‘ i c/uj’i.on < 'vrnue. 

■ i'll Ufa, <•■ fi :nroiin \ r ,126 

!>vn/i t un 'on: 

, f/.'cvi 3 lived in { oli.’o/inin 3 pneviojuly 'nod pcuickajed 
tone .h'nUa'c ic dm* iiuiu i aj Lein Stoop. 4 , in Scofield., (all!. 

ti . . 

an neoc ^ M and 'J do not knou, car jounce 

ton. In cm Acne in '/exaj, ,-,W 3 am nom livinn. 

0(. pojjiUe 3 ,'vuld Venn muck like to onc’en tnv Cmnj 
M nou . He. in .o.y yilion on unat 3 And pnevioujh, opened uxij 
yilnle 2o2, ji ? e J6 cc. doiueveA 3 nave lojt jone meipdU and do 
not intend to rain it back Jo the cup could be venr jliohtly. jnallen, 
Atat 36 Ikoupk. 3 do not know horn U aval' be lij.ied ion jize, but 

4 you could j end me Ji~e 36 with Ike cup itui jlipkily j-iallJ, tkan 
Inc cc, it i.-ufli be appreciated, 

3 do not i'yio ',-1 tie prj.ee Jo cannot jend ike check c.'iik 
1/u.j ne ucM, but if. you mill j C nd me ike change 3 mill mail „ ou 
a check /link-: back. 


/ hank 


l/OU, 


FEDERAL trade commission 
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Dear Cir, 

1 an Interested In purchasing bras from your company, I had a dealer, tut 
she lias discontinued her selling. The size I need is 34 F. I would like two 
In the lace style. You may send them to me C. 0. D, Your bras are just great! 
Hy address is as follows: 

< 

Mrs. George O'Hara, Jr. 


199 Crain Drive 
C&rlisle, Penna,, 17013 


Thank you for your help. 


IT.DKRM. TRADE COMMISSION 

pvdei no n °--'--f 

In the Ma-.t-r d __. 

Date W tn-'ss _„ _ ReporterI 
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Mrs. George O'Hara, Jr. 
199 Crain Drive 
Carlisle, Fenna., 17013 


Sym-Bra-Et+-e- Company 
San Jose, California 
Attns Order Dept, 
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New Smyrna 
April 27, 


1973" 


Fla. 


Synbra'ette Inc. ‘ ^-176 

^60 Meridian Avenue 
San Joce, Calif. 95126 



Dear Sir: 


SirdU T.Zt a^year^and ' 6 ‘*f »»- and 
b uy again, Mrs Rai^ f and would like to 

Smyrna then but has moved^^ thGm ±n New 

tell me where I may buy thp Way - n ° W * Can you 

y buy these in New Smyrna? 

Symbra'ette r i mi s "? the area Handling 

Synbra 'ette for this area. 68ted ln 

a* 

Hope to hear from yon very aoon. 


Thank you, 


. yfcy^Xilx- 



80 r |-,3ih G ive„ 1 ue CkWeU 

Now Smyrna Beach, Fla. 32069 
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Sheffield, Alabama 35660 
March 21, 1973 


OER-E0-MAR INCORPORATED 
San Jose, California 95126 

Gentlemen: 

The Symb‘ra*ette Consultant with whom I had been trading, 
is no longer handling the brassiers and girdles. 

Can you please supply me the name of one in the Muscle 
Shoals area? Or, is it possible that I can order direct from 
you? 


I have worn these garments for the past five years, and 
I would like to continue to do so. 


If it is possible to order direct from you, could you 
please send me two bras&iers, size 32 F, and bill me for them, 
or would you send them COD? I will be happy to receive them 
either way, or if this is not enough, would you advise how many 
I would have to order at one time in order to receive them 
direct from you. 


There seems to be a new line of merchandise in the market 
here called the Cameo Bras? Has this taken uhe place of yours, 
or is it some other manufacturer? I have not looked into this, 
because I would much rather continuing with the product I have. 


Thank you very much for your time and trouble; I would 
appreciate hearing from you at your earliest convenience. 


very truly 


WKP/s 




[firs ,/ Wayne K. Painter 
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March 28,1973 



Sir: 

I would liku some information on ynur Brassieres. 

Firstly if you would send me and order C.fl.l). as I 
do not know the price? Our saleslady, Mrs. Burnett 
moved from here and I do not know wtio replaced her. 

If, however, you con not send me three bras, one style 
214 Fiize 32B, one style 162 size 32G, and one size 32C, 
style 162, I then would appreciate you sending me the 
saleslady's name in th Terre Haute area. 

Thanking ynu in advance.- 


Wanda Spear 
540 So. 9th St. 
Clinton, Indiana 

<*78421 
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3913 Augusta F 
Aiken,S.C. < 
April 2L,1973 


Symbra-ette Brassieres and Panty Girdles 
L60 Meridian Avi nue 
San Jose, Calif. 95126 


Sirs; 


I would like to know the bame of your consultant in this area. I have tried U 
get this information locally but have had no luck. I work in the Augusta area 
and live in Aiken,South Carolina. I have worn the girdles before but the shop 
where I bought the girdle does not carry them anymore. Please send this infor¬ 
mation to me as quickly as you can. There are other pirls interested in these 
products also. • 


Sincerely, 


Mrs. Willie Whisenant 
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Whisenant 

j»13 AUfcU^ta. Koad 

Aiken,S.C. 29601 
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Cynthia Dal in 
P.750 Pasadena Drive 
Devon I'ills, Ohio 44131 



April 24, 1973 


'.yr.bro’otto, Inc. 

^ 0 Acrid an Avenue 

; ; .n .Tone, California 95126 


..■ntlcnen j 

/ 

I have been buying'Synbraette for about four years, 
very happy v:ith your products but have recently lost 
ouch with my previous representative. I v/ould now like 
o order tv/o new bras but don’t know hov; to go about it. 


I.; r y I buy from you people direct? and if not, may I 
trouble you for the name or names of your representatives 
in my area? 

V.’hnt are the present prices of your plain white and 
lrccd white bra 3 ? 'Do you have any colors available now 
other than black? 

Thank you for your anticipated kind attention. 



FEDERAL TRADE COMMISSION 

Docket No ?m. tS»' " o/ — - 

Matter of: - ^ 
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Symbra'ette Inc. 

460 Meridan Avenue 

San Jose,- California' 95126 



/ 



April 25, 1973 


Symbra'ette Inc. 

Brassieres ana Panty Girdles 
60 Meridian Avenue 
Saj. Jose, California 95126 


Dear Sif: 


1 would like to know if you have an Symbra'ette Consultant in the Hartford, 
Connecticut area? I did buy two from a saleswoman of yours who lived in 
New Britain, Connecticut, but she has moved out of the state. 

If there is not one in this area could you send me a bra Style 26 U, size 
1*0 G, longline. If you can send it COD and if not let me know the charges 
and I will send you a check. 

I have enjoyed wearing the bar and at present have another make but I do 
not feel as comfortable in it. 

Hoping to hear from you real soon, I thank you. 


Very truly yours, 


,/ 






Mrs. Agnes Galek 


My address is: Mrs. Agnes Galek 
12 Barnard Street 
Hartford, Connecticut 06llh 
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12 BAfuAKB STREET 
HARTFORD, CONNECTICUT. 

the p;-:ce;*!X companies 

ONE AMERICAN ROW 
- HARTFORD, CONNECTICUT 06115 
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Symbra' ette Inc. 

Brassieres and Panty Girdles 

460 Meridian Avenue 

San Jose, California 95126 





April 2hf 1973 



Symbra'ette, Inc. 

1|60 Iferidian Ave. 

San Jose, Calif. 95>126 

Dear Madam: 

Since my Symbra'ette Consultant has left the area, 
I would like to order bra #262, size 3U CC, plus 
one elastic for my old bra, direct from you. 


You can either send it C.O.D., or let me know the 
amount, and I can mail you a check. 


If there is a consultant In Salinas, please let me 
know. * 


Thank you. 


Sincerely, 
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')* 20 I! 1 11 ’. voOf) Ave ? 

Edison, Jo'Toy 08817 
April I., 107J 


Syrrbra'ette Inc 

AGO Meridian Avenue 

San Jose, California 95!2G 


Gentlemen: 


I recently tried to contact Kit. Grady Metcalf, 
7 Joan Drive, Hampton, Virginia 8331C, (with 
who I had dealt previously) in order to pur¬ 
chase some of you bras. I have had no reply 
from her. 

I am hoping you can either put me in toe.h 
with Mrs. Metcalf or some other consultant in 
order to make my purchase. 

Thank you for your prompt attention to this 
matter. 


Sincerely yours, 


Mrs. G. Charles Munzenmai-et* 

P. S. Enclosed please find self-addressed 
stamped envelope. 
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March 9,1973 


. $y/ 

* * ^ / 

y . ■ 

Symbra'ette Inc., 

^'470 Meridian Avenue 
*Snn Jose, California 95126 


Gentlemen: 


I purchased one of your bras some time ago, and have been very pleased 
in the way it fits, and the way it holds its shape through laundering. 

The bra was bought thru a friend of mine in Orlando, Florida , but it 
is not convenient for me to order from her again. 

The size and number she fitted me with was - Size 34 D , # 262 
which still fits, and 1 assume I should continue to wear the same size 
and i?. The 262 is the only style I am familiar with. 

Please mail me (2), / size 34d # 262^ the mailing address is’Virginia H. Cotton, 
P.0 Box 2465, Panama City Florida 32401. 

You may bill this to my American Express card if 043 524 3811200 AX 
or Master charge if 543997 618 605 73, or mail them COD whichever you prefer. 

Thank you for your attention. 
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Dear Sir: 


I have a problem. Have worn your ^rdles and love them, but 


alas, no sale 3 reoresentative in this area. 


,ould you olease advise r.ie as to the nearest reoresentat ive. 


If there isn't nnv in the Faryvillf 


or Knoxville area. 


do you have an ordej department? 


Do hone you can helo me as I have worn your birdies for a 


Ion'- time and really find them to be the best. 


^•mr* ... •• y f 

C set 


1 


Sincerely. 


Sylvi a L. r.ille: 


1564 Kaury Street . 


Alcoa, Tennessee 3770^ 


1 ^//^ 


FEDERAL TRADE COMMISSION 


Docket No.<T‘ ^7.^ 
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Fulfilling the desires of thou¬ 
sands throughout the United 
States and Canada. 


SMALL 

to provide extra income to supplement your present income 

Offering a better way of life for 
you and your family. The 

Amwav sales plan — what you < v>s !/■ 


college degree 


You decide how much time and 
effort you are willing to devote 
to attain your goals. 


4 


4 
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• WHAT IS IT? 

• CAN I DO IT? 

• HOW MUCH CAN I EARN ? 






i aotay® sales plan? 

the Opportunity of your life! 

UTATIOtlS n m mKI THtRt ARt 

NO QUOTAS 
NO TERRITORIES 
NO LIMITING FACTORS 


PUNCH TIME CLOCK 
WORK FOR SOMEONE ELSE 
LIMITED POTENTIAL 


The Amway Sales Plan - Set 


Have the extras you warn; a 
your present income; be you 
boss; choose your own hours 
additional income at retire 
for your estate, or for traveli 

It’s the excitement of per 
person selling. 





HE COMPANY BEHIND THE AfAWAY* SALES PLAN... 



JAY VAN ANDEL RICHARD DE VOS 

Chairman of the Board Pnsident 


Amway was founded in 1959 
by Jay Van Andel, Chairman of 
the Board, and Rich De Vos 
President. They started 
Amway in the basements of 
their homes. They know what 
it means to start small. 

By 1970, in eleven short years 
— Amway U. S. and Canadian 
sales grew to over $120,000,000 
per year! They continue to 
grow at a rapid rate! 



Amway of Canada, Ltd. — a company built 
in Canada for Canadians! 


Asktjsw ’OcL'L&T Amway has earned the 
highest ratings by the national financial rating services. 



Tha Amway Plant, Ada, Michigan - living testimony to the industry and faith of all who took the Amway opportunity. 

----- f 



THE PLAN 


& 


FA WAY® PEOPLE ARE DEDICATED TO 
THE PRINCIPLES OF FREE ENTERPRISE... 


Determined to give everyone a chance to build 
a business organization within an 
independent framework. 


Amway distributors have or^e thing in common: Faith 
. . . faith in God, faith in free enterprise, faith in 
their own ability to build a secure future. 

Amway distributors believe in sharing their oppor¬ 
tunity and helping others ' ucceed. 

They believe in people. ieir ability to build a 

future for themselves th. the Amway Sales Plan. 


THESE BUILDINGS ARE DEDICATED 
TO THE THOUSANDS OF 

INDEPENDENT DISTRI3UT0RS OF 
AMWAY PRODUCTS 

ACROSS THE CONTINENT. 

THEIR BELIEF IN THE 

FREE ENTERPRISE SYSTEM 

MAKES THIS BUSINESS POSSIBLE. 


Inni. ploqvi in th. E.ocvtivo Building at th. Amway Corporation plant in Ada, Mich gon. 

LS96_ 






THE PUN 


,/L 


am distributors are backed by 

NATIONAL ADVERTISING 

Presently Amway sponsfe^aul Harvey each Saturday at 12:30 on the ABC Radio 
network, and carries on an extensive year around magazine advertising cam¬ 
paign in national magazines and in daily newspaper in U. S. and Canada. 



AMWAY IS A RECOGNIZED LEADER IN FREE ENTERPRISE ... 


FREEDOM 

FOUNDATION ACHIEVEMENT 

MEDAL AWARD 


DISTINGUISHED THOMAS JEFFERSON 

SALESMAN'S FREEDOM OF SPEECH 

AWARD AWARD 
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2 PRODUCTS DSHiJJD TC3E A FJ1VJAY®SALES 

Amvjay. products can be used in EVERY 11 


% 


There are over 150 Amway products for personal 
home care, auto care and clothing care 

In addition, Amway’s Personal Shoppers Catalog 
makes it possible for you to offer hundreds of othe 
products to your customers. 
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MOST CF TNE PRODUCTS ARE FORMULATED AND MADE IN AMWAY S 
MODERN LABORATORY AND MANUFACTURING FACILITIES 



■ 


New products are added to the Amway line at regular intervals 
to give customers new items to purchase when you call. 

Most are dispensed out of a can, bottle, tube or box. They're 
used up! Customers will re-order regularly. 


And each and every one of these fine Droducts is backed up by 
gpa Amway’s money-back guarantee. 
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potential for Amway®products is 
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A. INVEST LESS THAN TWENTY-FIVE DOLLARS 

1 FOR your own amway sales kit and product kit 

Purchase o, the Sates Kit Se to 

tribute because A contams ^ op(iona , but is 

get you started. Purcha. popular Amway 

encouraged becau* - and sel , Both Aits 

SrnTJe for tun refund if in new and current condition. 
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2. FOR A VOICE 


iGOO 


JM q 1 -- 

• Hiotiihiitor vou’ll have a voice in recommending 
2-rSS 'or Amway through your Distribute Associa- 
Z Z* nattonal Board of Directors consults wdh Amway 
frequently on such matters, .rue democracy m acbon. 
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3 . FOR SUBSCRIPTION TO THE MONTHIV AMAGRAM 

You receive a subscription to the Amagram — the Amway news publication sent to you each 
month featuring new products, sales techniques and distributor information. 


4 . FOR your official amway identification cards 


For both husband and wife 



* AS AM AMWAY® DISTRIBUTOR, 

you purchase Amway products at wholesale 
from your sponsor and sell them at retail 
to your customers. 


• AMWAY MAKES AVAILABLE TO YOU 

sxciting ssies toolsd literature to help you 
build yo.r own busing. 


• LOCAL TRAINING SESSIONS 

conducted by your sponsor and Direct Dis¬ 
tributor will give you valuable information 
and friendly contacts. 


—11 — 








CAN I DO IT? 


E3 TRY THE “RODUCTS IN THE PRODUCT KIT YOURSELF 

They are full-size packages of 
Amway’s easiest-to-demonstrate and 

—easiest-to-sell products. 


V 

Ul 









\s 





SEE HOW THEY WORK FOR YOU . . . 
When you are satisfied that they do 
perform as represented, then you can 
move confidently . . . 


--ST''y 


SHOW AND DEMONSTRATE 
THEM TO YOUR FRIENDS 


WE SAY "TELL... 
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MAKE A LIST OF PEOPLE YOU KNOW IN YOUR $1200 BOOK 


liJiiiiO 


(your prospoct book) 


vuv.J tk •*>*■*? 




FULL OF CUSTOMERS! 
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CAN I DO IT? 

D EARN WHILE YOU LEARN 



Attend the 7 short, easy Know-How 
training sessions held by your sponsor. 
Attend your sponsor’s regular Amway 
get togethers. You’ll quickly learn the 
Amway fundamentals: how to sell, how 
to sponsor other distributors, how to 
operate your Amway business profitably. 
You’re providing a genuine service to 
your customer friends — pointing cut a 
better way of life — saving them money 
— and earning money! 


Customers make recommendations 


When you call back a few weeks later, 
your customers will b fc enthusiastic 
about your Amway products: will want 
to see more of them; they’ll make ap¬ 
pointments with their friends for you 
to show your products! From then 
on, you’ll be doing "repeat business’’ 
with yo’ group of customers. 
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Vour Business is Protected . 

BY THE CODE OF ETHICS AND 
THE RULES OF CONDUCT 


This carefully developed pattern of 
operation helps keep independent 
Amway distributors on the right track 
to make sure that their business will 
be built on a sound and lasting 
foundation. 






CAN I 00 IT? 


E YOU PURCHASE. PRODUCTS FROM YOUR SPONSOR 


Jl 


%'L, 


You II get your product needs a. wholesale prices from your spons 
Wrth Amway. you star, earning money right away with no large inv 

:r'T r need buy ° n,y en ° ueh ~<» 

n«ds of your customers. Your sponsor buys Amway products frc 
his sensor and so on, right up to the Direct Distributor, wh o 
directly with Amway. The sponsorship system means ,h 
^someone ,s always thinking of your best interests, lendir 
O y a helping hand. Each shares with the other. 
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SPONSOR 
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EACH DISTRIBUTOR’S SUCCESS 
0EPEN0S ON THE SUCCESS OF 
THOSE HE SPONSORS 
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DIRECT DISTRIBUTOR 
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o F SPONSOR OTHERS 




Your profit from sponsorship is a greater 
monthly refund. Your total Purchase 
Volume includes your personal sales 
plus those of the distributors whom you 
sponsor. You pay your distributors the 
refund they earn but, because your total 
is greater than the Personal Volume of 
any of the distributors whom you spon¬ 
sor, you receive a larger refund than 
you pay out. 

And you earn in the same way on the 
Purchase Volume of the new distribu¬ 
tors whom your distributors sponsor... 

% 

and on those they ,ponsor . . . and so 
on. You form a growing group, and 
every dollar of sales made by any mem¬ 
ber will be a dollar of additional volume 
for you. 

When you are a sponsor, you are build¬ 
ing income for your family today, in¬ 
come for your retirement, and income 
that becomes part of your estate. 



AM WAV® IS MOT "EMPLOYMENT," 
BUT RATHER A REAL CAREER - 
A GROWING . . . 

BUS1ZJSS OF YOU.? OWN 


“415*- 1607 
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every week peopie are buying 
the type of products you offer 

its easy for your customers to 

uy an average order of $5.00 
this month . 


A * 




* 


V « 






rr~\ 


• • • 


THE1 ' NEXT MONTH OFFER WrfA 6 MORE 
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A.j k 3 OF TIj^SF h cfv'y*ipi i*ija i TAW 

■*;-:>£ O 1/ls.l TOTAL AT L rr S7 00 

Continue this every month fnr 1 *->* 00 

y month ^ over a year without repeating a sinp.p prcduct< 



There 


»'• over iso product! erey family umi and will need to 


r^rd" teyera I timet each 


year. 
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HOW MUCH CAN I EARN? 


• • • 



'?W 


MU VMS WAY 

for a small business of your own 


By making just one average sale of $5.00 
per day, you can sell $100.00 worth of 
products a month 


I 


selling days a week. 


iZO selling days a month 


/our 30% average immediate income on 

$100.00 sales (at PV ) 

o| us ... a *3% refund on $100.00 in PV 


= $25. 00 a week 


= $100. 00 a month 


] 


$3.0°° 

$300 


EQUALS... YQUHi TOTAL MONTHLY INCOME. 


.$ 33 . 03 ) 


Nice Extra income 
for a small part-time retail businest 
about a ball hour a day. 


— tailing 


i'310 


*See refund schedule 
Ml* 21 
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REFUNDS Auk PA© GA TSjE TOTAL MCATALY ENCHASES 
*(PV) C? FHOEUnS YO'J'LL DE US2:3S AK3 SELLERS 



In addition to your immediate sales income from 
basic discounts (most products—35%; some 25% 
- less on some commercial sizes — average 30%) 


YOU WILL ALSO EARN REFUNDS ACCORDING TO THIS CHART ... 



*Armvay @ calls this "PURCHASE VOLUME" or PV for short 

—-419a- „ ^ 
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HOW 
MUCH 
CAN I 
URN? 


TO 3 UIL 0 A LITTLE LARGER BUSINESS 

You might sponsor 6 distributors who 
each sell $5.00 PV per day just as you do 

i 11 I *.*«■*-' " 


YOU WILL EARN 


7 distributors :i 20 days 
at $5.G0 par day_ 


«700.oo *PV FOR THE MONTH 


*9% refund 
’less six 3% refunds on 5;00.00 

0% of $100.00=$3 00X6=$1800 
ImSmS' '• 


= *63.00 

V 

r 1 $ 1" 00 REFUNDS YOU PAY TO 
YOUR DISTRIBUTORS 


v You keep 

Plus 30% average immediate 
income on products you sold_ 


= *45.00 
= *30.00 


YOUR TOTAL MONTHLY INCOME 



food Income for ABOUT OfJE HOUR PER DAY 

you II U spending time recruiting _ <raining _ ” UMY 

motivating — supplying f or grMt . r „ fu(K , profi#f 

"d, « each of your sponsored dist ributors also be¬ 
am. to sponsor distributor, of hi, own. your business 
can grow avan larger. 

1<J12 


— aa— 


See refund schedule page 21 
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"fA'SUltD T $mi 3IGGE3.BUSINESS 

: r ,1 - ontipue 

You, plus yourSdistri tutors—each sponsoring 
4 people (total Shdistrihutors) v/ith everyone 
selling"$5.G0 PV per day 


C' » . r i 1 till 


ot * 


'YOU --WILL EAHk-J 


o c*rorr 


31 distributors x 20 days 
at $3X0 PV per day — 


*18% refund- 

. * ^ 

*Less six 6 % refunds on $5Q9. 00 ——- 

(You pay refunds to the head of each group of 5 dis¬ 
tributors and this distributor ban refunds on down) w ...... 

(1 group “ 5 distntutors X $100 00 " at 6* 

refund - $30.00 x 6 groups equals $180.00) 


You keep 


= *3100. 00 *PV FOR THE MONTH 
= *553. 00 TOTAL REFUND 
= *100.oo REFUNDS YOU PAY 


Plus 30% average immediate 
income on products you sold 

I 

YOUR TOTAL MONTHLY INCOME 


= *378.0° 


= *30.oo 






( | 

• VS* 


Excellent Income for ONLY A FEW HOURS PER DAY! 


»Sm refund schedule page 21 


wi'linq to p..* *. • *S *m. ir.v 
1 ' 'Onr'Tts c tr. ; • ,* , 

:p ^nd •: -.v, . ‘ 


163.3 
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And the opportunity is 
there for you to continue 
to build your* sales organ¬ 
ization in this same way 
until you attain a monthly 
PV of $7500.00 or more. 
It will, of course, require 
more time and more effort 
but it can be done as a 
part-time business. 
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Not all distributor* are willing to put forth the time and effort to attain Direct 
Distributor status, but the benefits can be very rewarding for those who are will* 
ing to work hard enough and long enough to do so. 
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SECTION TWENTY-SIX 


' ~\ 

Following are the rules for buying and selling rights, including 
bonus rights, of any Shaklee Group: 

1. Distributors may buy and sell with approval of Assistant Su|>er- 
visors and Supervisors. Assistant Supervisors may buy and sell with 
Supervisor’s approval. Both must have the approval of the Home 
Office. Supervisors and Coordinators may buy and sell with Home 
Office approval. 

2. To be effective, a notarized copy of a sales agreement must be 
filed with the Home Office not later than 5 days before the end of n 
calendar month. The change is then effective on the first day of the 
succeeding calendar month. 

3. Any Shaklee salesman (Distributor, Assistant Supervisor, 
Supervisor or Coordinator) who sells all or part of his business and 'or 
bonus rights may continue selling and building another sales group, 
BUT THE SELLER MAY NEVER BUY BACK THAT PORTION 
WHICH HE HAS SOLD. 

4. Sales agreements must clearly specify any changes in sponsor¬ 
ship brought about by the agreement, and must be signed by all parties 

to the agreement. 
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•m?XZJ P305JUCTS "DIRECT 


j 1 , 

■ btW 


:.i amway 


® 



7 .-.rj ca:i gcalwv to eabh 

(A) The full 25% refund. 

(B) 3% Bonus on Direct Distributors whom you sponsor. 

(C) A training Bonus for developing additional 25% Dis¬ 
tributor Groups. 


YOU MAY QUALIFY TO D2CGME 

A VOTOG MEM3ER IN THE 
A MW AY. DIS TSI3UT03S ASSOCIATION 



SHOE FG3 PROFIT 

soared by amway. 

Some Direct Distributors continue to operate their Distributorships part-time. 
Many decide to make it a full time business. 
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DO THESE PEOPLE LOOK ANY DIFFERENT THAN PEOPLE^ 

You Clnovj? 
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THE STONEIAKES — Californio 
Former Occupations: 

Salt* Manager 
Housewife 


1 


I 

f 



Former Occupations: 
Teacher 
Housewife 



Former Occupations: 
Teocher 
Housewife 



THE GUNNETTS - Michigan 


Former Occupations: 
Factory Worker 
Housewife 



WITH THE PROVEN 
AMWAY. SALES PLAN 



CAN BE YOURS . . . 





I 

0 


\ 



780 
C't 'VI 


FITTING THE EXPECTANT MOTHER 

The Symbra'ette is an excellent bra for the expectant mother. 
She receives the gentle, hut firm support that is so vital at this time. 

Leave plenty of rooi:i in the top of the cup for when her breasts 
enlarge. The amount of room you leave depends on her month of preg¬ 
nancy. noinial bust size etc. Here you are going to have to use your 
own discretion to a great extent. 

Show your customer bow to float her tissue into the Uniband as 
when the breasts becom* very heavy this will be very important to 
her. 

/ 

If she indicates that she would like to increase bust size any¬ 
way, then you are safe in fitting her rather large. But if she is nor¬ 
mally a large busted woman, you will have to fit her a little smaller. 
Always sell her cup extensions and explain how they hook on the 
bra and give the extra room needed when her breasts enlarge rapidly 
at the end of her pregnancy. You might also give her an extra back 
extension in the event this is also needed. 

i 

/ 

The important thing is to be certain to leave her plenty of room 
so that the bra never binds her. 

Careful fitting of an expectant mother enables her to utilize one 
bra during pregnancy, during nursing and when she is back to normal 
again, (this is an important economic point) 

t 

Of course, if she is going to nurse, this bra is, again, an abso¬ 
lute necessity. She should nurse with the bra on. with the Unibands 
up. This supports her bust while shells nursing and supports the 
bicasts in the natural rosition. 


Stress the comfort of the bra she will have during her pregnancy, 
and the back support This is an extremely important point to them. 
Of course, bust maintenance is very Important here also. 





— rr tiixdb co"mmis*‘ wS 
l l.Dl .i .M* * 

COMMON txhi .. U NO.r/f--! 
et No«T 7--- jr ii e 'i ." wr /&* .. 
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THE WAl<ERS — Arizona 


Forme: Occupoiions: 
Factory Worker 
Housewife 


- r ~ -- ^ • r •~i 



THE WILLIAMSES - Louisiana 
Former Occupations: 
Engineering 
Housewife 



wm GOALS CAN 
BECOME REALITIES 
IT'S ALL D? TO YOU! 
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Former Occupation. 
Housewife 



Former Occupations: 
Farmer 
Housewife 
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SELLING SYMBRA’ETTE PRODUCTS 

In any sales situation, it is basic that certain guide-lines be fol¬ 
lowed to achieve success. While Symbra'ette products do not have to 
be sold in the usual sense, but rather as one person sharing an excit¬ 
ing concept with another, there arc some guide lines which may help 
the inexperienced sales person. 

Initially you must obtain the interest of your prospect. This, of 
course, is easily done, due to the fact that she is at the showing. 
Next you obtain her interest by explaining what the bra or girdle will 
do for her personally. Now you must create a desire for our product, 
this you can do by putting the garment on the customer. The merchan¬ 
dise will, at this point, sell itself. All that remains is closing the 
sale. 

Never ask your customer a question that can be answered yes or 
no. such as "do you want the bra?” Assume she is going to buy and 
give her a choice. While she is admiring the bra and girdle begin to 
write up the sales slip and ask. * Would you like one or two bras? ' 
- or “Would you like to wear it home, or shall I put it in a bag? ' 
That is - give her a choice. 

It is advisable to have your custom' . jrchase more than one 
bra because there will be less chance of i.er returning to wearing a 
conventional bra. You should stress the importance of constant w< ar 
of our bra to allow it to function properly. 

GIVE HER TIPS ON GARMENT CARE 

The few seconds you take to tell your customer how to care for 
her garment are an investment in her continued patronage. Tell her 
how to launder her garments, explain that frequent laundering pro¬ 
longs its lire. Caution her against digging her nails into the elastic 
or pulling too vigorously at the fabric. 

Tell her to give her Symbra'ette garment the same loving care it 

gives her. It will last longer and give the ultimate in figure 

control. 

Wash by hand, reshape the cups and Uniband while still damp 

and let the bra dry naturally away from direct heat or sun. Do 


not put In washer or dryer. 

Do not use detergents or harsh soaps. 



% 



Join the 


thousands of 

independent Amway distributors 
across the United States and Canada 
who are showing everyone . . . 


how to shop without going shopping 
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-A Z ^etten. Way to £kopf 

A SALE A DAY IS THE AMWAY. WAY 
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STIPULATION 0 r ’ "ACTS 

Coj'nlaint counsel and counsel for respondents herobv 
ioi n 11 '* rot forts the relevant and. material facts as to which 
t.'iero is no dispute. it is understood such facts are deeded 
to be conclusively established and will orovido a record basis 
on w.un the Adrinistrativo Law Judea rnav file an initial 
decision. 


I. The stinulated facts are as follows: 


1. Respondent Cor-P.o-Mar, Inc., a corporation doine 
nusir.csr. as Svpbra’cttc, '.’.lose corporate nro is no 1 ' Rvrnbra'ette 
Inc. ii a California coreoration organized in 1?63 and is 
existinn and doine business under and bv virtue of the la--s of 
tnc State of California. 

, . 2 * Respondents Ccr-Ro-.Mar, Inc., a corporation doine 

oust nos", as Svnbra'otto, whose cornorate name is now Sysibra'ette 
Inc. forr.orlv maintained its hone office and nrincionl 1 place of ' 


business at 4G0 Meridian. Avenue, fan Jose, California;.a 
nrosent.lv maintains it^ hone office and principal place 
bus i nosr. at 23 Jaais Wav, Scotts Valle--, California. 


nd 

of 
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The 

Golden Land 


Leadership 

Opportunity 
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Pesnondcnt 
Provident and a 
referred to an £ 
f.yrnbrn 1 ett' , inn 
and distribution 
for cstablishino 
the business act 
business address 


rarl 0. f.inonsen in an individual and i 3 
director of Synbra’ette, Inc., (hereafter 
,,,r ■ >r '" 1 ette) . Ilcsnondcnt Sir.onscn founded 
tituted the Svnbra'ette marketing nrooran 
T5olici.cn, and han been and is responsible 
supervising, directing and controlling 
ivitics and nracticen of Svnbra'ette. !lis 
in the sane as that of Synbra'ette. 


Svrbrn 'ette is a nano registered to Svnbra 'ette, Inc. 
under wiich said respondent does business, under which its 
products are sold, under which the activities hereinafter 
norc fullv described are known, and under which hereinafter 
the acts and. practices of Svnbra'ctte r.av bo net forth. 


3. Svnn'otto in now, and for sonc tire lant 
past has been, enlaced in the advertis .nr, offering for sale 
sale, and distribution of brassieres, girdles, 3win-wear and 
lingerie to 'he public, under the "Svnbra’ette" narketino • 

Svrbra'ctto's sales to distributors have crown from 
£36,032.91 in 1965 to $’,054,250.62 in 1969 and in 1972 had 
fallen to $1,195,465.75. 

i 

4. In the course and conduct of its business, 
n/nbra ette nov/ enures, and for none tir.G last nast has 
caused, its products, when sold, to be shinned fror its nrin- 
cioal olaco of business in California t o purchasers thereof 
located in various status of the United States, and, in the 
.course of establishing and maintaining its narketino nrorrae, 
nas transmitted and caused to be transr.ittccl contracts, pro¬ 
motional material, and various business naners to persons 
located in various states of the United States, and maintains, 
and at all tines mentioned herein ha3 maintained, a substantial 
course of trade in said products in commerce, as "comorco" is 
defined in the Federal Trade Commission Act. 


5. rvir.bra'ette and its distributors are in substan¬ 
tial competition in commerce with other firms or persons 
engaqed in the manufacture or distribution of similar products. 

6. Synbra'ette has formulated a distribution!svgtem 
involving distributors at wholesale and retail levels, and 
has published Synbra'ette price lists, discount schedules, 
marketing manuals, sales bulletins, order forms, oamnhlcts, 
and other materials and literature. To effectuate and carrv 
out the distribution system, policies, or oian, Svrbra'etto 
ant. its distributors have entered into certain contracts, 
agreements hereafter more fullv described. 

0 ' 1;9 
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Privileges 

and 

I^ES PO N SI BILITIE S 


It i* an axiom in the field of direct-selling that success is never 
U to? ,P ti5 C "‘°' r “ lc ’ “ * must Tbo» rule, 

'H'ia booklet seta forth your rules. Each one clearly delineates 

7*!“ T* d * r ’ * hether you are a new Assistant Supervisor looking 
fwward to your future or an experienced Coordinato^urveying your 

There are sound reasons for every rule. As the years go by you 

mm u *~- p-s 


LEE SHAKtEE 
Vice Preside^ 
Shaklee Products 
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Finer* Anrll 1, 1772, the F’C’brn'otto :iar)*.otina 
plan has ’j: i a »:i itri v.fcion net/’or'. *Mich alls ;; a potential 
di; triuutor to enter at the lo/oit ic*v:*l as n Consultant and 
./or: mo to ooinc a fan tor Consultant, a • .iutrict ')iroctor and, 
at I'i j e ourth and iiuh -sc level, a lecionnl director. One 
or. tern into tv:: f-'i re'otto distribution svs tor* a*; a Consul¬ 
tant by pure i as in-; a 3-trolo V. it for 7'‘.'?5 ..’’lie’s in refund¬ 
able vit’iin )'• days. "‘rorotion to oir of the hin/ier levels 
is i.ndo w'ien a certain purchase voluro is reached in a oivon 
ront'i and sue a higher level is ratai.no] so lone an a certain 
pure vise volu; o is i.air.tainod 'rr a calendar quarter. A 
'istrihutor 1 n oross oro r< t is tie. di * Z sroncs .botvoen the price 
ho en’M Cor ?*'• ’’’-ra 1 otta products an] tie price at •■Midi he 
sells t'v'r •/itii additional profit inc: stives. 


All d.i stributors purchase their nnods dlroctlv fro*- 1 


*5viv:ra' c Lte 


35 j off tan suae.:; ecu retail J i :t price. bach 


’ i i 


Cl 


i. .Lor • ’ io ias personal purchases o< 


•7 7 purchase volume 


(rju ’o'estad retail -'fie • totals) in an 1 ' one root'', receives 


an 


additional profit equal to 51 
for such roots. 


hx.s v-.ersor.al purchase volume* 


In addition, the distributors receive the following: 

a. Consultant - \ consultant nu ream ns at tha basic 
discount o r 353. If sis *'orsonnl ourcaa.-e voluro e or an 1 ' 
month reaches $1D'J, he receive; an additional nrofit o e 31 

on purchases raJc b* directly sponsored Consultants. A 
Consultant receives a 515 additional profit for each month 
that lis personal purchases volume rose ion 0750. T.ierc* are 
no other r.ouios required bevond v/h.st has been listed above 
in tiis paragraph. i'h« re are no other profits accruing to 
said distributors otic; than those listed herein above. 

b. Pcnior Cot sultar.t - A Senior Consul tant purchases 
at the basic discount of 35*. He receives an additional profit 
of 55 on his personal r urchrsos and 5 r on sis dj.recti” and. 
imUroctlv .sponsored Ccnsultants' purciasos. Tf lis purchase 
voluro for «nv nonth roaches 5750 (provided his personal 
purchases reach 015)) io receives 2A os the purchase volur o 

of his <1 i r octly sponsored fenior Consultants. A Fenior Consul¬ 
tant receives an additional profit of 330 if ais personal pur¬ 
chase volu”c and lis Consultant's nurciaso volui e roac.i ?.l,537 
( : U-51 of which rust bo the personal purchases of the Fanicr 
Consultant, 'it s purchase volur\. for a-.’/ calendar quarter 
mist reach ‘*1,577 (to include $450 personal purchases) to 
raintain his fonior Consultant Level. There are no other 
monies requir'd beyond what las been listed above in this 
oaraqraoi. Ticre arc no other nrcfit3 accruing to said 
distributors other than t’;iosc listed herein above. 030 


j 


H.D. i.Ai. TKAUli CUMMl.">U»X 
.... *itf+ **"•?. E.MM KoJ 
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DEFINITIONS 



i 



“GROUP PURCHASE VOLUME” 

The total Purchase Volume of a Shaklee Salesman’s group, com¬ 
prised of himself and all sponsored Distributors through any number 
of sponsorship steps, to but not including a sponsored Supervisor. 

“QUALIFIED DISTRIBUTOR” 

A Distributor who, in a given calendar month, has $50 or more 
personal P.V. exclusive of the P.V. of his sponsored Distributors. 

“QUALIFIED ASSISTANT SUPERVISOR” 

i 

An Assistant Supervisor who, in a given calendar month, has a 
Group P.V. of $800 or more. 

“QUALIFIED SUPERVISOR” 

A Supervisor who, in a given calendar month, has a Group P.V. of 
$3,000 or more. 

“lat LEVEL SPONSORED SUPERVISOR” 

The first Supervisor down a sponsorship chain, regardless of the 
steps down that chain. 

“2nd LEVEL SPONSORED SUPERVISOR” 

The second Supervisor down a sponsorship chain, regardless of the 
steps down that chain. 

“3rd LEVEL SPONSORED SUPERVISOR” 

The third Supervisor down a sponsorship chain, re^rdless of the 
steps down that chain. I 

“QUALIFIED COORDINATOR” 

A Coordinator who, in a given calendar month, has four or more 
1st level sponsored Supervisors who are Qualified Supervisors that 
month. 

“COMBINED 1st LEVEL P.V” 

The total sum of the Group P.V.’s of all 1st level sponsored 
Supervisors. • 

•Jfr 
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«t the liniic : 'i^ount o^3^? r "T^T 

of IT- ori personal nurc'n",m, ins on direcflv -in if* i n'll' 1 lt 

inc»n to rod Consultants' narc^. an:/If'en \ t ™ t ?“3° tlV 

inUiroctlv sponsored fonior Co. sultnntV rvircis-on ?! < 

:,! ’r"’ Vinl volursf* f or nn ., nont!| ,,, r * lr ., * ?^ I ’ r T - ‘ 1<3 

ronti lin nurc'wn volu-e, his «'onior f’Vjn-iit vits* lf T t ! Wt 
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receives an additional nro r it f .. ,e 

taat ponfi of t' W dlroctl-/ -.non to™: ° f 

purcrno voiuno anrl r, on f,, purchase volvne t'at i Snt’n of 
iniiiroot]v soonsorod. district ircctors - v I 

receives a : 11 ) additional nrof it ?or SicY ^ i t f ° r 
PO r non a i nurcK,,o, reach am ; nc! the total 

voluiv. rm<:*• ro-,,-'-, -m c , ccor j ^rional ourc:ia".o 

"*? ,l " fonior 

^ r ^ c ‘ ^ • 11 ’ to maintainhd' Strict ^ 

diatributora other than iho 3 h Hs?«l Lroin .^? r ^ *° ” id 

d. ^Gfrional director - Uecttnmi 

iiSirsSS3f^i,if SSr *f “iSF' 
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8. n rior to hnril 1, 3072 , the Svnhra'c^te ,i» r VrHn rt 
diJhr^V 1 c ' lr!tri u:t ion netwr'; which allovcl a potential 
iw i r iV Utor t0 cntor nt anv one of three levels i e "* ov 
au,?f^ Ut f r 'r" Pan . ior ' :o ”" or ". r unrrvinor"? V and eventually 7 
UC at 0 r 0»m and fifth level, that of District "anaocr 
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SECTION ONE 


Within the structure of the Shaklce Sales Plan, sales literature and 
company rulings, a Supervisor is in full and complete charge of his 
Rales organization. 


SECTION TWO 

Qualified Coordinators and Qualified Supervisors are members of 
the Advisory Board of Shaklee Products. Suggestions and ideas are 
welcomed and invited. 


SECTION THREE 

Purchase Volume (P.V.) is based upon retail price, and is totaled 
at the end of each calendar month for bonus purposes. ALL PUR¬ 
CHASES MUST BE CREDITED TO THE MONTH IN WHICH 
THEY ARE ORDERED, with postmark determining the date on 
orders by mail. "Overlapping” into preceding or following month is 
NOT permissible. 

•»V. f 

SECTION FOUR 

All Distributors purchase products and supplies directly from their 
Assistant Supervisor. If there is not an Assistant Supervisor in the 
sponsorship chain, then all Distributors purchase directly from their 
Supervisor. 


SECTION FIVE 

No direct-sales products may be sold to retail stores for re-sale to 
the general public via shelf display. Beauty shops, barber shops, slen¬ 
derizing salons, garages, gas stations and other similar service-type 
establishments are not considered to he retail stores. Any Shaklee sales 
person willfully violating this rule forfeits all rights to bonuses. For¬ 
feiture is at the discretion of the Supervisor, subject to Company 
approval after review of the facts Written notice of forfeiture must be 
sent to the involved salesman, stating purchase volume and bonus 
affected. A copy of this letter must be filed with the Home OfRce, to- 
* £ beck covering the amount of bonus withheld. 

Pa«« 2 
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and .''.ecionnl .’’an.vj'r. ''re. entered into t u o Fvr.jra'ottc dis¬ 

tribution ;•/:tc;. i<u v c'mi.ni .ore*inn*I 4 , sc fro- Svnbra'ottc 
or its distributors. ‘]1 dis hributors, »_•: c apt *or tho Key 
r»i t.ri jutor*. (nominaf t-r io:ioi.inc> referred to as Xuve), 
jou'.ut directlv fvor.’. f’Mvra'otto. distributor's cross 
orofit ons tho di'Terence jot' on tV price or oriccu he pair" 
for hynbra’otto products an* 1 t o price at '/Men ho sold then, 
plus additional nro r its on th purchase volume of those Con¬ 
sultants directlv sponsored. \yt tho Distributor. 

n. Icy iistri <utor - hoy Distributors ourc.insod 
their products To - res ; le at 3 f of F th*» retail list price, 
Known jv ? r a'otto nr. tie re ■’il pur eh n *0 volute (or ’.P.V) 

Vhere ;orc r.o other morion rro uirec". bevon 1 what has icon 
listed shove in this nraqraoh. T.icra were no other profits 
accruing to said distri butors other than t ioso listed serein 
n.iovo. 


b. ronlor Xev - rcni«>r Hoys purchased their needs 
directl^ from r - »r'-ra' uttc at i )" off the ''ctail list nricc 
for sale tr Keys or the general nubile. 'here '.’as no pre¬ 
determined Unit to the author of distributers ”ho r.av he 
recrui. oil, nor was there a ororotorninsc’ Unit ad as to tho 


Denier \ov received 


size o’ any distributor's organination. 
a 5?. additional "rofit on purchases r.iado bv his directlv 
recruited hjv bistri.butors and a 1« additional orofit on pur¬ 
chases made '.)■» its directlv recruited Fcnior Keys' eroues . 

A Person y came a Senior de** either by purchasing an initial 
inventory ( f $1,399 in terns of retail list prices cr by 
starting out as a 3Cov Distributor and, with his Personal 
group, reaching a nonthlv retail purchase volume of $1,900. 
There ware no other ponies required oeyond ’..’hat ha3 bean 
listed above in this paragraph. There were no other profits 
accruing to said distributors other than those listed herein 
above. 


c. Punnrvisor - Supervisors purchased their products 
for resile at 45?, of' the retail list price, and purchased 
fron Syj bra'ettc. A Supervisor's organization or personal 
grour* included his directlv sponsored Senior Iveys' entire 
croups md his directl” sponsored Kov Distributors' entire 
yrouos. 

A listributor \:'.\o has one directlv recruited Senior I'.ev 
and two directlv recruit.'*..’. Key Distributors became -a Super¬ 
visor cither by purchasing an inventor*/ of $3,399 in terns 
of retail list price? or, with his personal group, reaching a 
monthly retail purchase volume of $3,000. A Supervisor earned 


FEDERAL TRADE COMMISSION 
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SECTION SIX 

In order to qualify lor a cash bonus based on Group P.V., a Dis¬ 
tributor must be a “Qualified Distributor" in the month at issue. This 
rule does not apply to Assistant Supervisors. 

SECTION SEVEN 

At reasonable hours and places, a sponsor shall have the light to 
inspect the Assistant Supervisor’s or Supervisor's P.V. records of his 
sponsored Distributors, for the purpose of detei mining his current 
Group P.V. total. 


SECTION EIGHT 

A Distributor who misses being a “Qualified Distributor” for six 
consecutive months is deemed to be “inactive.” A Supervisor, if he 
chooses, may cancel an inactive Distributor by submitting a signed 
statement to this effect to the Home Office. 

An inactive Distributor may request cancellation by submitting to 
the Home Office a signed statement attesting to his inactivity. 

A letter of acceptance will then be sent by the Home Office, copies 
going to the ex-Distributor and to the Supervisor. When cancelled, a 
person is no longer entitled to Distributor discounts or bonuses. 

I - I ' » 

Any ex-Distributor, once cancelled under the terms of this Section, 
is thereafter free to be re-sponsored by any Authorized Shaklec 
Distributor. 


SECTION NINE 

Bonuses must be paid PROMPTLY and by check or cash. The Home 
Office mails bonus checks by the 12th of the succeeding month. Super¬ 
visors should mail bonus (hecks not later than the 15th of the suc¬ 
ceeding month. Assistant Supervisors should mail bonus checks not 
later than the 18th of the succeeding month. Of course, the above dead¬ 
lines do not preclude paying bonuses earlier. 

Supervisors pay bonuses DIRECTLY to all Distributors who do 
not have an Assistant Supervisor in the sponsorship chain. They pay 
bonuses in a lump sum DIRECTLY to all Assistant Supervisors, the 
percentage being based on the Group P.V. of that Assistant Supervisor. 

Assistant Supervisors pay bonuses DIRECTLY to all Distributors 
in their groupe. 

PM* « 1G£3 
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a 5".; additional profit, on nurc hngo.s rndn by his Senior Me vs and 
a 10" additional profit on purchase* node bv his Koy Distribu¬ 
tors. he n.lno received a 2" additional profit on purchases 
p-ndo !rf his directlv recruited ruoorvi sor's ctroun. There v/nre 
no ot'icr iconic.} rom tired jevond v:!iat has boon 1 in tod above in 
Lii3 paragraph. There /arc no ot.icr profit:', accruing to said 
distributors other tian tiose listed herein auove. 

d. District Manager - A District Manager purchased 
products Crop fynbrn'otte at a 531 discount *ron sucracsted 
resale price. 

A - District Manager's personal croup included his directly 
sponsored funervi non' intire -roups, and his directlv non- 
sor-i.’ .Senior .Coys' entire groues, and his directlv sponsored 
r.r/s. 

A District Manager and his organization initially 
purchased a uollsr volume of $7,511 inventorv for one r.o.nth 
and had to Maintain a i onthly purchase volup.n of y3,911 to 
revain at tills level of the proeran. One could not "begin'' ns 
a District Manager, but, rather, sad to "v/or!;" his wav to 
this position, '.w recruiting at least 5 people v/ho reached 
Senior /ley or Supervisor positions in his organization. 


A District ''an agor earned a 151 profit on purchases of 
hi3 Mays, 13" additional profit on purchase? of his fenior 
Mays, 5" additional profit on his Supervisors' purchases, 3" 
additional profit on the purchases of his directlv sponsored 
District .inna«i3rs' ?*ale3 groups, an<I 11 on the purchases of 
indirectly sponsored District ’’nnagers' personal arouns. lie 
also earned a cash car allowance of $133 on I’.P.V. of $7,530 
per i.ionth of li.s personal group. There were no other nonics 
recurred jovond ‘.Mat .ia.s been listed above in this paragraph. 
Tiore wore no other profits accruing to said distributors 
other than tiese listed herein above. 

c. hcaionnl Manager: 

The highest level one could reach with Syribra'etto v/as 
that of a Regional Manager. A Regional Manager bought his 
products at a 35 r discount fron Svnbra'ette. 

The personal croup of a Motional Manaaer included his 
directly sponsored District 'Managers' entire groups, his 
directly sponsored fupervisors' entire arouns, his directly 
snonsorod Senior hoys' entire groups, and. his directlv 
sponsored Keys. 
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Bonus payments do NOT go down a sponsorship chain. They go 
DIRECTLY, in a lump sum, from Supervisors to all Assistant Super¬ 
visors. All others, as earned, go DIRECTLY to the Distributor from 
his Supervisor or Assistant Supervisor. 


SECTION TEN 

When a Distributor qualifies as an Assistant Supervisor, the Super¬ 
visor must notify the Home Office to this effect, in writing, giving full 
detail*. The Assistant Supervisor must then assume the privileges and 
responsibilities of his new position: 

He must be an ASSISTANT to his Supervisor in every way 
possible, especially in leadership of his own group, a ,ii he should 
bear his title with the prestige it implies. 

He must regularly attend and assist with his Supervisor’s sales 
meetings or hold sales meetings of his own at least twice per 
month. 

He must maintain reasonable stock of products and supplies, 
and arrangements should be made to assure that all items are 
readily available to his sales group. 

He must establish records of sufficient accuracy to assure 
prompt and efficient payment of bonuses to his Distributors. 

Training in salesmanship, knowledge of products and service to 
salesmen are essential. Assistant Supervisors have this distinct respon¬ 
sible to their Distributors and to their customers. The rewards for such 
service and leadership are cash bonuses — they must be earned. Should 
any Assistant .Supervisor fail to fulfill the above requirements, his 
Supervisor may request cancellation of his title and privileges by sub¬ 
mitting a letter to this effect to the Home Office. 


SECTION ELEVEN 

An Assistant Supervisor who misses being a "Qualified Assistant 
Supervisor” for six con:, ' months shall revert to the rank of 
Distributor, and shall the Mbject to the rules governing 

Distributors. 


SECTION TWELVE 

A Supervisor shall make monthly reports to the Home Office, in 
writing, stating the Group P.V. of each Assistant Supervisor and Asst. 
Supv.(A) in his group. 

1624- Pw , 


I 






I 


A District 'ranacer's wnennl proun p.p.V, runt have 
roac.icd *21, no in one ront'i in order to entitle that District 
nnayer to ascend to the Position of regional ,, annoor. 
y.ioro-i r tor, * ronthlv ninivun A.p.V. o r 312,533 was recruirod 
to r .rain it L its level of the nroernr.. 


of i j. n 
ov.rc 
c!im os 
Distrii 
".eryioni 
a ;:m 
A.P.V. 
iiocn li 
nrofit 


■Vim tonal Mnmor earned at 20r. nrofit on Purchases 
■•'•3, n 1 ft additional profit on its Senior Aevs • 

> n -additional profit on ij.s fuiorviiori 1 our - 
i > - addition 1 1 nrofit on nis '.lirecti” noniop'd 
lan.vors' purchases, 2Z on his directly sponsored 
'anmern' personal '-rem purchases. Tin also earner 
'' r ' ar -allo-vnce on ?17,503 nontulv Personal rrrouo 
lor ' wore no other nor.ies required beyond -.’hat has 
l?c; v>ov - in this oarnoranh. raoro -./ore no other 
ccruj.no to saic oi.stributors otier than those listed 


icroin n>ov:. * 

J • Tuorc is no contention that ar.v deception fraud 
unet.iical or act ice, nis representation, or iroroner conduct is" 

present in tie presentation of the products or their prices to 
consunors. 


10 • '-hero are. coroetitors of Pvr’bra 'otto sollina 
or.ir.slores, aircj.cs, T*i;:-y;oar, and lingerie under sirilar 
nnrhetino and salon• oroorar.s. As of ’’arch 1(3, 1373, the 
’Vdoral trade ^orrinlon has instituted no forral ornpporl- 
tn °? .vjamt any of these conoctitors on the issues raised 
'■>7 tio or*.--sent co;.mlaint. 

11. Industries, such as the food retail and. rasoline 
industries, nave employed car es of chance to prorote the sale 
of their products. 

, 12* Tic ”odernl Trade Coisnission ha 3 oronulcrated a 

Trace .'.emulation Pule (VdJ-146) under which food retailers and 
qauolino retailors nay ennloy canes of chanco in oronotinc 
tioir products. 

13. The consultant aarcercnt (3X-2), which has been 
used by Svnbra'ottc since April 1, 1-372, states that 

‘wS r . a, °i to iia3 lirltod itn nurher of active distributers to 
1/lJta of 1o of the population of each state. 

14. fvrbra'ette distributors do not oav any release 
fee or tie like. 

15. rynbra'ette distributors instruct their diroctlv 

sponsored distributors in sollinc and fitting Pvr.ibra'ctte pro- 
c.ucts f rm.jlish newsletters, and hold neetinon for sponsored 
distributors. _;__ 
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• • i- -i •' • SECTION THIRTEEN 

A Supervisor may appoint an "Acting Assistant Suirervisor" — 
abbreviated: Asst. Supv. (A) — for the purpose of centrally distrib¬ 
uting products and supplies, and bonuses, to all salesmen in an area 
not easily serviced through regular channels. For the same purpose, a 
Supervisor may authorize an Assistant Supervisor or Asst. Supv. (A) 
to purchase directly from the Home Office. An Asst. Supv. (A) must 
assume all the privileges and responsibilities outlined in Section Ten. 

When a purchase from the Home Office is made by someone other 
than a Supervisor, a Memorandum of P.V. will be sent to the Super¬ 
visor for his records. It is the Sup'rvisor’s responsibility to forward this 
information to any Assistant Supervisor who needs it for his P.V. 

records. 


SECTION FOURTEEN 

When an Assistant Supervisor qualifies as a Supervisor, the spon¬ 
soring Supervisor MUST notify the Home Office in writing at the 
immediate conclusion of the qualifying month, giving full details. 

i I 

An Assistant Supervisor becomes a Supervisor by having a Group 
P.V. of $3,000 or more in a given calendar month, providing no other 
salesman in his group>!*o reaches that level in the same month. 

Should another salesman also reach that level during the same 
month, then, in order to qualify as a Supervisor, this Assistant Super¬ 
visor must have $2,000 or more Group P.V. IN ADDITION 10 that 
of the other new Supervisor below him. 

SECTION FIFTEEN 

For the month in which a new Supervisor attains his rank, his bonus 
will be sent to the sponsoring Supervisor. That sponsoring Supervisor 
will clear his accounts (freight charges, etc., if any) and then pay the 
new Supervisor all enmed bonuses, less charges. 

The new Supervisor will then pay bonuses to his group. 

SECTION SIXTEEN 

The rank of Supervisor is one of authority — a position of prestige. 
It is also a rank which carries considerable responsibility to all sales¬ 
men in the sales group. A Supervisor must provide the following serv¬ 
ices to his Distributors and Assistant Supervisors: 

* ' There must be regular sales meetings at which are provided 

the fullest degree of training in salesmanship, together with edu¬ 
cation ou products and sales-aids. 

° Paae# 10 (35 
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roij/v*T : r xr. a i.tpv or Docrrnvn *yin arm:? •'.I'rs hr. co 
.’Mic;: cm: •r^v viia mm ryiPi!!,:\TLn hr 

vo vaci: op tj:: copies o*’ omicimm. nocr- -its urrci’iPcn 

; a. id rcrACinjn rro may lk PMcntv.n i.:to ;:vin:;:icn 1:1 
or o,:ir,x;>,^s. 


ii. u::.ii:iTT 

m/ioi ’Tr.Avio:! ;;o. 


irvarfiriCf-T' i 


cm-i 

h to p 


r. vollo” colored booklet entitled 
"Your opportunitv with ' ?v;sb r a 'ette ' 


A'u* oooklot published by '■'or-Po-'ar, Inc., and dissorinated 
in interstate! co; r.erco to various distributors and prospective 
distributors rv* Cor- do-Mnr, Trc. Tils booklet was sent to 
persons who resnonsad to the ad identified as CM-2 (below). 


V««k 4. 

A to U 


An aivcrtissi r.nt identified iv' 
the title "The Lra devolution 
Megan In 1,»62...." 


This document ’./ns nellishod and distributed in interstate 
coi*i..arco y* Cor~'’.o- 'ar for the purpose of advertising 
Cor-"o- Mar's products and its rarV.ctino elan. ;;s«* thereof 
was discontinued in 11$*. 


^M-3 rm.-phlet shoeing various stvles of 

A to -* Pyr.bra'otto lingerie. u.sc thereof 

wa3 discontinued in Decorbor 1071. 

C2I-4 Pamphlet showinr? fjynbra'ette swiri 

wear and 3oort3 wear. 

CM-5 Parnhlot ah wing representative 

A to C Syrbra'ette bra3 and girdle3. 

CM-G Pamphlet entitled " r yrhra'etto, 

A to 3 Excitingly different,'' showing 

and describing features of 
pvnbrn'etto bras and oirdlos. 

Use thereof was discontinued 
in 1971. 

These exhibits, ind/or the oroducts thsnnolves, indicate the 
oroduct lino of cer- , lo--’’.ar, Inc. 


CM- f, 


CM-5 
A to C 

CM-6 

A to 3 


CX-7 
a to n 


fyrbra'ettc Mewsletter date j 
M overbor 190. 
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He must purchase directly from the Home Office. 

He must maintain a stock of products and supplies fully ade¬ 
quate to service his organization, and arrangements should be 
made that this stock is readily available to his sales group. 

He must maintain records of sufficient accuracy to as-sure 
prompt and efficient payment of bonuses to his Distributors and 
Assistant Supervisors. 

Leadership and training are essential to the development of a 
dynamic sales organization, and the rewards to a Supervisor for this 
service to his group arc substantial. Should any Supervisor fail to fulfill 
the above requirements, he will revert to the rank of Assistant Super¬ 
visor upon notification from the Home Office. Upon being reverted, 
his maximum bonus bracket will be 18%. until he fulfills Supervisory 
requirements and is reappointed to the rank. 

SECTION SEVENTEEN 

For a given calendar month, a Supervisor shall receive a cash bonus 
based upon the percentage which his Group P.V. earns for that month. 

SECTION EIGHTEEN 

A Supervisor who continuously maintains his Group P.V. at or 
above the $4,000 level shall be provided with a Free Shaklce Car. Initial 
qualification for the free cat is three consecutive months. 

In the month in which a new Supervisor attains the rank, his Group 
P.V. shall count in that of his sponsoring Supervisor for the purpose 
of that sponsoring Supervisor’s free car qualification, and for the pur¬ 
pose of the qualifications outlined in Section 19. 

SECTION NINETEEN 

A Supervisor shall maintain his rank, and be entitled to the full 
benefits of that rank, as long as he meets the following requirements: 

(1) Those set forth in Section 16; 

(2) His Group P.V. must average $2,000 or more per month during 
•very given consecutive six month period as a Supervisor, 

(3 His Group P.V. must be $3,000 or more at least once during 
every given consecutive six month period. 

Should a Supervisor fall below any of these requirements, he shall 
revert to the rank of Assistant Supervisor upon notification from the 
Home Office. Regaining Supervisory status thereafter will necessitate 
a re-establishment of the above requirements. 
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Tn:::r n , ’ iCA" , T r >:.' m o. 

cx- 0 

A to il 

CX-9 
a to ;i 

CX-19 
A to D 


IDX.'ITT rTCA TIO* I 

Symbra’ettc newsletter dated 
March 1970. 

Syrrhra'etto lewsletter dated 
Aoril - Ma*' 1970. 

Rvmbifa'ette newsletter dated 
Juno - Julv 1970. 


’’hc:so newsletters ware oubllsh-d by Oer-Ro-Mnr, Inc., and were 
distributed in interstate cot. ?rce to Cer-Po-Mnr distributors on 
all level s throughout the countr”. 


CX- 11 
a to r> 


CX-12 


cx-13 


CX-14 


CX--13 


CX-16 


CX-17 


CX-1 E 


A sample Oor-i’.o-Mar distributor- 
shin agreement, entitled 
"Consultant ’'crccrer.t". Undated. 
Use thereof discontinued in 
March 1972. 

Photoconv of: Katie Sanford 
distributor arroerent dated 
January 23, 1070. 

Ann .Anderson distributorshin 
anreenent dated December 31, 

1969. . 

Ruth Mouson distributorshin 
anreenent dated April 10, 1970. 

Ruth and Trod Mouson distributor- 
shin aerrecrent dated footenber 1, 

1970. 

Chris Jolfe distributorshin agree¬ 
ment dated Januarv 5, 1970. 

Stella Dvers distrihutorshin 
aareorent dated December 31, 19G9. 

Knv Monroe distributorship aerec- 
nent dated December 31, 1969. 
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SECTION TWENTY 

A Supervisor shall receive a Special Bonus each month based upon 
the Group P.V. of each 1st level sponsored Supervisor. The amoi nt of 
this bonus is 5%. 

A Supervisor shall receive a 2% Special Bonus on each 2nd level 
sponsored Supervisor. 

The Special Bonus on a 3rd level sponsored Supervisor is 1% 
SECTION TWENTY-ONE 

A Supervisor becomes a Coordinator by reaching the requirements 
of “Qualified Coordinator” in any given calendar month. 

A Coordinator receives a monthly bonus of 22% of his Group P.V., 
regardless of the amount of that P.V. 

SECTION TWENTY-TWO 

A Coordinator who i* a “Qualified Coordinator” in a given calendar 
month shall receive an additional Special Bonus amounting to %% of 
“Combined lat level P.V.” 

He shall also automatically qualify for his Free Shaklee Car for 
that mdnth. regardless of other qualification requirements. 

, H»* mu" ■ • 

■.I,.!• SECTION TWENTY-THREE 

A Coordinator shaU maintain his rank, and be entitled to the full 
benefits of that rank, as long as he equals or surpasses the following 
minimum levels for every given consecutive six month period as a 
Coordinator: * 

(1) A monthly average of 4 or more 1st level sdbnsored Super¬ 
visors; 

(2) A monthly average of 3 or more 1st level Qualified Super¬ 
visors; 

(3) A monthly average of his own Group P.V. according to this 
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cx-n 

Vnrv Avers distributorship narco- 
r.ent dated Aoril 7, 10 70 . 

ex -20 

Rachel Cvoret distributorship 
aarcenent date'’’ Tune 20, 1070. 

CX-21 

Avis .''orenn distributorship 
aerecr’ont dated .Tanunrv 9, 1^70. 

cx -22 

Marcctret Hen ton distributorship 
aereerent dated October 1, 1970. 

Tic coni' i idX-12 throurn CX-2?) ere exact duplicates of the 
nrlninals in the uowo.nion of ror-Ho-Vnr , Inc., and nv nerve n 
l>oinrr t’/nical and representative of all distributorship aoroor.cn 
entered Into between Oer-do-.'Iar, Inc. and its distributors prior 
to ’\->ri 1 1, 1372. 

CX- 2 3 

Chris ’/olf'"* Pcni.on.nl ''ananer 
order forr dated October 4, 1^71. 

CX-2 4 

Chri3 '7ol*c Penional '’ananer 
order for:-, dated October 7, 1)7 T. 

rx-25 

Dorothv Worts'3 District Mnnaeor 
order forr dated October 12, 1070. 

CX-2G 

Alaska Pierce's District Mannyer 
order form dated October 1, 1970. 

cx-27 

Pauline ’’ite'.icll' s Funervi.sor 
order forr dated October 1, 1070. 

CX-2C 

Jovce Ftonc's .Supervisor order 
forn dated October r >, 1970 . 

CX-29 

Katie fanford Peaional ''ananer 
order forr. dated ?'arch G, 1971. 

CX-30 

Alaska Pierce District Manaeer 
order forn dated '’arch 6, 1971. 

CX-31 

Lillian Cule” District Manaocr 
order forn dated March 4, 1971. 
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Number of 

1st Level 

Sponsored 

Supervisor* 

Average 

Person*' 
Group P.V. 
Requirement 

4 . 

. $2,000 

5 . 

. 1,500 

g . 

. 1,000 

7 . 

. 500 

8.. 

. nil 


Should a Coordinator fall below any of these requirements, he »Sall 
reyert to the rank of Supervisor upon notification from the Home 
Office. Retaining Coordinator status ti., after will necessitate a re¬ 
establishment of the above requirements. 


, SECTION TWENTY-FOUR 

The rank of Coordinator is deliberately designed to provide the 
utmoat in prestige, income and leadership opportunity. 

Hie duties of a Coordinator are as follows: 

He must arrange the fulfillment of all Supervisory duties for 
hie own sales group, as outlined in Section 16. 

He must make his services regularly available to his sponsored 
Supervisors for purposes of sales meetings, recruiting and training. 

• It is expected, although not mandatory, that a Coordinator will also 
pioneer the development of new territories, since the mechanics of the 
Shaklee Sales Plan deliberately enable him to devote his time and 
energies to that field. Should any Coordinator fail to fulfill the above 
requirements, he will revert to the rank of Supervisor upon notification 
from the Home Office. 


SECTION TWENTY-FIVE 

A Coordinator must file with the Home Office, in writing, a weekly 
report of activities and results. 
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32 

CM-3 4 

CM- 3 5 




3 r > 


CM-3 7 

CM-33 

C» 33 

CX-40 

CM- 4 1 

CM-4 2 

CM-4 3 

CX-44 

CM-4 5 


I nr.' 177 ’’ICATToh 

.loan T’.hor.an Punorvlsor Order 
forn (latod March 5, 1071. 

Jcnn Thona.s Sunorvisor Order forr 
dated March 5, 1071. (swirr/ear.) 

Judith Marsh Penior Hcv order 
fern dated “arch 2, 1071. 

Ann Anderson Heoional Manaaer 
order forr dated n ehruarv l, 1071. 

Trod & Ruth Mouzon District 
’hnaaor order forn dated March 5. 

1071. 

.Mickey Davis District ’’anaaor 
order forr. dated March 6, 1971. 

Lssie I.of tin Pune r via or order 
forn dated March 6, 1971, "4. 

rssio I.of tin Pune rvisor order 
forn dated “arch G, 1971, -‘3. 

•7. P. Hart Cenior He*’ order forn 
dated March G, 1971, ?4. 

>7. S. Hart Senior Xev order forn 
dated March 5, 1071, *3. 

Marv Avers District Manaacr order 
forn dated .“arch 5, 19 71, #3. 

Marv Avers District ’’onager order 
forn dated March 5, 1971, *5. 

Ida Lnnoston Puoorvisor order 
forn of March 6, 1971, #l. r 

Lvelvn Craus Senior Xov order forr. 
dated March G, 1971. 
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SECTION TWENTY-SIX 


Following are the rules for buying and selling rights, including 
bonus rights, of any Shaklce Group: 

1. Distributors may buy and sell with approval of Assistant Super¬ 
visors and Supervisors. Assistant Supervisors may buy and sell with 
Supervisor’s approval. Both must have the approval of the Home 
Office. Supervisors and Coordinators may buy and sell with Home 
Office approval. 

2. To be effective, a notarized copy of a sales agreement must be 
filed with the Home Office not later than 5 days before the end of a 
calendar month. The change is then effective on the first day of the 
succeeding calendar month. 

3. Any Shaklee salesman (Distributor, Assistant Supervisor, 
Supervisor or Coordinator) who sells all or part of his business and or 
bonus rights may continue selling and building another sales group, 
BUT THE SELLER MAY NEVER BUY BACK THAT PORTION 
WHICH HE HAS SOLD. 

4. Sales agreements must clearly specify any changes in sponsor¬ 
ship brought about by the agreement, and must be signed by all parties 

to the agreement. 
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exhibit 

irn::; t i_ricv :'to m :<o . inr.i;TirirA? To - ! 

CX-4 6 Shelba Morrison Fonior Key order 

fom dated *'arch 4, 1971. 

Tno conies are eicact dunlicatcs of the oricinals of these documents 
which arc in oossession of Cor-'to-Mar, Inc. These rav nerve an 
beinn tvpical and representative of all such order fom-invoices 
used in the course and conduct of Cer-Po-Mar's business prior to 
Anril 1, l 1 ’72. 

CX-4 7 Tluth "ouzon Purchase Volume Discount 

record dated Januarv 1971. 

CX-4 8 Alaska Pierce Purchase Volune 

Discount record dated .Tanuarv 1971. 


CX-49 Essie Loftin Purchase Volume 

Discount record dated Auqust 1979. 



CX-59 

CX-51 

CX-52 

CX-53 

CX- 5 4 

CX-55 

CX-5G 

CX- 57 


Essie Loftin Purchase Volume 
Discount record dated Feotcrbor 
1979. 

Jean Thomas Purchase Volume Discount 
record dated Januarv 1971. 

Mildred Dist Purchase Volume 
Discount record dated Januarv 1971. 

Pauline Mitchell Purchase Volume 
Discount record dated Januarv 1971. 

Mastels Purchase Volume Discount 
record undated. 

Stella Byers Monthly Purchase 
Volume record dated Januarv 1971. 

Li 1 Blannan ’’onthlv Purchase 
Volume record undated. 

I 

Eva Bovnsan ’’onthlv Purchase Volure 
record undated. 
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I 

f 

f 


nv'TP.r:’ 

T!:’’.';'i’T'’T'r\1’T'r; ;jo, 

c>:- oo 

rx-so 

rx-fio 

0 1 

c::-c2 

CX-G3 

c:<-M 

c::~C5 

CX-66 

CX- 6 7 

c::-G8 

C.X-61 

CX-70 

CX-71 



i nr.MT t t o m 

Ilia niandv Monthly nurchaso 
Volunc record undated. 

Jov W!dm ‘'onthl” Purchase 
Volura record undated. 

r.lainc "njolo "onthlv Purchase 
Volume record undated. 

Mary Ann "onlor ’'onthlv Purchase 
Volume record undated. 

Lillian V. Mitchell "onthly 
Purchase Volume record dated 
January 1071. 

Carolvn !3ro”n "onthl'» Purchase 
Volume, record undated. 

Ceri Mvers "onthlv Purchase Volume 
record dated Tanuarv 1071. 

4 

% 

L’and.a Marsh "onthlv Purchase 
Volume record dated January 1071. 

Ross rfford "onthly Purchase 
Volume record dated January 1071. 

Vonoie Ellsoorth "onthlv Purchase 
Volume record dated Januarv 1071. 

Porothv Elliott "onthlv Purchase 
Volume record dated January 1071. 

hettv Fnulhnor "onthlv Purchase 
Volume record dated January 1071. 

Thomas Fnhov "onthlv Purchase 
Volume record dated Januarv 1071. 

Katie Panford Purchase Volume 
discount record dated Januarv, 1071. 
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FITTING THE EXPECTANT MOTHER 

The Symhra'ette is an excellent bra for the expectant mother. 
She receives the gentle, but firm support that is so vital at this lime. 

Leave plenty of room in the top of the cup for when her breasts 
enlarge. The amount of room you leave depends on her month of preg¬ 
nancy. noimal bust size etc. Here you are going to have to use your 
own discretion to a great extent. 

Show your customer how to float her tissue into the Uniband as 
when the bteasts becom 1 very heavy this will be very important to 
her. 

f 

If she indicates that she would like to increase bust size any¬ 
way. then you are safe in fitting her rather large. But if she is nor¬ 
mally a large busted woman, you will have to fit her a little smaller. 
Always sell her cup extensions and explain how they hook on the 
bra and give the extra room needed when her breasts enlarge rapidly 
at the end of her pregnancy. You might also give her an extra back 
extension in the event this is also needed. 

i 

The important thing is to be certain to leave her plenty of room 
so that the bra never binds her. 

Careful fitting of an expectant mother enables her to utilize one 
bra during pregnancy, during nursing and when she is back to normal 
again, (this is an important economic point) 

Of course, if she is going to nurse, this bra is. again, an abso¬ 
lute necessity. She should nurse with the bra on. with the Umbands 
up. This supports her bust while shcjsmirsing and supports the 
bteasts in the natural position. 


Stress the comfort or the bra she will have during her pregnancy, 
and the back support. Tins is an extremely important point to them. 
Of course, bust maintenance is very important here also. 

"I 
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Ann And arson Purchase ,r oluro 
discount record la ted l.muirv, 1071 . 

*lrs. Anno 3 Halter ‘’onthly rurchauo 
VoV.r o rr, cor ,’ tinted .Tnnunrv l, l"*?!. 


A jooV.IgL entitled " r " , *" , .bra' otto 
fates lnnun.1". 


A FI in Chart entitled "Your 
Opportunity with fynora'etto' . 


ot icr l'mn <".’1 j. forni a, the .state of origination. I 1 so thereof 'ns 
discontinu'd in : 'nrch, 1072. 

Tie above described documents are business records of respondents 
kcot in the regular course of itn business. 

III. 7 le docur.ent.s listed below are qenuim and authentic docu- 
ncMits, or ar. true to correct ccr»in3 of the cricrimls of docu¬ 
ment. i ’.’rich nr* ecnuinc and authentic. 
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SELLING SYMBRA'ETTE PRODUCTS 

In any sales situation, it is basic that certain guide-lines be fol¬ 
lowed to achieve success. While Symbra'ette products do not have to 
be sold in the usual sense, but rather as one person sharing an excit¬ 
ing concept with another, there arc some guide lines which may help 
the inexperienced sales person. 

Initially you must obtain the interest of your prospect. This, of 
course, is easily done, due to the fact that she is at the shown.g. 
Next you obtain her interest by explaining what the bra or girdle will 
do for her personally. Now you must create a desire for our product, 
this you can do by putting the garment on the customer. The merchan¬ 
dise will, at this point, sell itself. All that remains is closing the 
sale. 

Never ask your customer a question that can be answered yes or 
no. such as "do you want the bra?" Assume she is going to buy and 
give her a choice. While she is admiring the bra and girdle begin to 
write up the sales slip and ask. "Would you like one or two bras?" 
- or "Would you like to wear It home, or shall I put it in a bag?" 
That is - give her a choice. 

It is advisable to have your custom' . urchase more than one 
bra because there will be less chance of i.er returning to wearing a 
conventional bra. You should stress the importance of constant wear 
of our bra to allow it to function properly. 

GIVE HER TIPS ON GARMENT CARE 

The few seconds you take to tell your customer how to care fot 
her garment are an investment in her continued patronage. Tell her 
how to launder her garments, explain that frequent laundering pro¬ 
longs its life. Caution her against digging her nails into the elastic 
or pulling too vigorously at the fabric. 

Tell her to give her Symbra'ette garment the same loving care it 

gives her. It will last longer and give the ultimate in figuie 

control. 

Wash by hand, reshape the cups and Uniband while still damp 

and let the bra dry naturally away from direct heat or sun. Do 


not put In washer or dryer. 

Do not use detergents or harsh soaps. 



*» 





IDENTIFICATION 

Synbra'ctte Sales Manual as of 
AT.rii l, 1972 , including Sunnarv 
of Sales Program as the last 
page thereof. 

Synbra'ctte Consultant Aqrconent 
as of April 1, 1972. 

Svnbra'ettc Sar.olc Kit Order 
Fom as of April 1, 1972. 

Svnbra'otto Wholesale Order Torn 
as of April 1, 1972 (Swinwear). 

Svnbra'ette Wholesale Order Forn 
as of April 1, 1972 (Drassiercs). 

Randon list to show initial order 
fron distributors. 

Store advertisorent of Svnbra'ettc 
brassieres. 

Flyer bv a Regional Manager. 

Symbra'ettc News, July, 1971. 

Synbra'ette Mews, May, 1972. 

Svnbra'ette News, June, 1972. 

Svnbra'ettc Now3, Mav 1971. 

Order from Taulette's 

Mcnorandun showing active Distri¬ 
butors as of Decenber 4, 1967. 

Mcnorandun shov/ino active Distri¬ 
butors as of Decenber W , 1907. 

Memorandun showing active Distri¬ 
butors as of January 22, 1968. 
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T 'TTn G7-YPT 
•uj'rvu: r;::,;:;'AL 


or ,vi7?ica 
A nn co:nir.sion 


Tn the ''utter of 


CP.-.'/v-’.V', r:c., .-I corporation 
V >/• i I"*"! 'P* '..TT*: . nd 
ca.pl o. :.t 't: ir. dividual!v 
end as President of OpP.-PO-'An, 
r:r\ 


POCKET HO. 3372 


to: a n*111:in t?. vriv M ; law jrnnr d-viipl :i. iivjscom 


STIPULATION OP M\CTC 

, Complaint counsel and coumcl for respondents herobv 

sot forth the relevant and material facts as to which 
t-h-'ro is no di smite. it is understood such facts are deeded 
to he conclusively ostablishod and will provide a record basis 
on w.un the Adrinistrative La’/ Judas nav file an initial 
decision. 

I. "he stipulated facts are as follows: 

, . Respondent Oor-P.o-Mar, Inc., a corporation doina 

on sine S3 as Symbra’cttc, ’./hose corporate nine is no" Gvrnbra'ette, 
Inc. ir, a California corporation organized in lf>63 and is 
existirvr and. doina business under and bv virtue of the laws of 
tnc* State of California. 


. 2 * Respondents Ccr-Ho-Mar, Inc., a corporation doina 

business as Svmbrn'otte, whose corporate n.:no is now Symbrn'ette 
Inc. fornorlv maintained its hone office and principal*nlaee of ' 
business at 4G0 Meridian. Avenue, fan Jose, California;.and 
presentlv maintains it- hone office and principal place of 
business at 23 Jauis Wav, Scotts Valiev, California. 


>* iv;u;. t :\\m c7>.\ni:ssio\ 

rw- : r.b/L*' 7 -*- r- • s? > a \ 

——_ r NxJ&i/p ) 

ll Ifw V- . A' - ) 
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EXHIBIT 

i nnriTiriCATi o‘7 :io. 
r*-i7 

nx-18 

nx-19 

IlX-20 

RX- 21 

RX-22 

RX- 2 3 

RX- 24 

RX- 25 

RX- 26 

RX-27 

RX- 2 3 


IDEMTIFTCATIOri 


Memorandum showina active Dis¬ 
tributors as of February 6, 1963. 

Memorandum showina active Dis¬ 
tributors as of \oril 5- 19G8. 

Memorandum showina active 
Distributors as of .Tune 13, 1968. 

Memorandum showina active 
Distributors as of July 19, 1968. 

Memorandum showina active Distri¬ 
butors as of July 31, 1968. 

Memorandum showina active Distri¬ 
butors as of Aunust 22, 1968 

Memorandum showina active Distri¬ 
butors as of September 11, 1968. 

Memorandum showina active Distri¬ 
butors as of October 3, 1968. 

Memorandum shcwina active Distri¬ 
butors as of October 31, 1968. 

Memorandum showina active Distri¬ 
butors as of December 17, 1968. 

Memorandum showina active Distri¬ 
butors as of January 17, 1969. 

Memorandum showina active Distri¬ 
butors as of January 29, 1968. 


rx- 29 Memorandum showina active Distri¬ 

butors as of March 19, 11969 . 

RX-39 * ^lenorandum showina active Distri¬ 

butors as of April 24, 1969 . 
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Despondent 
President and a 
referred to as £ 
flymhrn'ott' , ins 
nnd distribution 
for establishing 
the business act 
business address 


•'lari C. Jlinonsen is an individual and is 
director of Synbra'ctto, Inc., (hereafter 
etto) . ’desnondont Sir.onscn founded 
tituted the Svnbra'etta marketing nronran 
policies, and has bees and is responsible 
• r.uoervisinn, directing and control line 
initios and practices of Svnbra'cfcte. !Iis 
is the sane as that of Synbra'ette." 



£vr.bra*otte is a nano ronisterod to Svrbra'ette, Inc. 
under which said respondent does business, under which its 
products are sold, under which the activities hereinafter 
norc fullv described arc known, and. under which hereinafter 
the acts and practices of Svnbra'cttc r.av be set forth. 

3. Svrnra'ottc is now, and for sonc tine last 
past has been, engaged in.the advertia .nr, offering for sale 
sale, and distribution of brassieres, eirdlcs, swim-wear and 
linnerie to 'he public, under the "Svmbra’etto" nark^tino 
^tern. Svnbra'cttc's sales to distributors have crown from 
$36,032.91 in 1365 to $’,054,250.62 in 1969 and in 1972 had 
fallen to $1,195,465.75. 

t 

4 * Tn the course and conduct of its business, 

^ynbra ette now causes, and for none time last r>ast has 
caused, its products, when sold, to be shinned fror. its prin¬ 
cipal nlaco of business in California to purchasers thereof 
located in various states of the Unitec States, and, in the 
course of establishing and naintainine its narketino ororram, 
nas transmitted and caused to be transmitted contracts, pro -' 
motional material, and various business papers to oersons 
located in various states of the United States, and maintains, 
and at all times mentioned herein ha3 maintained, a substantial 
course of trade in said products in commerce, as "commerce" is 
defined in the Federal '.'.'rado Commission Act. 

5. Svir.bra'ottp and. its distributors are in substan¬ 
tial competition in commerce with other firms or persons 
engaged in the manufacture or distribution of similar products. 

. 6. Synbra'ettc has formulated a distribution!svgtem 

involving distributors at wholesale and retail levels, and 
has published Synbra'ctto price lists, discount schedules, 
mar.. e tine manuals, sales bulletins, order forms, oannhlcts, 
and other materials and literature. To effectuate and carrv 
out tnc distribution aysten, policies, or ojan, Svrbra'ette 
anc. its distributors have entered into certain contracts, 
agreements hereafter norc fullv described. 
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IDENTIFICATION 

• 

RX- 31 

Memorandum sbo^ino active Distri¬ 
butors as of “nv 22, 10G9. 


RX- 32 

mrnorandun shovino active Distri¬ 
butors as of *'av 29, 19G9. 

I 

i 

RX- 33 

Memorandum sbo*'inq active Distri¬ 
butors as of June 3, 19G9. 

* 

t 

RX- 34 

Memorandum shovina active Distri¬ 
butors as o f June 32, I960. 

i 

1 

1 

RX-35 

Memorandum sbovine active Distri¬ 
butors as of June 26, 19G9. 



RX-3G 

P.X-37 

RX-33 

RX-39 

RX-4') 

RX - 41 

RX-4 2 

RX-4 3 

P.X- 4 4 

RX- 4 5 


Memorandum shovinn active Distri¬ 
butors as of Julv 15, 19G9. 

Mcnorandun shovinn active Distri¬ 
butors as of Sooterher 4, 19G9. 

Memornndur shovino active Distri¬ 
butors ns of October 14, I960. 

Memorandum shovinct active Distri¬ 
butors as of October 21, 19G9. 

Memornndur. shovino active Distri¬ 
butors as of November 10, 1969. 

Memorandum shovinc active Distri¬ 
butors as of November 21, 19G9. 

Memorandum shov/ina active Distri¬ 
butors as of December 1G, 1969. 

Memorandum shov.'ino active Distri¬ 
butors as of Januarv 6, 1970. 

Memorandum showinq active Distri¬ 
butors as of Januarv 21, 1970. 

Memorandum shovincr active Distri¬ 
butors as of Fcbruarv 24, 1970. 



-457a- 


t 





rinco fnril 1, 17 12 , tho r-W: -bra 'o tin Marketing 
plan has n »Ii ;tri ution npi/'orh •.* rich ally.; s potential 

cUtriijjwor to enter o■: the loro;t lcv:*l as a Consultant and 
./or': mo to :>r.ino a fnnfor Consultant, a Ciutrict birector and, 
at l i : ^ourth and hiM.vst level, a 'cMonnl director. One 
or.ten into t* 10 r»i ra'otto distribution vMter* ns a Comul- 
tant by purchasino a sarnie V.it for SCd.'Sj •which is refund¬ 
able •within )'> days. ~*rorotio:i to oa^ of the higher levels 
is i.ndo when a certain nurchcso voluro is reached in a niven 
ronti and such higher level is retained so lone? an a certain 
[jure Vise volui-o is i.ai.itsincd 'or a calendar quarter. A 
• int ri’-utor ‘ n '•toss oro^’t is tic c’i f i •‘rouce between the price 
ip i\r r '» tor f , *’’ , ira , ett.'> products an I tie price at ••Midi he 
sells U'i''*r with additional nrofit inc: ntives. 

All distributors ourchasw their needs directlv from 
Cvr.hru' c Lte at 330 off the suaeostod retail li:t price. u 3 c!i 
distributer • io ins oanon.il purchases of ,o71 Murc'.iane volume 
(nu -qeiteu retail '’ric • totals) in an-’ one month receives an 
additional profit equal to 5" o c air? r-ersor.al purchase volume* 
for such ronth. 


In addition, fie distributors receive the ^ollowincr: 


a. Consultant - \ consultant purchases at the basic 
discount o r 33 : i. If bin -ersonnl ourc.ia.-e voluro r or nn ,f 
month reaches $15'), he receive; an additional nrofit o e 33 
on purchase; i aJo b» directly sponsored Consultants. A. 
Consultant receive.; a ^15 additional nrofit for each month 
that iis personal purchase volume ro se ion 0750. T sera are 
no other r.ouies required bevond what has been listed above 
in tiis paragraph. flit re are no otho“ profits accruing to 
said distributors othcj than those listed herein above. 


b. Fcnior Cor.sultant - A Senior Consultant purchases 
at the ba3lc discount of 35®. He receives an additional profit 
of 53 on hi ? reno.'.nl r urchasos and 5 r on iis directlv and 
indiroctlv snonsorod C< nsulta.nts ’ purciase;. Tf iis purchase 
voluro for an'’ month roaches c 750 (provided, his personal 
purchases reach $15)) ie receives 25 on the purchase volur o 
of his directly sponsored fcnior Consultants. A Senior Consul¬ 
tant receives an additional Profit of 330 if ais personal pur¬ 
chase volume and iis Consultant's purciase volui e reac.i $1,500 
($15 0 of which rust bo the personal purchases of the fcinicr 
Consultant, 'iis purciase voluriu for auv calendar quarter 
rust roach $1,500 (to include $^50 ncrsonnl purcia.ses) to 
maintain his fenior Consultant Level. There are no other 
monies required beyond what ins been listed above in this 
oaraorno.i. Tscro are no other orcfit3 accruing to said 
distributors other than those listed herein above. 

3 
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n::iiTLiT 

iu irm T *i :vrT o-: tip . 

rx-46 


i pn’iTiFT^^.Tio:: 

Mr nor indium showing active Distri 
butors ns of Februnrv 24, 1070. 



P.X-47 


P.X- 4 7 

IX-4 8 

PX-4 0 


RX-50 


PX-51 

RX-52 

KX-5 3 


RX-54 


RX-55 


RX-56 

RX-57 


nx-50 


RX-59 


nx-60 


Memorandum shovrino acti/c Distri¬ 
butors as of M nrch 31, 1970. 

Memorandum shovinrr active Distri¬ 
butors as of Anril 15 1970. 

Memorandum showing active Distri¬ 
butors as of ”av 15, 1070. 

Mono ran dun showing active Distri¬ 
butors as of Julv 24, 1070. 

Memorandum showing active Distri¬ 
butors as of \ugust 22, 1070. 

Memorandum. shoving active Distri¬ 
butors as of Feotonbcr 17, 1970. 

Memorandum shov/inq active Distri¬ 
butors as of Sentencer 22, 1070. 

Memorandum showing active Distri¬ 
butors as of October 22, 1970. 

Memorandum showing active Distri¬ 
butors as of Movonber 17, 1070. 

Memorandum showing active Distri¬ 
butors as of Decerbcr 18, 1970. 

Memorandum showing active Distri¬ 
butors as of December 29, 1970. 

Memorandum shoeing active Distri¬ 
butors as of Rcbruarv 2, 1071. 

Memorandum showing active Distri¬ 
butors as of "arch 12, 1971. 

Memorandum showing active Distri¬ 
butors as of 'lav 5, 1971. 


Memorandum showing active Distri 
butors as of Julv 21, 1971. 
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at the 

k c 


District Director - \ district Director 


>«nic ’ iico’int o 


3 'j v.. 


nurchaso , 


IV. on oornonnl oure.^o-,; 10? 

•woyK.ro.1 "onmltonto' nare'.«. ;, or' ll-lo , l"ct v 1^“'' 
indirect^ iconic rod ronior Consultants' nurem™ ?5 < 

ocrnonal volume f or nrr , r>ont!l niriv ein - » T I? , lls 
r onti lis nurcinw volu-**, his «'cnior *.'* uU f lnw that 

vo!u onu "on y.-.l tnntn • 

t int i ont'l of t ,o of 

pure mo voluiMj aid 1', on the t-urchaso volvr o tSt . of 

tni.iroctlv sponsored District ireefors * ai-trirt >v *. 
receive., a :11D additional nrofit for t 

pcrnonal nurcinno, roach S 1 J 1 / ncl the total nwch™ 

volui o nust reach $451 for am* calondar au-rtor -In? ^S U c C:lt ^ 0 
Consultants 1 nurc me volu- « n -1 Comulti^n. ! 11 ’ Tomor 

to rcac , nr. to rain^kn nk£rik JlL 
ore no otier -onies required •■hat has hcoa liked 

m tail o.irnnrani. Thero are ro oth »r nrofnr ° Il . ,tef ‘ * ,)OV " 
diitri'.utorn at:,or t'l.m t!,o« U,S5fl-J,™”So^?" iB " *° ” id 

d. hacrional Director - A, Unction si n<»-oo*-^v. 

^ «• r££r^Ur,; n? srstig! Sf&ffiOF* 
3K25 

S?w?ra 

'• lr£S£ * C lu05 «r-«U. .inon*,™?.rioi^al 

ror ono, iionf, fwt :,i, m.re:^ M?* T Wt 

•agionrl Diroetnr in to r->,'c'i in i.„“ i. , .” 

<>urc.i.::30 vol^c, .1, Sontor?nn ijitinti•rude »£’' 

•arUicMl S ElS? ‘J” natter * 0 maintain 

..avoml './hot iai i.oon list*! n'jovo in this onra?ran?" 'licr^.r 0 ' 1 

J?.&^ 1 2 0 £? n,in ’ to — -in^-STSE; iSTWS 

8. ^rior to hnril 1 , J972, the Svnbrn'ctte i.virhetinr, 

t .•• i ovi <!•*■! ....j_l. ... _ 1 . 1 . 1 J. 1 .L wnn 


dikrnetnr C ’ioknh Uti0 2 netWor ' ; w:,ich al ^eJ a potential 
hr r >; 3Utor to cntor nt anv one of three lovni-, i G 

Distributor", "Fanior >“ or "funcrvi*or"? and evkiialK 

auaalifv at a fourtn and fifth level, that of District "anaacr 
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KXIIIUTT 

identificatio n 

RX-61 

RX-62 

nx-C3 

RX-64 

RX-6 5 

RX- G6 

RX-67 

RX-68 

RX-69 

RX-70 

RX-71 

UX-72 

RX-73 

RX- 7 4 


mo. 


IDENTIFICATION 


Memorandum showing active Distri¬ 
butors us of August 5, 1971. 

Memorandum showing active Distri¬ 
butors as of August 39, 1971. 

Memorandum shwina active Distri¬ 
butors as of September 16, 1971. 

Menorandun showing active Distri¬ 
butors as of Senteinbcr 20, 1971. 

Memorandum showing active Distri¬ 
butors as of October 15, 1971. 

Menorandun showinn active Distri¬ 
butors as of October 29, 1971. 

Menorandun showing active Distri¬ 
butors as of November 12, 1971. 

Menorandun showing active Distri¬ 
butors as of November 17, 1971. 

Menorandun showing active Distri¬ 
butors as of December 20, 1971. 

Menorandun showinq active Distri¬ 
butors as of Januarv 12, 1972. 

Menorandun showing active Distri¬ 
butors as of February 29, 1972. 

Order form of Janolle's Curves and 
Curls, retail store buying merchan¬ 
dise from Synbra'ette. 

Order form of flilliken Career 
Apparel, retail store buying 
merchandise from Svmbra'ette. 

Order form of Jane & Jean's lira 
Shoppe, retail store buving mer¬ 
chandise from Svmbra'ette. 
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product 
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l*’* at 3 
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accrui 
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a i d 

distri 

butors 

a.jove. 






.•rod into t'rcs P’'r..>rs'otto di.s- 
r.orc’iniit!vsc fro-. (Wnbrn'ottc 
Ubutors, <_•: c ?ot *or the !'ev 
.inc> referred to o'? Kovrs) , 
e. 71 distributor 1 *» cross 
on tV price or prlccj he pair', 
o price at which ho cold then, 
purchase voluno of those 'Jon- 
tho Distributor. 

hey bi stributors ourchasod 
Z of f trv* retail list price, 

•’ll purchi-e voluno (or l.P.V) . 
ired Devon 1 what hart boon 
. Tacre were no other profits 
other than t lose listed serein 


.3 . 


'onior ICcv - Peninr Ilevs purchased their needs 


directly fro: 1 r*r’-rn' ettc at 1 )" off the *-ctnil lint nricc 
for sale Ur Keys or the f-enoral public. ’hero '.’as no oro- 
Jctcrnined Unit to the* author of distributers ”ho r.nv he 
recrui ed, nor was there a oreretornined 1 Ini ted as to the 
size o’ any distributor's organization. A Tonior '{ov received 
a 5?. additional profit on purchases r.ade bv his directly 


'istri.jutor- 


ci n v 


a l: 


additional profit on par¬ 
.'s ' 


recruited hev 

chases r:adc '.»•» .its directly recruited fonior :-.cys • grouos . 

A ’jor.son V car/e a Senior he*' either by purchasing an initial 
inventory < f ?1,'?')') in terns of retail list prices cr by 
starting out as a ’lev distributor and, with his personal 
croup, rear lino a nonthly retail purchase volume of £1,000. 
There ware no other ponies required oeyond. ’..’hat ha3 been 
listed above in this Paragraph. There were no other profits 
accruin t to said distributors other than those ]istc?c! herein 
above. 


c. Punervisor - Supervisors purchased their products 
for resile at 45", of ff the retail list price, and purchased 
fron Syrbra'ette. A Supervi so*:' s organization or personal 
group included his diroctlv sponsored Senior Keys' entire 
oroups md his dircctl” sponsored 'dev Distributors' entire 
groups. 

A listributor who has one directly recruited Senior I'.ev 
and two directlv recruit'*.! :'.ov Distributors became a Super¬ 
visor cither by purchasing an inventor*' of 53,100 in terns 
of retail list prices or, with his personal group, reaching a 
Monthly retail purchase volume* of £3,000. A Supervisor earned 
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identification 


. V 
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RX-7 5 


RX-76 


RX- 7 7 


RX-7 3 


RX-79 


RX-80 


RX-81 


RX-8 2 


RX-8 3 


RX-84 

RX-85 

RX-8 6 

o 



Order form of Hrn and Top Fhor>, 
retail store buying merchandise 
fron Svmbra' ette. 

Order form of Sara & Ann’s 
Undercover 'orId, retail store 
buvinq merchandise fron Svmbra ; ette. 

Order form of Smart Shoo, retail 
store buyino merchandise fron 
Synbra'ette. 

Order forn of M ary Kate Boutioue, 
retail store buvinn merchandise 
fron Synbra'ette. 

Order forn of Noreda Clavton - 
Merle Norman Studio, retial store 
buyino merchandise fron Synbra'ette. 

Order form of Vivian Brownlee's 
Odd 3 6 ends Boutioue, retail 
store buyino merchandise from 
Synbra'ette. 

Order form of Cvnthia's Boucioue, 
retail store buvino merchandise 
from Synbra'ette. 

Order form of (Noma Lee Cox) 

Bridal Shoo, retial store buyino 
merchandise from Synbra'ette. 

Order form of N.E. Cotner - 
Boutique of Beautv, retial store 
buying merchandise from Synbra'ette. 

Synbra'ette News, March*, 1970. 

Newsletter of Chris Noire 
(Synbra'ette Regional Director) 

Announcement bv Regional Manager 
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a 51 additional profit on nurcuv'.ui rndo by his f'cnior J*evs and 
a lot additional profit on purchases node l*v i; cv Distribu¬ 
tors . .ij a.lno received a 2" additional profit on purchases 
i*ade by Min diroctlv recruited ruoorvisor’n group. There v/ore 
no other i.ionicn repaired .jcvonC v:hat ban been listed above in 
Liin paragraph. '."here /ere no ot.icr profit:*, accruing to said 
di..ntributorn other tian tiose listed lerein above. 


d. District Manager - A District Manager purchased 
nroduct.n froi' fypbrn'otto at a 501 din count 'ron suoncstcd 
renale Price?. 


\ District Manager'n pcrnonnl croup 
snon jored fuoervi non' ?ntiro 'roups, and 
sored Denior Roys' entire grouos, and his 
J n. 


included bin directly 
bin diroctlv pon- 
rlirectlv sponsored 


A Dintrict Manager and his organization initially 
purchased a uollsr volu-e of $7,511 inventory for one month 
and nad to paintnin a i onthly purchase voluiie of y3,011 to 
renain at this level of the procrap. One could not "begin'' an 
a District Manager, but, rather, sad to "v/or!:" his wav to 
this position, bv recruiting at least 5 people who reached 
Senior .Key or Supervisor positions in hin organization. 


A District Manager earned a 151 profit on purchases of 
hi3 Revs, 1?" additional profit on purchases of his Senior 
deyr., 51 additional profit on his Supervisors' purchanon, 31 
additional profit on the purchases of his directly sponsored 
District inna'/ors' sales groups, and 11 on the purchases of 
indirectly sponsored Distri -t ’’anagers' personal groups. He 
alno earned a cash car allowance of $153 on M.P.V. of $7,530 
per :.,onth of his personal group. There -/are no other nonics 
reguired bovond what has been listed above in thin paragraph. 
Thore wore no other profits accruing to said distributors 
other than tsese listed herein above. 


e. Regional .Manager: 


The highest level one could reach with Syr.ibra'ette was 
that of a Regional Manager. A Regional Manager bought his 
products at a 351 discount fron Syr.ibra'ette. 


The personal crouo of a Regional Manacer included his 
directly sponsored District Managers’ entire croun 3 , hi 3 
directly sponsored Supervisors' entire arouns, his directly 
snonsored Senior Roys' entire groups, and his diroctlv 
sponsored Keys. 
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EXMTDIT 

iDEMVirTC tic :: m. 


nx- <7 

nx-f o 

r 1 

# %•* j * 

XX-90 

XX-91 

HX-9 2 

RX-9 3 

RX-94 

RX-9 5 

HX-9G 

RX-97 


newsletter o r Edit'.i Cm tin dated 
Movcnbcr 1972 (Svnbra'ette 
Regional Director). 

Mcv/s letter of Carolvn '..’ions dated 
August 1971 (CLC Regional Director) . 

Mewsletter of Cnrolvn Miens dated 
Februnr” 1971 (Svnbra'ette Renional 
Director. 

Uev/3letter of Carolvn ’..’iens dated 
December 1970 (Svnbra'ette Rcoional 
Director). 

Mewsletter of Edith Gustin dated 
larch 23, 19 72 (Svnbra'ette 
Regional Director). 

newsletter of Edith Gustin dated 
'.arch 23, 1972 (Svrbra'otto 

Regional Director). 

* 

Icwslettcr of Edith Gustin dated 
larch 19 , 19 72 (Svnbra'ette 
Regional Director). 

Tynical Commission Statenent of 
Svnbra'ette consultant - Barbara 
Chung 

Tynical Commission Statement of 
Svnbra'ette District Director - 
Genev & Joe nelson. 

Tvpical Commission Statement of 
Svnbra'ette Recrional Director - 
Edith Gustin. 

Typical Commission Statement of 
Gvmbra'ette District Director - 
Jud” McCaskill. 
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IVintrict ' lanneor*s wnonnl nroun p.p.y, rust have 
reacaod "• ? 5 # ')) 0 in one ronth in order to entitle that District 
nnnyer to ascend to the position of Aceional "annaer. 

V ie rector, a ront.hly :vinivun p.p.y. of SI?.,™ was required 
L^> r .min it Liis level of the oroerar... 

Mo -*ciaional “anaror earned at 20?. profit on Purchases 
n additional profit on iis .Senior • 


chnsoa 
DinLri 
’.cpion 
a ? 2 y) 

r..T».v. 

boon 1 
nrofic 
loroin 


, a XT additional profit on sis runervisors' our- 
i a additional nrofit on iis direct!’' sponsored 


■Mn.vors* purchases, 2t on his directl’/ sponsored 


ct 

al ''an seen' personal <• roun purchases! :: a al.no earned 
o.vm ear alio-vnee on 017,SOI nonthlv personal rrrouo 
j ior * -/ore no other ror.ies required beyond what has 
i ? tec above in this parnornnh. Tnoro wore no other 
. accruing to said distributors oticr than thoic listed 
a >ov .•. 


O 


y. There in no contention that anv deception fraud 
unotucal nractico, Misrepresentation, or ireroeor conduct in' 

con~umr~ t l ” r,rcson;:ntion of the products or their Prices to 

10. '-’hero arc. coroatitore of Svpbra'ette nollina 
orassioros, viirt.ln, T'i;:—./ear, and lingerie under sirilar 
nar’-.eti .vt and. salon • oroorar.n. As of ’'arch 16 , 1073, the 
”«doral trade '’orrission ha n instituted no forral proceed- 
in °" J •'hai nt any of these competitors on tho issues rained 
jv tie nr« sent co:nlaint. 

11. Industries, such as the food retail and. casolino 
lnc.untries , aavo or.nlo , »ed cares of chance to ororote the sale 
of t.icir products. 

. 7 l ° Trade Cotsnission ha3 nroruloated a 

Traue.‘emulation Pule (V.::-14G) under which food retciilers and 
qa^olj.ne retailers nay ennloy canon of chanco in oro.notinc 
tieir products. 

13. The consultant anreorent (P.X-2) , which has been 
uaed by Svnbra'ettc 3ince April 1, 1372, states that 

V/Vt ra otto aa3 li-D.itoc; its nurber of active distributers to 
1/lJta of 1' of the population of each state. 

I 

14. fvrbra'ette distributors do not nav any release 
fee or tie like. 

15. rynbra'ette distributors instruct their diroctlv 

sponsored. distributors in sellinc? and fittine Rvnbra'ctto pro- 
cucts, mulish newsletters, and hold ncotinc.s for sponsored 
distributors. _______ 
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RX-98 


RX-99 


RX-190 


RX-191 


nx-n2 


nx-103 


RX-104 


RX-195 


RX-116 


RX-1>) 7 


RX-10C 


Tvoical Comisr.ion Statenent of 
Synbra'ctte Senior Consultant - 
Virginia Peoocr. 

% 

Tvoical Commission Statement of 
Svrbrn'cttc Senior Consultant - 
I rnga rd Schv/e rd 1 e. 

Tynical Connission Statement of 
Synbra'ottc Senior Consultant - 
June Hall 

Tvoical Cornission Statercnt of 
Synbra 1 ette Senior Consultant - 
Cherie Kidd. 

Tvoical Connission Statercnt of 
Syrbra'ottc Senior Consultant - 
Marv Kooo. 

Tyoical Comission Statercnt of 
Svmbrn'otte Senior Consultant - 
Terri .Mendoza. 

Tvoical Comission Statercnt of 
Synbra'ctte Senior Consultant - 
Shirlev Dofcndorf. 

Tvpical Comission Statercnt of 
Synbra'ctte Consultant - Cvntbia 
Haroll. 

Typical Commission Statement of 
Synbra'ctte Consultant - Bettv 
Sdres. 

Typical Commission Statenent of 
Svmbra'ettc District Director - 
Peggv Yount. 

Typical Commission Statenent of 
Synbra'ctte District Director - 
Yvonne Ferouson. 
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•fin: roix'v’T t - i r. a urv or doci: rrivn vin otiu'.p L::i;i".i?r> hr, " , o 
viic;; cor*•?: :t. ■ »i : j. :?si"vi.\rr., *::o ir!*v vij,\ mi: rvjPui.ATLn *,r 
vo »*aci: op t-i:: copies o-’ oaicinm. me* r* -its Dr'crinco 

iv.L'y.: a.id nvr.ACiiua :vo tv r.i: pucniv.n into j:viDi:;icn i*j 
m:;i* or v;r: 


in^i'ri-'TrAvnci ;o. 


iDoirriric.'-’i' i 


c::-i 

A to P 


h vollo” colored booklet entitled 
“Your opportunitv with ' Fy;ibra'etto'' 


Vu* nooklet v ;.?3 Published by <"er- T, .o-’ , ar, J.nc., and disserinated 
in interstate co; r.erco' to vrriouj distributors and nrosoective 
distributors o* Ter-do-bar, Trc. Vila booklet was sent to 
persons who resnonsnd to the ad identified as OX-2 (:>clov.<) . 


r"* mm 

»«it a* 

A to li 


An advertise! ent identified iv» 
the title “Tbs Lra devolution 
began In 1:»62...." 


T’lis docu ’ert oas published ar.d distributed in interstate 
cot >i.Ajrco by Oer- ’.o- 'ar for the purpose of advertising 
Oar-do- iar'a products and its rarketing olan. Use thereof 
•/as discontinued in 19SP. , 


Ca- 3 Pnmblet 3'ioMinp various stvlos of 

A to Syr.bra'ctte lingerie. l*sc thereof 

wa3 discontinued in Decorber 1071. 

C!!-4 Panphlot 3hovinc fly’.'.bra'ette sv/in 

wear and 3oorts v.’ear. 

C”-5 Parohlot showing representative 

A to C Syrbra'ettc bra3 and girdles. 

CX-6 Panr'ilct entitled ‘Tyrbra'etto, 

A to 3 Excitingly Different, ■' showing 

and describing features of 
Svnbrn'atte bra3 and cirdles. 

U.se thereof v/cs discontinued 
in 1971. 

These exhibits, and/or the oreducts thsmelves, indicate the 
orod.uct lino of Per-ko-Tar, Inc. 


c::- f, 


c;:-5 

A to C 

c::-6 

A to 3 


CX-7 
\ to !) 


Fyrbra'ette Newsletter date < 
:ioverl)or 19C3. 
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RX-109 


Tynical Co; u'Vnsion Stntene it of 
Synbra'ette District Director - 
Ina McGhee. 



RX-110 

RX-111 

RX-112 

RX-113 

RX-114 

RX-115 

RX-116 

RX-117 

RX-118 

RX-119 

RX-120 

RX-121 


Typical Commission Statement of 
Symbra'ettc District Director - 
Marrian Poisson. 

Typical Conr.ission Statement of 
Symbra'ettc District Director - 
Lois Kensev. 

Typical Commission Statement of 
Synbra'ette District Director - 
Essie Lee I.oftin. 

Graoh showing R.P.V. through 1970 
to 1972 and Consultant's permanent 
current record for Ruth Mouzon. 

Graph shov.'inrr R.P.V. throuah 1968 
to 1972 and Consultant's permanent 
current record for Jane Morris. 

r 

Graoh showing R.P.V. throuah 1968 
to 1972 and Consultant's permanent 
current record for Carolyn Wiens. 

Advertisement from Yellow Paqes of 
Oranqe Countv telephone book 
showina Symbra' ette and TLC Dra 
advertisement - Geri Myers.- 

TLC publication dated January 1972, 

"1 + 2 « Two". 

TLC publication "The Latest Coveraoe" 
dated August 1972. 

TLC publication "Progrqps-O-Gran" 
dated February 23, 1972. 

f 

Newsletter of Carolvn Wiens dated 
Auaust 1971 (TLC Regional Director). 

Newsletter of Carolyn Wiens dated 
July 1972 (TLC Regional Director). 






I 


;K!!THjV 

irox rri” ica tt o:? mo . 
cx-o 

A to il 

CX-9 
a to ;i 

CX.-ll 
A to D 


IDX.'ITI neA Tio* I 

Syr.’bra'ottc newsletter dated 
March 1970. 

Sy.rhra'otte rewslotter dated 
April - Ma*» 19 70. 
f * 

Svm.br'a'ctte Mcvslettor dated 
June - July 1070. 


-uino nova letters '..'arc publish d by Oer-Ro-Mar, Inc., and were 
distributed in interstate co-r. ?rce to Ocr- n o-'’ar distributors on 
all levels throughout the countr ,r . 


c.X- 11 
A to r> 


CX-12 


^X-13 


CX-14 


CX-13 


CX-16 


CX-17 


CX-] E 


A sample Ocr-do-Mar distributor- 
shin anreoment, entitled 
"Consultant 'crccrcr.t" . Undated. 
Use thereof discontinued in 
March 1972. 

Photo con*/ of : Katie Sanford 
distributor acreerent dated 
January 23, 1970. 

Ann Anderson distributorshin 
anreenent dated December 31, 

1969. . 

Ruth Mouzon distributorshin 
agreement dated April 10, 1970. 

Ruth and Fred Mouzon distributor- 
shin anrecrent dated September 1, 

1970. 

Chris Wolfe distributorshin agree¬ 
ment dated Januarv 5, 1970. 

Stella livers distributorshin 
aarcorent dated December 31, 19G9. 

Xav Monroe distributorship aoree- 
ment dated Decerber 31, 1969. 


mniiiAL T.;.un; communion 
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::::i!in7T 

inr.MTirTCA'i'inM 10 . 
RX-122 


TDr.MTT^ TCA TO! 

Symbra 'ette Consultant Permanent 
Record and ’*onthlv R.P.V. Record 
for Amanda Smith. 


RX- 123 

Svnbra'ettc M ontalv R.P.V. Record 
for Gcri Myers. 

RX*124 

Svmbra'otte Monthly R.P.V. Record 
for Laouieta Raker. 

RX-125 

Symbra'ette Monthly R.P.V. Record 
for Rot Ovrd. 

RX-12G 

Svnbra'ettc Monthly R.P.V. R.scorc 
for Stella 3vers. 

RX-127 

Svnbra'ettc Monthly R.P.V. Record 
for Louise Hale'' 

RM-128 

Syrbra'cttc *'.onthlv R.P.V. Record 

ancl Consultant Permanent Record 

for 13ate11a Aren. 

1 

RX-129 

Symbra'ette Monthly R.P.V. Record 
for Beth Vinctt. • 


RX-130 

Syrbra'ctte Consultant Permanent 
Record and “onthlv R.P.V. Record 
for Ilia Brawdy. 

RX-131 

Symbra'ette Consultant remanent 
Record and "onthlv R.P.V. Record 
for Marge Miller. 

RX-132 

Symbra'ette Consultant Remanent 
Record and Mont."ilv R.R.V. Record 1 

for Rachel Cyoret. 

nx-133 

Symbra'ette Monthly R.P.V. Record 
for Ruth R. Stafford 

RX-134 

Symbra'ette Consultant Permanent 
Record and M.onthlv R.P.V. R.ecord 
for Aleta B. MiIlians. 
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dXMTDTn 

ir>:;xTTrir:, v i’To % ; :;o. 

T^rxiTirTCbTio;: 

cx-io 

Varv Avers distributorship nnreo- 
nent dated Anril 7, 1070. 

cx-20 

Rachel Cvnrct distributorship 
aprccnent elated Tune 20, 1070. 

CX-21 

Avis "orenn distributorship 
aoroenent dated .Tanunrv 9, 1^70 . 

cx -22 

"arcerret Heston distributor shin 
acroerent dated October 1, 1070. 

T ie coni'* l ”'-1.2 through CH-2?) ere exact duplicator of the 
rrininalr in the Dormmior. of ror-'o-’^r, Inc., and r.iv serve a 
boina tunical and representative of all distributorship aaroe-cn 
entered Into botveen Cer-P.o-Har, Inc. and its distributors prior 
to 'nril 1 , 1372. 

'•'X- 2 3 

Chris *Jol f n Regional "anaoer 
order forr dated October 4, 1070. 

CX-24 

Chri 3 ’ 7 ol*c Regional ’’nnas^r 
order fern dated October 7, 107"). 

f’V- •> ", 

Dorothv Uortn's District Manarer 
order forr- dated October 12, 1070. 

CX-26 

Alaska Pierce's District ’Tanauer 
order form dated October 1, 1970. 

ex-27 

Paulino Mitchell's Funorvi.sor 
order forr dated October 1, 1070. 

CX- 2 C 

Jovce Ftonc's Supervisor order 
forn dated October G, 1970. 

CX-20 

Katie Panford Regional Xanaaor 
order forr. dated "arch G, 1971. 

CX-30 

Alaska Pierce District ’’annear 
order forn dated "arch 6 , 1971. 

CX-31 

Lillian Cule’» District Xanaocr 
order forn dated March 4, 1071. 
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IDENTIFICATION 


RX-135 

RX-136 

RX-137 

RX-138 

RX-139 
RX-140 

RX-141 

RX-142 

RX-143 

RX-144 

RX-145 
RX-14 6 


RX-147 


RX-14 8 


RX-149 

o 



Svmbra-ette Monthly R.P.V. Record 
for Jo Anne Krause. 

TLC :ie\7sletter from Carolyn Miens 
dated August 4, 1971. 

TLC Announcement from Carolvn Wien3. 





Marketing plan for Mihra (a division 
of Arengee F.nternriscs, Inc.) 

Marketing olan for Shaklee, Co. 

♦ 

Marketing plan for Kardee (Runnels 
Co. Inc.) 

Marketing Dlan of Con-Stan Indust¬ 
ries, Inc. 

Marketing nlan of T.L.C., Inc. 

Marketing plan of Nutrilito 

Marketing plan of Command Per¬ 
formance, Inc. 

Marketing plan of Figurettc. 


Federal Trade Commission - "Trade 
Regulation Rule For Canos Of Chance 
In the Food Retailing And Casoline 
Industries And Acccmoanyinc State¬ 
ment Of Basis And Purpose Of Rule" 


Staff Renort To The Federal Trade 
Commission - "Economic Report ON 
Us.e of Games of Chance In Food And 
Gasoline Retailing". 

'San Jo3e News', December 20, 1972, 
article entitled "U.N. Eyes Lotterv". 


'San Jose News', August 12, 1971, 
article entitled "For Financial 
Relief More States Plan Lotteries" 
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14 


I 


ox-35 


i nr* ?TT i’icattom 

•loan Thor.an Supervisor Order 
for*-! dated ‘larch 5, 1971. 

Jean Thona.s Supervisor Order forr 
dated March 5, 19 71. (swim/ear.) 

Judith Marsh Senior Xcv order 
fern dated “arch 2, 1971. 

Ann Anderson Motional Mananer 
order forn dated n ehruarv 1, 1971. 


CX-35 


I 


CX-37 

CM- J3 



CX- 39 


OX- an 


CX- 41 

OX-4 2 

CX- 4 3 


CX-44 


Trod & P.uth “ouzon District 
"anacor order forn dated “arch S. 
1971. 

Mickey Davis District ’’anaeor 
order forr. dated March 6, 1971. 

Lssie Loftin Supervisor order 
forn dated March 6, 1971, "4. 

Dssie Loftin Supervisor order 
forn dated “arch 6, 1971, *3. 

J• £• Hart Senior .Me” order fom 
dated March 6, 1971, *4. 

J. S. Hart Senior Xcv order forn 
dated March 5, 1971, «3. 

Marv Avers District Manaocr order 
forn dated March 5, 1971, #3. 

Marv Avers District Manager order 
forn dated March 5, 1971, *5. 

Ida Lanoston Supervisor order 
fom of March 6, 1971, #1. 



Lvelvn Oraus Senior Xcv order forr. 
dated March 6, 1971. 
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I )i:. ITJ ^ICATim ; ,.'0, 
nx-15) 


r::-151 


iPKTPi^ic.yrTOh 

Mcv/spannr dinning on California 
Lottery Plan, "San Prancisco 
Chronicle", Parch 5, 1J73. 

Telephone Listings (Yellow Pages) 
Pacific Tclenhonc Director 
!Jovenber, 1972 on Pane 419, 

3 hows distributors handling 
connoting lines. 


Respectfully submitted, 

J&fonc f7 Steiner, hr. } \ 

Ralph T.~ Stone 

Counsel Supporting Complaint 

jl[, _ 

Jao*f *t. "iiseran 
Respondents' Counsel 
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Ilia Jllnndv Monthl*' nurchaso 
Volume recon! undated. 


cm-oo 

cm-go 

CX-C.l 

c::-r>2 


CM- G 3 


CM-M 


c 


f.5 


cx-r.r, 


CM-6 7 


CK-G8 


Jov W!;im ‘'onthl” Purchase 
Vo lure record undated. 

niaine "ajolo M onthlv n urchasc 
Volume record undated. 

M trv Ann "onlor *’onthlv Purchase 
Volume record undated. 

Lillian V. Mitchell Monthly 
Purchase Volume record dated 
Januarv 1071. 

Carolvn Iiro”n "onthl>' Purchase 
Volume record undated. 

Cori Mvers M onthlv Purchase Volume 
record dated lanuarv 1071. 

» 

L'anda Marsh Monthlv purchase 
Volume record dated January 1071. 

Ross Tfford "onthly Purchase 
Volume record dated January 1071. 

Venoie Ellsworth ’’onthlv Purchase 
Volume record dated Januarv 1071. 

Poroth^ Elliott ‘’ont’.il 1 ' Purchase 
Volume record dated Januarv 1071. 


CM-GO hettv Pnulhner "onthlv Purchase 

Volume record dated Januarv 1071. 


CM-70 Thomas Pahcv Monthlv Purchase 

Volume record dated Januarv 1071. 

CM-71 Katie Panford Purchase Volume 

discount record dated Januarv, 1071. 
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IN THE* UN.TTED STATES COURT OF APPEALS 
FOR THE SECOND CIRCUIT 


) 

GER-RO-MAR, INC., et al., ) 

) 

Petitioners, ) 

) 

V. ) No. 74-2343 

) 

FEDERAL TRADE COMMISSION, ) 

) 

Respondent. ) 

_ ) 


CERTIFICATE OF SERVICE 


I hereby certify that service of respondent's, the Federal 

Trade Commission's, Documentary Exhibits in this case has been made 

upon petitioners by mailing on this 18th day of April, 1975, copies 

thereof, postage prepaid, to their counsel, as follows: 

Jack M. Wiseman, Esq. 

2084 Alameda Way 

San Jose, California 95126 

Clifton H. Stannage, Esq. 

350 Fifth Avenue 

New York, New York 10001 

Attorneys for Petitioners 

Gerald E. Gilbert, Esq. 

Philip C. Larson, Esq. 

Hogan &> Hartson 

815 Connecticut Avenue, N.W. 

Washington, D. C. 20006 

Attorneys for Amicus Curiae 
Direct Selling Association 


Federal Trade Commission 
Washington, D. C. 20580 



% 


,;:\iT:nv 
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n. 



jr • •• ijim Y'*T r r 1 
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7 7 


/ J 


hnn An'.Vinon rnrc’uno ,f oluro 
discount record sated Tannery, 1071. 

**rs. .in-ios liaher ’’onthly Purchase 
Vol j' f record date*.' lanuarv l, 1 "> 71. 


lose 

po;s vision r r 
rc-jr'-'i 'n t ' t i ye 
f’.iinn o r ’’or- 


iro the cruet duplicates of the oririnals currently in 
; .'i o-".-«r, t; ic. , an*', ru ' r.ervc: as ’ocinu i’»nical mvJ 

)" .'ill other si’iilnr dc :u: .cuts currently' in the non- 
'o- l.-.r, Inc. that were used. prior to 'r>ril, 1772. 


y'A-7-: 
to ;• 3 :> 


\ lookiet on title*. 1 . " r’rnbra' ottc 
rales Innuu.l". 


i * 'oo -.lct i ; authentic, was and is mdlis 
an<: in utc”' to each r ir *'o -Var t i ?tr 

rocu. .jnt t in*, t toms "rules ‘ ’.usual' and 
contain ’ in the "con ;ul tint .rmr.e ir entr;" re 
*'i sco.ntinuod ii arch, 1772. 


had '.V' ncr-^o-lrr, Inc. 
ibutor. It is to this 
"hulcs unci Populations'* 
C cr. L : se thereof ./as 


9 


c:;-7 r j 
a to ;:k, 


.* 71in Chart entitle*! "Vour 
Opportunity with ryooru'otto' . 


'•.his riir. -c 
t.ri rut'. ’ in 


uart ’./as anu is rub li sued av 
ii.t' rstut*' coi.Tercv to Cor- 


'lor-ho-hu*, T.nc., is cUs* 
;o-"ar dis tribv.tor.s and is 


aim in; v on, sown to prosnoctivc distributors located in states 
other than Ca.lifornia., the state of origination. Pse thereof ’as 
il in continued in ’’arch, 1772. 


9 


Taa above described documents are business records of respondents 
heat in the rouhar course of its business. 


III. Vue clocuimnts listed below are uenuine and authentic docu- 
nents, or *r. true and correct co->ic3 of the oricrimls of docu¬ 
ments rich a.r • eenu.inc and authentic. 
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uxnini: 

IDFMTirJ n *I *io. 


RX- 1 

I.) 


RX- 2 

RX- 3 

RX-4 

RX-S 

RX- G 


PX-7 


RX - 8 
rx~9 
RX- J 0 
RX- 11 
RX- 1 2 
RX- 1 3 
RX-14 


RX- 1 5 


rx- 1 r 



IDTSiTIFICATIOM 

Synbra'ette Sales Manual as of 
Ayvil 1, 1972, includinn Sunnarv 
of Salon Program as the last 
paqe thereof. 

Synbra'ette Consultant Aqroonent 
as of April 1, 1972. 

Svnbra'ette Sar.olc Kit Order 
Fom as of April 1 , 1972. 

Svnbra’ctto Wholesale Order Torn 
as of April 1, 1972 (Sv/inwear) . 

Svnbra'ette '..’holesale Order Torn 
as of April 1, 1972 (Brassieres). 

Randon list to show initial order 
fror. distributors. 

Store adverti3crent of Svnbra’ette 
brassieres. 

Flyer bv a Reoional Mananer. 

Symbra’ettc Uev/s, July, 1971. 

Synbra'ette ’.Jews, May, 197 2. 

Svnbra'ette News, June, 1972. 

Synbra'ette flew3, Mav 1971. 

Order from Paulette's 

Menorandun showinq active Distri¬ 
butors as of Decenber 4, 1967. 

I 

Menorandun showinct active Distri¬ 
butors as of Decenber l/J, 1967. 

Memorandun showinq active Distri¬ 
butors as of January 22, 1968. 
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r.xmniT 

ionriTiricATio*] :io. 
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r*-i7 


Memorandum showina active Dis¬ 
tributors as of February 6, 196 3. 

RX-18 


Memorandum showing active Dis¬ 
tributors as of \nril 5- 1968. 

nx-19 


Memorandum showina active 
Distributors as of June 13, 1968. 

HX-20 


Memorandum showing active 
Distributors as of July 10 , 1968. 

RX- 21 


Memorandum showing active Distri¬ 
butors as of July 31, 1968. 

RX-22 


Memorandum showina active Distri¬ 
butors as of Aunust 22, 1968 

RX-23 

t 

Memorandum showina active Distri¬ 
butors as of September 11, 1968. 

RX-24 

• 

Memorandum showina active Distri¬ 
butors as of October 3, 1968. 

RX-25 


Memorandum shevina active Distri¬ 
butors as of October 31, 1968. 

RX-26 


Memorandum showinq active Distri¬ 
butors as of December 17, 1963. 

RX-27 

• 

’Memorandum showina active Distri¬ 
butors as of Januarv 17, 1969. 

P.X-23 


Memorandum showing active Distri¬ 
butors as of Januarv 29, 1968. 

RX-29 


Mcnorandun showina active Distri¬ 
butors as of March 19, 11969. 

RX-30 

' 

*lenorandum showina acti*ve Distri¬ 
butors as of hnril 24, 1969. 
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IDWH ’TriCA'i'IO;I -IQ . 
RX-31 

RX-32 

nx- 3 3 

nx-34 

rx-35 

RX-3C 

nx-37 

RX-33 

P.X-39 

RX- 49 

RX - 41 

RX - 4 2 

RX-4 3 

RX- 4 4 

RX- 4 5 

o 


c 


iprxiTiric vri 0 ? 

Mono rimin'" sbouinn active Distri¬ 
butors as of "av 22, I960. 

’•nnoranclun sho'.’incr active Distri¬ 
butors as of Nay 29, 19G9. 

Memorandum i!io”ino active Distri¬ 
butors as of .Tune 3, 19G9. 

Memorandum sho'.'ino active Distri- 
butors as o^ Juno 32, 1969 . 

Memorandum sho'.'ino active Distri¬ 
butors as of Tune 26, 19G9. 

Memorandum showino active Pirtri- 
butors as of hulv 15, 19G9. 

Memorandur. sho'/ino active Distri¬ 
butors vis of Scntcrber 4 , 1969 . 

Memorandur shovinn active Distri¬ 
butors as of October 14, 1969. 

Memorandum sho-.'inrr active Distri¬ 
butors as of October 21, 19G9. 

Memorandum sho'finn active Distri¬ 
butors as of November 19, 1969. 

Memorandum shovinc active Distri¬ 
butors as of November 21, 19G9. 

Memorandum 3hov.»ino active Distri¬ 
butors as of December 1G, 1969. 

Memorandum shov.'inn active Distri¬ 
butors as of .Tanuarv 6 , 1970 . 

Memorandum showinq active Distri¬ 
butors as of .Tanuarv 21, 1970 . 

Memorandum showincr active Distri¬ 
butors as of Fcbruarv 24, 1970. 
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n::uT:.:T 

i vpt ": mm . 

I'X- 4 6 


RX--4 7 


P.Y.- -1 7 


RX-4 8 


DX-49 


RX-50 


PX-51 


nx-52 


ux-5 3 


RX-54 


nx-55 


RX-56 


PX -57 


n>:-50 


RX-59 


RX-60 


i pr.MTiri^vnoM 

Mt nonnflun showiwr active Distri¬ 
butors as o f Dcbruarv 24, 1970. 

Merorandun showing acti/c Distri¬ 
butors as of "arch 31, 1970. 

Merorandun showing active Distri¬ 
butors as of hnril 15, 1970. 

Merorandun showing active Distri¬ 
butors as of ”av 15, 1070. 

Merorandun shov.’inn active Distri¬ 
butors as of Julv 24, 1970. 

Menorandur showing active Distri¬ 
butors as of Xuffust 22, 1070 . 

Merorandun showing active Distri¬ 
butors an of Fontonbcr 17, 1070. 

Merorandun showing active Distri¬ 
butors as of .Oontonbor 22, 1070. 

Merorandun showing active Distri¬ 
butors as of October 22, 1970. 

Menorandur showing active Distri¬ 
butors as of Moverber 17, 1070. 

Menorandur showing active Distri¬ 
butors as of nccorbcr 18, 1970. 

Menorandur showing active Distri¬ 
butors as of Deccrbor 20, 1070. 

Merorandun showing active Distri¬ 
butors as of ^ebruarv 2, 1071. 

Menorandur showing active Distri¬ 
butors as of "arch 12, 1071. 

Merorandun showing active Distri¬ 
butors as of Mav 5, 1071. 

Merorandun showing active Distri¬ 
butors as of Julv 21, 1971. 

fLJJJUUL ’i'UADli 1OMMU>lON 

•* Pocket «** «*-£<- 

I-- u£l J aar? 


I 



V 







F.XIIIUI? 

iPKMTincATiono . 
RX-61 

P.X-62 

RX-6 3 

P-X-64 

RX-65 

RX-66 

RX-67 

RX-6 8 

HX-69 

RX-70 

RX-71 

UX-72 

RX-73 

UX-7 4 


ipn:iTiFiCATion 

Memorandum showing active Distri¬ 
butors us of August 5, 1971. 

Memorandum showino active Distri¬ 
butors as of August 30, 1971. 

Memorandum shov/inc active Distri¬ 
butors as of September 16, 1971. 

Memorandum showing active Distri¬ 
butors as of Senteinber 20, 1971. 

Memorandum showing active Distri¬ 
butors as of October 15, 1971. 

Memorandum showinc active Distri¬ 
butors as of October 29, 1971. 

Memorandum showing active Distri¬ 
butors as of Movenber 12, 1971. 

Memorandum showing active Distri¬ 
butors as of Novertoer 17, 1971. 

Memorandum showing active Distri¬ 
butors as of December 20, 1971. 

Memorandum showinq active Distri¬ 
butors as of Januarv 12, 1972. 

Memorandum showing active Distri¬ 
butors as of February 29, 1972. 

Order form of Janolle's Curves and 
Curls, retail store buying merchan 
dise from Symbra'ette. 

Order form of Milliken Career 
Apparel, retail store buying 
merchandise from Symbra'ette. 

Order form of Jane & Jean's Bra 
Shoppe, retail store buving mer¬ 
chandise from Symbra'ette. 
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exhibit 

1 nniiTi r TCATioi! *:o. 

UX-75 

v 

J 


RX-76 


RX-77 


RX-7 3 


XX- 7 9 


RX-80 


RX-81 


RX-8 2 


RX-8 3 


RX-84 
RX-8 5 




RX-86 


inr iTiriCATio:i 

Order form of Bra and Tod Shon, 
retail store buying merchandise 
from Symbra' ctte. 

Order form of Sara £. Ann's 
Undercover ’orld, retail 3tore 
buving merchandise from Symbra 4 ette. 

Order form of Smart Shoo, retail 
store buyino merchandise from 
Symbra'ette. 

Order form of M arv Kate Boutinue, 
retail store buvinn merchandise 
fron Synbra'ette. 

Order form of Horeda Clavton - 
Merle Mornan Studio, retial store 
buyina merchandise from Symbra'ette. 

Order form of Vivian Erovmlee's 
0dd3 *> ends Boutique, retail 
store bu”inrr merchandise from 
Symbra'ette. 

Order form of Cvnthia's 3outioue, 
retail store buvinct merchandise 
from Symbra'ette. 

Order form of (Noma Lee Cox) 

Bridal Shoo, retial store buyino 
merchandise from Symbra'ette. 

Order form of H.E. Cotner - 
Boutique of Qeautv, retial store 
buying merchandise from Symbra'ette. 

Symbra'ette Hews, March*, 1970. 

Newsletter of Chris T’olVe 
(Symbra'ette Regional Director) 

Announcement bv Regional Manager 
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10 


eemteit 

I0[l:jVi T ’Tr T( ■" 
EX- i7 

!>y.-r o 

O 1 

i«l» ^ ' 

rtx-90 

nx-9i 

RX-9 2 

EX-9 3 

UX-94 

RX-9 5 

RX-9G 

RX-97 


iDt:::T irTC*.T t rvj 


newsletter o r Edith Cm tin da tod 
novcmber 1972 (Svnbra'ette 
Regional Director) . 

newsletter of Cnrolvn ',,’icns dated 
August 1971 (TLC Regional Director). 

•Jewslett er of Cnrolvn *7iens dated 
robrunr*» 1971 (Svnbra'ette Reoional 
Director. 

newsletter of Carolvn ’.Jicns dated 
December 1970 (Svnbra'ette Reoional 
Director). 

newsletter of Edith Custin dated 
'larch 23, 1972 (Svnbra'ette 
Regional Director). 

newsletter of Edith Custin dated 
■'.arch 23 , 1972 (Svrbra'ctte 
Regional Director). 

Jov/3letter of Edith Custin dated 
‘larch 19 , 1972 (Svnbra'ette 
Rceional Director). 

Tyoical Commission Statement of 
Svnbra'otto consultant - Barbara 
Chung 

Tyoical Commission Statement of 
Svnbra'ette District Director - 
Genev & Joe nelson. 

Tvpical Commission Statement of 
Svnbra'ette Reoional Director - 
Edith Gustin. 

Typical Connission Statonent of 
Svmbra'ette District Director - 
Jud” McCaskill. 


FEDERAL TRADE COMMl^lON 


Docket 


OV.MSsren . , , () 2_ 






nx-98 


RX-9 9 


RX-109 


R.X-191 


nx -102 


nx-103 


RX-194 


RX-105 


nx-ii6 


RX- 1 ■) 7 


RX-1QC 


Tvnicnl Connission Statencnt of 
Synbra'ette Senior Consultant - 
Virginia rconer. 

% 

Tvoical Connission ftatorent of 
Svnbrn'otte Senior Consultant - 
Imgard Sclv/ercUe. 

Typical Connission Statencnt of 
Synbra'ette Senior Consultant - 
June Hall 

Tvoical Cornission Statencnt of 
Synbra 1 ette Senior Consultant - 
Cherie Kidd. 

Tvoical Comission Statencnt of 
Synbra'otte Senior Consultant - 
Marv Koon. 

Tvoical Comission Statencnt of 
Synbra'ette Senior Consultant - 
Terri Mendoza. 

Tvoical Comission Statencnt of 
Synbra'otte Senior Consultant - 
Shirlev Dcfcndorf. 

Tvpical Connission Statencnt of 
Synbra'ette Consultant - Cvntaia 
Harell. 

Tvoical Connission Statencnt of 
Synbra'ette Consultant - Bettv 
Soires. 

Typical Connission Statenent of 
Synbra'ette District Director - 
Pegqv Yount. 

Typical Connission Statenent of 
Synbra'ette District Director - 
Yvonne Ferauson. 
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RX-109 

Tynical Cot u'Vnsion Stateno it of 
Synbra'ette District Director - 
Ina McGhee. 

RX-110 

Typical Commission Statement of 
Symbra'ettc District Director - 
Marrian Poisson. 

RX-111 

t 

Typical Commission Statement of 
Symbra'ettc District Director - 
Lois Kensev. 

RX-112 

Tynical Commission Statement of 
Synbra'ette District Director - 
Essie Lee I.oftin. 

RX-113 

Graoh showing Pv.P.V. through 1970 
to 1972 and Consultant's permanent 
current record for Ruth Mouzon. 

RX-114 

Granh showing R.P.V. throunh 196 8 
* to 1972 and Consultant's permanent 

current record for .lane Morris. 

f 

RX-115 

Graph showincr R.r.V. throuah 1968 
to 1972 and Consultant's permanent 
current record for Carolyn Wiens. 

RX-116 

Advertisement from Yellow Paqes of 
Oranqe Countv telephone book 
showinrr Synbra'ette and TLC Bra 
advertisement - Geri Myers 

RX-117 

TLC publication dated Januarv 1972, 

• “1 + 2 - Two". 

RX-118 

TLC publication "The Latest Coverao 
dated August 1972. 

RX-119 

TLC publication "Progrqps-O-Gran" 
dated February 23, 1972. 

1 

Newsletter of Carolvn Wiens dated 
Aunust 1971 (TLC Regional Director) 

nx-120 

RX-121 

Newsletter of Carolyn Wiens dated 
July 1972 (TLC Regional Director). 
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t 


Tnr.'.iTirTCATiQ'T mo. 

P.X-122 


TDI^ITI^ TCA-MS 

Synbra'ettc Consultant Pcrnancnt 
Record and "onthlv R.P.V. Record 
for Aranda Snit’n. 


RX-123 

Svnbra'ette M ontilv R.P.V. Record 
for Gcri Myers. 

RX-124 

Svnbra'ette Monthly R.P.V. Record 
for Laouicta Baher. 

RX-125 

Synbra'ettc Monthlv R.P.V. Record 
for Dot Bvrcl. 

RX-120 

Svnbra'ette Monthly R.P.V. Record 
for Stella 3vers. 

RX-127 

Syrbra 1 ette Monthly R.P.V. Record 
for Louise Hale'' 

RM-128 

Syrbra'ette Monthlv R.P.V. Record 

and Consultant Perranent Record 

for Isabella Aren. 

1 

RX-127 

Svnbra'ette Monthly R.P.V. Record 
for Beth Vinctt. 

RM-130 

Syrbra'ette Consultant Perranent 
Record and “ontilv R.P.V. Record 
for Ilia Drawdv. 

• 

RX-131 

Syrbra'ette Consultant remanent 
Record and "ontilv R.P.V. Record 
for Marge Miller. 

RX-132 

i 

Syrbra'ette Consultant Perranent 
Record and Monthly R.P.V. Record | 

for Rachel Cyoret. 

RX-133 

Synbra'ettc Monthlv R.P.V. Record 
for Ruth R. Stafford 

RX-134 

Synbra'ettc Consultant Perranent 
Record and Monthlv R.P.V. Record 
for Aleta 3. 'Jilliars. 
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exhibit 

IDENTIFICATION NO 


IDENTIFICATION 


) 



RX-135 

RX-136 

RX-137 

RX-138 

RX-139 
RX-140 

RX-141 

RX-142 
RX-143 
RX-144 

RX-145 
RX-14 6 


RX-14 7 


RX-148 

RX-149 


I 

Svmbra-ette Monthlv R.P.V. Record 
for Jo Anne Krause. 

TLC Newsletter from Carolyn V.’iens 
dated August 4, 1971. 

TLC Announcement fron Carolvn Wien3. 

Marketing plan for Mibra (a division 
of Arengee Enternriscs, Inc.) 

for Shaklee, Co. 

for Kardee (Runnels 


of Con-Stan Indust- 


of T.L.C., Inc. 
of Nutrilitc 
of Command I'er- 


of Figurette. 

.# Federal Trade Commission - "Trade 

Regulation Rule Tor Canos Of Chance 
In the Food Retailing And Casoline 
Industries And Acccmpanyino State¬ 
ment Of Basis And Purpose Of Rule" 

Staff Renort To The Federal Trade 
Commission - "Economic Report OM 
Ui.e of Games of Chance In Food And 
Gasoline Retailing". 

'San Jo3e News', December 20, 1972, 
article entitled "U.U. Eyes Lotterv". 

'San Jose News', Auaust 12, 1971, 
article entitled "For Financial 
Relief More States Plan Lotteries" 


Marketing nlnn 

♦ 

'Marketing plan 
Co. Inc.) 

Marketing Dlan 
ries, Inc. 

Marketing nlan 

Marketing plan 

Marketing plan 
fornance, Inc. 

Marketing plan 
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r?::.;T'j t!, icA , ri« , >; ..'o, 

nx-15) 


x:-i5i 


ipi ^icatio: i 

'lowspannr dinning on California 
Lottery Plan, "Can Francisco 
Chronicle", ’’arch 5, 1973. 

Tclon’ionc Listings (Yollov; Pages) 
Pacific Teleohone Director 
!Jovender, 1972 on Pane 419, 

3ho'/s distributors handling 
connoting lines. 


Respectfully submitted, 


Jc?fone l. Etemcr 


St^WXA- 'Q y . 
teincr, ‘hr. * J 


V/ 


■( c. 


Ralph L. Stone 

Counsel funoortino Connlaint 


(Ll ill . 

JacJ; "\. .Jiser an 
Respondents' Counsel 


DATUD: 3/l 


V 


FEDERAL TRADE COMMISSION 




-466a- 


873 


P 


1 




























IN THE* UNITED STATES COURT OF APPEALS 
FOR THE SECOND CIRCUIT 


) 

GER-RO-MAR, INC., et al., ) 

) 

Petitioners, ) 

) 

V. ) No. 74-2343 

) 

FEDERAL TRADE COMMISSION, ) 

) 

Respondent. ) 

_ ) 


CERTIFICATE OF SERVICE 


I hereby certify that service of respondent's, the Federal 

Trade Commission's, Documentary Exhibits in this case has been made 

upon petitioners by mailing on this 18th day of April, 1975, copies 

thereof, postage prepaid, to their counsel, as follows: 

Jack M. Wiseman, Esq. 

2084 Alameda Way 

San Jose, California 95126 

Clifton H. Stannage, Esq. 

350 Fifth Avenue 

New York, New York 10001 

Attorneys for Petitioners 

Gerald E. Gilbert, Esq. 

Philip C. Larson, Esq. 

Hogan & Hartson 

815 Connecticut Avenue, N.W. 

Washington, D. C. 20006 


Attorneys for Amicus Curiae 
Direct Selling Association 
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Federal Trade Commission 
Washington, D. C. 20580 
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X Large 


L 

SMS 

-\ 

21JS 


10.13 

704-d 

21 Lge 

, 

1 

22.43 

22.35 


1040 

mm 

2X Lge 


f 

2MS 

23.li 


11AS 

700-d 

4X Lge 


J _ 

24.45 

24.3*' 

- 

11.50 

mm 

SX Lpe 


t 

23.43 

23.35 

\ 

11.93 

710-d 

4X Lge 

l _nz 

20.43 

20.35 

A_ 

12.40 


cur" 

32 

3 

34 

l 

40 



C 



1 



33 



17.43 


cc 






K? 



IP.4S 


o“ 


“T1 





A 



10.43 


DO 










IMS 


1 








\ 


13.43 


EE 








' 


13.43 


P 








V 


21.43 


G~ 







Is 

HZ 

22.43 

— 

H 



X 



LU 

I 1 " 

23.43 




Pj00 


1M 


1M 


7.30 


7.30 


Mt 


Loo 


170 

J_ 


ITTU NO. 104 WHITE COTTON - long 

Line - 

•afgFariUMb 




77 

ait 

4LF.V. 

R7.V. VTAIL 

RETAIL 1 tm TOt/l 

CUP 32 >4 34 34 40 

12 44 

EACH. 

TOTAL EACH 

TOTAL I ACM C^T 

° ^ i 



IMF 

1135 

7.4J / 

°° A- 



13.40 

IJ.35 

7.43 / 




Mv4J 

U.33 

P.30 / 

U X 



IMK 

10.33 

7.30 1 

A 

p 

mi 

10.43 

!•.« 

_ «L 

V Mr 


,—w—1 

n 

tto4i 

13.33 


L*L.- - U 

:Sx 

| ^43 1 1 2%33 

-3- 


I FIGURE CONTROL PANTY CIRDL 

--—-f--* 

E - Nude - 

dim 

Mi_ 

401-N 

Petite 




V-43 

\ ip.93 


0.33 


402-N 

Small 




10.43 

\ 10.93 


0.00 


403-N 

Mad 




, 10.43 


10.93 


M0 


404-N 

Large 




13.43 


\ 11.15 


1.25 


403-N 

X Large 



| 20.43 


120.93 


9.70 



- 01 act - 1 

Mid Ldg \ 


20.43 


20.95 


170 



• 21.45 


21.95 


1 10.15 



21.45 


31.95 


\ 10.15 



22.43 


22.15 


\l0.40 



23.43 


23.95 


yrOS 



14.45 


24.95 


tl.SO 

















TOlAl 

rrv. 


TOTAL 

RETAIL 


TOTAL 

dH5U 





M>. KM *730 • SAN «Q|L CALIFORNIA Ml JO 

' REGIONAL MANAGER OR0ER FORM 


COST 

EACH 


style NO. 214 - Mile - Lace tusching under Cup - temov 'e Lace Cup Cover 


Removable Lace Cup Cover 


itching Under Cup 


RETAIL 

TOTAL 


BONUS MERCHANDISE - SPECIAL *0% DISCOUNT 


This Merchandise Mast be ordered wlti each order, if desired. If no bonus Mcrchandist is 
desired, Be R.V.V. el Ibis order is forfeited awards bonus Merchandise. No I.F.V. credit lor ever* 
ride or na intent ace qualifications is allowed on bonus Merchandise. This bonus discount schedule 
applies ONI r/to the followlni larments: ■ 

/ 142. 242. 103. 203. 212. 213. 214. 342. 314, All Girfles ' * 

/ and WIrs. . L 

/ F Ive (5) liens Is rite mssImum lor each orier. 

TIM Merchandise May be used In any way Out the Consultant desires: Given as Hostess 
GUIs, Sow at Retail, Etc. 

■ a party booless requests mevchaodtse other than on the schedule, it will be up to toe 
Consultant's own |ad|enent whether to Rive die requested lift or not 

You May Rive Merchandise other hen that on the schedule since you order and accunolkto, 
die 40*I onus Merchandise whether you Jiave a party or not ,__/ 


A enabler's checl 


in shipment. Order will net 
be shipped until per sen el 
check deers benk, unless 
yew keen elreedy esteh- 
lisked yeuf'retiaf with the 


I at *0% Discount 


2 ot 40% Discount 


3 at 40% Discount 


4 at 40% Discount 


TOTAL RETAIL 


CollF. odd 5% or Sh% On Total Retail 


C 

rm 





n 

CC 









D 









DO 

e 








E 





” 




EE 

j 







:: 

P 








rr 

G 









H 









1 









1 









K 









L 


_ 




nr 




40 

3 

44|44 


i 1 1 ~T 




wjj 

A 

12.45 

12.»3 


“ 



L 

T* 

13.45 11 XM- 

fJ.15 

e 





0 ? 

»•« lArW 

IA13 






i 

14.43 I/// 4 L/ 

‘14.93 






1 

14.45 

14.93 


f 




3 

‘*.45 Itfii 

' 14.13 

4 

i 

$ 



1 _ 

H.43 i 

,14J3 







17.43 ^4/* 

17.33 





— s 



19.93 



/ 




20.43 

2%9S 


( 



/ 


21.43 

21.33 


1 


A 



22^43 

22 JS 


r 

- 

% 



23.45 

23.93 



S»ne 

Retail Price 


1/efts' 

ZLdl 








— 




cur 

20 

30 

1 

34 34 



AA 








A 








n 







— 

c 






• 


cc 

_ 

_ 

_ 

_ 

____ 










oiiiiiii 

aiimii 


□□□□□ 


f.a *0X S7M • SAN lost, California wiso 

—% REGIONAL MANAG ERORDEW FORM 


101 Al 


firu NO. 142 COTTON 


Length 


STYLE NO. 242 WHITE LACi 


FIGURE CONTROL fanty girpie 


STYLE NO. 214 


; LET AIL | :«TAIl 
. I ACM TOT. * 


LPV 

TOTAl 


COST 
I ACM 


Kt T All 


FIGURE CONTROL f ANTY GIRDLE - Nude - Nini ltg. 

tOi-N I Petite T | | 12.45 | 


FIGUEt CONTROL FANTY CltDLE - Rtacfc - Long leg 


STYLE NO. 203 WHITE LACE RANOEAU 


TOTALS SECTION IMRFF 


MOURE CONTROL FANTY GIRDLE 


BONUS MER CHANDISE - SPECIAL 60% DISCO UNT _ 

This merchandise must be ordered m2 eich order. it desired. "MctandisM* 

desired, the I.P.V. of this order it forfeited towards bonus merchandise. No Il.f .V. credit tor o e. 
f ,je w mi intent ik e qualifications it a'loured on donut Merchandise. This bonut dltcoont schedul 

applies ONLY to the following garments: 

142, 242. 103L 20J. 111. HI. 114 J42. J14, All Girdlet 

and Wigs. 

flee (S) items it the mo-mum tot etch order. 

Tbit merchandise «iiy he used *" »"» »*r ' ’• the Contulttnl detlret: Gleen tt Ho't 
i lit. Sold at Retail, IK. 

If a party hottest requests merchandise other than on the schedule. It will be up to ihr 
(.uiMiltanft own iud|ement whedier to «iee the requested gift or not. 

You nay »iee swrehandise othei than that on the schedule since you order and accumulate 
lh< MHt donus Merchandise whether you have a party or not._ , 


AMOU4 I 


SY,\ Where Applicable 


^ cashier's chock or men- 
oy order will frov'/at deley 
in ^hiprwwnf. Ordar will net 
ho shipped until porsonol 
chock doors WonV, unless 
yon kovo olreody estab¬ 
lished your rofing ill- the 
Compony. 


RPV Of 

Regular 

Older 


I ot 40% Discount 


2 ot 40% Discount 


] at 40% Discount 


TOTAL fOR dONUSKltCMANOlSC 


TOTAL RETAIL 


Less 40% Discount 


net amount 


ocLivm 


for*, aid to Section ot Ritbl 


TOTALS SECIIO • TWO 


TOTAL 

COST 


rule in II lor EXTRA-LO NG lang-Une with 2"(ip elasliC 


itvit un hi wuiTt tan 


d.dO 


d.so 


FIGURE CONV-Ol FANTY GIRDLE - RUc> - { 


401-t 


402-d 


40) d 


10.4S 


I0.4S 


to as 


10.4S 


S.4S 


5.45 


ivi>> J tIGURE fANTY 


I' W ; Str-.ull 


404 Bjj -S* 

FASHION f RE FANTY 



)2 

M 

K 

M 40 


A*Y »d f NO. 144 WHITT COTTON 











































































































































































































































































































































































































































































































R. 



e 


• i 


* 


\ 


.j 


0 





P.O. *0X 5730 ' hAN lOSE. CALIFORNIA <>3150 

DISIUC . MANAGER ORDER FORM 


XrKulat l«n«l'i 


It I All 
lOTAl 


MT Ail 
f ACM 


NAME 


VAMt- 


CITY * ST ATI 


smi NO. 212 - While - All Mylrn UCI 


UTAH 1 COST 
JOTAl , I ACM 


RP V 'XIV til AIL 
EAC>‘ | TOTAL , I ACM 


Ih 7" lip elastic 


UTAH UTAH 
(ACM TOTAL 


RP.V. MV 

ia6i 1 total 


II •.,! fi fA LONG U « 


UTAIL 

TOTAL 


' R I* V 
(ACM 


I >.n( l me - Regular Length 


Rhitr - Marquisette and La... Rus *iiog 


$TTL( NO 213 




i ITXA • lONt- li » 


rnri 


STYLE NO 262 WHIT( LAC‘ 


ICLIJtE CON 


18,43 


STYLE NO. 2H - While - Lice Hutching Under Cup • Removable Lace Cup Co er 


Lice Rusching l.uoe: Cap • Removable Lace Cup ( 


STYLE NO. 31 


iPTAl 

COST 


Id* niON t AVDEAU 


. TOTAl 
’j, UTAH 


<TYll U 203 Will 


TOTALS SECTION THREE 1 


JTV - While 


DISCOUNT 


BONUS MERCHANDISE - SFF CIAL SO 


Tin* merchandise mu*l be ordered wi#i m o.cr, '* denned II no bonus meo <r 
desned, the R.P.V. o( thi* order it tor(eit*d toward* 'us : ’.rchandis?. No R.P.V. curd 
ride or maintenance qualification* i* allowed on Bo' * *"-i< Lindite. Thi* bonu disco, 
applies ONLY *o the following garment*: 

1*2. 262. 103. 203, 212, 213. 21< .* • H Oodles 
and Wig*. 

F ive (S) item* i* the ma.i-"um each’order. 

Thi* merchandise may be u»ed in my way that Uu Consultant desires' Given . It 
Gills, Sold at Retail, Etc. 

i 'ban on Ihe schedule. It will h i'i 


,/^OIAI 
• 11 All. 


TOTAl 

*.r v 


I AMT 


ihin I GOR E P ANTY - While - v.liig 

T.i,.*. IP 'i 


TOTALS SfC 11 ON T’Tfl 


If a party hostess requests merchandise o'.he 
Consull mt's own ludgrmenl whether lo give Ihe requested g'H or not. 

you may give merchandise other than that on the sd.'duli sine* 
. . •ft,’. Brim s Merchandise whether you have , piM* or nol. _ 


Fll.t . I CONTROL MSI 


’ i» »a*ed o Retail V*:ue 

i•itit Applicable 


Kecsil Prm 


vnal 


4 r> 60 . Discount 


Jj-SlDTh-l /H' 

ATTORN** 


-4-- - t -—" 

T 21.15 ; 

— 

11.22 

~i n .« 

11.22 

/’.« 1 

! 

12 2? ' 

»: 


. ii 72 4_ 


1 

i ie.<s 




19.4 5 

<•* 

1 / 0 . 4 S 


T m ‘ 1 | 

w ~~ * * 

' _LL 2 .I 


j. _*•“ j 

1 

[ - 

l-ir j 


S.22 1 

' 


•VI ll# 

ii* \ » 


/U.AA 


t i - 

- 

- - • \ 




k 

*4ImI 

. 1 - 4 *-J 

i 

•. '/S 

- 


" . - 

| Mill 

i ’•«. 




11.22 ! 

... ■ 

1 1 erg** 

, - 

J 


, if. • 


»' 7 1 ... J 

1 . 4 

Sl.gr 

' 7 • 4i 


7 ,.r 


T/,77 • 

73 1 »* * 

» n 


1 4.1S 


It*. 


0 »y. 

^ Style 

V' 

"J. 1 . 

V 

i »./ 

> 



■ 


. -JM 



v 


« 





t 



COST 

EACH 


A I V. This Of'l'-i 


CITY 1 STATE 


My Sponsor is 


iveable Cu.- Co*f » 


STVII NO. 162 COTTON 


fine NO. 212 - While - All Nylon Loco • Volcio Attached - Pomolly 


BPV HIT/11 . BIT All COST 
»')TAl I AC. I TOT Al |AC»< 


RETAIL COST TOTAL 
TOTAL * (Ac* COST 


; R.P.V. |LP.V. 
I iAtM TOTAL 


JTVIE NO. CLACK t AL t 


I Rp v IN. BIT All | RFTAIl COST TOTAL 
1 EACH KlTAt * IAI. : TOTAL EACH COST 


While - Wa'qu sette 


STYLE NO. *j 


STYLE NO 262 WHITE LACE 


hCUIC CONTRO PAM r (.'Lint - While - long It 


' V' C u.i - Remo.ab'o • it Cu? Covff 


TYL' r.O 214 - While - LriLn 


FICUKE CONTROl PANTY CIBOU - Nude 


TOT A l 
COST 


lev re: mi it- il cost 

TOTAL FAMl .OT I EACH 


5“ *1 ^4 , .' 10 TCO-.'»» ANOt/li - Ceil * 


FICLRE CONTROl PANTV CltUlE - BI*cL 


601-B Petite 


TOTAI $ St( 1ION THREE 


I ASHION Ik 'l l P A lil - While 


Petite 


COMPLETED BY 5S 


FIGURE CONTROl PANTY GIUHt - Y.hitn - A*.d l 


ANDISE - SPECIAL 60 . DISCOUNT' 


MER 


This meiihandise must be o'deied with each order, t desired. II f.o bonus re 
d*s red, the R.P.V. ol this order is torteiied towards bonui * rih/ndise. N F.P.v. ert: 
ndc or fMint.’Mnie qualifications is allowed on Bonus Menhandise. This bonus dis.o. 
ai ' < . ONI V to th< following garments: 

162. 262, 103, 20). 212. 213, 214, 162, 314. All Gird Its 
and Wigs. 

E ive (S) items is the maimiuiT lot . ach order. 

This merchandise may be used in any way that the Consilient desires- G'*cn a 
{..Its, Slid al Retail, lie. 

Il a parly hosless requests merchandise olhei than on Ive schedule, it will he 
r unsullant's own lodgement whether to give the requfsiid gill or nol. 

You may give merchandise other than that on the schedule since yon order a * 
is gonus Merchandise whether you have a part* c h i._ 


TOTALS THIS V 


TOT 'A SCCTIO . r 


sless 


Number of 
Garments 


I at 60% Discount 


i at 60% Discount 


4 at 60% Discovr.r 


Ic r 6(1% Dr scour 


Tire 60% Pi'touri. is i 
the Ac mil luce. 


^ AlTL>WH«Y-*AAMl»aC» 


TOTAL 

COST 


Lon,, line - Rerulai I ength 


ll LOTION 


IPV p v 
IACM IU1AL 


A'MU' RETAIL 
(ACH till Al 


' 19.45 


(.72 


I D N(taWUmdW 


- f.O BOX 57)0 * SAN JOSL. CALIFOI.SIA BS1S0 

DISTRICI AS'AGER ORDER FORM 

H_ 

MINIMUM ORDER S UE^J AT ONE TIME 



























/ 


■ * I 



sm 

L NO 164 WHITE COTTON - Long line - 

Secular length 




CUF 

12 

34 

36 

18 

~ 

40 

42 

44 



QTY 

IF.V. 

EACH 

R.F.V. 

TOTAL 

RETAIL 

EACH 

8LIAIL 

TOTAL 

GOST 

EACH 

TOTAL 

COST 












15.45 


15.45 


4.00 


3 











15.45 


15.95 


9.00 


’ i~ 




—1 







16.45 


16.45 

• 

.4.55 


' tl 











16.45 

- 

14.95 


1M 


F 











18.45 


16.45 

_ *_ 

10.65 

■i 

c 











14.45 

r - -- - 

14.45 


11.20 


H 





- 






20.45 


20.45 


11.75 


Write la 

RL for EXTRA 

•t 

0NG long-line with i" Up elastic 



2 00 



Or ■ 


STYLE HO. 264 W HITE LACE - long Une - Refufat length 
CUF 32 M 24 34 40 42Ua! 

1 1 "| 17.4S~| ~T <7.4 

CC f 7 17. «S 17.9 

“5 / I : 18.45 ' 18.9 

M W I /.L-i-i !±j 


CUF 

Ej 

34 

B 


40 

42 

TT 

' 

C 










CC 










D 






„ , 




DO 


“4 








1 



> 







EE 










1 






• 




C 










H 










Write m 

II 

tor EXTIA 

•LONG long 

STYLE N( 
CUF_l32 

). 

34 

362 

36 

[01 

38 

ACK LACE 

40 42 44 


D 







□ 

L. 

DO 


* 





LL 

( 










II " 










F 










G 











L 


— 








X ,,,i 

I 21.4$ 


10.10 

JILLS_ 

10.65 
10 65 
11.20 


xDi» 


362 01 ACK LACE 
34136 10 40 42| 

QTY 

0 F.V. 
EACH 

R.F V. 
TOTAL 

*11 All 
EACH 

RETAIL 

TOTAL 

COST 

EACH 








14.45 


14.95 


-A«- 








15.45 


15.45 


k.00 








15.45 


15.95 


4.00 








16.45 


16.95 


4.5S 








16.45 


11.95 


9.55 








10.45 


18.95 


10AS 








10.45 


18.95 

-— 

10.65 








20.45 


20.95 


1175 








21.45 


21.45 


12.10 



23. 45 T 

24.45 | 


Write In I t tor EXTRA-LONG long «* with -* I'P rl*wt c _ 

FIGURE CONTKOl F ANTY CIKDLL - Whtic - Mini Le| 


20.95 


11.75 


20.95 


11.75 


21.95 


12.30 


21.45 


12.10 


21.45 


13.40 


24.95 


13.95 


2$ 4$ 


14.50 , 


_ 

r 

7-00 



60/42 






■UI'III" 4 —■— 

• T*‘‘ U 

7.45 

- 



4.60 

/ 

0.45 

HI 



5.15 


__ 

~ 0.45 




5.15 


_ T4S 




5.70 


4.45 




5.70 


NO. 

SIZE 

401-W 

Fetile 

402 W 

Small 

401 W 

Med 

| 304-W 

Large 

405 W 

X Large 


It f V ir.V. RETAIL RETAIL 
EACH TOTAL EACH TOTAL 


1—r 


4 

Feme 



402-N 

Small 



401-N 

Med 



404 N 

Large 

• 


40$ N 

X Large 





17.45 


10.10 


601-N 

T 

1S.9S 


10.65 


602-N 


10.45 


10.65 


603-N 

11 

14.95 


11.20 


604 N 

r - :: 

20.95 


1175 


60S-N 


FIGURE CONTROL FANTY GIRDLE - While - Long Leg 


014T feme I 1 _ 18.45 _ 

02 -W Smell 14,45 _ 

03* Mey_ IMS _ 

04* Large _ 20.45 _ 

05-* X Lan e __ 21.45 _ 

06W 2»H < • __ 

» L «« ~ _I___22JL_ 

•W-"! 4,L| * 1 _24.45 I_ 

04 * 5 R Lge ~ ‘_ 25.45 | 

>10-* 6 X 1 |e 1 _ 24.45 1 _ 

FIGURE CONUtO FANTY GI«DLE - Nude - tong L< 
Ol-N ! Feme 7 I 14.45 1 


f h— 


P—-t 

J _«Li? l 


401-0 

Petite 

I 

402-8 

Small 



401 1 

Med 

rz: 


404-8 1 

large 

t 



FIGURE CONTROL FANTY GIR DLE - Hack - Mini Let 
401-8 | Feme jT j 18.45 J 

mi-f Small I ! »■«» ~|_ 

403 I I Med 1 1 19.45 T 


20-W Fellle * ,S 

iTv Small 9.45 

J2-W Med __ 4.45 , 

2* » large 9.45 

FAOthON FIGURE FA N1 / - Nude - Mini Leg 
2044 ~ ft file 10.45^ 

2144 5**1 10.45 

*2244 Med 10 45 1 

2244 ] large 10 .45 

FA ON FIGUU LA r V - Wt« te_- j.*0 leg 

30 w PeM« ■ >0 4$ 

I'-wj Sna | ! iu.45 

j. wTmcJ I i04* 


606 N 2 X lge 


I ' ~ 

kLz 


.1_ 




9. IS 

. i 


«. 




T 

1 


nrrs 

| 


"79791 

* 

11.20 

' 

601-8 

Feme 




19.95 


11.20 


602-0 

Small 




20 9 5 

_ 

11.75 


603-1 

Med 

_:_ _ 

_ 

— 


10.45 1 

10.45 j 

■rh 


605-8 X large 
604-8 2Xlg7 
FIGURE CONT 
701 •* I Feme 
702-W Small” 
703 * Med 

704- w large 

705- * X Large 

706- w! 2X Lge 

707- W 3X lge 


F AS!'!OM • IGURI_PA' NurU 

20-N FLr .tie i 

iui ' Small 


3,44 j « .. 

;. t.w jj '!*_ 


* It) 4$ , 

1 

10.95 


6.25 


! 10.45 1 

1 

\ 

10.95 


6.25 


i 

t 

i 

to $5 


6.25 


1 it as , 

♦ 

10 95 

_ 

6.25 


Mid Leg 

1 69.4S j 

' — 1 

11.95 


6.80 j 


i ..-4 r 


11.95 


6.80 


^ It •$ 


1 11.95* 


680 


J ••:. 


[ 11.9$ ' 


_ Llfl— 

, | , 


* ;ii, rr uki i 

«. * ' Fr ,rr 

41 *• ' ’ '#'1 
M. •'* 

4i »r j I at, _ 

■ ASlir" T.GH 1 A‘ 4TY • 

s>M t l ie _ 

41-M - 1 i'- 11 _ 

r) N I 

r& . :r. 

1U. 1 1 'XI It 't U.i' 

. ■% 1«' 


- I. iile - Ion* Lt i 
~”l ” f 1- 45 ! 

— < 


708-wJ^ 4X I ge 
704-W I $ X l, e 
7 lo w] 6 X Lge 

_TIGlIRt CONI 

701-nT Filile 
70. N I Small 


7u4-N la'gt 
/05-N X large 
706 N 2 X l ge 





10.45 


10.95 





19.45 

__ 

19.95 

1 . ■ — 




19.45 


19.95 





20.45 


20.95 





M 


21.95 





22.45 


22.95 





21.45 


21.95 





24.45 


24.95 





25.4! 


25.95 



I_ 

________ 

26.45 | 

26.95 



22 .«' 

~ I 

23.-) 


19.95 


20.95 


20.95 


21.9$ 


22.95 


23.95 



11.4$ 
II 4$ 


VB0 j 


Ljdc - Ion . teg 


1 12 4$ 

j -'4 

r 

10 i.M 

• * » U 


_ 1 Tm> r 

Tr,T T 


17.95 

! 1 ■> $s 



701 8 


702-0 


701 8 


704-1 


70$ 8 


706-8 


__ l 

7.35_ »18 

7.3$ 


large 
X large 
2X Ig. 


LJ-J- I — 


toiai I 

WHALE I 



20.s 

20.95 

11.75 


IMS 

21.95 

12.10 


21.4 5 

21.95 

12.30 


22.45 

22.95 

12.05 


21.45 

23.95 

13.40 


24.4$ 

24.9$ 

13.95 
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Till At 

101 Al 

TOTAL 

/ 

0 V V 

> 1(1 All 

L ..._-J 

WHSIE 

L_ _ -i 


I 'T. Ir 1. to nglil 

l» <• • 

f ki 81 • i 1 


TOTAIS SErtll V !» ;> 


M* MAlJ on • t* 't. I ini.. 1 illtr e Onr . 1 1 loir p 1 
1 1.1S pi nv« 1 , | ..nr nr n»ir«- m •' l.itn », itsr 


flope 104 • 

• par ale envelope* 


a* 




Faetiallr RemeveaMe 


TOTAL 

COST 


11.75 


Thl* merthandije may be used in any way that Itov 
CHI*. Sold at Retail. Etc. U 

If a party bo*te** requests merrhandite other Ihu 
Coniultanl** own judgemenl whether lo give the requested g[ 

You may give merchandise other than that on the sc 1 
the 60X (onus Merchandise whether you have a party or ooL 


amount 


• ' 


P.O ROX 5730 • SAN |OSE. CALIFORNIA 45150 

SUPERVISOR ORDER FORM 


SHIP TO. 

2 • J 

4 <C a V 


'll . -_2 

, 4 1 


V^* 'eg' 


^ ^ MINIMUM ORDER 5 ITEMS AT ONE TIME 

-ZTcTc n-a f? : i. 


REV DrSTRIIUTOR 0 


^TTiy i statT 

•* ill ‘ 7 

My Sponsor is 


A' ' 


SWs each asuiS «.m Order #1 
erne 9 Fiwiws * ( F.v. , 

My Frevious EF.V _ 

/f> 

E.P.V. This Order j. 

? /<7 

\ 

ToufVtew R.F.V, m 

1 ri'. 7^ 

• 



CUF 130 32 34 36 3« 40 


A 

1 

_ 

STYLE NO 213 


R.P V. 
total 

RETAIL 

EACH 




11.95 


19.95 


19.95 


19.91 


20.95 


20.95 / 


21.9/ 


v/i 


STYLE NO. 152 COTTON 


CUF ,30 32 34 36 1 38 40 
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_ 

t 


2395 


24.95 


24.95 


2495 j 

] 25.95 

HI 



13.45 

13.95 

14.50 


14.50 1 

15 05 1 
15.05 i 


STYLE NO. 214 - While - L8^f Ruschmfr'Under Cup • Removable Lace Cup Cove~ 
CUF 30 32 1 34 1 34 1 38 1 \ !/ ” | j T 


STYLE NO 

314 

1 ~ 

Hack - Lac 

/ Rutrhiflg |Jn?l( 

fr Cun • 


“1 

—1 

30 

32 

34 

36 

38 

1 

QTY 

IF.V. 

EACH 

\f.v. 

TOTAL 

RET All j 
EACH 

RETAIL I 
TOTAL 1 

COST I 
EACH ! 

TOTAL 

COST 

AA 1 

1 




f'' ' 

_/ 


28.45 

I 

\ 1 

I 28.95 | 


T6.1S 
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/ 


28.45 

J 

28.95 


16.15 
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ZJ 


29.45 

- - 


W91 


>1673_ 
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1 


29.45 


~S9> 


16.70 
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t: 1 


29.45 


wSs"" 


16 JO 


E 
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1 


29.45 


29.9^7 


16.70 

—ma 
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TOTALS SEOION THREE 


TOTAL 

R.F.V 


TOTAL 

RETAIL 

V 

TOTAL 

WHSLf 

1 
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CUF 

30 

"T 

32 14 36 

1 1 

38 40j42 44 ^ 

46 

-r 

QTY 

R.F.V. 
EACH 

R.F.V 
TOTAL . 

on AIL 
EACH 

RETAIL j 
TOTAL | 

COST 

EACH 
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COST 
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9.65 


9.*' 


* SJ0 

k 
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10.4S 


10.95 


6.2$ 
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10.95 
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0 
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11.45 


11.95 


640 
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11.95 
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TxiZ- 

i 


^.— 





13.45 j 

13>3 _ 


7.90 


" ll 







13.45 -1 . 

13*5 

i 

7.90. 


F 







15.45 

• • 

15.95 

• 

•940 


~C 







16.45 


16.95 


9.55 
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17.45 


17.95 


19.19 
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10.45 


16.95 




1 
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19.45 


19.95 


11-20 
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20.45 


20.95 
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21.45 


21.95 

4 

12.30 

6 #4 * 
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| STYLE NO. 262 WHITE LACE $ 

CUF 



;38|40 42j44 

>46 








0 

h 


I L 


/ 

12.45 


12-95 



•/ 9 . - 

6 - jpLw 

c 



T-T-1- 

1 1 

i 


/ 

13.45 

1 • 

11.95 


7.9Q 

f fC e 
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IT 



! 7/ 

13.45 


13.95 


7.90 

J f 

0 


iy T" 

1 7 




14.45 


14.95 


0.45 


DO 



L 



.St 

14.45 

-vfl 

14.95 


0.45 

iL-. Vi" 

E 



p 



/ 

16.45 

A .v *>. 

16.95 


9.55 


EE 






r 

16.45 


16.95 


945 


F 


'hz 

/ 



/ 

17.45 


17.95 

• 

10.10 

/£.:*./?' 
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0 % 

J9.45 

Ijr* 5 

19.95 


1170 
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20.45 


20.95 


1175 


1 
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21.45 


21.95 


12.10 


1 


i 
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22.45 


22.95 


1.45 
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— — — t 
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23.45 


23.95 


1X40 
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t r r r 
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J4.4S 


14.96 


13.95 
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J STYLE NO. 103 COTTON RANDEAU - 

Center Division 
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30!32 34 

y. 
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7.45 


' 7.95 


4.60 


A 





7.45 

1 

7.95 


4.60 


8 





0.45 


I.9S 

• 

5.15 

mmmmm 1 
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9.45 

1 

9.95 

a 

5.70 


CC 





10.45 

_ 

■ JP.tL. 


6.25 



STYLE NO 203 WHITE LACE RANDEAU - Center Dlvition 
CUF '1281 30 1 321341361 


BONUS MERCHANDISE - SPECIAL 6Q-. DISCOl 


Thla merchandise mu»l be ordered with each order, tl deuired. ll no bonus merchandise is 
desired, the R.F.V.jof thi* order it lorfeiled towards bonus n-.erchandise. No R.FlV. credit tot over¬ 
ride or maintenance/qualifications it allowed on Bonus Merchandire. This bonus discount schedule 
applies ONLY lo die following garments: \ 

tlx 262, 103. 203. 212. 213. 214. 362. 114. All Girdles \ . 

H , n v< V/. 

fr Five (5) item* I* the manmum lor each Wl 


Iven-aiMr.iless 


order and accuuulale 
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.10.45 


10.95 


6.25 


0 


,11.45 

• 

11.95 

• 

640 


c 


12.45 


1X95 

• 

7JS 


CC 


JI.45 


13.95 


7.90 


TOTALS THIS SECTION / T 

/,• 

TOTAL 

O.F.V. 

/ 

/• n ’ 

TOTAL 
' Of TAIL 


TOTAL 

WHSLf 

7 7ZZT 

TOTALS SECTION ONE j 

/ 

TOTAL 

O.P.V. 

/.f.Gr'A 

TOTAL 

on ail 


TOTAL 

WKSU 

V L n 

TOTALS SECTION TWO j 

/' 

1C TAI 
O.F.V. 

j - 

TOTAL 

on AH 


IOTA! 

WMSLE 

.S' 

TOTALS SEOION THREE 


TOTAL 

\ 

TOTAL 
in AIL 


TOTAL 

WMSLE 


TOTALS M-jfiJ 

/5" 

TOTAL 

O.P.V. 

I,: 

TOTAL 

RETAIL 


TOTAL 

WMSLE 



RPV of 
Regular 

Order 


Number o< 
Garments 


\/. V )wU.O t l>j 

AXcatKier's check or mon- 


5* Sates Tai Rased on Retail Value 
SttX Where Applicable 


' :/ X' I ey\order will prevent deloy 

iTlkiMMnl. Order wilt hot 

, // «> ‘j 1(1 ' > ! . 

by skipped until pwrsonol 
_iJi_ -Jj -,4- Aback doors bonk, unless 

• ,r;7 . I 1 J I £ / . . . . 

fy 'u ^ y you nova^'olready ostob- 

\jr ecf your ro ing with tho 

•~~ r — 1 Company. 


1 at 60% OiVcount 

2 at 60% Diacobm 

3 at 60% Ortcount 

4 at 40% Discount 

5 at 60% Discount 


The 60% discount it on 
lha Retail Price. 


1 Vr -TOTAt KETAIL 

Less 60% Discount on Retail 
NET AMOUNT 
Calif, add 5% or S'i%on Total Retail 


TOTAL FOR RONUS MERCHANDISE 


OBT/^F. 1 

646 . 


ITAL Porward to Section mm Right 

• 7 


aArpj 

yoit Spoi 


P.V. Nolle* RMUt be seel to 
Spoeser each Nag* yo* ordoc 


^4or SPECIAL DELIVERY Add 75a 

AMOUNT ENCLOSEO 


AT PORN i'f • fcXAMINE*' 


eX'27 
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Rll All 
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tOSI 
E ACH 


T' lip elastic 


ON ricimt PANT! 


PIC Ilk CONTRt L fANTYGUOLE 


i l :_L 
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» 


r 
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U. 
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r 

T 
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IT ■ 1 

4 IOM, tonf'ine with 


MOP SHIP TO: 

L j ^; r ji'O) 


ADDRESS 

- V/v » , ».c. i?LL 


CITY 4 STATE 


KEV C STRIBUTOR D) 


r.O BOX 5730 • SAN M'M CALIFORNIA 0 r .1S0 

SUPERVISOR ORDER FORM 


ADDRESS 


CITY & SIAM 


ID •( 


;—> 

z 

*i t y y 




My Sponsor is 


'STUE NO 212 - While - AH Nylon La c. • Velc Cached tvuM, C^Cove .s 1 N ° U * C0TT ° N - -— 


COP 30 32,34; 34 38 40 4 2 44 V QTY 


CUP 33 32 34136138 40 


RETAIL RETAIL COST 1 TOTAL 
EACH TOTAL EACH COST 


DATE_ 

ORDER NO. 


Beam t>ik mwiih witfc 0*4*# *1 
one 0 PikImi R.P.V, 

C 

My Preyion* R.P.V--• 

R.P.V. This Order- — - 


Tola* Nf* R.P.V. * *7.1 &A. 


»* ++-* 1 


SIUE NO 213 - Wiiir - Maiqu sell, and L\e Ruschmg 


Cl ’ ic 32 14 Cf. 38,40 


i i2.; i 


f£J . ' 0 4 S ;/ 




ST3. NC. 214 


A 36:38 


Lace Rust hiiK imder Cup • Removable Lace Cu\Cover 


26.SS 


*1* » 


STYLE NO. 103 COTTON BANDEAU - CdMtt Division 




10 ss 


STYLE NO. 203 WHITE I ACE BANDtAH - Ceo ttf PWnlon 


CUP 


X F. J . 

Sfc. 


m: l jed by 


I'viTH P/0 MEMO 


STYLE NO. 184 Wlllll CCTTON - Lo»| line - 


CUT 32-34 34:38 




TOTALS THIS SECTK3N 
TOTALS SECTION ON- 


TOT At S SECTION 1 WO ffa 


TOTALS StOW: THUl 


//i/ 


V. Cain. Add SX S-ie* Tp Rased an ReUil VaM 

A twAler 1 * *4, jcV •! («#*.> *WE» m AgpHceU c 

f y eider will pievcM dclo> 
lit »hipn.-.n1. OiFri will •»p*i I 
It shipped V ail «-*awl 

! orli clears her.i, -less ___• _____ 

, au Live elrond e* » . * 




ICMe -n It torIRTRA LUNl tag-in* w*«h 2" l*P Haslic 


IOIAIS SECTION THREE 


for SEtrU UfllVlRY Add? 


AMOUNi rNCLOSCO 



Tiriiimi 
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iiniiiii 
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110 ill 
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REGIONAL MANAGER QF^L > FOR' 1 


Ojv/ ' 


VIM-'.lv. OKDfK ; lit . b Al OSL IIVE 




) a/// j 
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(. A't j /iM" 

/?'• // /, v/ _*• 


// - ./l 


I * a s« «l Sfc.1 'I h.mSar 


AMjt h.-<) Pj ■ 


■ • ahl.’ ( up l 


Mitt so ib.> cohos 


lilt so *' 


* " T. IK 


.. fcAhibt I 

O0T*J NtO.......•• t»l.~J-2— •>** 7 1 

ar fA sti*'*' 4 " ^ 

'j Al TUHNtt • EXAMINER 

, u., ?± J *Cli— 


C||_* Ml 


I nocTi cosnot nsit t,iKi>i t 


I 4 ; a 


**- J»e*4 

N Me 1 


ICC.£ CONTROL FASTI CIRIHC - Blatk - Mini Lr g 

Re* > f** 45 t •*■ 

* B S^a ’ h4 i • 

» fe MfC *4 

4 ff **L a'S*‘ 

SYMBRA'ETTE HOLIDAY LINGERIE 

I t SO 7 to; "II X liRV " KOBt AM) oovts 


l ( SO 9212 • h OM \S< I " t't l( ,S OIK St 1 

I , , ' i p, ., . V 11 • 


1 i * »>) q l '~ "MU I K Of I I(■ H1 •• n |(, SOIK si t 

* *«rr!iu.i Hlu> 

?:.on 

..'.on 


f SO H5< ”1 t I (,AM I ” »’ t l(,SOIK SI I 


I SO 915H 'MIC III MINI" PI ICSOIR SI 1 


.1 EAI 


I K.UKL v i" 
1 M I 




I ww t • •*»•* * 

h.>5 * X I ir*e 


i ••• 

j IIE.I.C 


1 f(«t jftf CONTROt PASTY 

\\.U 


60b-tf 7 X l >«• , \ , 

1 IGI *fC0Nf*0| I Y ( . 'If. - Mid 

. 1 ! A R. • 

/It«f A Sn ai ! # I * 4 i 

"0 * A Mt*«J "I 4 , 

I A I Jitf. 4 * 

.A Y | .If HI* . * 4 r > 

;•», A J X I it** „ . 4 I 

H CIBF COSTR()l PA STY URDU _ S urir - Mill ie 

701 s IVlite 4 j 

70? S v m.f n , ij.4"• 

701 S M#*«t ;o,4 r j 

4 s I Jl 43 


. a. I / / TOTAL TOT AT 

tALS SECTION ONI r/, v / , pv ||M)l 

"V s A HO* TO FOLD 1 Fold <>rd»*f tom fr- n It*M to nghl 

e • * Foid bottom to to; 

C P** * 1 Fold tA.ti* to tit 0 enwlopi* 

* j j 


TOIAl 

»HMl //. C *5 


ML.URE ( ONTttOt PAM) C.IKtH I Hlj<k Mid to,; 

;nt H Px-t.le ‘ 20.45 

?(>.’ B Sm.ill Jt.4', 

"0 * H Mud ;! 4', 

*C4 H Ij kk HA , 

' n XI j’,;k 

H l X | *♦* ’4 4 


TOTALS SIC TION T*() 


70.4 » 


.’O.'.'i 

f./(| 

71.4. 


21.11 

fO.lt 

2t.4 i 


j 2T.9S 

10.15 

77.4 . 


UA . 

t <1.60 

2\. 43 


2 IAS 

n.os 

74.4 


:4 <r, 

11.50 

• . i 1 

f Ol Al 


TOIAl 

IOTAI 

nr v 

Kt 1 AIL 

»HMf 


PoxlMc Icquiii'd I' MR MAIL urdvrs to Hi'Dik IJMiu 1 One ordpr lorn per *«nv• 10< • 

t« 4 „ or three trdi'f lorn’s per envelope ;0C • h ur nr n*ir<‘ nfder torn’s, use •■••p.rratp envelopes 


4 

] t 95 

6 .55 

4 

1 * 95 

S.55 

4 . 

1 5.9» 

' 4 

V, 4 a 

16.95 

7.90 

17.43 

17.95 

d.JS 

1H 4 j 

18.93 

8.90 

19 45 

19.95 

9.25 

70.43 

70.95 

9.70 

21 45 

71.95 

10.15 


mu It i ac t 

l 40 W 44 4» 


I •< 

I.. ; 


a ;: 


12 95 

_6.T0 

11.91 

__ _ 6 . 55 _ 

1.95 

6.55 

1 4.95 

O 

o 

N 

14,9 

7.00 

| 16.95 ^ 

_7.90 t _ 

It.95 

7.90 

y 95 

__ 8_J5_ 

1995 


7^r/CP 20 95 

. 

__ 9.70, 9. )C' 

I — 

• ♦ m .r X- _, 

* - I- * 


. i 

.M lIdViA • 


HUSO Iu4 COfTc’S BASDIAU - Center Division 



e « l \f > 

l la | 







7.45 

7.4 3 

3.85 




7.45 

7.93 

3.85 


! H 


9.45 

8.95 

4. TO 


t 


9.45 

9.95 

4.75 

TO I Al 

1 1 


10.45 

10 95 

5.20 


' U t SO . AMITE LACF BASUTAl. - Center Division 

( t ?~~T J )4 \b| 


f 


ft 

nONJS ME RCHANDISE - SPECIAL SO i 3CCUN* 


»• »*ai h nr!* r, »f 
U tl, »•,' |nvx,«riK hu'li. r . 
jSiiitM'd on Honus t« 


. It r ) ..iinus • * it •* J 

e. Sc k.p.\. t ft>r ov» ,f » j 

ms t in, .list i . hediilr j 


lOIALS IMIS SICTION 


• ini ’Ot ;t2 :i i 214. v04 mi 


ma»tmum f»)f «.1 f unfof. 


■ p v jc.yy m ah 

TOTAL TOTAL 


TS . rr-’ r<h.mdixi iijv he used in jny vyjy Ihal the l ti ulhint des r 1 Lpven as iiinli” 

. (Is, sold al Rela.l, I li. 

1 a pari’ hostess requests uierihanoise other lhan on the '(.hedL e, il will he up In lh< 
Consultants omn ludilemenl yyhelher to Rivi' the requested Rill ol K.u. 

)iui n.iv dive men handise othpr lhan that on the sihedulr 1 since yo i outer ano aiiumulale 
the >■() li inus Meri handise whether you hjye a party or nnl, 

1 niu. Style sue j Retail Price AMOUNT 


TOTALS SICTION ONI //.^ / « P V III AIL 

TOTALS SICTION TWO J / '"' f * /y yJ> 

f„, n 1 - ^T rr iin ’r i S 'r^rr^ t T01Al ^ J T0TAl 

TOTALS SOrHON THRU j » P V UTAH 

. * tj , TOTAL , , TOTAL 

TOTAlS__ - ^r C »pv US?0 * IIA1L 


TOTAL TOTAL 

K P v jy KIT All 

TOTAL 92 J y TOTAL, 
IPV A>-rO/ It T AIL 


TOTAL , TOTAL 

* r v rCSJc « ITA ' 1 


TOTAL 

whsle y. , 

TOTAL 

WHSLE //_ (_ 

TOTAL „ 
WMSLI f > 

TOTAL 

WHSU } C 
• - 

TOTAL . 
WHSLI 2 ]. i 


H P V of 

il«V 

C> f der 


Numtet ot 
CaH’w t s 

1 at 60% C) 1 scpjnt 

2 at 60% Discount 

3 at 60% D*scount 
A at 60% Discount 
5 a* 60% Discount 


The 60% discount is on 
the Retail Pnce. 


/Wt«.CLL / /A 3 


-- A cashier’s check or mon- d 

ii'’x 3c j. j/.?-•>' 2/.?2 ey order w II prevent delay 

..- in shipment. Order will not 

-", be shipped until personal 

_ \_check clears bonk, unless 

1 C J- y /y<. y° u hove alreody estab- 

[ lished your rating with the 

/ f ■ ■ - 

~ 1 --- " Company. I 

TOTAV^ETAIL <y , 

Less 60” Discount on Retail j ^ / 7 

NET AMOUNT S'. 7^ I A 

J ^ ^ <\x . 

-4 UV° 

TOTAL Forward to Section at R'fht ^ - 


Calif. Add S% Salt's T j» or\ Retail Value 

iRes.) 5 v j% fihere applicable 


Calif, adri 5^ or S j% on Total Retail 


£ 


TOT AL f I'K tllVI S Ml RLMANDISI | CL 

An R.P.V. Nntice must be sent to 
y out Sponsor each time you order. , 


For SPECI AL DELIVERY Add 75* 

AMOUNT ENCLOSED 


Niv. ii/i/.o 


cy-^f 
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DATE 


| WO. M2 HACK IACI 


EACH 


R P V 
IACH 


R P V 
TOTAL 


RET All RL T AIL COST 
IACH TOTAL EACH 


TOTAL 

COST 


603-W-Z 


60S-W-Z 


Writ* m a. tor EXTRALONG kw|-li«* wit T‘ ItR elastic 
STVll n 6.^44RLAC« LACt - Long 1itt« - «»>ui 


609-W-7 


bio-w-z | a » m- , _ i I < iB 4| i 

FIGURE CONTROL PANTV GIRDLE WITH ZIPPER 


703-W-Z , Med 


705-W-Z 


Writ* in XL lor EXTRA -LONG Iobt-ITw* with 2" lip elastic 


706-W-2 


STVLE NO 214 


Lace Kuschmg Under Cup ■ Removable Lace Cup Cover 


707-W-Z 


TOTAL 

COST 


R.P.V. 

TOTAL 


FIGURE CONTROL PANTV GIROLE 


Petite 


TOTAL 


figure CONTROL PANTV GIRDLE 


Petite 


405-N | X L*rg* | 1 _1_ 

FtGURE CONTROL PAN TV GIBM-E 


IOTAL 

RETAIL! 


TOTAL I 
R P V. | 


TOTALS SECTION THREE 


SYMBRA’ETTE HOLIDAY LINGERIE 


•* peignoir set 


NO 4J32 "ROMANCE 


NO 41« "SHEER DELIGHT 


forward 10 Section at Right 


TOTALS SECTION TWO 


toti.S.A. HOW TO FOLD: 1. fold wtttef lorwlfom iwH»® , '* h ‘ 

-_Tfold bottom to lop_ 


DROP SHIP TO: 


. E /tiMJ i i_ t 

NAME 

.. ('■i Z-PJ>. £ tTAcz/ =y P tr 

AUORISS f 

fa (\ djr.AJt.eL.. & Fy%_ 

CITY S STATE ZIP 

^ 3 3 7of* 


KEY (>IS1 RIIUT OR 




STYLE NO. 212 — While — All Nylon Lac* • Velcro Attached • Partially Rrmoveable C up Covert 


STVLE NO 213 - White - Marquisette and Lace RuschinR 


CUP 


77 9A 


TOIALS THIS SECTION 


TOTALS SECTION ONE 


I « rv /?*/ 


TOTALS SECTION TWO 


TOTALS SECTION THREE 


RETAIL 


/ TOTAL _ 

TOTALS /£ R.P V 'RETAIL WHSLE 


Cdlil. Add 5% Sales Tj« Based on Retail Value 
sshitr's check or mon- iRes.l 5VA Where Appluable 

ider will prevent deloy 
hipment. Order will not 

shipped until personol jj-tr\A 'r.t rTrri n\/ 

:k clears honk. uni... ^UlTT. utltU bY _ 


:k clears bank, unless [V/U.F.i i-i 

hove already •stab- DATE 

ed your roting with the i • " 


TOTAL TOR BONUS ME ROT ANDISE 


An R.P.V. Notice must be sent to 
your Sponsor each time you ordei. 

For SPECIAL DELIVERY Add 7S« 


AMOUNT ENCLOSED 


cy- SO 



’ i l 1 1 I 1 1 1 1 1 1 1 1 

1 III 111 

111111111 
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19.45 

19.95 ' 

the 607. Bonus 

20.45 

20.93 

. A —- 


20.45 

20.95 

" " 



RPV of 

21.45 

21.95 

* ' | Regular 

22.45 

22 ' 9S -, 

4 '*' I Order 

2) 45 

21.45 > 

. 12L 1 


Lilts. Sold at Retail, Etc. £u) / /.j lr) ^ TOU 

„ a nan, hostess requests merchand.se other than on the schedule, it will be up to .he ^ X+r i 

Consultant's own ,udRement whether to Rive the requested gift or not. - ' J „j u 

You way give merchandise other than that on the schedule since you order and accumulate TOTALS /' in R,r v 


Qty. ✓'Sty'* 


20.45 

20.95 

i ^ 

tt 

21.45 

21.41 

- 12. 

21.45 

: 21 - ,5 . j 


. 12. 

22.45 

i 22.95 


L ,2 '' 

21.45 

21.95 


iii.- 

24.43 

24 95 


[ 13.* 


jlar Number of 

j er Garments 

75 I at 60*i Discount 

50 2 at 60~. Discount' 

150 3 at 60*i Discount^ 

150 4 at 60% Discount 

500 S at 60% Discount 

The 60% discount is on 
ihe Retail Price. 


✓^tyle Sue Retail Pnce AMOUNT 

1l2 TiAJLlLAh- /lr.L^ 


'2/7-V4 *<-<L ^ 


TOTALS SECTION TWO 


TOTAl 1 . ✓ ! TOTAL | 

R P V ff.JJ RTI AIL 


-—'^total retail 2)*i\ C 

Less 60% Discount on Retail ^ f\ <( ^ 
NET AMOUNT / 3 . 9U 
Calif, arid 5% or 5Yi% on Total Retail / 

TOTAL Forward to Section at Right j 


--J A coshier's check or ition- 

(j C-) ay order will prevent delay 
, , " in shipment. Order will not 
^——— be shipped until personal 

_ check cleors bonk, unless 

you hove already estob- 

lirhed your rotinq with the 
- Company.^ J 


fOTU TOTAL TOT 

* HS 

: lani; j total; tot 

n yi lltfgp «tah _ 

Calit. A 1 ' 5% Sales Tat Based on Reta.l Value 
(Res.) 515% Where Applicable 


TOTAL „ 

»HSli 5. 70 

4H3Lt WAS 

total ^ 

WHSLE J r L f 


Su ) >ph f' s 


\JUIL 


/ ^ -- f yowl Spool 

-Vi 1 '7*c, 

/ 0/ Ob' ^ ‘ 


TO TAL ^O*. BO NUS MERCHANDISE 

An R.P.V. Notice must be sent to 
yemi Sponsor each time you order. 




Toe SFECIAL DELIVERY A(W 75 * 

/---1-- * 

AMOUNT ENCLOSED 1 1A 7. 


mv. tt/l/ve 


Pustagc Required to AIR MAIL orders to Heme Otlice One order form per envelope to* e 
Two or Three order lurms per envelope 20 t • four or more order lorms, use separate envelopes. 
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rj > 


tAhtLI I 


AI TUI 


! i k ir. ft if 


>,imi •) 


ItIMl 


TOTAL 

({TAIL 


SEC. TOTAL 

IPV 


W.lXi 


17.00 


TOTAL 
WH5LE U 


TOTAL 
K ITT Alt 


totals 


17.00 


1 4.41* 


14,95 


15.95 


15.45 


1b.95 


TOTAL 

WHSLE 


TOTAL | 

R.P.V. i 


TOTAL 
RET AIL 


PjCOMI’LETEO BY 


FLORAL ON WHITE 3002 


OR AN r. I <002 


N.tVY 5002 


HAWAIIAN 

F ORAL 

6J03 

004 

MINI 

A F Ml 




- 


L 



For SrECIAL DELIVERY A ' ,; ^ 

AMOUN.T ENCLOSED_ /. C \ 


SEC. 

»2 


l ENCT H 


• WHITE 


orange 


NAVY BLUE 


Nanai AN F LORAL 600; 


MINI ANO SEMI BIK NI SWIM BRIEFS 


SI I l VI L E 55 SHt l L 


||,I. Add 5". Solo. To. Rn'® 11 VaiuN. 
5<j% «•••>* appLeobl* 


MITE/FLORAL 


« P V T O 1 " 

. * .. 1 B c V 1 * 


I L» H 

r 

1-1 95 


t 


1 

14.95 1 


9.17 | 

1 ..95 1 


9.77 

1 ». .9S 

, 

1 10.17 

17.95 


| 10.97 


• 10 MINI 1 UNlC 


/FLORAL | I _L__I--L 

Send OriRinal to Home Office and keep while copy 


•v. 10 1770 


BOY I EG SW.M PANIS 


FLORAL ON *Hi 'E 
2CCd 

MINI SEMI 


DM! 

I it'll * 


Colil. Add 5% Solo* To. 

(to. 1 S'A -F oio oppl.tobio] 

P" TOTALS SRC. 4 


R 1* V BHV HITAL 

™ I AC H TOTAL f ATM 


>1 A A AH AS f L OK At 

n • 

12 ’ 34 3 >0' 42 1 


— fT, - 


t 5.J 


I 6.4 


13.4 

1 1.9- 

13.4', * 

13.1S 

13.4 

_| 13.9' 

4 4 

14.0' 

1 4.4 $ 

? 4 

' 4 | 

14 V 

'4 ' 

1 5.4 

lS.3i> 


white 1002 




V | f|\ :7T0 • SAN 111' 1 ' UU , . 1 • • ) 

$U. ,p RVIS0R Swl .iEA.\ 0R01 R FORM 


D.. 1 1 ** SHIP TO 


f/'/)/-: j /fvq 

NAAIt I I 

/ / y. i(y u a i •/ 

ADDW.SS -• 

hiLjL'f j ir . 

CITY & STATE 1 


KIT DISTRIBUTOR 


■\l/) ^ P ' > I />) •! v 
f It i x . ■ 1 

ADUKlSS , > r I 

\: /i I L r /i si : j ■ s ■' /) 

CUT A STATE 

J-l 1 i i /) a) L! L( I ' W 

M» Sponsor iA / 


PC T IT t 

4 — • 


SMALL 

• -so 


MEDIUM 

12-14 


T C 


TOTAL 


*'^y i Kr**, 


WM» 

J.U3 

MN* 


Hlllli 

i...|n 

ii mi| 

inn 111111• • 

Mil 

rwc 

1 

2 

3 

1 . 


IIIMIIII • 

• i M 1 1 | M M I 

1 

6 IV 

18 


iiimiilll i III J u 11 mi|iui 

112 13 14 1 








































































• i •, i; /hi. 





HOLIDAY 




it i 


White - v. l 

4 i 


- jil 


2.'.15 

2 


4 5 
4 


- . i ■ ■ - - — - ■■■»■ ' • ^ * 4* 

till NO dl” "SHI 1 

H Uf l ICHT " P 1 K.NOIR St 1 

- - . _ . 


nc.i kl ( ONTIOl 

P AMI 

i.lkLIl L 

— Nude - 

Mid leK 


• . J. 







I'M'. 










?0.4 j 










4 r > 


12.7 7 








21.4 j 


« 

T S lit 

i ,Nt 1 " r t u.NOIIt s[ T 


‘ 1 










! 

1 * * . * l • * 



* • 


'♦ _ 


> f * 



IK.l.Kt CONIr »l 

P AN TT 

r.ikDir 

- B'a, K - 

Mid l eK 



.2.1 l . '.Hi 



V 1 jj i>' 



20.4 j 


*2.7/ 





• 2 b 



2T.4S 


1 I.J7 


22,00 :2f* r > 

1 


7u n ».. < 



2 1.4 > 


1 1.17 

T t l f NO 1T Sd "OK l 

it MINI" P l ICNOIR SI T 



<’ ,4 b l j’*e 



22 .45 

' ' ‘l"i 

11.17 

• . — 




/ >.-B » l J'Ke 



2T.«S 

• * • ■ 

14.57 



1*. I'. 


B .Lin 



.4.4*, 

4 l , 

1',.17 


16 

16.15 


TOTALS STCTIOS ONt 

i 6 


TOTAL 

I f V 


IOIAI 
Uf 1 All 


TOTAL 

WMSLI 


TOTALS SECTION TWO / y^4/; 


, ✓ IOIAI 

WMSlf 


’ f d of <i»-f f*.f ~i I tom »-*t lo fpiM 
2 f. d t«,ti -rt lo to; 
j To n t*,ce to Til ftO envelope 


PoildKf Required to AIK MAIL orders to Horne letfur One order form * 
Two Of Three order tier s ,>01 envelope* 20C • To jt or mo'e i de' ’ rms 


e(J if L 


HO* TO FOLD 


rms 


K • 

rnvthnpPS 


/ 


/ 


, t?/e 


MIC TO 


SLNIOh KI.Y ORM H FORM 

X 1|M\U M OKIII K r * ITtMS AT OM IIVL 




7 - - /-> c L vy u Jj.y' 3r’ • /// L: e 

7 . 1 r- / r P/ 


JU; / •///• JL . t i J 

/ Lfl W 1 •! S*cw* "i N«rrt|f ) 


' / .?/ 






XLlJ^ rt— 

■ v) ; 

__y 

• 

/•»• j 


■ .<? 
/-V' ( 5' 

/-?/ / y' 


life - VI Nthin | rile 11 , m Alt j h. t P.n • • . Ki mi.« l jhfe ( i, t 
, v i . k e v HIM HI A i in 

I ' .ri* I ‘ I A l 


I *' 11 "l I \ 

p* - ^ n - 

. Z-S-d. ?-'» 7 * 2 

*nQHNet £AA»mtH 

i- i315J*— 

Ctt C NO ••— 


Nl»l 1 NO 1t>2 ( 01 TON 

» P *‘» / 14 40 42 44 4n i;|> 

y i* v k p v 

1 M M TOI 4| 

F» 

Ail M> 

if Ai | i i 

T r if *L 

. / 

*# 4 r » 

*1 

i 

<>.17 


o / • / 

4 


/l 

. • *,./ 7 



4 



6.77 



1 1 . 4*i 



7.17 


1 

1 1.40 



7.17 


% , ■ ■ ■ / 

4 /J >r> 


/ >" 

/ S. «-57 

/■ ,j '* 

r.J (, 

" 4< /3 //e 


- / > 

/ i " l '-5 7 

2- > 7 

. f • 

4 JC /l 


J) / 

'•7a 9 i 7 



h ID 



10.17 



i; 4\ 


>5 

10.17 



1 4> 

1* 

r*. 

11.57 



n.45 

11. 

il 

12.17 



J0 45 

70. 

95 

12.77 



71 45 

21 

45 



.»» a«iij * • .•» i» » ; * 

M d'! : s" o » t . 

fI 


i j i it i 


‘Till NO 262 Will If L ACt 

1 P '/•! K. in 40 42 44 44. ( 
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1»,.43 

I*.*’* nr, 

i*.a: / 7.i; 

11.4* y# 


12 15 / P y <, 

"j) ^ 

l J f i5 

T.Vt ’ a- 
* ** * 

* ' } 'u £ '/ 

f.S 7 

* 4.03 

r.17 

14 f 

9.17 ^ 

K.V, 

10.17 

i f, ■»", 

10.17 

17 • . / /, > f . 

* 10.97 >2-' 7'/ 

• : 

1> J '__ 

4ji. > i 

' _ 

21. t*. ^ ^ 

z_ 

• f - - • - — • * 


I MU I N»» li* » « »• I I»**. 0 \\ l*t M 

|“ r . '* V-l 


Uillci l • ft 


i ; I * m f no* 


10L’ :l '" i ‘ 


- r* • • - * 

.MANlilSL - LPL C^AVi Lfl M)th i 

V . I, .1 • 

. : I ■ A.t*»l !m*iiii iif* - 1 * 11. inli • I I* V • •• • I f * * 

M i . in, M* M li.ill'll • . I »n . h • •••ml • 

.*'< i. .11 2 14 \* 2 tH Ai ' m!|. 

• * . | I • • * . I • I .1* lllr I 'I li»l IJ'li '."I* 


! m li i Ni» :i» i ninii i M t d vtiit ah i iMiiii lu.ijuni 

lit I tie I 


1 * » '4 , l . 

'' d l2i r 'v tuj-.1l- !• 'Jj* .1 . f: • • t.ofl 

C • . el'♦* .»,at -lyi - • » 1 ft* * If • » . , .• 1 

^ tj ~«?S i ft r.pf \d' . • *. iff tf.d* 

11 ' * ’ !, * #.’•*' *• 

, *.i, »♦.<! Il.t < m ’.!• • • m '.it* 

r*f . • t,l||t-l tledtl 1 ltd 1 III h.Jll , |l dill 

• • ri v,* '* •! mil »•» 'm 

Midi *»f l» • \t til •! .!•- /•< • Mill • df 

4 M f *i< 

1. Il'r 1. 

let u|* I't Hit 

>d jt i w i.itr 

Jvp.J 

;;/] 
o' |_V-- 

fZ ■—M 

r 73>- 

.. Ik • . 

T 1 

jn ; 

ll- >7 

S'! <•■ •- 

r 1 



$ !>; : • t •. c •- ri- • 

1 


1 

1 


mi Al t I III*. M 4 I Min 


It l I Al . M I I MIN t Mir 


III I Al % -I « I MIN I II It I I 


/ mi m 
• r v 


// ■’ . •! t “ •» / / , * mill t 

//• 1- - * . -_i. 4. ^ _ 


j M*IM 

_./ .. ,,v U l U 


♦ •#••• ilii>i 

• i i * it */ mi:ii 


ioiai*. / y 


* r * / 1 T ••' *''• 


• f . > I ■ ile 


A < urleo i i IiVi k Vi iiifirl 


j by. i *• 


_ 

yS‘ M/ .4 

*,1 t A «":\)H f \J J § / ( A 's * v > 


/ ’ 
I' Nl 


L« gr«til ^ 

ckttik * l«or» lont uf i«w / i . . 7 9 

# __>-k./ L /L >i / / tf t A. C ^*. 

/gg Ion o(r«ud/ cstcC 

It !• tC /vgf jt.4-*.^ ««ilh f)i% 

C.gi» ^«n* / 


n«l j y 


T • >f Al I • >ii th;\v. > Mt * • h AM; 

A J Au K P V Notice itivitvi be seal lo 

jowl Spo.iboi cacb tuae >wu vmCvt. 


// 


TOTAL £ -v '.. 


"*■' / 7- Z 


4 4’“ 7 y 

/ . U; ^ a)' >//. /I toe SKtCIAO. OiLiViA* As* . S« 

- vZ-Ygfvy!--* 


AMOUNr ENCLOSED 


• H.P.V. gndet IbUt ' go%r ciilc* d*»» monitt. >gg miki from >gj; pgnscr 

o* a: r »•* L' :»i*11-.i.*-• ' u feint ii| onini u c t ii»t gt un tgligf> *>^ 


M|y / 1 C 

r • i 
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SHI E NO 

164 

wtlttl (HIION - long line - Regular length 



flf t. ■» 


K 1* V K P V R* I All 

TnfAl 1 ACH 

81! AIL 

TOTAL 

COST TolAl 
lAt M ( OST 



IV 45 15.95 


7.45 



15.45 15 9*. 


7.45 

\ 


Ib.45 16.95 


7.90 

It 


, 16.45 16.T, 


7.90 

1 


1ft. 4 j 1«. 4 *i 


8.80 

(, 


19.45 19, r* 


9.25 

H 


* 20.45 ’ 20.45 


9.70 

» l 

tor 

M»S(, Ion* Imr iA.th J l*p r!<r*lif 


2 00 

StVIf NO 

264 

WHITE 1 At l — tong line - Regular length 



MF 

• 

H M 4 1 i 4 



( 


i;.4» i7.f. 


8.15 

C ( 


17.4. 17.45 


■ 

8.15 



1M.4'» 18.9 5 


6.80 

t>!) . . . 


18.4 18.45 


6.60 

f 


• 14 4. t‘64. 


9.25 

11 


v» 4', r* 9 *. 


9.25 

r 


j 1.4*5 *'1.95 


tO ’5 



2 *.4 , ..'.95 


10.60 

H 


.»» 45 .MT. 


11.05 

ftr.fr in u 

•of l 

1 osfi long linr ftifh 2 lip Hastu 


2 OP 

ST V l f NO. 

11.4 

lit At k t AC E - Long 1 me - Regular | englh 




STYLE NO 162 Bl At It I ACI 


cur 10 12 14 


w * >2J 


'JO 


KP\ K P V 

l AC M T* *T Al 

«U A l 

1 Al M 

KL 1 V 

TOT s 


i . *N t 

l M >. 

14.45 




■ 00 

15.45 

15.9*3 



7.45 

15.45 

15.95 



7.45 

Ib.45 

16.9 r . 



7.4i3 

Ib.45 

In.95 



7 9 1 

18.45 . , 

18.9 



8.80 

18.45 

M.9' 



8.90 

20.45 

21.45 

J0.9) 

2 1.4 


♦ 

9.70 

10.15 




PC) BO' 5730 • SAN |OSi CAlltORMA 95150 

REGIONAL MANAGER ORDER FORM 


t)ME 


’' 7/ 


DROP SHIP TO 


' S 


r 


i ip 


MINIMUM ORDER 5 ITEMS AT ONE TIME 

/ / /. < . . ' - 

r * — 

dtg.n BBCh MOAlli wwafh 0#4#* * 1 

l**d 9 iou 1 B.P, 

N AML I [) R l Social Saurlty Nviatar ) 

/ 7' A n t ■■ ■ / ■ 

7 

■ c v Tht^ r 4 .: ^- 

ADDRESS 

c 7 . *r.. . /. • ■ 3 

' O 

Ti al New If V » 

LITV A STATE 7iP 

• 

' w ' L. J' * 

Sponsor is 

. 


SOLI NO 45 SI f SI A Hit A 
CCJf 


12/14 


42 


While Only 
1 ~ 


STYLE NO. 212 — While — All Nylon Laie - Veliro Attarhed Partially Remutcable Cup Covers 

1 40 


UP 1(1 12 14 


OTY 


MTAIt KTAU 
I ACM TllTAl 


COST 

LACK 


TOT M 
( OS« 


7 4> 

7 95 

3 A 

8.45 

8 95 

4. 1 

8 45 

ft 95 

4. v 

9 45 

9 95 

4.7 

9 4S 

9 95 

4 7 


IH 4', 


IH 95 


8.80 


I K.IR r ( ONT KOI P XNI V GIROl £ WIT H 2 IP P £ R - While - L ring 1 eg 


/ I 


( I P 


4 40 42 44 


JO. 4 5 

20.95 

9.70 

JO. 45 

20.95 

9.70 

J1.45 

21.95 

10 15 

21.45 

21.95 

10.15 

23.45 

22.93 

11.05 

24.45 

J 1.95 

1T. 50 

25.45 

25.95 

11.95 


Acte in XL tnr L X T K S I (INC long-line with 2 lip elastic 


FIGURE CONTROL PANTV CIRDLl - White - Mini Leg 


NO 


S'Zt 


(3 TV 


R P V 
TOTAL 


RETAIL RE T All 
EACH TOTAL 


COST 
E AC M 


TOTAL 

COST 


401 -W IVtite 

402 W Small 

403 A Med 


404 W , la-gr 


i J 


16 45 

16 95 

7.90 

17 45 

T 17 95 

8,35 

17.45 

17 4 5 

8.15 

18.4 j 

_ 1. _ 

18 95 

- - A 

8 80 


*>(J i-ft-/ 

M. *J 

sU-vW 

1 .P>* 

♦ 0..VV-/ 

l l JU 

' •• -ft-/ 

2 A 1 O 

• 07*ft*/ 

l A L 

6 09* ft-/ 

■4 A l >£' 

5 X l 

610-ft-/ 

• i | 


STYLE NO 162 COTTON 


S’V ! Nd 213 - 

HP U! t. 14 lb 


Mj’qu. sette and l .n c RuSymrp, 


HCLIRE CONTROL PANTV GIRDLE - Nude - Mini Leg 


401 *N !'<■' te 



17.45 

17 95 

8.3 5 

4 ( IJ*S Sfhd 



18 45 

18 95 

B Bu 

40J-S Ml-tl 



16 45 

18 95 

8.80 

’ 401 N 1 arge 



19 45 

19 95 

9.25 

405-N > La'gi 



20 45 

20.95 

9.70 


TIC.I R( fOMl'il PAM) GIROl E - Black - Mini Leg 


a„„ 

fv Me 

18 45 

18.95 

8.HO 

4 M 

.small 

19 45 

j 19.95 

9.23 

40 r B 

Mid 

19 45 

19.95 

9.25 

404 H 

l H'H#* 

20 4 5 

20.95 

9.70 

SYMBRA’ETTE HOLIDAY LINGERIE 

SI) L 1 

NO 7102 "l I X I KY ” ROB E 

AND G*’ 



Si/♦ 

► « Ml 




Small 



39.95 

22 40 ’ 

m*m1. 


‘ r a.) 

19.9) 

22.40 

l 


39.00 

39.95 

22 40 

v l Kf. 


39.00 1 

39.95 , 

22 40 

STYLE 

NO 9212 ROMANCE '* PE IGNOIR SE T 




t >;Ks^i*|| B lul k K UNt 


j 


small 


29.00 

29.95 

* 1*- *0 ’ 

M« (j. 


29.00 

29.95 

1*. 90 # 

L J'K* 4 


29.00 | 

29.95 1 

16 90 * 

' l ge. j 


29.00 

29.95 

16 90 

STY l E 

NO 9155 “SHE t R Of L ICHT 

" P E IGNOIR St T 




R osi SAeetuea Blue 






22.00 

22.95 

1 3.05 

Small 


22.00 

22.95 

1105 

M* ij. 


22.00 

22.95 

11 OS 

1 


22.00 

2 2.9 5 

1 \ 05 

sn i r 

NO 9154 "l l f GANCE ” PEIGNOIR Sf T 



P . * f» 

ACJtftl M* l(J<l MM 

22.0U 

22.95 

1105 f 



22.00 

22.9 j 

1 l 05 

*.** 1. 


22.00 

2 2.95 

13 05 

1 d'l t* 


J2.no 

22.95 

11.05 * 

sn 11 

NO 415(1 “MH RO MINI" PE IGNOIR SI I 




B .* • Id' •• - r .»• ft .nril 




P» fit#* 


• 2.00 

4 • 

22.95 

j 1103 

yr.jll 


22.00 

22.45 I 

i n 05 | 

Mt*d. 


22.00 

22.95 

1 i 05 ; 

TOTALS SECTION ONE 

TOTAL 

1 P V 

TOTAL 

RETAIL 

TOTAl 

WHILE 


HOW TO FOLD 1 fold order lorm Irony loll to right 

2 fold bottom to top 

3 Told twite to tit N10 envelooe 


E IGL 

RE CONTROL PANTY GIRDLE WITH ZIPPER - 

While - 

Mid L eg 

| 'rcvy. 

/ Sled. 



21 4 



tn.i - 

704»w* 

/ L d 1 ' *’ 



22 4 


22 93 

10.MI 

?■ ..A. 

/ v i jitfc 



21 a 




_ 7u«-A- 

/ J A l 



24.4 


.4 *5 

1 1 

70'-A- 

2 1 X l ge 



S l 


25 95 

11.9 5 

708 ft- 

i 4 l t Ry* * 



26 4 


2b 95 

12.40 

70**-ft- 

/ 3 Idr 



27 4 


J7 9 5 

12.8 3 

' '*>-ft- 

/ r \ l k* 



4 


- i '<5 


EIGLlRE LONTROl PANTY 

GIRDLE - 

Wh fc - 

Long Leg 



1 SU 

SlZt 


1 





| bOI w 

Petite 



18.45 

18.AS 

... 

1 » 

8.80 




- 

t'f 4) 


oC-J ft 

L arc* 



JO.45 



4 * 

6 ft 

X L «4 r «y* 



2) 45 


2 1 

v\ 

t)0i ft 

7 l l i 



:. 4 




[ f IGL RE CONTROL 

PANTY 

GIRDLE - 

Nude - 

lung Leg 



h * t * N 

ft ! ;♦* 



19.45 


tu <4^ 

41 

60 * S 

b»rali 



20.4' 


JO.9 5 

9 *0 

b01N 

Med 



2C.4) 


0 4 5 

9.' ' 

Mia n 

l ar<e 



21 43 


J 1.9 » 

1(l.t 

605 s 

X l 



22.45 


22.95 

10.sO 

b0<j-S 

2) Lgo 



2 j.45 



\ |i; 

FIGURE CONTROL PANTY CIRDLE - 

•lack - 

lung Leg 



bOlil 

Petite 



20.4 


. 

9.* 1 

602 B 

Small 



21.45 


.*1,'*" 

1 0 * w 

603 B 

Med 



21.45 

* 

J1 95 


b(14 R 

1 d ue 



22 45 


2 2 .9 *, 

I0.M) 

605 B 

x 1 a>gi 



23.45 


1.95 

11.0 

bOb B 

2 X l ge 



74 4 


24.95 

11.50 

EICURE CONTROL 

PANTY GIRDLE - 

While - 

Mid Leg 



701 ft 

♦ *f-! If 



18.45 


1H.95 

8.80 

702 w 

SmdU 



19.45 


19.95 

9.25 

’0 3 ft 

. 

Med 



19.45 


19.95 

9.2 5 

704 * 

l 4'8e 



20.45 


20.9 J 

9.70 

705 ft 

X l j-tft 



21.45 


2195 

1C.15 

706 ft 

— 

2 x 1 ge 



22.45 


22.95 

10.bO 

riGDRE CONTROL PANTY GIRDLE - 

Nude - 

Mid leg 



70 T N 

Petite 



19.45 


19.95 

9.JS 

702 N 

Sm^M 



20.45 


20.95 

9.*0 

7l)l N 

Med 



20.45 


70.95 

9.70 

704 S 

1 aige 



21.45 


21.95 

;o.is 

705 - N 

X l .»r*e 



22.45 


22.95 

10.bit 

7 U6 N 

2 X l ge 

- 


21.45 


J 1.95 

11.5 


OBTAINED - — - «—<3 / .. fl 'PW^R “7 / 

aT oq'' 7 "^ M 

V AlTORNEt • EXAM/piwi , 



cii 


’HE NO .’14 - white - L.Ui Rum h,ng Under Cu[> • Removable La<e Cup Cover 


10 32 14 lb 38 4 0 4 2 4 4 4b 

QTY 

R P V 
EACH 

R P V 

IDT AL 

RL’ Xil 
l X M 

retail 

total 


COST TOTAL 

E At M COST 

V 1. 


9 45 


9. *5 



4.7S 



in..5 


to.- 



5 an 



10 45 


10.S 



S.20 


/ 

11.45 

. 1 ... . 

11 -1 



S.6S 



11.45 


1 1.95 



S.6S 


/ 

13.45 

* 

tl/'S 



6 55 



13 45 


13.15 



S.5S 



15.45 


IS.'-'. 



7.4S 

A 

16.45 


16. <5 



7.90 

’. * 


17.45 


17.95 



8.35 



18 45 


’4.^5 



8.60 



19 45 


19,9$ 



9.25 



20.45 


20 95 



9.70 



21 45 


21.55 



10.15 

IH( - 561 add \ s 00 to < ns! 1 

481 E 

- 56M 

add 15 DO 1 

tap .Hd.tion.i 

ft P . V.) 


STYLE NO 262 WHITE LACE 


CLP 30 32 34 36 18 40 42 44 4b 


....... L.1_ 

12.45 

12 95 

b.10 


13.45 

3.95 

b.55 


1/8 

W8 

1 ,9S 

6.55 


14.45 

• ; r- 

7.00 


14.45 

14 15 

; oo 

* 

16.45 

lb 95 

7.90 

» L j 

. 1 . / 

16.45 

'b 95 

7.90 


17.45 

17 95 


/ t 

19.45 

14.95 

. . . -c - 


20.45 

21. r5 

^ 9 70 ! 


1 71 4$ 1 

' • 

1 ?l QS 

.... i ( 


AT V t r NO 11 t 


n iji 


c cb • C r dor 


Removal?e Lace Cup Cover 


0TY 


to; sl 


retail RETAIL 
f ACH Total 


Tl I' A. 


W 


li.UO to 


STYLE NO 103 COTTON BANDEAU - Center Division 

• LP 28 10 12 14 ibl 


13.75 


101 Al S SECTION THREE 


TOTAl 
R P V 


TOTAL 
*1 t AIL 


TOTAl 

WMSll 


STY l 


ISO 203 WHITE LACE BANDEAU - Center Oi>,s,on 


7 45 

7.95 

3 8S 

7.45 

7.9S 

3.85 

i 

fl.95 

4.30 

4 45 

9.95 

4.7) 

10.45 

10 95 

S.20 


b0NUS MERCHANDISE - SPEC AL 60 DISCOUNT 


. f‘- i r.V '.r.V 'T,'’""’ " "*• " '•*•"<-' mM.haml.se 

■namk • , , . itnl towards birp r- band, .e. so R.P.\. rrcd,t for over. 

ONI Y to in., lollowtng garments • W .... This hon U s d.sdunl schedule 

1*2 101 201 212. 211 214 1(2 114 All (..fdles 

jnt! Wigs, 

f ,v, “ <»> is the man mu it tor each order. 

Tbs men hand,-e mjv be used in any way that th, < unsullanl desire 
M'lu at R elail, f ti. 


TOTALS THIS SECTION ' . 


TOTALS SECTION ONE 


(.IV* n a N M()n |,*s s 




^'1' o,hw ,h4n ° n ,h - •« *.n ^ UP , h e 

lU't.i . nl * .ether to give the request, d g,ti 0 t not. 

T nu m,i\ K'Vr pit f( hjn»1i 

Ron u w (f i *», | 


TOTALS SECTION TWO 
TOTAl S SECTION THREE 


ilhi r than that on the schedule since you order and accumulate 


Nueit ef o* 
G.v" cntt 


701 B 

Petite 



---- 


— 



- f 

• 


20.45 

20.95 


9.:*j 

702 B 

Small 










4 

21.45 

21.95 


10.15 

70 i H 

Med 







. 




21.45 

21.95 


10.15 

704 B 

1 a-ge 




♦ 


* — 



f 


22.45 

22.95 


lO.bO 

70 , B 

x l a* fte 




• 



-f 

♦ 

1 


23.45 

21.95 


11.05 

7Olt H 

2 X 1 ge 





- 




-- - 

_ 

24 45 

95 


11 sn 

----- 


TOTALS SECTION TWO 


TOTAL 

R P V 


TOTAl 

RETAIL 


TOTAL 

WHSli 


t a; 60" Oi stount 

2 .v 60’ Discount 

3 at 60' Discount 

4 .it 60 " Discount 

5 a; 60', OiSCCunt 


Q'r. 

Style 

Sire 

Retail Price 

AMOUNT 





















- 






TOTALS 


I 


10 45 

t0 95 

5.20 

11.45 

11 95 

5.65 

12 45 

12.95 

6.10 

J 3.45 

13 95 

6.S5 

TOTAl 

RP V 

TOTAl 

RETAIL 

TOTAl 

WHSLE 

TOTAl 

TOTAl 

TOTAl 

r r v 

RETAIL 

WHSLE 

TOTAl 

TOTAl 

TOTAl 

i r v 

RETAIL 

WHSLE 

TOTAl 

TOTAl 

TOTAl 

' » If V 

RETAIL 

WHSLE 

TOTAl 

TOTAL 

TOTAL 

» r v . V / 

RETAIL 

WHSLE • 


* * 


Calif. Add S\ Sales Ta> Based on Retail Vglue 
SV. wbne Applicable 


The 60^ liiiwOjni i$ on 

the Keta*I Price, 


TOTAL RETAIL 
L»*vs Discount on Retail 

NET AMOUNT 
Calif, add 5* or 5 ,»•„ or , Total Retail 


TOTAL =°'* aid to Section at Right 


A cashier's check or mon- 
ey order will prevent delay 
in shipment. Order will not 
be shipped until personal 

check clears bank, unless I COM PL El ED EV 
you hove already estab- _ 
lished your rating with the 1 L/llr. 

Company. ^ " ■( . >, ~T *~—*- 


total f or nonls merchandise 




Postage Required to AIR MAIL order. to Home Offico One urrl..r 1 

. . v ' n * t, 'di’i lorm per cnve one 10C a 

Two or Three ordpf forms per envelope 20< • four or mere ,„h.„ i 1 

r.iur or more order lurnis, use separate envelopes 


- —w 

An R P.V. Notice must be sen to 


you S poo sot each lime yon order 


For SPECIAL DELIVERY Add ?5c 

- - | / c. 

amount enclosTd \$S ^ 





»«v ll/l/r. 


112 


113 



\k V 9 


\2 



l 


» 


































































> 




H() BOX 5710 • SAN |OSE CALIFORNIA 95150 

DISTRICT MANAGER ORDER FORM 


ORDER NO “ — / 


si HI *» ' ' ■ • null I 11 • MON - t 1 1 nr - Regular t hikIIi 


Kl 1 * l HI T X i 
I XI H 1 ‘T X. 


MYLE NO 162 Bl M R l A H 

M P J >2 ‘4 1.4 44 42 j 


>.1>I l Ml 21.4 Willll 1 At | - 


. « •' lip pl4Mir 

long line - Regular length 


DROP SHIP 10 

. AMl 

■ [ )0Rl SS 
11 v & SI AH 
» 1 Y liSIRlMl ! iR 


MINIMUM ORDER 5 ITEMS AT ONE TIME 


/a^ 


y A 3 *- 1 /?» Al0 c sc r >' *4/7. 54 - | ... pr», o/. r 

ID » < Social Security Ram bar | 

//< y.W4 ^ ___1 .., Th fl , 


b«9 m t9(h !•»©*•►* • 

r t PltV'Owl 

. Pff , OuS R P V '.T .4. ~~ 


NAME . . 

//< y t M _ 

aim Ri ss . . 1 

- // i.J^ _il: 

( li> A SIAll ' - 

K 




JT' 

ZIP 


M> S?M>nxnf v 


V' 1 / } 

7 1 'i^u )- 


To* 4 1 S*** H.P S 


A — 

£}. 

7/." - 

f rt * ' 


STUl NO 212 - White - All Nylon le.e VpI. ro AHe.hed P*'"4lly Re nnyeeble < up tovf's 

~ _ k P V R P V RETAIL RI'All COST TOTAL 

K.r to *2 *4 1' w 40 OTT . .... tnlAl Mill TOlAl EACH COST 


s’Ylf S t) 45 SIE STA BRA 

t i p i 'll **. in 4 


I white Only 


QMNRtO.a...... (L- 

** K, 

y *TTOWt*» • eAAMlNCIR . * 


STYLE NO 162 COTTON 

CUP 30 *2 (4 16 38 40 42 44 40 CJFY 

B ....... . L-U 


R P V R P 


COST TOTAL 


TOTAL EACH total each 


•ILt NO 


7Q2s3lJl~ 

■ ~ ’fi 45 *0 .9 • 


f Hal K I C DM K( l P \S1 > UR 1)1 i HI? M ZIPPt K - White I .»nr, l »•$: 

\ V/| 


A ’ *1 ^ M < A • *S • li r, » *h . ! ( p fUsti( 

H I ‘ II I i • L ung t ini Rt*gutar l «*n^ih 

C l t 4 >► EN 4 4. 44 


si HI SO ZH - Hhife - M.TffJ 

[ P ». U iPR »h 4IM 


, M4i _ 

.in<! I .t( c* R . 


FICIRI COSTROl PASTV CIROLE - Hhite - Mini Leg 


> 7E 


_ R P Y R \ 

12 ( XI M TllTXL 

K? T AIL 
? ^C'H 



’• 2' 

lb 9 l , 

.-a. 


17 45 

27 95 

MPf 


1 17 .as 

17 95 

l il'fcV 


I 1 m-M 

; 18 95 


EACH COST 


ll(.l RE C ONT ROL P ASM URDU Wll H ZIP P l K - Hhito - Mid L *‘R 


*H«Z J \ i F 1 

7 I “aft./ \ \ L L» 

70 s v*-/ 4 x | »:»' 

* rMW \ I >:»• i\ 

‘ -a-; * i . *\ 

FIGURE CONTROL PASTY .IRDLE - White 


MUI NO :?4 


Hfnte — L»i»« R.. v it 


21 45 

2 * *i j 

12 

24 45 

24 'lb 

1* * al 

24 45 

4 ^2 

12.72 

24 45 

*4 Hj 

12 7. 

25 45 

25 95 

13.22 

25 45 

25 95 

13 22 

2b 45 

2b 95 

13 72 

2b. 4 b 

2 »y 95 

13.72 

.*>; l nd»*' Co 

p gi-movah 

p 1 acp Cup Covi 


9.95 ^ 

5.22 

0.95 

5“ 

0.95 

5 : 2 ’ 

1 95 

6.22 


6.22 

1.95 


1 95 

7.4 y 

1.91 

7.22 

3.95 

a 21 

9,95 

g.7 2^ 

7.95 j 

9.22 1 

9.9$ 

9.72 

- H 

10.22 

•0 95 _ 

10.72 

>1.95 

11.22 1 


4<’,( - >,t iM 4 1 30 lo tnsl 1 62 4BE E - 56H 4d(l IS 00 lo 

STYll NO 262 ttHITE LACE __ 

CUP 30 32 14 36 3R 40 42 44 46 


f*o additional R P .V.) 


Lon* Left 


1 , .1 1 I O'.mOL PANT ) T.irOLE - Nud» - Mini Leg 

r~T~ * 17 4S 

X . s a * 1l 4S 

•ta' IS 45 

..s' La*4a I < 4*. 

.si Ld'4* 45 

IIOLRE CONTROL PASTT GIRDLE - Black - Mini lag 


SYMBRA'ETTE HOLIDAY LINGERIE 


j ‘ I v L I NO 7JOZ "I V \I KT " ROBE AND COHN 

[ ‘ _ ^ 

| 00 


L-i 


19.00 

10.00 

R St! 


I fc0, w ._^_ t 18. 45. j _ 4 16. 9 

1683-*' Mad “ ,, " T r to o' 

I 604-TK I *r*a .p jj.a 

!'• > » * L 4ox >1.45 _ . 2’ « 

• i*j n - i U 22 4 5_ .'.'.-x 

EICLR E CONTROL PANTI '.IRDLE - Nude - long Leg 

- s Cat ta 19 ,45 lo.o 


60 N Mad ^ 20.15 

o 4 N I Jfgp 21.45 

60S S » I Jfga 22.45 

6 " N -’ 11 1 V _ i 21.45 _ 

FIGURE CONTROL PAN TV .IRDLE - Bljtk - Long Leg 

601 4 Telita ’(.45 

60.■ fl Small 21.45 ’ 

■Ob Mh<j 21.45 

604 R I d ir 2. 45 

605 B X I a'gr 23.45 

t.0*i B 2 X I ga 24.45 

IIGLRI CONTROI PASTY GIRDLE - White - Mid Leg 


* \ 

1 

1 

26.4 j 26 95 

* “lj. 72 * 

E 

; ; X . 

l 

x 

— 

26.45 26.95 

TT72 - ' 

EE 

/ 




27.4! 27 95 

14.2 

F 

.i' ; ; ; ; 

JL 



•*- - 7 ”. 

' 14.- 

G 





_ . 1 ^------*•-♦*-— ----- 

27.45 i 27.95 

u.. ’ 

H 

L.j~—-- 


t 

w ♦ • 

1 1 27.59 | I 22 *»5 * 

—t nr - ' 

1 

1 

I. 1 V I u *t 1 1 . . I 

.J 


/ 16.45 /(> jJJ. 16,95 

16.45 _ 16 .95 

X 17.45 .-i'y Hi 17.95 



10.22 



10.72 


11.2 2 

I'-*"- 


-No. 


314 - Black -L 4 re Rusthing EJndef Cup • temovihie Lace Cup Cover 


32 34 36 3/3 


RETAIL 

RE TAIL 

COST 

TOT At 

fACH 1 

VpT Al 

fACH 

COST 

28.95 


14.72 T 


28.95 


3 4.72 ' 


29.95 


15.22* 


29.°'. 


lT.22* 


29.95 


I5722T 


■ • 


15.22’ 



T 1 I 


I | * -r ■ / X* 1 f r ! 1 : 22.45 I f 22.95 J I "-71 ^ 

K~* , ! t \ ' ' _ '25.95 I ' 

L * ’ * M 24.45 _ 24,95 _ 1272 

4 (tr i',1 olid *T.o‘(TioToM 262 44E E 56H 4dd »5 00 to cost, (no jJdilinnjl R.P.V.JI 

STYLE NO 105 COTTON BANDEAU - Center Division_ 


28 10 32 34 36 \ ! • _ 


cmn dv ^ 

7.45 

7.95 

4.22 


l/vr«irLtl tO uY 

7.45 

[ 7.95 

4.22 


DATE ^ - 

8 45 _ 

8.95 

4.72 

nr 

— 

WlfH'B/0 MEMO' 

■■ n> • 9 4 J 

10.45 

9.95 

-1-J- 

1 1? ?5 

sTT 



IS1YLE SO 9212 R()MAN( f ” PE IGNOIR SE T 

E .v-npll fl i a R " ( 

> • 29.00 

I Med. (.00 

29.00 

> t .r, i 29.00 

STYLE NO 9155 "SHE E R DE L IGH1 " P E IGNOIR SET 

| ' ^ i h | ■ 

, el te .'.' in 

• ill 22.00 

M .. .’2.00 

I ■ _22.00 

St V 1 E NO 9154 "E L E GANC E *' PE IGNOIR SE T 

xqua mi* Ion tit> 

Pat ta 22.00 


7M H 

1 tf* 



18.45 

IH.Tt 

9.72 

ro. h • 

Small 



19.45 

19.95 

10.22 

u. A 

1 

Mini 



19.45 

19.95 

10.22 

a" 04 H 

Laigc 



20.45 

20.95 

•0.72 

7t#S H 

X Laigp 



21.45 

21.95 

11.22 

70h*W 

2 X l ge 



22.45 

22.95 

11.72 


Small 

20.45 

70.95 

10.72 

Med 

20.45 

20.9. 

10.72 

1 arge 

21.45 

21.95 

11.22 

x 1 aige 

22.45 

22.95 

11.72 

2 X 1 ge 

23.45 

21 . 9 . 

12.22 


22.0C 


. 9! 


14 15 


22.00 


22.95 


14 1 , 


22.00 

* 


14 15 


H ia 1 x late - P * 3 lined 


Small i 






22.00 j 

, -■ \ 

22.95 


14 15 


22.00 ] 


22.95 

L J 

14 ?:» 


O 

O 

, 

22.95 ’ 

14.15 


TOTAL 

R P V 

tUi 

TOTAL 

RTTAIL 


TOlAl 

WMSlf 

ift. 


FIGURE CONTBOt PANTY GIRDIE - Nude - Mid Leg 

70 IN Palile 19.45 

» * — f ♦ ♦ ♦ 

70/ N Small j 20.45 

70 IN Med 20.45 

7»>4 I .irge 21.45 

705 N x large 22.45 

7u*.-N , 2 X l ge 23.45 

IIGIJRI CON T ROL PANTY GIRDLE - Blatk - Mid Leg 
,*M1 H PetllR 20.4 j 

♦ • ♦ f* 

702 H Small 21.45 

701-H Med 21.4S I 

t . » * 

704 B targe 22.45 

7' 1 * B XI arge 2 3.49 

' 706 s' 2 X I ge I 24 


TOTALS SECTION TWO 


Printed m U S.A HOW TO FOLD: 1 Fold order form (rom left lo right. 

2 Fold bottom to lop 

3 Fold twice lo til 110 envelope 


Postage Required lo AIR MAIL orders to Hume Ollice One ordi 
Two or Three order forms per ervelope 20 < » Four or more ordc 


S SLCTION THRU 


BONUS MERCHANDISE - SPECIAL 60 DISCOUNT 

Ihr. melt n.i'iiliM ihisI In onli n r) *ilh cji 6 order, it tl*M't'd. It no hum*, men handrse is 
Ihi K.I'.Y. Ill tin order i lorli iti'il Inyy.irrts bonus men hanrtise. Mi R.l’ V. tftslil loi oxer* 

■ mlenani e i|u.iltln alum is illiweil »n Bonus Mert hamlise. Ibis bonus discount schedule 
(iNL Y lo the lollmying garments 

1li2 267. 101, 201. 217 21 *. 214. V.2. 314 All Girdle* 
and Wigs, 

I ive (5) items is the maximum loi oath older. 

Ins mi'll hamlise ma, be used in any way that the ( onsullanl desnex Given as Ho.tess 

■ Id al Retail, He. 

i a pally hostess requests men hamlise other than on the sihedule, r will he up lo Ihe 
ml's own iiiilgement whether lo give the requested gill oi mil. 

mu may give merchandise other lhan that on Ihe schedule since you onler and accumulate 
IIon us Men handisi’ »hrl ht’( ynu have a pally oi nol. 

_0, y . ^lyle Sue Retail f*nee AMOUNT 


STYLE NO 203 WHITE LACE BANDEAU - Cenler Division 

CUP 2« 30 32 *4 36 


Number ol 
G.yimen is 

1 .it 60" Discount 

2 .H 61V' D'Scouni 

3 n <>0"t Discount 

4 .11 f>(lX Disi ounl 

5 nl 605 D> si ounl 

6e 60* discount '» on 
let. 11 * Puce. 


J'j 3 t ±1 


> L l 




TOTALS THIS SECTION 

TOTALS SECTION ONE 
TOTALS SECTION TWO / 
TOTALS SECTION THREE 


I / 

A co*hi*r\* cKtck of mon¬ 
ey order will prevent delay 
in shipment. Order will not 
be shipped until personal 
check clears bank, unless 
you , KoVe olreid^ estab¬ 
lished your rating with the 






10.45 


10 95 


5.72 


11.45 


11.95 


6.22 


12.45 


12.95 


6.72 




13.95 


7.22 


~T 

4 

TOTAL 

1 P V 

fat* 

TOTAL 

RETAIL 


TOTAL 

WHSLE 


\//v 

I 

TOTAL 

1 P V 


TOTAL 

RETAIL 


TOTAL 

WHSLE 

<7 7 J- 

f 


TOTAL 

R P V 


TOTAL 

RETAIL 


TOTAL 

WHSLE 




TOTAL 

R P.V 


TOTAL 

RETAIL 


TOT AC 
WHSLE 


/», 

5 

K>TAl 

R.P.V. 

<it*< 

TOTAL 

RETAIL 


TOTAL 

WHSLE 



C 4 lil: Add S\ Sales Tax Based on Retail Value 
(Res.) 5W* Where Applicable 


TOTAL RETAIL ^7 y4 


Company. 


Less 60*5 Discount on Retail 
NET AMOUNT 
Calif, add 5% or 5 .5 on Total Retail 
...... Fo’waid to Section at Flight 


-m^~r 1 


z A 




TOTAL FOR BONUS MERCHANDISE 

Ao R.P.V. Notice must be eeot to ; 
your Spoosor each time you order. : 


.itLLL J 


lorm per iirvcilnpr' 10< • 

lorms tixe vi'i'jratp enveinpev 


For SPECIAL DELIVERY Add 754 

AMOUNT ENCLOSED 

as-% 


1 

m. ii/t/te 


/. 


t .25 * 



m. 




X 

iv*- • -•-# 








X 














































































I * 





> ■ 

!\ 


¥ x 

























•* 


\ 




( [ 


/ 















£r%r- 


SUPERVISOR ORDER FORM 


MINIMUM OK DIR 5 ITEMS AJ ONE IIME 


C\ 

SAMI . „ 


OBTAINED 


v, pm . > 14 

19.4 j 

ATTUrt—lT iMHVKeK 

20.45 _ _ 


ST>I E SO 262 WHITE LACE 


Si TIE NO 103 COTT( . BANDEAU 


Center Division 


IALS SECTION THREE 


SHIENO 201 WHITE LACE BANDEAU - Center Division 


EIOLRE CONTROL PASTY CIROLE - BlacV 


A ETTE HOLIDAY LINGERIE 


BONUS MERCHANDISE - SPECIAL 60* DISCOUNT 


I Ins rn u handisr mis! hi nrdrrrd with t*a< h oidrf, if drsirrd. If no bonus more fundee is 
* ihi k.I'.v. of this onli f is foft<‘it«‘i1 to*ards bonus morrhandisr. No R.P.V. crodi! for ovrr» 
n.iintmaiif «* qualifir afions is allowed on Bon is w* ,f < Kii-dt r. TNs bonuvdi^coui* »^odul«* 
ONLY to !ht» fallowing garments' pfj '' F I tU Dl 
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